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Recommend Beaver No. 48R-2" to4 
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5. Shoulde n 

1. Extra wide die 2. Gears fully en- 3. Straddle-mounted 4. Dies held in © tapered post males 
—with throat that closed and packed driving pinion — position by fully- quick and accu- 
centers and holds in graphite grease an exclusive ad- enclosed spring- rate die setting 
tool in position —a patented fea- vantage which backed ball — dirt possible — even 
when placed on ture which saves eliminates repair cannot get back under poor lighting 
Pipe. costly repair bills. bills. of it. conditions. 


When your customers ask you for a 2!/2 to 4-inch Threader, of the taper-post type, 
using a separate set of dies for each size, be sure to tell them about 48-R Beaver. 
They'll be grateful to you for it. 

No. 48-R offers all the worthwhile features heretofore available in taper-post tools— 
but in addition offers five important, new and exclusive advantages shown above. 
And 48-R is competitive in price. 

Durably built of the best of materials and workmanship. 
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YOUR EDITORS have sharpened 
thelr pencils and carefully checked 
over thelr cameras and equipment 
in preparation for the big doin’s at 
Atlantle City (May 6,7 and 8). The 
results will be featured in the June 
Issue of Mill Supplies. There will 
be detailed reports on the messages 
delivered by speakers and they are 
bound to be interesting and helpful 


because the theme of the conven- 
tion is “selling”. 

e@ in addition, there'll be dozens 
and dozens of pictures—pictures of 
people you know. Some of the 
shots will be more or less formal 
but others will be strietly Informal. 
@ Whether you attend the meeting 
or stay home, you'll find the con- 
vention report will prove to be 


profitable and interesting reading. 
@ There will be other features, too. 
For example, you'll have an oppor- 
tunity to check yourself on what 
you know about hacksaws. 

e@ Salesmen who sell gears should 
make a note now to look for a 
fellow salesman’s story that is 
loaded with suggestions on ways 
to Improve thelr selling. 
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“We Sell Through Authorized 
STOCK CARRYING DISTRIBUTORS” 


HOLO-KROME has proven, through years of 
practical experience, that Holo-Krome_ serves 
industry better, more economically and more efh- 
ciently because —‘“‘We sell through Authorized 
Stock Carrying Distributors.” 


HOLO-KROME considers its Authorized 
Stock Carrying Distributors as advantageously 
located Branch Warehouses and as important a 
part of the Holo-Krome organization as any 
department of the Company. 


HOLO-KROME requires of all Authorized 


Stock Carrying Distributors that they maintain, at 
A all times, an adequate stock sufficient to serve the 
Industries located in their respective territories. 


HOLO-KROME Authorized Stock Carrying 


Distributors are staffed with trained representa- 
tives fully conversant with Holo-Krome Products 
and Policies. They are ideally equipped to serve 
industry, and in a manner not equalled by any 
other distribution method. 


HOLO-KROME and their Distributors, at all 


times, realize their responsibility to Industry. 


To this “Statement of Facts” all HOLO-KROME 
DISTRIBUTORS wholeheartedly subscribe. 


THE HOLO-KROME SCREW CORPORATION, Hartford 10, Conn. 


-) 
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LUBRICATING 


New markets, new profits await you. 
Investigate Graco’s profit plan. Add 
lubricating and service equipment to 
your business and take advantage of 
brand new profit possibilities in a 
growing industrial field. Get the new 
Graco Industrial catalog and find out 
why more plant owners and industrial 
engineers look to Graco for the best in 
lubricating equipment. 

You'll find 36 fact-filled pages, illus- 



































Graco’s new Industrial Catalog No. 
IN-1301 combines the latest ideas 
of Graco engineers for stepping 
up lubricating efficiency 
with complete details 
of Graco equip- 

ment. Write 
for a copy 
today. 


A 
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Investigate 


EQUIPMENT 


trating a complete line of lubricating 
and service equipment engineered to 
meet today’s needs. Investigate Graco 
products, like the laboratory tested 
Gun-Fil lubricator, which saves up to 
80% of lubrication man hours. 
Graco industrial products are the 
result of years of experience, coupled 
with modern, up-to-the-minute de- 
sign. Write today for your copy of the 
new Graco Industrial Catalog IN-1301. 


GRAY COMPANY, INC. * 62-11th Ave., N.E. * Minneapolis 13, Minn. 












GRACO 


— 
PRODUCTS 


© © © PACEMAKERS 

IN LUBRICATING 
AND SERVICE 
EQUIPMENT 
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-FORGE "“sbhren DRILLS 
th Mtec-tifrd. 


“CLEVELAND” 
DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 
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LEAK-PROOF, PRESSURE-TIGHT 
ASSEMBLIES 


AVIATION 
FORM-A-GASKET « 


Liquid 


USE PERMATEX FORM-A-GASKET 
on NEW gaskets...and on OLD gaskets! 


Form-A-Gasket No. 1 (a paste) sets fast but not too 
fast for use on large surfaces. It dries hard but never 
becomes brittle. It's a swell product for making pressure- 
tight, leak-proof, permanent unions even when surfaces 
are warped. 


Form-A-Gasket No. 2 (a paste) sets a little slower 
than No. 1. It dries to a tough, pliable layer with 
plenty of “cushion”. It resists high pressures and very 
readily disassembles. 


Aviation Form-A-Gasket No. 3 (a heavy, brushable 
liquid ) sets itself into position and dries to a tacky 
paste. It will not run even when heated to 400° F. Nor 
will it become hard or brittle at temperatures down to 
70° below zero. It’s a great, all-around product! 


ALL TYPES OF FORM-A-GASKET 
PRESERVE ALL TYPES OF GASKETS! 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N.Y., U.S.A. 
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Sales with the Complete 


Tucuase Your Socket and -bttachment 





Here are 417 Items You Can Supply 











DRIVE SIZES 
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Za COMPLETE 
{ SETS 
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RATCHETS 
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TOOL BOXES & SOCKET 
RACKS 








3 


3 


tid |6|9)11)5)2 2111/2 
ea 24s) 5 |7| 5|10)3)2 
= 1.-|.| = |3)5|4]3]2 
a | 6lli2|.|..P .|17|31/14)20 
HR |l7|s)..[. [7 || sho... 
al 65/9) |. = 1919}7 [10 








TOTAL S 


BY DRIVE 


SitZzés 








57 





101 





143 








61 


55 





Most of Plomb’s sockets and attachments are again available 
— both individually for various types of work and in basic sets. 
Urge your customers to build matched sets they can be proud 
of — by standardizing on the Plomb quality line. 


For more 


profits, stock up now on Plomb's sockets and attachments. 


Plomb Tool Company, 2215 J Santa Fe Avenue, los Angeles 54. 


PLVMB 


v . 





of handling. 


WHY EXPERTS CHOOSE PLOMB TOOLS 


User-tested designs provide strength, lightness, balance, ease 


2. Plomb-specified steels, properly forged and heat treated, 
insure extra years of life. 


3. Modern 


Vv 


WRITE FOR 
CATALOG 
TODAY 
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manufactyring methods produce accurate- 
fitting tools for safe use. 
4. Plomb standard tools are GUARANTEED. 
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FOUR POINTER 
TO QUICK SALES 


ON WATSON-STILLMAN 
SOCKET WELDING FITTINGS 


When selling Watson-Stillman 
Forged Steel Fittings you can be 
certain of customer satisfaction 
because they are designed and 
made to stand up under the 





VELL most difficult conditions. 
Whether the installation calls 
for resistance to vibration, high 
temperature, resistance to cor- 
rosion or high pressure you can 
recommend Watson-Stillman 
without hesitation. The Watson- 
Stillman line of Socket Welding 
Fittings is complete and includes 

90° Elbows, 45° Elbows, Tees, Crosses, Laterals, 
Couplings, Reducers, Plugs and Sleeves in sizes 
from Ye to 4’ 1.P.S. They are available in Carbon 
Steel, Carbon Molybdenum Steel, Chromium Mo- 
lybdenum Steel and several types of Stainless Steel. 
And, of course Watson-Stillman Forged Steel Fit- 
tings are sold only through Mill Supply Distributors. 





F Sold Through Leading Distributors 
Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks 


Fi 





Pipe Benders and Hydraulic Equipment 


DISTRIBUTOR PRODUCTS DIVISION 


Gp 1180 
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SERIES 400 
HANGER 
bg ce) 3) > | FRAMES 


COUPLINGS 


ga 











COLLARS 


Pry 











CLUTCHES 





WORM GEAR 
REDUCERS 


a 








MOTORIZED 
' SPEED 
REDUCERS 





ha 


P.1.V. GEAR — Positive Variable Speed Controt 
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PRODUCTS YOU SHOULD KNOW ABOUT AND 0 SELL! 





“DRIVE AND ‘CONVEYOR CHAINS AND SPROCKET WHEELS 











@ 


ELEVATOR BUCKETS PULLEYS 


‘BELT éanunyoar | 
ets Ze 



















“Powe 


Top- leing Equipment 
Chain — CAR 
We. SPOTTERS 


GATES 
y. f 


Rollers 
| BACK- bey Wheels 


Wn 


SCREW CONVEYOR 





Enjoy Your Stay 
in Atlantic City 











and Enjoy 


Good Business 


| when it’s Over 
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STAINLESS STEEL FORGINGS 


e RINGS e BARS °e HUBS 
e DISCS e SHAFTS e SPECIAL 
SHAPES 


e BLOCKS © SPINDLES 





“ 
ALLEGHENY | 
LUDLUM 


STEEL CORPORATION 


Forging and Casting Division 
DETROIT 20, MICHIGAN 
Ww. @D. 9631-C 








ROUGH MACHINING 
HEAT TREATING 


Any Allegheny Ludlum field repre- 
sentative will gladly give you further 
particulars, or write us direct. 


Address Dept. MS4] 
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ONSTRUCTION DETAILS 


hat cut pump maintenance costs 


1. Bronze Wearing Rings 2. Generous Packing 
They protect the casing and Means less leakage, less serv- 
cover from wear — are re- icing “Electrifugal” pumps 
newable. A long-life feature. have five or more packings. 


sity gage senso 


a ae 





4. Quick, Easy Servicing 5. Lo-Maintenance Design 
All parts readily accessible. § Pump and motor in one frame 
Maintenance time cut to a min- eliminates alignment troubles, 
imum, means fewer parts. 


reduce cost, They give you a pump that’s quick- 
TH EM ALL ly installed — operates in any position — has 
ees almost endless applications. Made in stock sizes 


These fine-construction features are guide-posts Senet: 76 to 23 : 

to longer service — lower es costs. Look PART OF THE COMPLETE LINE 

tor them in the pump you buy. Other Allis-Chalmers centrifugal pumps and 
You get them all — and more — in an Allis- motors in capacities to 170,000 gpm! Single 

Chalmers “‘Electrifugal” pump. By mounting suction, double suction and multi-stage. Call your 

pump and motor on the same shaft and in the —Alllis-Chalmers office or dealer — or write 

same frame, Allis-Chalmers engineers not only _ for bulletin No. B6018. ALtis-CHALMERS, 

save space, but they simplify construction and MILWAUKEE 1, WISCONSIN. A 2038 


3. Seal Cage and Valve 
Gives positive control of water 
seal pressure. Made of bronze. 


HEAR THE BOSTON “‘POPS": Every Saturday Evening, American Broadcasting Co. 


ALLIS © CHALMERS 
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THE SATURDAY EVENING POST 


Here's why it pays to 


h Distributors 


\ 


te aN . Ei P f / 
ee, Berke: 
Geen rough Distributors is like tappin 


parts and materials. Into it, pou 


yoir of tools, 
y of products 
nace and 


g a giant reser 
ra wide variet 
ality, performa 





ent, 
+ WE. selggsed by Distributors for their high qu 
ice... from thousands of factories all over the continent. From 
. quickly, economically, ° 


every need .-- 
ce on which he 


tation. 


it, your Distributor fills your 
has built his repu 


with’ sound technical experien 


T's CONVENIENT . - « becau your buying in fewer 


offers immediate price 
n adjustments 
. places. 


se it centralizes 


cuts down paper work ..--> 
. insures faster service 0! 


ui superior credit facilities - - 


sources -- > 

we and catalog information . - 
and complaints - - - gives yo 

needed equipment as close as your phone. 

iT’Ss ECONOMICAL .- -- because it gives you 
helps you get the most for your money .--- saves trans! 

costs . - : insures a steady flow of technical “know-how” that 


cuts costS . + « reduces purchasing and accounting expenditures 

_.. holds down inventories that may prove costly in investment, 

storekeeping expense and obsolescence. : 

r was the first company to establish and publish @ policy 

Electric Tools exclusively through Distributors. And, 

that has always remained our selling policy- It 
It’s the best way for you to buy! 

Dept. B-S. Towson 4, Maryland. 

g., Toronto * Ontario.) 


personal service that 
portation 


Black & Decke 
of selling Portable 
through the years, 
has paid off for our customers. 
The Black & Decker Mfg. Co., 
(In Canada: Terminals Warehouse Bid 


FOR 25 YEARS HAVE SOLO } 






LEADING DISTRIBUTORS EVERYWHERE “ 


L sek & 


PORTABLE ELECTRIC 


ga = Ps 


TOOLS 


Drills ¢ Bench Grinders * Sanders * Shears * Screw Drivers 
nders * Hammers * Saws + Valve Refacets 


Nut Runners * Portable Gri 


oh Us eet Ge 


aes 


Se tee 














LOWERS ¥ 
It's profitable to keep your own 
inventory 0 v 
dowtainbutot to cary FINDS HARD-TO-OLY 1Tems— 
nel — Your Distributor is a ready source 
needs of many of supply foe them—because he 
knows where to look for them. 





tities to cover tl 
businesses beside your gw"- 
cuTs PURCHASE ORDER & neces YOU ON TECHNICAL 
InvoIce work — You need Your Distributor 
fewer purchase orders— receive has built up his “know-how” 
fewer invoicee—when you chan- ¢ rough thousands of contacts. 
. nel your buying by purchasing He can give you information on 
through Distributors. Ww , new tech jques, new 
products, new ways to cut costs. 









Be ee ein 





pep hi OK 


ndustry POSTED 


To Boost YOUR 
Sales and Profits! 


Telling your story to the more than 3,400,000 readers of the Saturday Evening 
Post is our way of saluting you as you meet in convention this month. But it’s 
only part of our continuing campaign to sell Industry on the advantages of 
buying through Distributors! 


For over 35 years . . . since pioneering the idea of selling Portable Electric Tools 
exclusively through Distributors . . . with the first established and published 
distributor policy . . . we have continually hammered on this theme. Millions 
of Black & Decker advertisements, direct mail pieces, booklets and catalogs 
have advised prospects to ‘See your Black & Decker Distributor” .. . ‘‘For 
more information, contact your Black & Decker Distributor’. . . “Order now 
from your nearby Black & Decker Distributor!” 


RESULT: Your customers have been largely pre-sold on looking to you as 
the source for Black & Decker Portable Electric Tools . . . enabling you to 
make a better profit with less sales expense. And you gain valuable contacts 
for selling your other products, too! The Biack & Decker Mfg. Co., 717 Penn- 
sylvania Ave., Towson 4, Maryland. 


j ’ —, 
j p2s> LEADING DISTRIBUTORS EVERYWHERE - FOR 35 YEARS - HAVE SOLD 
ivers 4 \ * 


PORTABLE ELECTRIC TOOLS 


e 


_ a Ss ame Gh 
“re lap 
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BILLINGS 





; . . THIS NAME MEANS A 
READY-MADE MARKET FOR YOU 
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Distributors everywhere pay tribute to 
the quality of Whitman & Barnes tools 
and to the fairness of policies to which 
the company has adhered over a period 


of nearly one hundred years. 


WHITMAN & BARNES 


2100-2200 WEST FORT STREET., DETROI R86, MICH, tes. A. 


MILL SUPPLIES © MAY, 1946 
















Below—an inspection bench in the 
Broaching De ent, and in the big 
illustration—the New Britain Torque 
Tester at work measuring the tough- 
ness of these Tools...actually break. 
ing them under tremendous 
pressure. 











Breaking 
Perfectly Good 

TOOLS «SG 
Scientifically ’ 





Every day—beautiful, glistening New knuckle and job insurance for your cus- 
Britain Tools . . . Tools as fine as any tomers as well. From the time these 
mechanic ever handled . . . are offered Tools start as a rough piece of selected 
up on the high altar of SAFETY-—guil- _alloy steel, they must pass countless tests 4 
lotined to protect your customers! The and inpection after inspection. Every 


New Britain Torque Tester shown above _ step of their manufacture is controlled, 
is a hard bitten, cold blooded judge of | checked and rechecked. 

Tool perfection. It registers to the frac- 
tional ounce of strain the ultimate capac- 
ity of a Tool’s ability to “take it”. It’s 
the final, positive proof that every New 
Britain Tool you put in any crib or kit 


Ask to see the quality tested New 
Britain Line. Every Tool in it has been 
engineered for the future—they’re tomor- 
row’s Tools TODAY! Once your custo- ' 


mers use one, any other tool “just won't 





: ! 
- RIGHT! : : do”—they’re that good! The New Britain ut 
New Britain Tools are not alone main- ital Bln Matin a 
tenance aids of the first order—they’re ee ee 
=e 


Mary [Euilezrig 
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Some said “Impossible!” But the Navy insisted, “We 
want a motor that likes water so well it'll run in 25 
feet of it for 90 days. What's more—it's got to be 
lighter, more compact than standard motors.” 





No diving suits allowed! Biggest problem was water- 
proof, pressure-proof casings. Cast-iron wouldn't do 
— too porous. So we turned to fabricated steel — 
tough, durable — and lightweight too! 


ah eerie ee a 


a 
ar Loe 


Things look better! We reinforced end-housings, double- 
checked insulation, made sure exposed parts were 
leak-proof. Nothing left to do but put our baby in 
the test-tank, check it regularly, and hold our breath. 


ih as ge 





Then we found that fabricated parts could be successfully 
welded together to assure water-tightness. For proper 
magnetic characteristics, we decided to use field yokes 
of one-inch rolled steel. 





90 days later—we took a good look. Motor still running 
and not a drop of water inside! That called for a 
short cheer and wide smiles all around. Mass produc- 
tion of these motors followed. 





MILWAUKEE 1, WIS. 





There’s a Moral: Every time Allis-Chalmers 
engineering solves special motor problems, 
we discover new ways to build better stand- 
ard motors for you. ALLIS-CHALMERS, 


A 1927 
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Diamonds i in an Improved, VITRIFIED Bond 
INow, the unequalled abrasive properties of diamonds gains 
the advantages of Bay State’s improved, vitrified bonding — 
greater strength and rigidity, plus faster, cooler cutting 
action. Results are longer life, hair-line accuracy and lower 





grinding cost per tool—a definitely increased efficiency 
that is naturally followed by increased sales. Bay State also 
offers Resinoid and metal bonded Diamond abrasives. 


wl 


A-ARI GF 
BAYFLEX | 





TESTED REC. RPM 
G00 5200 


ave wolowt ear" ek 


A gav st 
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Bayflex ... for BALANCED Flexibility 


Bay State’s new Bayflex Wheels — incorporating cotton 
fibres in a newer and tougher abrasive bond—have balanced 


The RIGHT Tools in the RIGHT Place 


Bay State Mounted Wheels and Points are right — run 
absolutely true, are free from hard and soft spots and need 


flexibility and are amazingly safer because they are practically 
unbreakable. This new wheel with its fast, free cutting action 
is demonstrating its improved performance in many metal- 
working plants, particularly in cutting-off non-ferrous metals. 


no breaking-in period. And packaging them in two handy 
sets of the 20 and 12 most commonly used units puts them in 
the right place—within easy reach of the operator, eliminating 
fumbling, delay and lost motion. 








Reflecting the very latest practice in the design and manufacture of bonded 
abrasives, these three new Bay State developments are winning friends daily, 
while chalking up enviable sales records. Like all Bay State products they 
are kept prominently before your customers— by steady advertising in 
leading metal-working publications and direct mail for your use. Alert Bay 
State distributors will find this cooperation an effective aid to the increased 
sales of these ultra-modern Bay State achievements for better grinding. 


BAY STATE ABRASIVE PRODUCTS CO. 
12 Union Street, Westboro, Mass. 
Canadian Plant: Brantford, Ontario 


BRASIVE PRODUCTS | 


GRINDING WHEELS 








| HONING AND SUPERFINISHING STONES @ PORTABLE SNAGGING WHEELS 


INSERTED-NUT DISCS AND CYLINDERS Q) 
Xe 
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MOUNTED WHEELS AND POINTS CUT-OFF WHEELS 
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GOODYEAR | 


NDUSTRIAL RUBBER PRODUCTS 


i “Vo k Belt 
N y/ 


tor all types of V-drives 


gw 


A B 
Noe ae 


Made in ali stanca 


lengths up to ll 


2 incnes 


A lLoad-corryng 


B 





1 section of endless high- 
tensile steel cable 
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“Your New V-Belt is Pulling-in Business” 


—say leading distributors 


the trade has occasioned as much favorable 
comment as the new COMPASS-V-STEEL Belt. 
Ever since its release for general industrial use 
several months ago, Goodyear distributors have 
been swamped with inquiries and orders. 


es any development in the history of 


COMPASS -V-STEEL is built on a revolutionary 
new principle that combines full flex-ventilation 
with steel-cable strength. It has proved an 
outstanding success on the most troublesome 
drives, paved the way for sales on jobs that 
couldn’t be handled at all with previous 


V-belts. 


This great belt is just one of the many new 
advances that have made Goodyear leadership 
a byword in the industry. High dollar volume 
—a substantial profit margin—consistent adver- 
tising year after year—all these factors explain 
why Goodyear Industrial Rubber Products are 
rated among the top three money-makers by 
successful supply houses. 


If you’d like to increase your share of today’s 
expanding rubber business, why not see if 
there’s a Goodyear franchise available in your 
territory? Just write: Goodyear, Akron 16, Ohio 
or Los Angeles 54, California. 


Compass—T.M. The Goodyear Tire & Rubber Company 


GOOD*YEAR 


THE GREATEST NAME 
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; he Bunting Authorized Distributor carries a stock of Bunting products 


which is geared to the needs of his territory. For Catalog sizes and 
quantities he is our preferred outlet and your most convenient source 
for Bunting Precision Bronze Bars, Industrial Bearings and Electric Motor 
Replacement Bearings. The Bunting Brass & Bronze Company, Toledo 
9, Ohio. Branches in principal cities. 


BRONZE BEARINGS # BUSHINGS x PRECISION BRONZE BARS 
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Here’s the CLINIC plan that gets your salesmen past 
the P.A.’s desk . . . into the plant or shop where they can 
study needs first hand . . . where they can contact superin- 
tendents, methods engineers, department heads and foremen 
directly... where they can show this important group the 7 
complete SKILTOOL Line in action... how new applications 
of each SKILTOOL cut costs on specific jobs . . . how the ase 
of the complete line multiplies the savings. 

To help you, we’ve given 57 men special training 
on conducting SKILTOOL CLINICS. One of these specialists 


will work with you in arranging and holding SKILTOOL 


CLINICS in your territory. 

SKILTOOL advertising to the trade will emphasize 
the many advantages of holding a SKILTOOL CLINIC in the 
plant. Each advertisement will carry a coupon urging the 
reader to request a CLINIC at his convenience. 

This is the plan that renders a service that results 
in SALES. Now, more than ever, management is keenly inter- 
ested in stepping up hourly output per worker through the wider 
use of SKILTOOLS. 





NEW SxitToot pisptay: 
FOR NATIONAL SHOWS 


This impressive 30-foot display, seen by thousands 
of key men in the building industry at the Associated General 
Contractors of America show in Chicago .. . will be seen by 
more thousands of buyers at the shows of the A.S.T.E., National 
Purchasing Agents Association, National Power Show and other 
important exhibitions reaching all major markets for SKILTOOLS. 
Out of the thousands of visitors at this display will come many 
immediate orders for SKILTOOLS . . . and countless requests for 
SKILTOOL CLINICS. 


NEW Sxitfoot Catarog: 


Coming off the press SOON ... completely different 
from any SKILTOOL Catalog ever issued . . . more informative 
... more interesting . .. a more powerful SALES producer. Con- 
tains all the popular war-restricted SKILTOOLS now back in the 
line . . . plus all the new SKILTOOLS currently in production . .’. 
PLUS special emphasis on the value of SKILTOOL CLINICS 
to the customer. 


NEW SxuToots: 


SKILDRILL Model “281”, first of the new SKILTOOLS 
. » . just introduced, already a sensation in the portable electric 
tool industry. But more important . . . ELEVEN MORE NEW 
SKILTOOLS ARE ON THE WAY THIS YEAR to make the 
SKILTOOL LINE STILL MORE COMPLETE AND PROFIT- 
ABLE for DISTRIBUTORS! 


SKILSAW, INC. 
5033-43 Elston Ave., Chicago 30, Ill. 
Factory Branches in All Principal Cities 
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Reliance Spring Lock Washers now come to you in 
this attractive, new red seal container — a package worthy 
of a quality product. 


Distinctive, brightly colored, it instantly identifies 
Reliance Spring Lock Washers in your stock and in your 
customer's plant —- helps create sales and customer satis- 
faction and brings reorders “by name”. 


Plainly marked according to new American Stand- 
ards this tough and strong container saves inventory and 
handling time for your floor men and your customer's 
employees. 


Stock Quality Reliance Spring Lock Washers in their 
new sales-stimulating package and watch your lock-washer 
profits improve. 


Write for Distributor 
Price List No. 500 for 


EATON 


EATON MANUFACTURING COMPARY 








IN order to provide distributors of American Drives with the 

technical “know-how” demanded by industry today, The 
American Pulley Company makes available the one-week course 
shown on the illustrated roster. 


The course, conducted at the home office, provides design, applica- 
tion, engineering and installation training as well as a thorough 
background of the distinctive features and construction details of 
American flat-belt long and short-center drives, V-belt drives, slow- 
speed drives, variable-speed drives and all of their component 
parts. The six-day week is full of hard, interesting work from 9 A.M. 
to 5 P.M. with “home-work’’ problems each evening. 


This training course is another reason why it pays to handle 
American Drives. The “know-how” available through this course, 
plus the complete American Drives line, are building an impres- 
sive volume of power-transmission sales for many distributors from 
coast-to-coast. If you are not cashing-in on this profitable combin- 
ation, write today for the complete story. 


4218 WISSAHICKON AVE., PHILADELPHIA 29, PA. 
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YOUR INDUSTRIAL DISTRIBUTOR gets what you need 
from the stock rooms of a thousand factories. You get the 
goods from him by merely a phone call. His warehouse takes 
the load off your inventories. 


He acts as your Procurement Agent for hard-to-get items and 
routine requirements alike. From scattered sources all over 
the country, he brings together specialized stocks selected with 
foresight and familiarity with your needs. 


He supplies or adapts available products to your emergencies; 
gives technical advice to simplify maintenance and replace- 
ments. He knows the quick way out of every “jam” from 


the Industrial DISTRIBUTOR. 


San Francisco, Calif. 
320 Market St. 
Douglas 4725 


THE ALLEN MEG. COMPANY 





Reprinted from MILL & FACTORY, May 1946 15ssue. 


ALLEN has been working with and through the Industrial Distributor since 1910. We have advocated and by example 
supported the indispensable service of the Distributor these 36 years. Now again, we urge every Purchasing Official 
to center his buying activities in the local Distributor, — to direct his purchases to the FOCAL POINT of all indus- 
trial supply-lines, incoming and outgoing. And anew we pledge ourselves to-uphold the most economical marketing 
system evolved by Industry,— the system made possible by the central figure to whom we owe so much, — 


DISTRICT OFFICES 
Columbus, Ohio 


Lawndale 0297 


New York City Philadelphia Chicago, Il. Detroit, Mich. 
30 Church Street Warringson, Pa. 6204 No. Hoyne Ave. $06 Dime Bank Bidg. 84 Wetmore Road 
Cortland 7-5705 Doylstown 6352 Sheldrake 2041 Randolph 3050 


Richmond, Va. 
6 South Sth Street 
Richmond 2-3093 





Harrvrorn, CONN. U.S§.A, 
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daily working experience with the problems of other plants. 


He is acquainted with new products and new developments 
that can expedite your manufacturing operations by introduc - 
tion of time and labor-saving equipment. 


He has the inside line on supply-sources unknown to you, 
and exceptional influence with first hands in all lines in get- 
ting emergency shipments and special accommodations. 


He knows no hours short of 24-hour delivery schedules. Calls 
for help he meets as personal obligations. Breakdowns and 
“bottlenecks” merely challenge his resourcefulness. His creed 
is SPEED in coming through for you! 


St. Louis, Mo. 
9726 Lenor Drive 
Flanders 6043 


Meriden, Conn. 
309 '4 Broad Sereet 
Meriden 4141-R 


Los Angles, Calif. 
17344 Vanowen St. 


Syracuse, N. ¥ 
145 East Pleasant St. 


Stoneham, Mass. 
6 West Hancock St. 
Stoneham 0451-W 





For complete data on Baldwin- 
Rex roller chain belts... ap- 
plications, sizes, horsepower 
tables, etc.... send for your 
copy of Catalog M-2A. 


HELP YOUR CUSTOMERS 
GET MORE FROM THEIR MACHINES 


You can help your customers step up their production by recom- 
mending the replacement of inefficient power transmission drives 
with Baldwin-Rex roller chains and sprockets. 


With roller chains on the job, there’s no slippage or “creep” to 

reduce machine output . . . to waste power and increase costs. The 

natural elasticity of roller chains, plus the cushioning effect of the 

oil film between the working parts, enables them to absorb shocks 
that might otherwise damage machinery. 


Baldwin-Rex roller chains are easy to install, even when 
sprockets are located between bearings. No expensive, 
elaborate take-up mechanisms are needed to com- 
pensate for stretch. Frequent adjustments are un- 
necessary as chains do not depend on tension 
for proper and effective operation. Remem- 
ber, the initial cost of chains and sprockets, 
properly applied, is usually less than any 
other medium of power transmission. 

And they last far longer. 


Help your customers get more 

from their plant... get them 

... Baldwin Rex “chain mind- 
ed.” You'll find it pays! 


ROLLER CHAINS 


BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
378 Plainfield Street, Springfield 2, Massachusetts 
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To keep doors and draw- 
ers closed during shipment and handling for 
protection against damage. 


Solution — Self-Stik Mystik Tape applies 
quickly without moistening, holds surely, peels 
off easily. 





during fabrication processes to prevent 
scratching, marring, oil marks, etc. 


Solution — Mystik Mask supplies tough, resil- 
ient “skin” for polished surfaces. Very easy 
application. Removes quickly in one piece. 








Can be removed and re-applied for welding. 


Metholsy Hah 


e@ These ‘“METHODs BY MysTIK” are the kind 
of production IDEAS your customers like to 
get from their distributors. When you tell 
them how MystTIx speeds production and cuts 
costs, you’re talking their language — and that 
means extra sales for you. MystTIK is one of 
the best sales-openers you ever carried. Don’t 
miss these profits. 





Problem—To quickly spray-paint 
designs, insignia, etc. on products. 
Eliminate costly hand-lettering 
and imperfect stenciling. 


Solution — Mystik Spra-Mask 
sticks to surface, permitting clean- 
cut designs and one-man opera- 
tion. Spra-Mask delivered die-cut 
os needed. Cuts costs. 


























Mystik comes in many forms— MystTIkK 
SELF-STIK TAPE, cloth or paper, up to 36” 
wide — Mystik MAskK, a reinforced paper ma- 
terial for protecting fine surfaces— Mystik 
Spra-Mask, a fast method for stencil spray- 
painting designs and insignia— Mystik Dri- 
PIPE, an insulation to stop pipe drip— MystT1k- 
PRINT for Self-Stik labels and signs. 


FREE _ write for Mystik samples, prices and 


sales literature now— Mystik Adhesive Products, 
2628 N. Kildare, Chicago 39, Illinois. 





DISTRIBUTORS WANTED! 


If you aren't selling the new complete line of Mystik Self-Stik 
Products, investigate now. These cost-cutting production aids 
fit perfectly into the industrial distributor's lines. They give 
you new extra sales, extra profits from every call— steady 
repeat business. Write or wire for the Mystik Profit Plan now! 


& im 
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“ANYTHING THAT STICKS" 
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feature attraction of 
new Black Arrow line of 
spray gun apparatus 


Here’s the hottest 100% jobber proposition you’ve ever seen in paint spray equipment. Now, for the 
first time, you are invited to handle the gun with the patented HOLLOW AIR Atomizer Head. This 
gun, preferred by thousands of industrial users, is widely acclaimed as the most sensational develop- 
ment in the spray gun field. 


MEANING OF HOLLOW AIR ATOMIZATION 
The name is derived from two hollow cones of air which are perfectly delivered in relation to the 
center paint jet. These cones function in such a manner that the paint is evenly, thoroughly 
carbuerized—producing symmetrical patterns, uniformly distributed. This enables operators to 
achieve perfect spray patterns—consistently, with remarkable ease. 


ADDITIONAL ADVANTAGES 
The HOLLOW AIR Atomizer Head is especially advantageous because it produces complete 
atomization of paint over the entire pattern. This prevents runs, sagging and orange peel. In addition, 
HOLLOW AIR requires less pressure. That’s because the HOLLOW AIR jets do not rely on force 
alone to break up the paint. HOLLOW AIR blends paint and air perfectly, resulting in a much 
softer, more economical spray. 


BLACK ARROW LINE IS COMPLETE 
You can meet all customer demands with Black Arrow Paint Spray equipment. In addition to 
HOLLOW AIR, the line includes (1) Complete pressure and siphon feed outfits; (2) Touch-up 
and Kerosene spray guns; (3) Standard, or conventional, plain jet type spray guns for users who 
may prefer them; (4) Air Conditioners, Pressure Gauges and a complete line of accessories 
and supplies. 
LET US HEAR FROM YOU 


If you’ve never carried paint spray equipment—or if you’re considering a new manufacturing 
connection—let us hear from you--NOW! One of our Field Engineers will contact you for 
an appointment. } 








FORMERLY THE ALEXANDER MILBURN CO. 


PIONEERS IN GAS CUTTING AND WELDING APPARATUS SINCE 1907 
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Sell the Gun with HOLLOW AIR 
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A new low-cost 
18” drill press that 


can really take it 


This New Duro 18” Drill Press has been de- 
signed and built to handle a much heavier 
load continuously than ordinary low-priced 
units. Has many new features including: spe- 
cial design for quick-changing of belts; head 
casting slotted to provide take-up when wear 
develops from movement of quill; six-spline 
telescopic self-aligning spindle that reduces 
play; heavy ribbed cast iron table and base 
with large machined surface and grooves for 
collecting coolant; base provided with "T” 
slots for bolting jigs; improved simplified 
depth gauge. Efficient production foot feed 
available. Specifications include: %4” ca- 
pacity. No. 2 Morse Taper. 4 New Depar- 
ture Ball Bearings. Speed range 425 to 
2030 R.P.M. Spindle travel—5”. Drills to 
center of 18” circle. Maximum distance from 
base to spindle—49”. Maximum distance 
from table to spindle—19”. Overall Height 
—68”. Size of overall base—18” x 281”. 
Diameter of column—3 2”. Weight of Model 
A3088 (as illustrated) less motor, 350 Ibs. 
Also available in bench model. 








Send for Catalog—showing low-cost single and multi- 
spindle Drill Presses, Metal-Cutting Band Saws, Circular 
Saws, Jointers, Routers, Shapers, Grinders, Lathes, Scroll 
Saws, Flexible Shaft Units, and Portable Electric Drills. Gives 
full specifications and prices. 


DURO “OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 


2669 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF oDURO HAND TOOLS 
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If you are rebuilding your organ- 
ization with new lines of products to 
sell and new personnel to sell them, 
it will pay you to investigate how 
Laughlin Drop-Forged Wire Rope 
and Chain Fittings can help you build 
a profitable business. 


TESTED SALES TACTICS 


When your salesmen “use their 
hands”’ as well as their heads to sell 
such Laughlin leaders as ‘‘Fist-Grip”’ 
Wire Rope Clips and Safety Hoist 
Hooks, they’re using tested techniques 
to sell products that are accepted 








THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 














4 ta 


4 Wo ie INDUSTRIAL 
SUPPLY DISTRIBUTOR 


who is now 
r . . . 
Corganizing his plans to..: 


HOLD OLD Cust OMERS 
AND WIN NEW ONES 








Y| ie 
— olf 








ay. .3 














a 





abe Air | 




















everywhere by men who sign orders. 


RECOGNIZED PRODUCTS 


Your customers know that Laugh- 
lin Fittings are tops in quality and 
appearance . . . backed by 80 years of 
experience, national advertising and 
an easy-to-use catalog. That’s why 
they can be easily persuaded to team 
up higher-quality Laughlin Fittings 
with the higher tensile rope and 
chains they’ll use on their share of the 
billions of dollars’ worth of new con- 
struction begun or pending. Quality 
work demands quality products. 


PROTECTIVE DISTRIBUTOR POLICY 


When we say “Laughlin Protects 
the Distributor’’, it’s not just words. 
Although we received five Army- 
Navy ‘“‘E”’ Awards, we came out of the 
war without making a single termina- 
tion of contract claim. That alone 
speaks for our distributor sales policy. 


Working day and night shifts since 
V-J Day, we have put ourselves in 
the positton to offer you real service. 
Write for further details on how we 
can help you. The Thomas Laughlin 
Company, Portland 6, Maine. 


Laughlin Protects the Distributor 


a 
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“AMERICAN BRAND” CORDAGE 


Sales 


34 


Offices: 


BALTIMORE * 


“AMERICAN BRAND” Marine 
Cordage is made in a full range of 
sizes and to the specific requirements 
of the particular job. Ample margin 
of wear-quality and strength assures 
consistent dependability and economy 
of service. 


“AMERICAN BRAND” Fishermans 
Cordage includes every type, size and 
construction. Manufacture of a full 
line by one source, results in uniform 
quality standards. Fishermen can al- 
ways count on profitable service from 
“AMERICAN BRAND” Cordage. 


A Complete Line for Jobs Big and Small 


“AMERICAN BRAND” Agricultural 
Cordage is made to withstand the heat, 
moisture and abrasion common to 
farm and ranch uses. “AMERICAN 
BRAND” Hay Rope, general purpose 
rope and Vegetable Twines are made 
of the very best available materials 
and to the one standard of top quality. 


“AMERICAN BRAND” Industrial 
Cordage covers an enormous variety 
from Drilling Cables, Transmission 
Rope and Slings to Tying Twines. In 
addition there is Plumbers Oakum and 
Jute Packing for caulking sewers, 
water conduits and gas mains. In every 
form, “AMERICAN BRAND” is a 
reliable guide to first grade cordage. 


The range of American Manufacturing Company's cordage products is repre- 
sented by the above pictured 1200-foot coil of 12-inch circumference ‘‘AMERI- 
CAN BRAND” Pure Mania Rope weighing two-and-a-half tons and the ball 
of Tying Twine weighing only 8-ounces. ‘AMERICAN BRAND” Rope, 
Twine, Packing and Oakum are sold through a nation-wide network of 


distributors. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 


BOSTON °* 


CHICAGO 


HOUSTON 
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When the tap’s 
in the fire... 


This “Greenfield” man is measuring heat with as 

much precision as though he was using a micro- 
meter to measure size. He is using an optical pyrometer. On his 
technical skill depends to a large degree the performance of the 
finished product in your customer’s plant. Improved furnaces, precise 
heat measuring devices, and the continuing accumulation of “know- 
how” have made the heat treating of tool steels an exact science 
in “Greenfield” plants. 

This science finds its practical application in user’s plants through 
the “show-how” service of Greenfield’s field engineers. It is another 
reason why your customers get more for their money when they 
buy “Greenfield” tools from you. 


GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
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GORHAM Standard 
for the 
Commercial Field 


« 
GORHAM M-40-B 
for 


Heavy Cuts in 
Hard Material 


7 
GORHAM Gormet 


for more ‘ 
Abrasive Materials 





The demand and the preference of large industrials for 
GORHAM Tool Bits mean continued and greater profit to the 
distributor. Their exceptional quality and outstanding perform- 
ance have won nationwide recognition. We have always made 
and delivered a superior product and through long experience in 
the selection and heat treatment of metals we produce bits that 
meet the most exacting requirements of tough production jobs. 
Let us discuss the sales possibilities for you in selling GORHAM 
High Speed Steel Tool Bits... 


GORHAM TOOL C0. 


14400 WOODROW WILSON « DETROIT 3, MICH. 
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Ii pays to stock Viger Brand 


T’s good business to have what your customers call 

for. Especially when they ask for U-S-S American 
Ticer Branp Wire Rope . . . for every reel you sell 
builds lasting goodwill and profitable repeat orders 
for you. 

Made by America’s largest manufacturer of wire 
rope in modern mills which are strategically located 
to assure quick delivery to any part of the country, 
Ticer Branp Wire Rope is the leader in every field 
it serves. 

With industry hurrying back to peacetime produc- 
tion, you'll find an especially heavy demand for this 
performance-proved product in the months ahead. Be 
sure your stock is adequate. If you can’t fill orders for 
Ticer Branp, you may lose valuable business. There’s 
now enough being made to meet practically all 
requirements. 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY 
San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 


U-S-S AMERICAN TIGER BRAND WIRE ROPE 
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STERLING Distributors are! They like their 
1946 Sales Promotion Program—and good 
reason, too! It contains a multitude of sound 
sales helps—and a complete set of direct-mail 
material (shown below) is one of 
them. Get your supply now! 
Sterling Tool Products Co., 
384 East Ohio Street, 
Chicago 11, Illinois. 


sending was known Bow it can be elim 


ted 
were the the speedy, efficient Sterling 1000 





This high 
hundreds cf ay tect te now being used for 


L position in practical! 
= for « perfect finish! Sande . . 






faster, economical! 
Sands (coarse or fine)” - ; 
honless. light-weight, — _ 0 
See for yoursel! 
' how the Sterling 1000 dose « PORTABLE ELectaRic 






Heol in short time Reb for c amen ea7s SAND 
‘ ER 


A. B.C. INDUSTRIAL SUPPLY CO 
PHONE. ane. e700 ; 





Sterling Sanders—aiso contains your 
name and address! 


Ad reprint tells the advantages of 


STERLING PORTABLE ELECTRIC 
ano ain-priven SANDERS 
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BRI 








writes 
Mr. Burt Frasier 
Painting Contractor 
~ of Lockport, N. Y. 





Note the 3 features of his nylon-bristled 
brush emphasized by this master painter 
in these excerpts from his letter: 


Gr must say it sure is a swell piece of 
brush to handle. (2/7I was greatly impressed 
at the way the paint flows from its bris- 
tles.@There isn't the slightest sign 
of slop or splash... I can say that I 
believe they are equal to any natural 
bristle brush I have used. 


NOW THAT more and more master painters are able 
to buy and use nylon-bristled paintbrushes . . . more 
and more of them are voicing their enthusiasm in 
comments like the above. 

“Nylon brushes have a good feel.”’ ‘Nylon brushes 
spread paint evenly and well.” ‘‘Nylon brushes need 
no breaking in.”’ These commentsare typical of many. 

The Navy painters who used nylon brushes during 


“Today | got the thrill of solnien’s 
lifetime... 1 bought and used a 


STLED _ 
PAINTBRUSH — 











i 





the war could tell Mr. Frasier another very impor- 
tant point which he hasn’t yet had time to learn: 
that his nylon brush will outlast any other paintbrush 
he’s ever used by 3 to 5 times. There’s a point that 
saves you real money. See your dealer today and 
reserve your nylon brush. It is made by your regular 
manufacturer of paintbrushes. E. I. du Pont de Ne- 
mours & Co. (Inc.), Plastics Dept., Room 315, 
Arlington, N. J. 


REG.U.S. PAT. OFF. 


DU PONT NYLON 


BRISTLES 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 
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Garages 
Tool Rooms 


ACCESSORIES 





—need this 
DEPENDABLE PRESS 


Here’s a sturdy, easy-to-use arbor press that meets 
the needs of most shops. Available in 50- and 70-ton 
capacities, it is widely used for removal and replace- 
ment of press-fit parts as well as for general bending 
and straightening. 





All Dake presses are built with massive frames to 
handle extreme pressures safely. The hydraulic work- 
. os cee * head is a trouble-free, self-contained unit that can be 
001 inch. Adjustable bracket holds indicator. moved to any point along the top channels. The screw- 
type ram can be advanced quickly to speed operation. 










Send the coupon below for full information on this 
and many other useful Dake presses. 


ENGINE COMPANY 


GRAND HAV EE, MICHIGAN 
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Yes, THIS NEW LINE OF U.S.G. gauges is three ways 


ahead. It’s way out in front in appearance, styled 
by top American designers. It’s improved inside to 
lengthen life yet retain famous U S G accuracy. It’s 
a line ot gauges that will make your product look 


U.S. INSTRUMENTS Tell The Truth [eel even better and sell faster. 


UNITED STATES GAUGE, SELLERSVILLE, PA. 
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Predominant 


Metal Sautug | 


MARVEL predominates. The No.-1 and No. 2 
hdck saws are the most widely used small 
shop saws. The No. 4B will far outcut any 
other metal saw in its price class regardless ‘ 
of type. The No. 6 and 9 are the fastest-cut- ‘ s 
ting hack saws built while the No. 6A and = © 

9A) Production saws far surpass all other 
automatic bar push up cutting-off machines 
both in output and accuracy. The No. 8 is 
universally recognized as the world’s most 
versatile metal band saw; while the No. 18 
and 24 Giant Hydraulic Saws represent the 
latest developments in basic hack saw de- 
sign and are the “world’s largest hack saws.”’ 
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Your Regular Customers are Prospects 


For KEY Sealing Compounds 


The wide usage of Key Sealing Compounds by power plant 


engineers, maintenance men, plumbing and heating contractors 











makes every one of your present customers a prospect for Key. 
The year ‘round advertising of Key creates a demand that 


can be filled by your salesman on his regular calls. 


There are two types of Key Sealing Compounds for specific 
application. 


For Waterproof Service Recommend 
Sealing With KEY-TITE 


Joints sealed with Key-Tite are secure against leakage, yet 








can be easily opened because the compound will not freeze 
the connection. Key-Tite does not settle or harden in the can 


— retains its plastic qualities and full body in service. 


Key-Tite is the perfect seal for connections in such services 


as water, gas, low-pressure steam, compressed air, etc. 


For Oil-proof Service Recommend. Sealing 
With KEY GRAPHITE PASTE 





Key Graphite Paste is the ideal sealer for all lines carrying 
oil, gasoline, kerosene, and high pressure steam. It expands 
under heat to form a perfect seal, yet will not freeze the con- 
nection. Key is more economical than old-fashioned pipe 
dopes and is listed by the Underwriters’ Laboratories. 


Make an additional sale on every call 
/ é THE 
—reduce your selling costs — stock and 
push widely advertised Key Sealing Com- 
Com McCasland Avenue 
East St. Louis, Illinois 


pounds. Write for Free Sample. 
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MORGAN 


semi-steel What better recommendation could you ask that a 
vise be a good seller than consistent good perform- 
ance ... MORGAN VISES have that reputation. 
They save time, money, and material and after years 
of constant use STILL retain their basic character- 


istics of precision and accuracy. MORGAN VISES 

do the BIG jobs BETTER .. . that's why they have 

me such a solid footing in industry—why plant man- 

@ Machinist Bench agers want them—why distribufors like to sell them. 
@ Combination Fipe The outstanding construction feature which makes 
MORGAN VISES such good revenue builders is the 

ad weaeenera diamond cerated jaws that insure firm gripping 
@ Woodworking power, absolute rigidity, and precision that lasts. 
@ Solid Nut Continuous Screw We want you to have the complete MORGAN 
© Quick Acti sales story because it's time now to start getting 

uick Action 


this business. 
@ Lightning Grip 


We make a practice of always suggesting to industrial 
users that they purchase through their local distributor. 


MORGAN VISE CO, 1222» #50". CHICAGO 6,U.S.A. 
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PROOF FROM A PARKER ENGINEER’S NOTEBOOK 


You can save time, money and materials with 
Parker Fluid Power Engineering. ~ 

The actual case record pictured is typical. Our 
recommendation enabled this manufacturer to cut 
down on number of connections, on space and 
avoid leakage. Moreover, his customer got a better 
job—one that operates more efficiently, is easier 
to service. 


Recommended 
Parker Method 


We’ve solved many a manufacturer’s problems 
with equally recommendations—using 
standard Parker equipment. For unusual conditions 
of design, where stock parts will not serve, we are 
able to supply “‘custom-bilt” valves and couplings. 
In every case the result has been the same—a sim- 
plified installation. May we show you how Parker 
Fluid Power Engineering can do the same for you? 


simple 


Stocks Available at your Distributor’s and at Parker Warehouses 


THE PARKER APPLIANCE 
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FLUID POWER PRODUCTS FOR ALL INDUSTRY 
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ARRINGTON 


Stress the 

“HOME HARRINGTON LINE 
of CHAIN and ELECTRIC 
HOISTS and TROLLEYS 


Harrington Hoist Products have always 
been built to specifications and stand- 


ards which over the years have helped 


GEAR 
CHAIN a. to build acceptance for the Harrington 


HOISTS Line. 


Over the years also, Harrington dis- 
tribution has been effectively handled 
through a group of loyal distributors 


who are appreciative of the high 
As CUM ALONG standards of distributor and manu- 
J) PULLEYS & facturer relationships which have been 


) HOIST 
a mutually profitable. : 


Also: 


DIFFER- Screw Hoists laieiliiteaees 

Trolley Hoists for Close Headroom 
lilies ‘ Extended Hand Wheel Hoists 
HOISTS Multiple Hook Hoists 

Chain and Rope Winches 

Trolleys for Flat Rail 

i1- BEAM Monorail and Hangers 
Switches and Turntables 
TROLLEYS | Jib Cranes 
Traveling Cranes 
Gantry Cranes 


THE HARRINGTON COMPANY 
I7th & Callowhill Street, 
PHILADELPHIA 30, PA. 
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When, by simply changing the blade on a hacksaw 
machine, a job can be done in two-thirds the time, it's 
something to look into . . . especially when this is only 
one of numerous reports showing similar performance. 


Show your customers how the superior cutting performance yse AT 
of Atkins “Silver Steel” Blades can increase their metal : 
cutting efficiency .. . how they cut faster... reduce tool 
costs ... turn out more cuts per blade. 


An on-the-job demonstration of Atkins “Silver Steel” MET on cy ee 
Blades can be arranged for your prospects and customers ee 
on work they choose. Write us for details today. 
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There are several reasons wry itis onty gooa 


business to push preformed wire rope: a ee | 


a + Most of it is in the Improved Plow Steel grade—the 
larger-dollar, larger-profit sale. 


b - Improved Plow Steel is by all odds the best grade for the 
majority of applications and renders the best service. 


c + Being the best, Preformed I.P.S. keeps repeat orders 
coming automatically—many times by phone instead of 
expensive foot-work. 


d + Being both preformed and the best possible grade of steel, 
it resists abuse and so reduces troublesome claims for 
adjustment. 


Yes, there is more profit for everybody in Pre- 
formed Wire Rope—particularly Preformed I.P.S. 





ASK YOUR OWN WYRE ROPE MANUFACTURER OR DISTRIBUTOR 
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NORTON distributor can take care of all of his 

customers’ grinding needs. He doesn’t have to turn 
profitable business away to other distributors who 
carry a wider variety of grinding wheels. 


The Norton distributor can furnish wheels in several 
types of Alundum abrasive and in two types of Crystolon 
abrasive; in vitrified, silicate, resinoid, rubber and 
shellac bonds; in a wide range of grit sizes, grades of 
hardness and structures. He has diamond grinding 
wheels in three types of bond — vitrified, resinoid and 
metal — and in a wide range of sizes and shapes. He 
has disc wheels and segments for surfacing, honing 
and superfinishing sticks, rubbing bricks, abrasive for 
polishing and tumbling. 


Also back of the Norton distributor are: 


1, Large factory stocks at Worcester plus Norton 
warehouse stocks in important industrial centers; 


2. Trained abrasive engineers the country over 
plus factory specialists on various types of grinding 
and polishing; 

3. Skilled research workers continually developing 
new and improved grinding wheels to meet new 
grinding needs; 


4, An extensive advertising program — both in 
publications and by mail — plus helpful promo- 
tional material. 


NORTON COMPANY, WORCESTER 6, MASS. 


Behr-Manning Corporation, Troy, N. Y. is a division of Norton Company 
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NORTON distributor can take care of all of his 

customers’ grinding needs. He doesn’t have to turn 
profitable business away to other distributors who 
carry a wider variety of grinding wheels. 


The Norton distributor can furnish wheels in several 
types of Alundum abrasive and in two types of Crystolon 
abrasive; in vitrified, silicate, resinoid, rubber and 
shellac bonds; in a wide range of grit sizes, grades of 
hardness and structures. He has diamond grinding 
wheels in three types of bond — vitrified, resinoid and 
metal — and in a wide range of sizes and shapes. He 
has disc wheels and segments for surfacing, honing 
and superfinishing sticks, rubbing bricks, abrasive for 
polishing and tumbling. 


Also back of the Norton distributor are: 


1, Large factory stocks at Worcester plus Norton 
warehouse stocks in important industrial centers; 


2. Trained abrasive engineers the country over 
plus factory specialists on various types of grinding 
and polishing; 

3. Skilled research workers continually developing 
new and improved grinding wheels to meet new 
grinding needs; 


4. An extensive advertising program — both in 
publications and by mail — plus helpful promo- 
tional material. 


NORTON COMPANY, WORCESTER 6, MASS. 


Behr-Manning Corporation, Troy, N. Y. is a division of Norton Company 
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We know an artist who has had © 
o Witt Corrugated Can for over 23 years! 
He claims it's his favorite subject—so attrac- 


tive in every line, so perfectly proportioned, so 
dominant in its rugged, sturdy strength! 






And not only with our artist friend, but with people everywhere, 
‘WITT Cans ARE a “favorite subject”. Folks never tire of boasting about 
them, explaining how their WITT Cans have served faithfully and kept their trim good 
looks for years, defying the worst that time, wear, and rough weather have to offer. 


WITT Cans are wear-resistant and dent-resistant-—made of tough, heavy-gauge 
steel. They're hot-dipped galvanized, protected with the heaviest possible 
coating of rust-proofing zinc. They're rolled with deep, close-pitched 
corrugations —strongest known. These are some of the reasons 
why WITT Cans outlast the ordinary kind three to five times. 


Because WITT Cans are best for your customers to 
buy, they're best for you to sell! — 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
& Originators of the Corrugated Can 
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PRETZEL BAKERIES TO FOUNDRIES . . . 


serve MORE belting custom 
5 with VICTOR’S complete | 









THE more fields you can serve the more : 
profits you make .. . Right? Plain tosee, 
then, that it pays to handle the textile 
belting line that’s recognized as Amer- 
ica’‘s most complete! Yes, there’s @ 
Victor Belting that’s preferred in almost 
§ every industry where efficient and 
economical conveying, elevating or 
power transmission is a must. 
Why miss out on any of this profit- 
able belting business? Set yourself up 
to get your full share—with VICTOR. 
And remember: the business you do 
on Victor Selting is repeat business, 
too. Victor dependability has won a 
loyalty among Victor users that keeps 
them coming back for more. Write for 


full details on the profitable Victor 





. Belting line today. 
THESE INDUSTRIES USE BELTING... 
SELL THEM VICTOR : 
Brick and Clay * Bottling + Flour Mills 


Steel Mills - Canning + Confectionery 
Paper Mills + Packaging * Tobacco 












VICTOR BALATA & TEXTILE BELTING CO. 
of 


Manvfacturers 
Solid Woven, Canvas Stitched and Balata Belting 
53 Park Place, New York 7, N: Y. 
345 W. Hubbard $t., Chicago 10, Hil. 
Factory: Easton, Pa. 
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‘KEYSTONE’ SPECIALIZED LUBRICANTS 


..... as close as your Industrial Supply Distributor 


In the warehouses of your industrial supply distributor 
are thousands of items... practically everything that 
is required for efficient plant operation. And. he is 
always near-at-hand, ready to give prompt, efficient 
and economical service. 


With ample stocks on hand, your distributor can 
supply your needs as they arise, thus enabling you to 
keep down your inventories. And because of the wide 
variety of goods he carries, you are often able to make 
a single order cover a wide range of unrelated items. 


Included among the goods he carries you will find 
adequate stocks of “Keystone” Specialized Lubricants 
...a complete line of high quality greases and oils for 
every application and for all operating conditions. 


"Buy the modern, economical way, through the indus- 
trial supply distributor. He can save you time and 
effort. He and his Factory Engineers are always “at 





your service” when called upon for technical informa- 
tion and advice. 


There is a “Keystone” distributor near you who will 
be glad to cooperate with you to make “Keystone” 
Specialized Lubricants available to your customers. 


KEYSTONE LUBRICATING COMPANY . Est.1884 
21st, Clearfield and Lippincott Sts., Phila. 32, Pa. 





Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED 
LUBRICANTS 
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LUMI 


@ Faster drilling action and prolonged tool life 
are but two of many advantages obtained with the 
Continental Drill Chip Breaker. By breaking chips 
into small, uniform pieces that are easily carried 
up the flutes of the drill, clogging is eliminated. 
The unit can be used vertically, horizontally, or at 
any angle as long as the housing can be kept sta- 
tionary while the drill rotates. The arm prevents 
rotation of the housing. Where space permits, the 
Continental Drill Chip Breaker can be used in 
multiple spindle heads. Write for Continental Bulletin 
28161 today for sizes and complete specifications. 


YOU PROFIT 7 WAYS WITH CONTINENTAL’S 
DRILL CHIP BREAKER 


GREATER SPEED—Because there is no clogging, it is not necessary 
to withdraw the drill to clear chips from the hole. 


PROLONGED TOOL LIFE—The free cutting action results in more 
holes being drilled before sharpening is necessary. 


BETTER FINISH ON HOLES—Holes are round, straight, and smooth. 
The short chips travel up the drill flutes without scratching or clog- 
ging. 


DEEPER HOLES —It is possible to drill holes many diameters deeper, 
eliminating the necessity of withdrawing the drill from hole to 
relieve chips. 


AUTOMATIC FEED—Automatic feed can be used without the 
danger of drill breakage that so often results from chip-clogged 
"holes. 


GREATER SAFETY—There are no long, whirling, spiral chips to 
burn hands or cut fingers. 


CLEANER OPERATION—Coolant penetrates easily to the very 
point of the drill; the short chips do not splash it on machine or 
operator. 


CONTINENTAL 


Stiytsio n O F 2 See 2S 


1200 OAKMAN BOULEVARD 


Above: With the Continental 0 
Chip Breaker, the chip is 

at regular intervals. Small ! 
chips are easily carried up { 
flutes. Holes are straighter, rout! 
er, and have better wall fini! 


Left: With conventional driltir, 
solid chips pack the drill flute 
causing scratched, out-of-rour! 
and crooked holes. The drill mi 
be withdrawn repeatedly to cle 
flutes and avoid drill breakag ie 
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BLUE DEVIL 


SOCKET SCREWS 


INDUSTRY'S 
PROGRESS 
DEPENDS ON 
QUALITY 
PRODUCTS 
Like These 


@ Socket Set Screws 


@ Socket Head Cap 
Screws 








































@ Socket Head Stripper 
Bolts 

@ Socket Screws — Dar- 
delet Thread 


@ Socket Screw Keys 
@ Socket Pipe Plugs 


@ Square Head Set Screws 
—Alloy Steel 


@ Tool Post Screws — Al- 
loy Steel 


BLUE DEVIL Products can be counted 

as a mainstay of industry .. . from 
all quarters comes the call for them. 
It is time now for distributors to check 
their stocks so that they may be in a 
position to give industry all the help 
necessary for the great manufacturing 
plans ahead. The prospects are good 
for sustained business because they are 
and have long been the choice of par- 
ticular manufacturers for high precision 
work. You need adequate stocks of 
BLUE DEVIL Socket Screws—the season 
is always "ON" for selling them—we 
would like you to have data on uses, 
applications, etc.—let us send these 
facts. 


SAFETY SOCKET SCREW CO. 


4445 N. Knox Ave. Chicago 309, Ill. 
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high-value 
fairbanks 


broad range of Fairbanks Bronze 
Valves highlighted here. Made 


Nv: VICES can be selected from the 


highlights of the 
bronze valve line 


The Fairbanks distributor performs 


MANY VALVES FOR MANY SER- + many industries. 


many services fo 


Adequate stocks of all types of piping 


and mill supplies as well as Fairbanks 


= Valves are available as needed, day 






150 and 200 


Union bonnet — integral seats — 
pound pressures. 
For services requiring quick disc 


ounds 

ressures from 125 to 300 pounds, 

Fairbanks Valves are available with 

screwed or flanged ends also with 
Faircoseal ends for Silbraz joints. 






COMPOSITION _ f REGRINDING 
Globe Angle 
and Angle and Cross 


Bronze disc—integral seat—union 
bonnet—200 and 300 pound pres- 
sures. For higher pressure service 
where composition discs are not 


or night. 


RENEWABLE 
REGRINDING 
Globe and & 
Angle 


Nickel alloy seat and disc—union 
bonnet—200 and 300 pound pres- 
sures. For more severe services 


Consult your distributor for all 
valve installation requirements. 





PLUG DISC 
AND SEAT 
Globe and 
Angle 





Renewable hardened nickel alloy 
seat and disc-200 pound pres- 
sure. For throttling and other 
service requiring close regulation 





taper seat 125, 


steam, water, oil and gas. 





150 and 300 
pound pressures. For full flow of 





solid wedge for 125 and 150 
pound pressures. For steam, wa- 
ter, oil and gas. 











Fig. 0601 : 
SWING CHECK VALVES 








Fig. 0616 


LIFT CHECK VALVES 


Horizontal—angle. Renewable 


taper seat — 150 and 300 pound 
pressures, where operating 
threads must not contact fluids. 


American 








renewal, satisfactory. on steam, water, oil, gas and air. | of flow. 
© © 
Fig. Fig. 
0228 0209 
NON-RISING RISING OUTSIDE 
STEM STEM SCREW UNION 
Gate Gate AND YOKE BONNET 
Valves Valves Gate Valves Gate Valve 
Screwed bonnet — solid wedge — | Screwed bonnet — split wedge — Screwed bonnet —solid wedge— | Non-rising stem — nickel alloy 


wedge—integral seat—200 pound 
pressure. For higher pressures on 
steam, water, oil and gas. 


industry flows through 












Horizontal—renewable bronze 
disc—125, 150, 200 and 300 
pound pressures. For maximum 
flow of steam, water, oil and gas. 








composition disc for 150 pounds 
—regrinding bronze disc for 200 
and 300 pounds. To prevent re- 
turn flow. Positive vertical lift 
of discs. 
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FOR STRENGTH 
APPEARANCE 


ECONOMY 


Mac-its offer a complete line of 
heat-treated, alloy stéel screws for 
the toughest kind of holding-down 
jobs. They're accurately made with 
die-cut threads, and heat-treated for 
the type of service in which they will 
be used. Sold through recognized 
distributors from coast to coast, and 
in Canada. 


TRIBU 


STRONG, CARLISLE & HAMMOND COMPANY 


CLEVELANG -13.° OH1L0 


y BY 


RED BY 


WAC-IT PARTS COMPANY tawcasren, pa. 
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YOUR CUSTOMERS’ REPORTS OF PERFORMANCE 
SPEAK LOUDER THAN OUR CLAIMS OF SUPERIORITY 

























ae HOME 
Belting 
Transmission Conveyor 
Elevator 
e 
Hose 
Steam Spray Brewers 
Suction Air Fire Hose 
Garden Chemical Sand Blast 
Water Gasoline 
e 
Packing 
Sheet and Rod Hot and Cold Water 
Steam Air and Acids 











for 
Home RusBser PRODUCTS 













The passed-along word of users of Home Rubber Belt- 
ing, Hose and Packing has become of great value to 
distributors because it represents unsolicited recom- 
mendation for these products. It means that con- 
sciously or unconsciously an acceptance has been won 
which outweighs almost anything a manufacturer can 
say about his product. 


. We in the Home Rubber organization, having done 


everything possible in developing our products with 
an eye to superior quality, can take pride in the results 
of our endeavor . . . to satisfy. And by achieving 
this object insofar as users are concerned, we have 
furnished our distributors with an invaluable sales tool 
... in the good will which has been expressed by users 
of Home Rubber Products. 


Recognition, acceptance and universal satisfaction 
place Home Rubber in a stronger position than ever 
before in its 66 years history to command attention 
for its products and service. 















NEW YORK: 80-82 Reade St. 








LONDON, ENG. 107 Clifton St., Finsbury, C. E. 


Home RuBBER COMPANY 


FACTORY—TRENTON, NEW JERSEY 


OFFICES 
CHICAGO: 168 No. Clinton St. 
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Anp with it the mill-supplies salesman can reach many pros- 
pects willing to be “shown.” 

The Hand Cut Cone Shape is one of the most popular in the 
line of Nicholson Rotary Files — largely because of its versatility. 
Its straight-sloped side can be used for cleaning flat, concave 
and even convex surfaces. It can get into narrow rounded 
corners; can be used for burring and enlarging holes; reduces 
the number of tool changes when working on irregular parts. 

Equally important, of course, is its high Nicholson quality — 
in steel, in careful cut, in perfect concentricity. Fast cutting, 
easy control, long serviceable life make it a big money-making 
small tool in many shops and production lines . . . and for the 
house that handles Nicholson trade-marked rotaries. 

Have you our CATALOG, PRICE LIST, DISCOUNTS— 
and estimate of sales possibilities in your territory? 


NICHOLSON FILE CO. ¢ 91 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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—in either Hand Cut or 
Ground. Three cuts— 
Coarse, Medium, Fine. 
Stock diameters— 4“ to 
1%". No multiplicity of 
closely related shapes. 
Simplifies things for you 


HAND CUT GROUND 








MILLING CUTTERS 
Plain 
Side 
End 
Angle 
Keyseat 
Convex 
Concave 
inserted Blade 
Slitting Saws 
Form Relief Cutters of 


Any Contour High Speed 
and Carbide Tipped Tools 


Milling Cutters 

Flat Form Tools 
Reamers 

Circular Form Tools 
Counterbores 


and many other 
special tools 






We manufacture a complete line of standard milling cutters, 
including slitting saws, plain side, half side, end, and angle mills, 
as well as keyseat, T-slot, convex, concave, and corner rounding 
cutters. We sell only through recognized, qualified supply houses, 
through whom our attractive catalogs are distributed. Our policy 
of maintaining large stocks of standard milling cutters on hand 
at all times, enables us to make shipment within twenty-four hours 


after receipt of an order. 


Lake Shore Tools are designed and manufactured by men 
who havé been associated with the cutting tool industry for many 
years. Our modern plant is one of the best equipped in the 
country. As a result, the Lake Shore name is a national hallmark 
of cutting tool quality. Our engineers will also design special tools 


for your customers from a blueprint or sample. 


Write us for complete information, telling what territory you 
cover and what lines you now handle. If you can talk the language 
of the machine shop, it will be worth your while. 


ARE CHARE TOOL WORKS 
INC. 


MILL SUPPLIES ¢ MAY, 1946 














T'S, 


IIs, 


ing 
eS, 


ind 


urs 


nen 
any 

the 
ark 
ools 


you 
lage 


KS 


venue 
is 


















Graton ¥ Knight 


Letioves in You 


Graton & Knight’s marketing policy, 
for many years, has been to distribute 
its leather belting and accessory prod- 
ucts through mill supply houses. We 
believe that Industry benefits by be- 
ing close to ample supplies (relieving 
the user of the stocking problem) 
and specialized engineering service. 

We tell our customers and prospects 
about this policy. We list our dis- 
tributors’ names and addresses in 
THOMAS’ REGISTER and in the Classi- 
fied Telephone Directory, and we 
direct the readers of our advertising 


to these sources. We offer our distrib- 


utors efficient selling tools... the 
assistance of our own salesmen in 
following important accounts... and 
we make every effort in our research, 
engineering and manufacturing de- 
partments to provide the distributors 
with products that are right for the 
market’s needs. 

It is our conviction that first-quality 
products, made by a manufacturer 
with nation-wide recognition and dis- 
tributed by capable mill supply distrib- 
utors with adequate service facilities, 
cannot fail to gain and retain con- 


sumer acceptance. 


GRATON & KNIGHT COMPANY 


339 FRANKLIN STREET, WORCESTER 4, MASSACHUSETTS 
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YOUR CUSTOMERS WILL WELCOME 


RUBBER-CUSHIONED 
Brightboy 




















































Topay your customers are doubly appreciative of recommenda- 
tions that will help check rising production costs. With rubber- 
cushioned Brightboy, work-and-time-savings are achieved by simul- 
taneous, one-operation BURRING, FINISHING and POLISHING. 


The three Brightboy Textures, Standard, Fine-Tex and Tuft- 
Tex, give wide work-adaptability which will find immediate 
favor with production executives and bench workers on 
your customer and prospect lists. 
Consistent Brightboy advertising in leading industrial pub- 
lications is reaching this ready-to-buy market for you. Bright- 
boy’s new catalog and work manual, a powerful sales tool, is 
ready for you now. Brightboy’s attractive distributor-fran- 


chise plan integrates all sales promotion elements for your 
benefit. WRITE FOR DETAILS NOW. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. ~ Newark 7, N. J. 
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Wherever commodities move by rail, 
there is a potential sale for a BADGER Car 
Mover because, as never before, evéty ship- 






nda- & per needs to place the freight cars at the 
bber- right spot for loading or unloading in the 
imul- shortest possible time. 
ING. At the new labor costs—time costs 
f money—and the BADGER is just one low- 
Tu : cost tool that will pay its way almost every 
diate time it is used. 
atic. BADGER Car Movers are adaptable to 
all rail yard conditions—they have speed, 
_ pub- power, and are light and easily handled— 
right and, what is more important—the replace- 
ool, is : : Advance 
fra ment and maintenance cost is low. Safety Car 
your You'll make satisfied customers with the Wrench 








BADGER LINE .. . a favorite with the dis- 


tributor and user for over 40 years. 


We make fine 
spurs for all 
makes and 
types of Car 
Movers. Slip- 
proof Movers 
are safeto 
operate Advance Safety Spurs 


LEADERS WITH THE DISTRIBUTORS FOR OVER 40 YEARS 


HOVANCE comeany APPLETON WIS. 
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@ WE SELL ONLY THROUGH DISTRIBUTORS e@ 















QUIGLEY 





PRODUCTS 


Make Money 
for Distributors 


By building a profitable, continu- 
ously expanding repeat business. 


REFRACTORIES and CEMENTS 


HYTEMPITE CHROMIX INSULBRIX 
MONO-LINE HEARTH-CRETE INSULAG 
Q-CHROMASTIC CAST-REFRACT INSULCRETE 
Q-CHROME FIRE BRICK ACID-PROOF CEMENTS 


vais A PROTECTIVE COATINGS 


A superior line of protective coatings and industrial paints, 
each specifically formulated and carefully manufactured from 
highest quality materials. Win new customers . . . speed-up 





stock turnover. 
Bulletins Available on All Products 


QUIGLEY COMPANY, INC. 


Manufacturers to the Heavy Industries Since 1903 
527 Fifth Avenue, New York 17, N. Y. 
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Electrolized Taps turn out 3 to 10 times 


as many holes per tap for your customers. ELECTROLIZED TAP ADVERTISING 


They are treated by a new process that 
combines high voltage with a chemical WORKS FOR THE DISTRIBUTOR 
bath and a rare metal to produce a super- 
hard surface that multiplies wear resist- Advertisements in all the leading 
ance, cuts more freely, produces a finer, shop magazines will carry the names 
cleaner thread. 





of distributors who stock ;Electrolized 
Electrolized Taps cost more but cost Taps. Make the most of the demand 
per tapped bole is lower. The initial sale for this extraordinary tap by getting 
leads to sure repeat business. You get the the inquiries and orders direct. 
regular discount. 
Place a stock order now so we can 
300 to 1000% more holes per tap is 
too good for tap users to pass up. Some- 
body is going to get this new volume and oe yee ; April 
profit in your territory. Why not you! ing list of Electrolized Tap distributors. 


include your name (distribution is 
strictly selective) in the rapidly grow- 








w ZL; ORATION | 
CCO/COD IBe Oe OL ee 8 


PROVIDENCE 
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R 
PRODUCTS 


In over 30 years’ experience manufacturing 
belt lacing equipment exclusively, Clipper 
has developed the world’s finest belt hooks. Se ay i A 2 4 
These are made of the highest quality belt an cee ae 
hook wire. Hooks hold with-firm, sure grip— 
give longer satisfactory service. When these 
top quality hooks are applied with a modern 
belt lacer such as the Clipper No. 9 Portable, 
you have the right combination—one which 
saves money for your customers— 
BUILDS REPEAT SALES! 


Designed to Meet Present Day Production Demands 





The Clipper No. 9 Portable Lacer develops pressures up to 16 
tons. With such pressure, hooks can be embedded flush with 
the surface of any kind of belt, and points clinched. 


The scientific action of the jaws forms a perfect line of well 
rounded loops permitting the use of maximum diameter 
Lubrihide Pin, also providing equal distribution of pulling Scientific action of jaws forms 


strain on every hook. A belt joint so made will outlast by two 
to three times one made with an old-style portable lacer. AT gore 
CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan a perfect loop for connecting pins 
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BELMONT 


advertising 


fo oe Be oo 


for the 


distributor 


For high 

conte etre Asbe ing has 
dion-fasbion” at appens ti: Neer 
bility, extra tar ieney and flexi- 


wear” if Packing wie roy a, 


reds Belmont 30 


f, Creates demand for Bel- 
mont Packings by promoting 
the extra values in the Bel- 
mont line through specific ref- 
erences to Belmont features. 


ing, Belmont 19 pro- 
t resistance for 
Packing 

hole, 80 fric. 

Point cre. 
ure itself. 


2. Directs the reader to the 
Belmont distributor. Note how 
the ad reproduced here men- 
tions the distributor. 


unimum 
ve working press 
ight— economical, 


3. Develops definite sales 
leads. Requests for folders are 
turned over to Belmont dis- 
tributors for follow-up. 


THE BELMONT PACKING AND RUBBER CO. 


. BUTLER AND SEPVIVA STREETS 
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PHILADEPHIA 37, 


. uve TE Pr 
pen, 
° 


tin 
cack prod vine: For 


Pound so 
tration a 


IN THE BiUE-a ; 
<q ORANGE 20x 


a — 


There is ¢ Belmont Packing fer 

Belmont distributor” 

every large 
give you 


center, read 
local stocks, 4 


Prompt delivery from 


THE BELMONT PACKING 
AND RuBeER ¢ 0 


PA. 
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owe 


realize the full sales potential on light machine tools 


& 


- = 
-_*- 


T Delta helps you train your men — through 
e the Delta sales training school. Your men be- 
come genuinely familiar with Delta-Milwaukee Ma- 
chine Tools and their application to varied tooling 
problems—thus do a more productive job of selling. 


2 Delta provides sales guidance for your 
e men — through its advertising in Mill Sup- 
plies. Attention is called to often neglected markets 
—the “in-between” calls your men pass on their way 
from one big smokestack to another. It takes a really 
big supply account to match the gross profit your 
salesmen can make by equipping one of these shops! 


3 Delta helps you sell — through its advertis- 
@ ing and promotion. This does a job of pre-sell- 


Concentrate on 


Delta - Milwaukee Machine “Jools 


It pays { 


HE DELTA MFG. CO., 639 E. Vienna Ave., Milwaukee 1, Wis. 


ing that makes easier selling for he It is Delta’s 
policy to refer all inquiries from advertising and spe- 
cial mail campaigns to local dealers. 


4 Delta protects your position as a Delta 
e distributor — through selective distribution, 
proportioned to local market potentials . . . a one- 
price proposition, the same to all mill supply distrib- 
utors .. , and assurance that the company does not 
accept direct business. The Delta Sales Policy gives 
you a clear and complete statement of this basic policy 
— in black-and-white — to protect your interests, 
avoid misunderstandings, Thus, your printed, signed 
franchise as a key Delta dealer stands for a safe, 
profitable investment in inventory. 


PAT. OFF 


WE Yol cbhelsmm love) ts 





Subsidiary of Rockwell Manufacturing Company 
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efficiency . . 


e ATLAS Car Movers are pace setters—they lead the field in good 
service and in good sales. Our distributors have been making 
fine profits and building substantial business with ATLAS Car 
Movers in the more than fifty years they have been on the market. 
They are indispensable wherever there are side tracks and some 
of your strongest selling points are . . 


make a box car climb a tree .. .” Each model 
has a specific use . . . the Regular Heavy Duty 
Model No. X—the Streamline Model S-X— 
the Atlas Model No. 8—the Atlas Model VIII 
—the solution to your customers’ shipping 


PROTECTIVE 
DISTRIBUTOR POLICY 


Sold exclusively through respon- 
sible distributors who are fully 
protected. Our sales plan gives 
Mill Supply Men every incentive 
to get behind Atlas, 


problems is simplli- 
fied if you have 
ATLAS Car Movers 
in stock. 


@ We always urge users to purchase from 


their local Distributor. 








. speed... power... 
. dependability. They move those full or empty 
freight cars more easily because of their greater power. In fact a 


prominent industrialist once said ". . . with this ‘ATLAS’ you can 
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as 
oy Within the above circle is the 
answer to ATLAS efficiency. 
Look in that circle—right there is the famous 
ATLAS construction — it makes ear moving 
easier and simpler—it gives the user compound 
leverage — great power is developed at this 
point—it means greater speend. 





































ATLAS PERFECT 
SPURS 


The ATLAS PERFECT SPURS 
are made of the best steel ob- 
tainable, heat treated properly 
io =wwith d e tr di 

strain placed on them. They 
oan be turned when necessary, 
thereby making use of all four 
edges and giving longer wear. 
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To Sell Armstrong “Tools 


More than 95% of your present accounts buy tools listed 
in the Armstrong catalog. Penetrate these accounts and 
obtain your full potential on Armstrong Tools. When 
making a call, check the account against an “Armstrong 
Products Check Sheet” for a complete record of tools 
bought, purchase timing and estimated potential that 
could be developed. Remember—Armstrong has not one 
or two lines, but eleven major lines of top quality tools. 
Armstrong Products Check Sheets are simple and easy 
to use. Available to all distributors on request. 


To Sell xormstrong “Jools 


Be prepared to service your customers’ immediate re- 
quirements by maintaining a service stock on the eleven 
major Armstrong Lines. Let your customers know that 
this service is available from your warehouse on Armstrong 
Tools—see that customers have catalogs showing the . 
Armstrong eleven major lines of top quality tools, tested 
and accepted as standard by Industry for more than 
fifty years. 

Sponsor periodical mailing campaigns from the attrac- 
tive material which we supply carrying your imprint. 


Best of all, arrange for a sales meeting on Armstrong . 


Products. Make our factory trained, field experienced 
sales representative a specialized member of your mer- 
chandising committee. 


FOR Jucrveased Profit 
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For Every Operation 


CUTTERS 
All Types for Tool Holders 


KNURLS 
Precision Hob-Cut 


he Mark 


WRENCHES 


A Complete Service 
Both Carbon and Alloy Steel 


HOLD- DOWN and SET-UP 
; piede) © 


All Types and Sizes 


“ARMSTRONG BROS.” 
dd ee) 


ARMSTRONG TOOLS ARE AD- 
VERTISED TO YOUR CUSTOM- 
ERS IN MORE THAN 
SIXTY LEADING PUBLI- 
CATIONS COVERING A 
MONTHLY CIRCULA- 
TION OF 2,965,220. 


CHICAGO 





d Profit... 
ARMSTRONG 


TOOL HOLDERS 








ARMSTRONG BROS. TOOL co. 


“The Tool Holder People’ 
Eastern Worehouse ond Sales, 199 Lafayette St., New York,N.Y. © Western Worehouse ond Sales, 1275 Mission St., San Francisco, Coll. 
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MACHINE SHOP 
SPECIALTIES 


Exclusive Features 


LATHE Docs 
Square Head or Safety Type 


*¢” CLAMPS 


For Every Requirement 


EYE BOLTS 
Proof Tested—Dependable 


“ARMSTRONG BROS.” 
CHAIN TONGS 


For Pipe and Fittings 


o——s>—« 


Je 
1 eee lie 


U. S. A. 























Page ads like these—in color—appear monthly in leading 
publications in the metal-working field—including Modern Machine 
Shop, Purchasing, Screw Machine Engineering and Tool Engineer. 

Practically all who buy or influence the purchase of taps read 
these magazines—nearly 200,000 executives, engineers, purchasing 
agents and shop men. 

Building product acceptance through advertising is a highly im- 
a a nn portant part of the Besly 5-Step Plan of Sales Promotion—developed 
Now in the second edition, this valu. | t© produce greater and more profitable sales for Besly distributors. 
able booklet is an important item in Additional territories are now open for qualified distributors to 
helping distributors by giving service ; ‘ 
to tap users. Printed on rugged stock, whom Besly offers a sound and effective plan for increasing tap 
it's a handy manual for shop use. ; 

sales. Write today for details. 






BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 
BESLY GRINDERS AND ACCESSORIES 


CHAS. H. BESLY AND COMPANY, 118-124 N. Clinton St., Chicago 6, Il!., Factory: Beloit, Wis. 
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SIMONDS ABRASIVE SEGMENTS 


page 


ENABLE YOU TO SERVE EVERY CUSTOMER 


Sell your customers maximum production efficiency for surface 
grinding operations with Simonds Borolon* (aluminum oxide) 
and Electrolon* (silicon carbide) segments. Furnished to fit every 
standard chuck, they are available in every required grain size 
and grade, with Vitrified, Resinoid, Silicate or Shellac Bond for 
solid or gap type segmental wheels. 


The completeness of the segment line is typical of all Simonds 
Abrasive product groups. Grains; Bricks; Sticks; Mounted Wheels 
and Points; Grinding Wheels of all shapes and sizes, enable Indus- 
trial Distributors to supply all essential abrasive products require- 
ments of every customer. 


Write today to learn the details of the Simonds Abrasive Selective 
Distribution Plan which makes this unsurpassed line one of the 
Industrial Distributor’s greatest selling assets. 


SIMONDS 





za co. 






SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Talk of the Trade 


POWER OF SUGGESTION: Art Klebes (Smith & Klebes, New Britain, 
Conn.) is convinced that the publicity given here to the fact that twins worked 
in his office had an effett on his daughter—She gave birth to twins on Dec. 8 
... The parents are Mr. and Mrs. Lauritz Lauritzen Alford (he’s a represen- 
tative of Jacobs Mfg. Co.) and the twins, a boy and a girl, are Lauritz 
Lauritzen, Jr., and Holly Jean. 


SPEAKER: Marty Bernhardt (R. C. Neal Co., Buffalo) recently delivered a 
lecture at Canisius College . . . Marty spoke on stock control. 





GOOD WILL BUILDER: Pittsburgh Gage & Supply Co., utilizes its recep- 
tion room to promote good will . . . In a neat frame, printed in large sized type, 
is a sign reading: “Insist on an audience in a reasonable length of time, or a 
reason for the delay. It is the policy of the Pittsburgh Gage & Supply Co., to 
extend courteous treatment to every human being—even book agents.” 


DO YOU REMEMBER THE CONVENTION IN: 


CHICAGO, 1944? Harry Ruhf (Cleveland Tool & Supply) and Carl Channon 
(Great Lakes) were kept busy at the past presidents’ dinner—they were bar- 
tenders ... Perey Ridings presented Tony Glesener, retiring president, with 
a shotgun for use on his California ranch. 








CINCINNATI, 1943? Mr. and Mrs. Ralph Bingham (Bingham Tool & Sup- 
ply) entertained a group of delegates at their home—and no ration points 
were needed . . . Walter Tripp (Hendrie & Bolthoff Mfg. & Supply) won a 
big hand when he took over the leadership of the hotel orchestra . . . Frank 
Archer (Superior Sterling) kept the delegates punching—punching punch 
boards with War Bonds as prizes. 


ATLANTIC CITY, 1942? Ray Neal (R. C. Neal, Buffalo) was host at a sur- 
prise party but he was the one surprised—the guest of honor, Gene Chamber- 
lain (Nat’l. Twist Drill) failed to attend ... Barney Meade (American Swiss 
File) had a bathtub accident and sprained his hand-. . . Mrs. Howard Schramm 
(Turner Supply, Mobile) missed her first convention in some time—she had 
just become a mother. 








a ON RYN OM OR HALF 

CHICAGO, 1941? Alvin Smith resigned as secretary of the Southern Associa- aye ™ | a we quainted 
tion after 36 years of service . . . 86 golfers turned out for the tournament and 2 ; 1 Phesied ¢ 
Fred Dibert (Marshall Supply & Equipment) captured first prize with a low ‘J putor; son 
gross of 78. it, merely 
4 ributor w 

DALLAS, 1940? The Cleveland delegates staged an amateur show, burlesquing The Good Old Days? iness is ¢ 
the shortcomings of various types of salesmen, executives and business prac- ne value « 
tices... Among the performers were Art Gould (Oster) ; H. H. Smith, Tyler well rec 
Carlisle and Ed Stvan (Strong, Carlisle & Hammond) ; Pat Murfey (Cleveland “ with res 
File) ; Dan Swander (Columbia Vise) ; Pete Boylan (Pattison Supply); and { (ot -% § functior 


Sy Seymour (Columbian Vise). ips 
hething fo 


BERMUDA, 1939? On the cruise were two honeymoon couples, Mr. and Mrs. om ee 


K. E. Harmon (Couch & Heyle, Peoria), and Mr. and Mrs. Jack Shields ‘” 4 - vii ice If, at 
(Standard Pressed Steel) .. . Bill Purtell (Holto-Krome), retiring president, .¥ . ightly ae 
handled the 1,001 details that had to be ironed out to make the trip a swimming on, they f 
success. R. W. B. Honeymoon Cruise that thi 


vwever, a: 
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tned De 


Tate 


OR HALF a century some people, unac- 
quainted with the facts and figures, have 
phesied the passing of the industrial dis- 
butor; some even have advocated it. How- 
it, merely to consider what the end of the 
ibutor would mean to your individual 
iness is to see how absurd is the idea. 


he value of the distributor to industry is 
well recognized to require argument. 
with respect to the cost of the distribu- 
s function there is much misunderstand. 
Applying the axiom—“you can't get 
hething for nothing”, too frequently buy- 
jump to the conclusion that they pay extra 
the conveniences of the distributor's 
ice If, at times, they are able to secure 
ightly lower price through direct nego- 
on, they find it easy to convince them- 
es that this represents a saving. 


Owever, as countless buyers know, such 


JENKINS BROS. backs the Industrial Distributor 
with this advertisement in May issues of Mill & 
Factory, Factory, Business Week, and Purchasing. 


— 8 aa Fy 


a“saving” is more often apparent than real. 
It may be eaten up quickly by the excessive 
costs of carrying adequate stock, and the 
multiplication of orders and resulting load 
of purchasing detail, which the buyer must 
assume. 

Thoughtful consideration of the facts is 
certain to show that nobody pays extra when 
the distributor takes a profit. Actually bis 
profit is a small percentage of the savings which 
he effects for both seller and buyer. The seller 
gets merchandise into the buyer’s hands 
with less expense. The buyer gets the benefit 
of what amounts to cooperative purchasing 
and warehousing facilities for the major part 
of his requirements ...which means a large 
saving over what it would cost to carry 
adequate stocks in his own plant. 


Buyers who fully utiliz? distributors’ facili- 
ties benefit most and pay no more. 





COMPARE! 





BOUGHT DIRECT BOUGHT FROM DISTRIBUTOR 





Price paid for 
Supplies bought 
Direct from Mfr. 


=A Price paid for 
fd : = 5 Supplies bought 


from Distributor 





Freight, trucking etc. <-- : 
> diut denen €3 Store-Door Delivery 





Increased costs Lower Purchasing, 
in Purchasing, == Labor, Warehousing 
Labor, Warehousing costs 





TOTAL ACTUAL 
COST of 
Industrial Supplies 

bought Direct 


from Manufacturer 


TOTAL ACTUAL 
COST of 
Industrial Supplies 

bought from 


¥ 
~<v 








local Distributor 


Makers of Jenkins Valves for more than four-score 
years, we know that Jenkins’ customers are served 
better and more economically through Industrial Dis- 
tributors than they could be through direct negotia- 
tion. Further, we are convinced that Industry can 
profit by fuller utilization of local Distributors, and 
in this advertising present some of the sound reasons 


for this conviction. 9 bei P, 





Ih / 
M/ 
// 
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Af, NUFACTURING 
MACHINERY... ANYWHERE... 
NEEDS POWER, AND POWER 
CALLS FOR TRANSMISSION 
BELTING. YOUR SELLING AP- 
PROACH TO THIS BELT BUSI- 
NESS TRAVELS A CLEAR, 
FIVE-LANE HIGHWAY 
WITH THE REPUB- 

LIC FIVE-POINT 

POLICY. 


of reaso" 
fs a 


\p m oan 8 
force snind 
qjalited a. 
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W. F. CROWDER, Editor 


MAY, 


k. W. BARNETT, Managing Editor 


SELLING DISTRIBUTION 


tors are urged to put their “Accent on Selling.” Each firm 

has a selling job to do. But selling is also required in 
another direction. Distribution itself in all its aspects needs 
selling. Perhaps the most important function in distribution 
generally is selling, yet distributors themselves have done a 
poor job of selling the public on the importance of distribu- 
tion in our economic system. 

To begin with, distributors are called middlemen. There 
may not be anything in a name. As Shakespeare said, “What's 
in a name? That which we call a rose by any other name 
would smell as sweet.” But in this particular case, the word, 
“middleman,” has had attached to it over the years many un- 
savory meanings. Not the least of which is the mistaken idea 
that the middleman takes a cut out of the consumer’s dollar 
and doesn’t render a service. The idea seems to be that because 
the form of the item isn’t changed by the distributor that he 
performs no productive service. We are all aware of the fallacy 
of this idea, but we don’t do enough positive selling of the job 
which the distributor does. Let’s tell the story of the service 
performed. 

Even writers who are endeavoring to present the job of dis- 
tribution in a favorable light, frequently forget to tell what 
the distributor does, first. Then too, in the literature of the 
field as taught in our colleges, the word middleman has be- 
come firmly entrenched in a whole system of classification. 
Let’s look at a typical definition from a widely-used college 
textbook in marketing, “Middlemen are, then, individuals, 
firms, or corporations that stand between prime producers and 
ultimate consumers and receive a profit for the risks they as- 
sume in addition to being paid for the costs of their services, 
or take whatever losses are incident to the assumption of an 
intrepreneur’s functions.” Please note, middlemen stand be- 
tween (one gets the idea they are something of an obstacle 
to the movement of goods) and receive a profit. The definition 


|’ THIS SPECIAL issue of MiLL Supp.ies, industrial distribu- 


doesn’t even mention the fact that a service is performed— 
that they do something. 

If this simply involved the use of words, the distributor 
would have little need for concern. It goes deeper, however, 
than a choice of words. It is symptomatic of a large segment of 
the public’s attitude toward the distributor. Reflecting this 
popular view, hardly a session of Congress passes that a reso- 
lution isn’t introduced to sponsor an investigation of “why we 
can’t get along without the middleman.” Then too, the capri- 
cious attitude of many responsible officials in war agencies 
toward distribution is still fresh in our minds. This ill-informed 
opinion is all too prevalent to be ignored. The burden of in- 
forming the public of the job done by distribution rests with 
distributors. They have a vital role in our economy and they 
have a story to tell. They should take every opportunity to 
tell it. There is a public relations job to be done. 

In this connection, a leading manufacturer was once queried 
about his public relations program. His answer was simple. 
First, do a good job. And second, tell everyone about it. This 
same program is available to industrial distributors and their 
salesmen. 

The job, of course, is one that involves all distributors. But 
each industrial distributor in his own area can do his part. 
He has a job of selling his customers, his acquaintances and 
his friends on the importance of industrial distribution. There 
are a host of channels that can be employed to get the mes- 
sage across. All should be used. 

In a broader sense, there is certainly a need for a program 
of education on the whole distribution front. This more ex- 
tensive public relations program will require the cooperation 
of all groups in distribution. But it is a program that will 
benefit distributors in all trades. Such a program will take or- 
ganization and cooperation. And that will take time. 

In. the meantime, industrial distributors and salesmen can 
start the job of selling distribution in their localities—now. 
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IMPORTANT 


Price Cutting 


Just as the robin’s flight northward heralds the spring, so the 
return of price cutting tactics in the industrial supply field is 
a certain indication that we are entering or already are in a 
buyers’ market. 

True, shortages still exist and deliveries in many lines are 
still extremely slow but, even so, here and there that old 
familiar charge of price cutting is being heard. Some distrib- 
utors become disturbed when they hear the cry in their terri- 
tory; others accept the situation philosophically. The undis- 
turbed distributors are, for the most part, the same ones who 
successfully weathered boom and depression times. They are 
experienced enough to know that the price cutter, in the long 
run, cannot stand the gaff, that his tactics are sowing seeds 
for future headaches. 

There are in business today some successful firms that have 
traveled along the price cutting highway. But, almost without 
exception, these firms are now most conscientious when it comes 
to selling at established prices. They know whereof they 
speak when they gay the price cutter’s path is a thorny one. 

Philosophy, admittedly, is a poor substitute for an order, 
especially a good sized order. However, being philosophical is 
just as good, if not better, than making snap judgments or 
rushing pell mell into action that has no meaning. Jist as in 
war or sports, the best defense is an offense but the offense must 
be skillfully directed. 

For those not patient or willing enough to let the price cutter 
meet his fate in the due course of time, it might be advisable 
to recognize the fact that cut prices can never replace service. 
Yes, even in a buyers’ market there is no substitute for good 
service, 

If a direct-selling manufacturer is the offendey, the distrib- 
utor has a distinct service-giving advantage. Any such man"- 
facturer, even with a network of branch or field offices, is a 
poor second when it comes to rendering the services buyers 
want. If the price cutter is a fellow distributor, the situation 
appears to be different but basically it is the same. The dis- 
tributor who has to cut prices to get orders is admitting his 
weakness. He is not capable of rendering top notch service. 

Service, therefore, is the price cutter’s vulnerable spot and 
even a buck private knows that an offense should be aimed at 
that spot. 


The Transition 


The industrial distributor, like anyone else with a business 
or a job, has a large stake in the economic health of the nation 
during the transition from wartime to peacetime production. 
For this reason, he should be interested in a report by the re- 
search staff of the Committee For Economic Development, 
“Jobs and Markets, How to Prevent Inflation and Depression 
in the Transition”, published by the McGraw-Hill Book Co. 


The report is concerned with two questions: 


“1. How we can complete rapidly the great post war expan- 
sion of civilian production and employment? 

“2. How we can make the transition to markets free of 
price control without running into serious inflation or depres- 
sion?” 


Recognizing the inflationary pressure exerted by the back- 
log of demand for goods of almost every kind, the report also 
points out the danger of stagnation in the period when the 
more urgent demands are satisfied and the inflationary financ- 
ing of government expenditures is reduced or reversed. For the 
present, the report states, the huge demand for goods works 
toward the goal of high employment. But once high employ- 
ment is reached and consumers, businesses and government 
want to buy more than can be produced, prices will tend to 
rise. If they want to buy less, prices will decline and unem- 
ployment will mount. The real problem of the transition is to 
get the “right” demand. 

The strategy for the transition and its timing proposed in 
the study work for flexibility because: “(1) The demand for 
goods and services should be maintained in excess of the 
amount produced until demobilization is complete and high 
employment has been reached, in order to provide stimulus 
to rapid reemployment. (2) As high employment is ap- 
proached, aggregate demand should be brought into approxi- 
mate balance with supply. The excess demand that was needed 
for rapid reemployment will not be needed to maintain high 
employment. (3) Successful execution of this policy means 
that until high employment is reached, and probably for some 
time thereafter while demand is being reduced, there will be 
inflationary pressure. We should make temporary use of liber- 
alized, streamlined price control to prevent this pressure from 
causing runaway price increases.” 

The means of adjusting demand are also elaborated upon 
in the report which contends that government “cannot avoid” 
influencing aggregate demand as not only are government’s 
expenditures themselves a part of the aggregate demand, but 
taxes also have a major effect on the demands of individuals 
and businesses. It concludes that flexible fiscal and monetary 
policy can have a decisive effect on total demand and, in order 
to use it later, if and when necessary, legislative and adminis- 
trative preparation is required now. The tools of flexible 
fiscal and monetary policy are also explained in detail as well 
as what should be done now to prepare for the policy, what 
should be done when demand beeomes deficient, what should 
be done if demand grows excessive and who should do it. 

The report was prepared by the research staff under the © 
directorship of Theodore O. Yntema. The staff also includes 
Melvin G. deChazeau, Albert G. Hart, Gardiner C. Means, 
Howard B. Myers and Herbert Stein. It is a systematic, ob- 
jective study as members of the staff had full freedom to state — 
their own analyses and conclusions. 
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“Selling is My Business...” 


And business will be good for the industrial distributor who analyzes his sales 


In THIS special section of 
Mitt Suppuies, “Accent on 
Selling,” four functions of 
sales management have been 
singled out for detailed study 
because of their timeliness 
under present conditions. 
This is not to minimize the 
importance of the other con- 
tinuing responsibilities of the 
sales manager. Within the framework of the problems con- 
fronting industrial distributors today, however, these are the 
four functions which deserve the most immediate thought and 
action. They are: 


1. Organizing Sales Efforts 
il. Sales Programming 
lil. Selection of Salesmen 
IV. Training New Salesmen 


Organizing sales efforts involves a direction-giving job. The 
distributor must find out what his market is and analyze his 
customers’ requirements before he can intelligently set up an 
organization to meet these needs. This involves an estimate of 
potentials by lines and by customers. Against these potentials 
his past sales performance may be evaluated. With the facts 
at hand, he can direct his efforts where opportunities are 
greatest. 

Sales programming involves the mobilization of all the re- 
sources of the distributor’s organization to accomplish the sales 
objectives of the firm. This involves not only the use of his 
sales force, his promotion facilities and the competitive advan- 
‘tages of his lines, but the use of them in the right amounts 
and at the right time. Selection and scheduling of all selling 
tools are required if maximum, continuous salés pressure is to 
be obtained. ; 

The current period is one in which distributors are recruit- 
ing and adding to their sales forces. The character of the 
supply house over the next decade will be stamped by the 
quality of the new salesman selected now and over the coming 
months. Care in the selection of new salesmen to represent a 


SELLING is the key to the in- 
dustrial distributor’s success. 
This has been true in the past 
and it is true for the days 
ahead—only more so. For 
that reason there must be 
“Accent’on Selling” by each 
concern. The often prophe- 
sied buyers’ market is emerg- 
, ing now. For industry, the 
_ current period is oné of transition. For the distributor, it should 
be one of preparation and action. 
Business over the next several years will be good. The imme- 


82 





MILL SUPPLIES ¢ MAY, 1946 


and service problems and meets them with a carefully prepared program of action 


firm is important. The concern is judged, in large measure, 
by the salesmen who call on customers. 

After the salesman has been selected, the next step is t» 
send him through a regular systematic course of training. 
And training is not a one-shot affair, but must be followed up 
by informative sales meetings, manufacturers’ sales schools 
and supplementary educational courses. 

This special section is designed to supply the sales manage- 
‘ment of distributing firms with an approach to the solution of 
these four jobs. No rigid program can be set down that will 
be applicable to all distributors. Because all distributors are 
different—their organizations, their resources, their needs and 
their problems are different. In general though, they are all 
confronted with these four immediate tasks. The aim here is 
to set forth methods of procedure by which distributors indi- 
vidually may work out the answers for their own firms. For 
purposes of clarity in exposition, each of the four functions is 
discussed in a separate section. They are, however, closely re- 
lated in practice. The programming of a sales drive must be 
in terms of determined objectives or sales goals. Moreover, the 
hiring and training of salesmen should be keyed to the selling 
requirements of lines and customers. 

The suggested procedures are equally applicable to the 
large and the small firm. While a small distributor may not 
have anyone specifically designated as sales manager, someone 
in the concern must perform the functions enumerated. If a 
new line is taken on, if a promotion program is inaugurated, or 
if a new man is hired, someone in the organization must make 
the decision. 

The present sales force of each distributor’s organization 
is the keystone of that distributor’s success. While sales man- 
agement has a responsibility for backing up each salesman with 
all available sales tools and information, each salesman has a 
responsibility for cooperation with management. Indeed, the 
successful performance of the four tasks of sales management 
discussed here require the cooperation of salesmen at every 
step. The end result—more sales—works, however, to the 
advantage of both. The role of present salesmen is pointed 
up in the discussion of each function and, in summary, 20 points 
where salesmen can help are listed at the end of the section. 


diate period is clouded by strikes. and shortages but behind 
all the headlines, American industry is moving rapidly through 
the reconversion period. The thousands of plants producing 
durable consumer goods and the additional thousands of plants 
supplying components to these plants are gearing their oper- 
ations and setting their sights high. American consumers were 
not able to buy a long list of durable goods—automobiles, 
washing machines, refrigerators, farm implements, stoves, etc. 
—during the war. These unsatisfied desires have accumulated 
into a huge deferred demand. These desires are not idle wishes. 
They are backed up by the greatest volume of individual sav- 
ings the country has ever known. 

There is also a heavy demand in the non-durable goods indus- 
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tries. Production in these industries, which were largely active 
in producing civilian goods during the war, have reached rec- 
ord levels. Many, many plants in these industries wore out 
their equipment during the war. They could not get priority 
assistance, and they made what they had do. They will be in 
the market for new installations and replacements. And, of 
course, there are all the demands growing out of the high 
level production itself. 

Few businessmen realize the internal adjustments that will 
be required as we move into high level peacetime production 
with full employment and heavy wage payments. Thinking 
tends to be colored by 10 years of depression followed by 5 
hectic war years when all production and distribution were 
distorted by military demands. 

The common bewilderment is expressed in such statements 
as “why is there a shortage of meat and butter with record 
production of these items?” or “Where have all the houses 
gone? We used to have enough.” The tight supply situation 
in many lines, of course, results from a general upward shift 
in income and in demands from income classes that were “out” 
of the market in the depression days. Then too, the problems 
are augmented all along the line by the suddenness of the ap- 
pearance of the demand. Even those who remember the previous 
boom years of 1928 and 1929 may not recall that that period 
was the climax of 10 years of steady growth. The expansion of 
facilities was more or less in mesh with the growth in demand. 

The attainment of a balanced economy with full employment 
and high levels of income will undoubtedly require the expan- 
sion of manufacturing, trade and service facilities to bring 
them more nearly into equality with demand. Over the years 
ahead, we have every reason to hope and believe that we will 
move to a higher plateau of production than we have ever 
known before. For the industrial distributor and his salesmen. 
this means heavy sales of all kinds of industrial ‘equipment 
and supplies. 

The war brought profound changes in the industrial char- 
acter of many communities; in others, new manufacturers have 
sprung into existence, though their character in the main is 


Industrial Production 
and Supply Sales 








much the same as before—only larger. In both cases, it is 
important not only for the reasons of immediate business to 
seek out the new, but more important, it is wise to make firm 
. commercial contacts early in the game. 

The war has also brought changes to industrial distributors. 
In many houses, the salesmen, in large measure, became 
expediters and procurement specialists. Retraining and re- 
conversion to selling is necessary to tune them up for the sell- 
ing job ahead. Moreover, selling forces were depleted. New 
salesmen must be taken on. Care should be exercised in their 
selection and in their training. With war-shortened sales 
forces, contact frequently was lost with many old, small cus- 
tomers. The business of these accounts must again be actively 
solicited. 

Now is the time for distributors to review and appraise their 
sales organizations. To do an effective selling job, a lot of 
thought and effort must be devoted to the task. Almost any 
distributor can “skim some cream” but to get the market 
coverage and penetration so necessary in the days to come, 
sales planning and organization are vitally necessary. 

Yes, business will be good, and we know from past expe- 
rience that when industrial plants are operating at a high 
level, the sales of industrial equipment and supplies will be 
sold in large volume. The nature of this direct relation between 
production and distributor sales was analyzed in detail in the 
January 1946 issue of Mitt Supptirs. Each distributor has 
the opportunity to capture his share of this big volume of 
business in the days ahead. But to do the job successfully 
will require selling. And to do this selling job effectively, he 
must improve and strengthen his selling organization. 

Competition will be tough. Price will again become an im- 
portant factor in the decisions of buyers. Direct sellers will 
renew their efforts. New distributing firms will spring up where 
the needs of the market have not been adequately appraised 
and served by existing distributors. The best way for a dis- 

tributor to meet this competition is to make his concern the 
best source of supply in the field. This requires thought and 
organization—organization of selling and service efforts. 








Prior to the war, distributor 


sales closely followed the 
curve of industrial production. 
Productive capacity of Ameri- 
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can industry was increased 50 
percent between 1940 and 
1944, Distributor sales moved 
“pward ahead of industrial 
Production during the building 
and tooling-up period. But as 
few capacity came into pro- 
action, the industrial output 
curve soared. Close pre-war 
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our sales efforts 


®@ Every industrial distributor's first job 
is sales. To achieve the goal of satisfac- 


tory volume and sales penetration, directed 


sales effort is required. Markets must be analyzed 
and customers’ needs appraised before the distributor 
can direct his sales organization intelligently. Past sales 
performance must be matched against determined sales objec- 


tives. Sales effort then can be directed where opportunities are greatest 





SALES POTENTIALS are factual 
aids to management in de- 
termining what volume could 
be sold in contrast with 
what actually was sold. They 
provide objective measures 
against which market cover- 
age and market penetration 
can be evaluated. In a sense, 
a sales potential on a line is 
a sales goal for that line. The distributor who asks his em- 
barrassed supplier how many or how much of the manufac- 
turer’s product he should sell in a month or year is asking 
for a goal or a potential. He is not content with the “10-per- 
cent-more-each-year” theory. He wants a specific figure that 
is based on the sales capacity for the line in his territory. 

There are many reasons why it is difficult for manufacturers 
in the industrial supply and equipment field to give their 
distributors a ready-made figure for his potential. In the first 
place, the job is big. It takes staff to get the significant data 
together and analyze it for all regions, states, counties and 
industrial areas in the United States. Perhaps a more for- 
midable obstacle is the complexity and interrelation of the 
factors affecting industrial consumer purchases. Moreover, the 
most significant data are confidential or non-existent. Despite 
these difficulties, the problem is susceptible of solution through 
an extension of the cooperative action of manufacturers. But 
this job will take time. 

Distributors in the meantime, while hardly in a position 
to establish statistical potentials, as such, on their lines (they 
have even less of the basic information available to them than 
the manufacturer), can develop systematic programs, that 
will accomplish the same results. In general, sales potentials 
are established by concerns distributing on a nationwide basis 
for the purpose of evaluating the sales performance of units, 
branches, or dealers. The prime objective in setting potentials 
is to guide sales management in its drive to get market cov- 
erage and market penetration. The distributor in his rela- 
tively restricted area can get this market coverage and mar- 
ket penetration without going through the statistical manipu- 
lations involved in calculating potentials. The job will in- 
volve work but it is not beyond his resources. 


-- Your Market -: 


To get this market coverage and market penetration, the 
distributor needs to know his territory thoroughly and he 
needs to know in detail the requirements of all the customers, 
both actual and potential, in his area. For each service busi- 


ness and plant, he must know what it requires in the way of | 
industrial equipment and supplies. This is a job of deter- | 


mining the “potential” business in the area. 


The basic facts developed in this canvass must be supplied © 


in large measure by the distributor’s salesmen. They must 
be sold on the program and must be relied upon to dig out 
the essential information on customers’ needs. The facts so 
developed will, of course, be of immediate value to them in 
all their selling efforts. And when analyzed by management, 
they will serve as a guide in the efficient and profitable direc- 
tion of all sales efforts. 

The next step in the distributor’s analysis involves a study 
of his past sales record. This is a study of what he has 
actually done. Tabulations from existing records will reveal 
his sales performance by lines and by customers. Against the 
results of the objective ‘canvass of “potentials”, he can evaluate 
or match up his performance, as revealed from his own sales 
records, line by line and customer by customer. This will 
reveal the blank spots in his past sales performance. It will 
show up the areas where he is not getting market coverage. 
And it will also disclose customer needs that the distributor 
has not anticipated. It may indicate the desirability of taking 
on a new line or dropping an old one. It will certainly put 
facts in his hands that will enable him to direct his efforts 


* where sales possibilities are greatest and thus maximize the 


effectiveness of his selling efforts. 

Each step that the distributor follows in “Organizing Sales 
Efforts” is set forth in detail in the succeeding pages. This 
is an individual job and must be done by each firm for its 
own use on a tailor-made basis. .A method of procedure is 
suggested for determining his market area; for analyzing 
his customers’ requirements; for measuring his own perform- 
ance; and, finally, for matching his “potential” against his 
performance. Once the distributor has determined for him- 
self the areas toward which his efforts should be directed. 
he is then in a position to coordinate intelligently the resources 
of his firm to accomplish these objectives. That is the job of 
“Sales Programming”. 
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THE INDUSTRIAL distributor's 
market, for the most part, is 
made up of the industrial 
establishments, both manu- 
facturing and service, operat- 
ing within the geographic 
limits of the area he serves. 
Before he can get down to 
the detailed analysis of his 
customers’ needs, he must 
set the boundary lines of his territory. The area he has been 
covering, in many cases, has grown like Topsy. It is important 
that he take stock of what he is trying to do and the area 
he is attempting to do it in. This appraisal is particularly 
timely now, because wartime shifts and changes in the industry 
composition of his area may indicate the desirability of an 
expansion or contraction in his area or a shift in emphasis 
by lines. A number of factors are of controlling importance 
in setting the limits of his area. 

These factors can be reduced to an objective basis by spot- 


Co.Lection of all pertinent 
selling information about 
each customer and potential 
customer in the distributor’s 
market area is a big task. 
But here the classic formula 
for eating an elephant points 
the way: first cut it up into 
small Distributors 
can reduce the task to man 
ageable proportions if they divide areas into small sections. 

Many distributors divided their territories into sales areas 
and salesmen are assigned to each area. In these cases the 
salesmen in the course of their calls over months or years 
have been up and down all the streets and into all the byways 
of his territory. They will probably be familiar with the 
addresses of all the plants in their areas. But again, they 
may have passed up some plants during the rush of war work 
to serve their old accounts—a factor worth checking on. For 
distributors who do not have salesmen assigned to specific 
areas, it will probably be necessary to assign responsibility 
for areas to individual salesmen for the purposes of the 
canvass. Otherwise plants may be missed. 

From the purely physical standpoint, it is advisable to have 
cards prepared upon which all the pertinent facts about each 
customer can be recorded. On the following page, 6 points 


pieces. 


to check about each customer or prospective customer have 
been listed. While the space and form adopted for incor- 
porating these facts on the card will vary with the individual 
distributor’s needs, all these points have a direct bearing on 
the volume and nature of the customer’s purchases, 

The cards should also provide for a listing of the distribu- 
tor’s major lines. The space on the back of the card may 
be used for this purpose. As a device for more effectively 
organizing sales efforts, many distributors have already broken 
down the scores of lines and thousands of items regularly 
stocked into 20, 30 or 40 key lines. By pushing these and 
tying other lines and products in through the “sell ’em more” 
idea, all items can be promoted, The procedure for selecting 
key lines is set forth on page 87. Opposite each line a box 
may be provided in which the salesman can indicate by L 





2 

ting customers’ plants on a detailed map of the area making 
up the territory. For firms with branches, the job can be 
done for each branch. The usual pattern shows a concentra- 
tion of plants within a fairly restricted radius of the distribu- 
tor’s location. Other concentrations will be noted in neighbor- 
ing industrial sections. Then there will be scattered points 
marking the location of customers on the periphery of the 
area. They mark the limits of the distributor’s existing area. 
Any reappraisal or redetermination of the limits involves an 
intensive study of each of these peripheral accounts. 

What sales volume does each of these customers generate? 
What gross margin does each produce? What out of pocket 
selling, delivery and other costs are entitled in servicing each 
account? Does cost equal the margin earned? The answers 
to these questions can, of course, be taken from the records 
of each distributor as he works individual, firm solutions. 

The analysis by each distributor, along the lines suggested, 
will give him a factual basis for the determination of the 
geographic limits of his logical market area. His next step 
is to study intensively the customers in this area. 


(large), M (medium), S (small), O (none) how big a user 
of this line the individual customer is. A second box may 
be provided to show how much of this business the firm is 
getting. Another space may be provided to record the source 
and nature of competition. Distributors with mechanical 
systems of sales control can, of course, record on the back 
of the card the actual sales of the line made to the customer 
each month. The names of the suppliers are frequently used 
to indicate the lines. 


Forms under the two systems might be arranged thus: 


I Without detailed sales tabulation 


| 


Key Lines | 


Potential Sales Competition 





L M | Abrasive Wheels 

L L | ves, coated ee 
M 0 Belting 

L S Brushes, wire 

0 ® 8) Chucks 


II With detailed sales tabulations 


Potential | Key I ires Competition Sales 
| j F 
L - Abrasive wheel os 
L Abrasive, conte! 
M | Belting 
Re Brushes, w re : < 
o | Ghucks 


Once the cards have keen laid out, the salesmen in each 
sales area can begin filling in the information. For old cus- 
tomers much of the information will already be available. 
The balance can be secured in the process of subsequent 
calls. The information from new and potential customers 
will come more slowly. Each month a small list of new plants 
and service establishments can he assigned each salesman. 
It will take time to develop the original information on the 
cards, and it will take continuous effort to keep them up. 

These cards or data sheets on each customer are not sterile 
records. They are an invaluable sales tool for the salesman in 
his daily rounds. Selling facts are systematically marshalled 
on them. Thus they should be a part of the salesman’s kit. 
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Factors to Check 


The answer to determining sales objectives lies with customers; 



















































gather data on these essential points and you have the answer 





° Alist of all the plants in each sales area is a first step. Chambers of Commerce or 
manufacturers’ associations in most communities have such lists of manufacturing 
plants. Associations covering the service industries frequently publish lists of estab- 
lishments, for example, the International Green Book for oilseed presses. Lists of 
newly established businesses can be found in local newspapers and construction 
prospects are reported by Engineering News-Record and F. W. Dodge. Salesmen 
follow up for details. Names of officials and contacts should be a part of the record. 











¢ List the products manufactured by each plant or service establishment. This infor- he 
mation, if not otherwise available, is easily obtained by a visit to the plant. The th 
products manufactured are a direct jead to requirements. Jobs performed are also wl 
important. ... This information is particularly timely now. Plants previously in war 

work and many old piants are coming out with new products that require different th 





supplies and equipment. They are prospects for equipment in the change over and 
for new types of tools and supplies when they get in continuous production. 











ce 

an 

TI 
* The number of employees in the plant is both a gage of size and a measure of Pt 
buying needs. Information on this size indicctor is easily available and is logically tot 
significant. Where men cre working they are using industrial equipment and sup- ha 
plies. Distributors comparing their sales in large and small machine shops, for or 
example, find that shops with 50 employees buy, on the average, 5 times as much as go 
the shop with 10 employees. The comparisons, of course, must be restricted to plants be 
in similar industries. Periodic checks should be made ‘or changes in the number of br 


employees @s such changes are reflected in buying needs. 











¢ The type, size and number of machines in the customer's plant give a blueprint of 
his requirements. Wherever anything moves there is an opportunity for sales of 
replacement parts, perishable tools and supplies, lubricants, etc. Detailed informa- 
tion on machinery does not come easily for every plant but can be worked up over 
@ period of months es the salesman develops opportunities to get into the plants. 
Not ohly is such information of great value in estimating specific requirements at 























any time but is a constant source of leads for replacement items over the years. 

put 

° An analysis of the customer's purchases would be the perfect guide to sales. But’ ma 

this information is not directly available to the distributor. It may, however, be of 
% developed indirectly on key lines. In the course of many calls on his accounts, the af 

a salesman develops quite an accurate estimate of each customer's purchases. He is i 

agepicer ests 62.3 | aided in this by the data on number of employees, machines installed, etc. Information rhe 
ca : J in the salesman's head should be put into the record. For each line a customer's the 
Ne nae . ; 3 purchases may be evaluated L (large), M (medium), S$ (small) and O (none). of | 
ana 
tom 
line 
* With every account and on every line there is competition. For his key lines, at _ 

least, each distributor should know what this competition is and, if possible, the : 
source or reason for the buyer's preference. As buyers split their business among alot 

local distributors, a shift in lines making up the part going fo distributor A may be to thei 

his advantage without, at the same time, being a disadvantage to distributor B. More this 
important, detailed facts put both distributors in a posizion to take action to capture The 

the business going direct. pict 
thre 
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To cet A detailed picture 
‘of his actual sales perform. 
ance, the distributor needs 
an analysis of his sales by 
lines and by customers. Pe- 
riodically he should also 
have a spot analysis of sales 
by lines to each customer. 
These facts will give him the 
story of what his sales force 
has actually done. And, when matched against “potentials”. 
they will reveal weak spots and indicate the direction in 
which his sales efforts should be pointed. 

Sales by lines may be obtained by the distributor through 
the tabulation of his purchase invoices for’ a year or any 
representative period. Since an analysis following this pro- 
cedure is on a cost basis, adjustment should be made for 
any wide variations between beginning and ending inventories. 
This study will reveal the relative importance of his lines. 
Purchases on each line may be reduced to a percentage of 
total purchases for ease in rating. Such studies by distributors 
have revealed that 20, 30 or 40 of their lines account for 80 
or 90 percent of their volume. To the extent he has done a 
good sales job, the industrial requirements of his area wiil 
be indicated. The lines that are significant to him will be 
brought out in bold relief. And perhaps more important from 


As IN THE analysis of sales 
by lines, there are two pro- 
. cedures for getting sales 
by customers—manual tabu- 
lation and mechanical tabu- 
lation. Distributors without 
the punch card system usu- 
ally do the job by sorting 
and tabulating the informa- 
tion carried on the fourth 
or fifth copy of the customer’s invoices. These invoices are 
put aside until the end of the week or month when the sum- 
marizations are taken off by a clerk. There are two degrees. 
of refinement in the job. At the first stage, only the total 
sales to each customer are tabulated. The second stage goes 
a step further by breaking down the total sales figure for 
the customer into sales by key lines. This added refinement, 
of course, takes a little more time, but is invaluable in the 
analysis of the account. A good total sales record for a cus- 
tomer may obscure the fact that sales in one or two of the 
lines have slipped, being compensated for in the total by sales 
gains on other lines. 

Many distributors carry this type of analysis of customers 
along currently and use the data in directing the efforts of 
their salesmen. For the distributor who has not yet inaugurated 
this type of sales analysis, the job may appear quite formidable. 
There are short cuts, however, that will supply a background 
picture of sales performance. Copies of sales invoices for 
three or four representative months scattered throughout a 


Your Performance 
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“an organization standpoint, it reduces thousands of items to 


a manageable number of lines. 

For those distributors who use any one of the various 
mechanical systems (punch card) for their sales analysis 
work, tabulation of sales by lines is a simple machine job. 

The selection of key lines involves more than the objective 
listing of their relative importance saleswise. It is around 
these lines that the distributor will center his sales promotion 
efforts. On each line, he will want to know in detail what sup- 
port he can expect from the manufacturer; what the man- 
ufacturer’s distributor policy is; what kind of franchise or 
contract is on the line (exclusive, selective, or open); what 
discount from list it carries; how much it costs him to sell 
the line; what does it require in the way of selling; what is 
the competitive position of the product; what type of guaran- 
tee goes with the product; what does it entail in the way of 
extensive servicing after installation; and what are the stock 
requirements (as determined by the demands of customers and 
by the manufacturer’s policy on stocks). 

All items on the distributor’s shelves must be moved. And 
in almost all cases, the sale of supplementary items can be 
tied in with the key lines by the use of the “sell ’em more” 
idea. On each key line exhaustive lists of the related items 
should be prepared and made a part of the salesman’s train- 
ing. The question of whether the salesman is actually selling 
the related items should be the subject of frequent check-up. 


year may be used for detailed analysis with a corresponding 
reduction in work. Even for the distributor who is not in a 
position to carry the program along on a regular weekly or 
monthly basis, a check-up by the short cut method at least 
once a year will give a picture of what is going on. 

The chief difficulty with these periodic spot checks is that 
the damage may be done before it is discovered—the line or 
account may have slipped so far, it can’t bé retrieved. And, 
of course, in the hands of salesmen the current detailed records 
of account activity are strong sales tools. While this detailed 
type of customer analysis by lines is essentially a manage- 
ment function, a number of salesmen report that they do 
the sorting and tabulating job for their own accounts. 

Distributors using the mechanical, punch card system of 
sales analysis, of course, get the detailed sales reports each 
month by customers and by lines by customers. 

In addition tos its use in matching performance against 
“potentials” to show up blank spots in sales performance, the 
basic data revealed by the analysis of customers and lines 
have many uses in day-to-day operations. A study of mar- 
ginal (small) customers may indicate the desirability of 
dropping some of them. On the other hand, the analysis 
may reveal large accounts that should receive more intensive 
coverage. In scheduling the salesman’s time, these accounts 
may deserve two sales calls per week, while other accounts 
may be called upon once a week, others once every two weeks 
and still others once a month. In general, the analysis isolates 
each account and the facts permit detailed study of its indi- 
vidual requirements. 
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Reverse of typical form of customer card used to record 
potentials, competition, and sales by key lines. The data 


THE PAY OFF on the work de- 
voted to the detailed canvass 
of each customer’s require- 
ments and to the analysis of 
his accounts by lines comes 
in the direction it gives the 
distributor’s selling efforts. 
This direction evolves from 
the individual 
each account by sales man- 





analysis of 


agement in close cooperation with each distributor's sales- 
man. An intensive study of the customer’s card or data sheet 
(see the sample above), with the salesman, will reveal how 
much the customer is buying in total; what he is buying by 
lines; how much he is buying, and from whom and why; 
whether he is a large user; what his requirements are; whether 
sales are holding up in all lines; and other sales data. 

The above sample card records the sales facts of a cus- 
tomer who runs a gray-iron foundry and small machine shop 
employing 100 men. The analysis of the sales manager and 
the salesman might follow this approach. This customer is 
a big user of abrasive wheels, hack and band saw blades, 
wire brushes, hoists, files, flexible shaft machines, portable 
electric grinders, tool holders and clamps, tramrail convey- 
ors, etc. (not all shown on the card). He 
lesser degree of the other items handled by the firm. 
An inspection of the record shows that the distributor is 
getting a substantial part of the hack and band saw blade 
business and the wire brush business, but the concern 
is getting only a negligible amount of the abrasive wheel 
business. The record further shows that the abrasive wheel 
business is going to a competing distributor who sells “X” 
manufacturer’s line. What is the story on this situation? The 
salesman should have been in there trying to sell the line, and 
in the process have found out the reason. 

The review of the account by the sales’ manager and the 
salesman might run in another direction. In this customer's 
particular operations, he is only a moderate user of drills 
and reamers. In January, total sales of these items amounted 
to $110. In February, they were $92. Then, in March they 
dropped to $68; in April they were still less, and in May they 


is a user in 





entered on the card are for illustration purposes and are 
intended only to reflect typical entries for a gray-iron foundry. 


had practically reached the vanishing point. Again, what is 
the story? Remedial action may be possible or it may not be. 
The point is, the drop is called to the attention of both the 
sales manager and the salesman. Both are on the alert. 
These two lines of analysis do not exhaust the usefulness 
of the information developed in the survey and entered on the 
cards. The data collected on new and prospective customers 
along the lines suggested on page 85 and entered on the face 
of the card will throw light on new areas of opportunity. 
Assuming that the information has been filled in, over a 
period of months, on all existing and potential customers, the 
cards can then be sorted by the kind of business of the cus- 
tomers. This may reveal; for example, that there are 20 food 
processing plants in the area of whom the firm has only 5 on 
the books, and these for only minor purchases. The distribu- 
tor knows from his own experience and from surveys of 
industry requirements published by Mitt Suppties, that 
food processing industries are heavy users of steam traps. 
pipe, fittings, valves, pressure regulators, steam hose, floor 
metting, etc. Why isn’t the distributor getting business from 
the other 15 plants? Why only minor orders from the others? 
Where are they getting their equipment and supplies now? 
From this line of questions, it may develop that there is a 
substantial potential volume of business in this industry that 
can be secured. Since the distributor may be handling only 
a few items purchased by this industry, he may want to in- 
vestigate opportuflites for taking on additional lines or in- 
dividual items. With all the facts in hand, the final decision 
can be made. The point is, the collection and study of the 
facts about his territory brought the opportunity to the atten- 
tion of the distributor. 
Here are three typical uses, among the many, to which 
the distributor may put the detailed information that he 
has collected and analyzed about his market and his cus- 


_ tomers. By having the facts about each customer, by asking 


questions on why performance has fallen short of “poten- 
tials”, by searching out the answers and following up with 
sales action, the distributor and his salesmen will get sales 
penetration. The same procedure followed for all customers 
and all industries in his market area, will assure market 
coverage. Sales penetration and market coverage are the 
objectives of sales management. 
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ALERT DISTRIBUTORS are always on the 
lookout for practical management tools 
that will help them back up the efforts 
of their individual salesmen. Without this 
backing even the best salesman cannot 
attain his maximum effectiveness. One of 
the most valuable tools for both manage- 
ment and salesman is detailed, periodic 
analysis of sales by product line and by 
customers. 

Growing numbers of distributors are 
adopting the mechanical (punch card) 
methods of tabulation* to supply them 
with detailed information on sales per- 
formance. While the mechanical meth- 
ods of sales analysis may not be suitable 
to the operations of all distributors from 
the standpoint of cost, the results obtain- 
able and the uses to which the informa- 
tion so derived are put may well serve 
all supply firms as a guide—a guide to 
the types of analysis which might be pur- 
sued with facts derived by less elaborate 
manual methods. 

Among the distributors employing me- 
chanical methods of sales analysis are 
the E, A. Kinsey Co. (Cincinnati), The 
Hardware & Supply Co. (Akron), Syra- 
cuse Supply Co. (Syracuse), Abrasive 


* Among the more frequently used systems are those 
supplied by the International Business Machines (1BM) 
Corp., Remington-Rand and The McBee Co 
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Machinery & Supply Co. (Newark), Hen- 
drie & Bolthoff Mfg. and Supply Co. 
(Denver), Harris Pump & Supply Co. 
(Pittsburgh), and A. N. Nelson, Inc. 
(Brooklyn). The experiences of these 
firms with the mechanical systems vary 
from a few months to several years. The 
systems furnish all the facts which a dis- 
tributor needs to know about his sales— 
volume by lines, by salesmen, by cus- 
tomers, by areas, etc.—plus a lot more 
that executives would like to know about 
their businesses but usually forego be- 
cause the facts are buried too deep to be 
fished out of the conventional set of 
books. 

The system in use by the E. A. Kinsey 
Co. of Cincinnati, Ohio, may be used as 
an example to point up the types of sales 
analysis that are available with mechan- 
ical equipment. Although the mechanics 
of the system may appear baffling, the 
fundamentals are simple. A_tabulator 
card is prepared for every item sold. In 
it are punched tiny rectangular holes cor- 
responding to the analysis data required. 
These punched cards are then sorted (in 
an electric sorting machine), according 
to the classifications on which the man- 
agement desires its monthly survey. Fin- 





to designate the line. 
about sales of each k 








ally, the sorted cards are run through the 
tabulating machine, which performs the 
additions called for by its adjustable con- 
trols, and records the data on a recapitu- 
lation sheet for the persual of the execu- 
tives. The cards are sorted and tabulated 
several times, to develop the several re- 


ports furnished each month. 

The Kinsey system requires the leasing 
of three machines from IBM—a machine 
to punch the cards, a machine to sort 
cards and a machine tabulator to extend 
and total. Two girls operate the equip- 
ment and the rental cost on the machines 
is equivalent to the cost of a third girl. 
Distributors located close to IBM service 
centers need only lease a card punch ma- 
chine, the sorting and tabulating of the 
cards can be done by the service center 
on a fee basis. 

Kinsey sales are regularly broken down 
into 22 key lines for thorough analysis 
with a catch-all or miscellaneous listing 
to complete the total. Sales to each cus- 
tomer are shown in detail by each of the 
lines. In addition to the uses of the data 
by management, each salesman is sup- 
plied once a month with a copy of the 


sales data for each customer. He enters 


this sales data on his customer’s record 
The 


man’s performance record as revealed by 


card (see form below). sales- 


E. A. Kinsey Co., Cincinnati, study 
sales onalysis report prepared on 















Customer card on which each Kinsey salesman enters monthly sales of 22 
segregated key lines. Basic data are supplied salesmen on summary sheets 
prepared on IBM tabulator machine. Kinsey uses the manufacturer's name 
These cards give salesmen detailed information 
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these figures is the subject of frequent 
check-up by management. 

As J. C. Mulien, sales manager of Kin- 
sey, puts it, “Our salesmen realize that 
the IBM reports we give them every 
month are good ‘thermometers’ as to 
where they stand with each account. 

“We go over the records periodically 
with each salesman and analyze each 
account. His sales to a customer may be 
high on one particular line but the dis- 
tribution is poor. All mill supply com- 
panies are faced with the same problem. 
It’s very hard to get all men enthused 
on all the lines. Some men are very 
efficient, for example, on grinding wheels 
and others don’t sell anything in the 
abrasive line. The sales analysis we 
get isolates the problem for attention 
with individual salesmen. We still be- 
lieve that a lot of it is due to their lack 
of product knowledge, but in some cases 
we know the territory they have does not 
produce a volume on the particular line.” 
This is the information Kinsey learns: 


Profit and sales analysis by salesmen. 


A monthly listing for each salesman, of 
the total sales and profits by customers. 
Used for calculating salesmen’s commis- 
sions, and for gaging the profit return 
(in dollars or percentages) from each 
salesman and from each customer. 


Salesmen’s dollar volume by lines 
and customers. 


Showing what each salesman’s strong 


BY CUSTOMERS 


ey key Lines 


SALES 





Typical 





tabulations prepared on IBM 
equipment. The above sheet shows sales 
to each customer for the month, and under 
each customer, sales by key lines are 
shown separately. Detailed 


points and weaknesses are in selling the 
distributor’s lines, and to which cus- 
tomer he’s selling the lines. 


Salesmen’s dollar volume by customers 
and lines. 


(Reverse of the above.) Useful to a 
salesman given a new account, and of 
great value in painting a picture of cus- 
tomers’ requirements. During the war, 
plants bought from all sources, revealing 
the full scope of their buying. Kinsey util- 
izes this record as post war market data. 


Sales and profit analysis by lines. 


This shows which lines are profitable 
to the house and which are not, which 
lines sell in sufficient volume to justify 
carrying a stock and which do not. 


Cost of goods sold. 


Used for determining end-of-the-month 
inventory. (Previous month’s inventory, 
less cost of sales for the month, plus cost 
of direct shipments, plus accounts pay- 
able during the month.) 

A direct approach to the problem of 
sales analysis without the use of mechani- 
cal tabulating equipment has _ been 
achieved by Central Rubber & Supply 
Co., Indianapolis, according to J. H. 
Ruddell,* vice president, sales manager 
and manager of the supply department. 
Mr. Ruddell also is president of the 
Central States Mill Supply Association. 
The heart of Mr. Ruddell’s system is a 


is of 


sales to each account is thus possible. 
By resorting the cards and retabulating 
them, sales of key lines are shown, and 
‘for each key line sales to individual cus- 
fomers are shown 


Remington-Rand card file on which are 
recorded the names of each account, total 
monthly sales to each customer with de- 
tailed sales figures by lines and the num- 
ber of calls made to obtain the orders. In 
addition to the name and address of the 
account, information is carried on: type 
of business, credit rating, best time to call, 
and the names of the purchasing execu- 
tives and their titles. Total sales, by 
months and cumulatively, are also shown, 
together with a breakdown of total profit 
by margin brackets. Total profits from 
sales and the average percentage figure on 
which the salesman’s share is calculated 
are entered. Furthermore, there is a 
breakdown of each man’s sales by lines; 
trends are immediately apparent. 


Highlights of Processing 


Highlights of the processing are: 

Five copies of the pencil-written order 
are typewritten (all orders are re-typed 
at Central). This is done by one girl 
using an electric billing machine. Pre- 
ceding this typing, the order, of course, 
has been checked and edited. After the 
order has been typed and filled, the 
original gees to one of two girls who 
makes the invoices, also in quintuplet. 
Two of the five invoices are customer cop- 
ies, one goes to the salesman, one to the 
bookkeeper and one to the department 
which calculates the profit. 

This last copy, after the items shown 
on it have been classified as to lines and 
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the*profit on the sale in each line calcu- 
lated, is routed to the main sales file. At 
this point, a girl enters the required in- 
formation on the proper account card. 
Later, Mr. Ruddell’s smaller control file 
is brought up to date by information 
taken from the cards in the larger file. 


Quotas by Accounts 


Mr. Ruddell said that 1946 is the first 
year in which the system has been in 
practical use, and he has plans for broad- 
ening his dependence on it as a source of 
sales management guidance. 

“For instance,” he said, “we intend to 
establish quotas for each salesman, not 
only by territory, but by accounts.” Ad- 
mitting that it is very difficult for an 
individual distributor to establish statisti- 
cally correct quotas and potentials for 
every potential account within his trading 
area, Mr. Ruddell said that “neverthe- 
less, we believe it is possible to establish 
very valuable practical guides. 

“We are planning to comb every pros- 
pect list we can lay our hands on,” he 
said. “Cards will be made for these po- 
tential customers and, over a period of 
time and as the result of salesman calls 
on them, we will be able to determine the 
volume and type of purchasing for the va- 
rious accounts. For example, it is not 
too difficult to approximate what a ma- 
chine shop, employing say 100 men, will 
buy if we already have a similar account 
on our books. Simply by comparative 
analysis, we believe that we can obtain a 





sound idea of our potential, adequate at 
any rate to guide us in setting up a 
potential to shoot at.” 

“From my standpoint,” Mr. Ruddell 
said, “the monthly breakdown of customer 
sales by lines is invaluable. It enables 
me to direct more intelligently our efforts 
toward a balanced sales job. For exam- 
ple, an account buying a quantity of abra- 
sives over a period of time logically 
should be a transmission customer. By 
sizing up an account on the basis of its 
end product, the salesman and myself 
generally can arrive at a pretty good idea 
of what that account should be buying. A 
look at the breakdown by lines shown on 
the cards tells us immediately what the 
account is buying. From that point on, 
it is a matter of deciding what to push.” 

“The records we have at our finger: 
tips,’ Mr. Ruddell continued, “enable us 
to evaluate our accounts in terms of fre- 
quency of sales calls. When average sales 
fall to around $50 a call, we begin to 
study the account. An average of $100 
a call is profitable. Inasmuch as Central 
Rubber salesmen are on a profit-sharing 
compensation plan, there is a powerful 
incentive for them to exercise their ut- 
most discretion in the budgeting of their 
time. The records we have give them a 
concrete guide.” 

The analysis of sales is one part of the 
job the distributor has in really covering 
his market a part which is largely con- 
cerned with doing a better selling job 
with old accounts. This is sales penetra- 
tion. But there is another phase of his 













































































sales efforts that deserve equal attention; 
namely, selling new or potential custom- 
ers in his market area. This is market 
coverage. This searching out of every po- 


- tential user of industrial equipment and 


supplies is of special importance in the 
days ahead. Not only is it necessary to 
get all new manufacturing plants on the 
customer list, but establishments in the 
so-called service industries warrant sales 
attention. Theaters, laundries, clothing 
and rug cleaners, newspapers and print- 
ing concerns, office buildings and public 
warehouses, cold storage plants, depart- 
ment stores, schools, greenhouses, hospi- 
tals and hotels are all potential buyers 
of items sold by industrial distributing 
companies. 


Theaters’ Purchases 


A systematic approach to this type of 
customer is being made by Briggs- 
Weaver Machinery Co., Dallas, Texas. 
For example, K. D. McCain, sales promo- 
tion manager, set out to find what theaters 
buy. He persuaded the manager of a lo- 
cal chain of theaters to sit down with 
him and go through the Briggs-Weaver 
catalog, page by page, listing the products 
used. At the end of this session, Mr. 
McCain came up with the following list 
of items purchased by theaters: 

Fin bolts; l-inch blued wood screws; 
toggle bolts; star drills; expansion 
shells; heaters; sheaves; V-belts; start- 
ing switches; electric motors; sump 
pumps; air conditioning equipment; fire 
extinguishers; hand tools; lubricants; 
wire chains; wire rope clips; pipe railing 
and fittings; casters; brooms; brushes; 
single and three-way switches; switch 
plates; duplicate receptacle plates; por- 
celain pull receptacles; boxes; brass 
shell sockets; rubber attachment plugs; 
sign receptacles; porcelain outlet boxes; 
single, double, three-way and four-way 
heavy duty enclosed tumbler switches; 
water tight couplings and connectors; 
thin wall conduit; oil waste cans and oil 
waste. 

All available lists are being combed 
to uncover potential customers according 
to Mr. McCain. Once a comprehensive 
list for any industry is developed, the next 
step is to find out the list of things used 
by the industry or company, much in the 
same fashion as was done in compiling 
the theater list. The program will take 
time, says Mr. McCain, but we are push- 
ing ahead with it. 





@Having determined goals and the 

ability of his firm to achieve them, the 
distributor faces the important job of putting 
to work the facts revealed in his analyses. This 
will mean the scheduling and coordinating of activities 
related fo the sales staff, lines handled, manufacturers’ men, 
service of the organization and sales promotion. Complete utiliza- 


tion of these resources is essential to successful sales programming 








-Marshalling Your Resources - 


e Timing and teamwork constitute the 
backbone of every successful sales effort. 
It is by bringing the right amount of pres- 
sure to bear at the right place and 
through the right medium that the dis- 
tributer and his salesmen achieve their 


greatest success, 

An efficient and smooth running organ- 
ization utilizes every available means 
for selling industry on the value of doing 
business with industrial distributors and 
then, more specifically, for convincing 


customers that a particular organization 
is the one with which to deal. 

Before launching any sales program, 
however, inventory should be taken of 
resources and they should be fitted into 
the job to be done. 


THE ASSETS 

Sales Staff 

Lines Handled 
Manufacturers’ Men 
Service of Organization 


Sales Promotion 


THE JOB 


@ Successful use of the assets entails an integrating job. Spe- 
cifically, it is imperative that the five assets be put to work 
with the same objectives in mind; that their usefulness be 
efficiently employed, and that each one be brought into play 
at the most propitious time and at full strength, 

Setting up a sales program. therefore, first involves the selec- 
tion of the lines worthy of being pushed. The matching of the 
analyses of lines and customers (page 88) furnishes the 
answer to this first step. Obviously, however, all lines cannot 
be pushed at the same time so it devolves upon management 
to schedule periods when certain products will be featured. 
Many distributors have found that it is advantageous to sched- 
ule sales campaigns from six to twelve months in advance. 
Others endorse shorter range planning. In either case, it is 
the actual scheduling or planning that is the important thing. 
It is only by doing this that a working cycle can be drafted, 
insuring that each major line gets the attention deemed proper 
for it during any given period. In addition, ‘unless there is such 
planning, the distributor’s assets cannot be fitted into the pat- 
tern with maximum efficiency. 

In addition to the integrating job, “mobilizing resources’ 
calls for an evaluating of assets and a strengthening of weak 
points. In the pages that follow, each asset is discussed 
separately for clarity purposes. In any programming, how- 


ever, it is essential that there be no isolation of resources; 
each asset has a special job to do and does that job better 
when coordinated with the others. An effective program unites 
the distributor’s strength. Without a program this strength 
is dissipated. 

To make certain that programming is complete, distributors 
often prepare a “working check sheet” on which questions 
on a scheduled product for a given time are posed and then 
checked off when each phase of the job is executed: 


Sales Staff: Do salesmen know what products will be pushed 
and when? 

Are campaign plans known to all who will participate? 

Has enthusiasm for the plans been aroused? 

Have salesmen been advised which of their customers and 
prospects should be covered during the campaign. 


Lines Handled: Have manufacturers been told when cam- 
paigns will be conducted on their lines? 

Has inventory been checked or the time necessary for deliv- 
ery been determined? 

Have typical applications been discussed at sales meetings? 

Have products which can be sold in conjunction with the 
main items been brought to the attention of the sales staff? 


Manufacturers’ Men: Have manufacturers’ men been invited to 
speak at scheduled sales meetings? 

Have customer records been studied to determine where 
manufacturers’ men should call with salesmen? 

Have salesmen been advised to prepare questions and prob- 
lems to be presented to manufacturers’ men? 

Have manufacturers’ men been asked to prepare a list of 
types of plants and customers that are likely prospects? 
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Sales Promotion: Is there an adequate supply of manufactur- 
ers’ literature on hand for distribution by mail and for delivery 
by salesmen? 

Has a mailing schedule been set up so that material will 
go out just before salesmen’s scheduled calls? 

Has the mailing list been checked to insure that only poten- 
tial users of a product will receive direct mail pieces? 

Has advertising been scheduled for regional purchasing 


publications, newspapers, etc? 


OF ALL THE resources at the 
distributor’s command, his 
sales organization is fore- 
most. The sales staff, being 
the master key to successful 
selling, requires constant and 
intelligent guidance and as- 
sistance. 

There are many ways in 
which the sales manager who 
thinks in 1946 terms can bolster the efforts of his salesmen. 
But there is no set formula that will work with the same degree 
of success in every supply company. Maximum results are 
derived when a sales manager studies his staff, understands 


_ their weak and strong points and then fashions his program 


to meet the indicated needs. The knowledge gained in “Organ- 
izing Sales Efforts” (see previous section) can be put to work 
in drafting a three point program: rating salesmen, analyzing 
the ratings, and taking action. 


I. Rate the Salesmen 


Those attributes which purchasing agents expect and demand 
in distributor salesmen are generally known by sales mana- 
gers but until they are placed on a chart and salesmen’s rec- 
ords checked against them, there is always the danger that a 
manager’s personal opinion will carry too much weight. 

Requirements for performing a successful selling job can 
be broken down into as many divisions as management con- 
siders important but. the basic qualifications which buyers 
demand total five: 


* Knowledge of products (product recognition ). 

* Knowledge of product applications. 

* Familiarity with industrial supply house office and 
warehouse routine. 

s Awareness of service opportunities, 


Sound sales fundamentals. 


Checking on these points is, in reality, conducting a job 
analysis. Such an analysis can serve the dual purpose of 
supplying working tools for keeping experienced salesmen 
trained and of furnishing the groundwork for training new men. 

Distributors who have compiled comparative ratings on their 
salesmen use five sources of readily available information. 
The importance of each varies with individual firms and in 
some cases additional sources may exist. 

Data compiled in the analysis of lines and customers. 
Interviews with customers. 

Lists of items returned by customers. 

Salesmen’s call reports. 

The sales manager's general knowledge of salesmen. 
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Service of Organization; Has all inside personnel been 
informed of campaign dates so that everyone can intelligently 
answer any questions posed by customers or prospects ? 

Have arrangements been made to obtain prompt answers 
should unusual application problems arise? 

Has the office staff been geared to handle sionals and 
efficiently telephoned or written queries? 

Have delivery and warehouse schedules been drafted to 
insure delivering goods when promised? 


ll. Analyze the Scores 


Once ratings have been obtained, weak points in a selling 
staff become apparent. For example: 

Additional product knowledge is needed if salesmen are 
failing to obtain orders for products of a technical nature 
in areas that use those products. 

Greater. emphasis should be placed on salesmen knowing 
the condition of inventory if salesmen are unable to state if 
an item is in stock or when it can be delivered. 

Product applications should be studied if salesmen are not 
obtaining orders for allied products when they sell key items. 

More information should be gathered by and for the 
salesmen if it is indicated they are not able to anticipate 
customers’ requirements. A salesman who knows routine 
requirements is on hand when orders are about to be placed. 
Unusual requirements can be anticipated by the salesman 
when he is familiar with his customers’ plants. 

The returning of items by customers merits consideration. 
Frequent returns, in addition to being costly, are danger sig- 
nals. They can indicate several things: 

Salesmen may be high-pressuring customers into purchasing 
items for which they have little or no need. 

Buyers may be too vague about products. In such cases, 
salesmen have an opportunity to render added service. 

Salesmen may not have sufficient product knowledge. 


lll. Take Action + 


ee 


With the weakpoints spotted and their causes determined, 
the third step in the program comes into being. It means action 
to correct unfavorable situations and, at the same time, it is 
a way of helping salesmen. 

High, if not top, on every list of ways to proceed is the sales 
meeting. At such gatherings product lectures or quizzes can 
be staged, company plans can be explained, policy changes 
can be announced, and, in general, the need for plugging up 
the weakpoints can be highlighted. 

Individual conferences offer sales management an oppor- 
tunity to speak specifically and bluntly regarding a particu- 
lar salesman’s shortcomings. Salesmen are entitled to know 
how they are doing by customers and by lines. A salesman- 
ager’s private or personal opinion should not form the basis 
for such information. It should be a flat statement of fact, 
supported by statistics taken from the records. 

House organs, bulletins and posted statements provide a 
means for arousing the enthusiasm of salesmen for programs, 
thus gaining their support and endorsement. 

Through manufacturers’ literature salesmen can be kept 
posted on new developments, changes in the specifications of 
products, delivery prospects, etc. 
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THAT NO SALESMAN can hope 
to thoroughly discuss every 
item in his catalog on every 
call is patent. In a loosely 
knit organization, the result 
is that each salesman travels 
his own course, concentrating 
on only those lines with 
which he is most familiar. On 
the other hand, efficient sales 
management maps its program with due recognition to the 
limitations imposed upon a sales staff by time—the time buy- 


ers will spend with salesmen and the time salesmen can 
afford to spend with individual customers. 

The placing of emphasis on certain lines at certain times 
is a natural result of dealing in many lines. Thus, respon- 
sibility for the success of campaigns rests squarely upon 
management’s shoulders, The success of periodic campaigns, 
however, can be predetermined, to a great extent, if detailed 
preparatory steps are taken. 

Basically, a sales manager can rest his case on five points. 
Each point, though, demands the rendering of a decision. And 
if each decision is based on a careful weighing of the factors 
involved, attainment of sales objectives is virtually assured. 


The five questions to be answered and suggested factors to consider are: 


WHO will participate? 


* All salesmen can be assigned to concentrate on a line or lines 
at the same time with the result that the sales curve for those 
lines will, in all probability, swing upward sharply. 

Specific salesmen can be nominated for campaign work 
because of greater knowledge of the line, because the possi- 


bilities appear greater in their territories, or because the com- 
pany’s policy is to put several lines under sales pressure simul- 
taneously. The usual result in cases such as this is that the 
sales curve for all lines remains steady, eliminating hills and 
valleys. 


WHAT lines deserve attention? 


e Those lines shown by analysis (page 87) to be most profit- 
able to the distributor naturally are the ones to which attention 
and effort should be devoted. 

Allied products, however, also should receive attention. The 


sales of most products suggest the use of other products. If 
salesmen are schooled to think in this direction, a main line 
campaign will bring an increase in orders for other lines. This 
puts the “sell ’em more” idea to work. 


WHEN should campaigns be staged? 


® Drives on products used by seasonal manufacturers should 
be scheduled to coincide with the buying periods of the cus- 
tomers. Such accounts have two buying phases: the first, when 
preparations are being made to undertake the seasonal work, 
and the second, when operations are under way and there is 


a market for expendable or maintenance items. 

Inventory and availability of products should be considered 
and checked, thus eliminating the wasting of time, effort and 
expense on items that cannot be delivered from stock or that 
cannot be obtained from the manufacturer in a reasonable time. 


WHERE should efforts be concentrated? 


® Studies of the plants in an area (page 85) clearly show 
where products are used ahd, therefore, where they can be 
sold. The result is an elimination of the futile job of trying 
to “sell” a buyer on a product for which he has no use. 
Where analysis has shown that customers buy the distribu- 


tor’s major lines from other sources, those customers can be 
set up as special targets. During any campaign, salesmen 
have at their finger tips all of the latest information concern- 
ing the products and therefore are in a better than average 
position to pierce a buyer’s sales resistance. 


HOW should campaigns be conducted? 


e Sales staff cooperation is essential; salesmen must be inter- 


ested in and enthused about the products under consideration. 
Sales meetings, conferences, lectures by manufacturers’ men, 


distribution of manufacturers’ literature, the exchange of ideas 
culled from salesmen’s call reports, are among the principal 
ways open to management to enlist salesmen’s cooperation. 


94 MILL SUPPLIES © MAY, 1946 


















, 
1 
‘ 
‘ 
L 



















n 


n- 
mn 
8, 


d 


1. 
1e 


id 


ed 
nd 
jat 
1e. 


be 
en 


ge 


on. 








THOROUGHLY VERSED in the 
products manufactured by 
their firms, manufacturers’ 
men should be considered 
fountains of knowledge from 
which the distributor and 
his salesmen can draw help. 
How extensive this help is 
depends upon two things: 
(1) the ability of the man- 
ufacturer’s representative, and (2) the efficiency with which the 
distributor utilizes the services available to him. In cases 
where a manufacturer’s man does not possess the ability to 
help, there is little the distributor can do except report 
him. There is a great deal the distributor can do, however, 
when a manufacturer’s man is qualified. 

It has been established that a manufacturer’s man calling on 
plants in company with a distributor’s salesman is far more 
effective and valuable to the distributor than when the same 
man makes calls alone. 

Drafting a chart to determine what functions the distributor 
would like a manufacturer’s man to perform and what the sales 
manager should do to obtain maximum efficiency is a helpful 
preliminary step. What should be included on the chart 
depends on individual cases, but there are general points 
and these are included in the accompanying panel. 


FUNDAMENTALLY,  distribut- 
ing companies are sales and 
service organizations and 
there can be no divorcing of 
the two functions—to obtain 
sales, service must be ren- 
dered; if service is given, 
sales will be made. 

There is, howéver, a mid- 
dle road for the distributor. 
Those who travel this avenue are the ones who establish their 
own broad boundaries of service and then concentrate on 
doing a good and continuous job within those borders. The 
limits one distributor sets-can be judged wholly inadequate by 
a second distributor, and, on the other hand, they may be 
considered entirely too ambitious by a third. For this reason, 
the first step in strengthening the service of an organization 
—determining service limits—is a personal task. It is a job 
that requires the weighing of many factors such as the dis- 
tributor’s physical facilities, the location of his company, 
the number of employees, the area he covers, the degree of 
acceptance his major lines have with customers, the type 
of products he handles, the practices of competitors, etc. 

Once a general service policy has been determined, how- 
ever, sales management can place emphasis on constant im- 
provement. Like the other tools with which sales manage- 
ment can work, service must be integrated with the sales 
program. In another sense, however, it is an entirely different 
type of asset. There is no one period in which service should be 
emphasized; it is a day in, day out necessity. Buyers judge 
supply companies on the service they render and the ultimate 
goal in rendering service, therefore, is to have customers 
carry out the slogan: “When you think of service, think of 
the — Industrial Supply Co.” 
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The Manufacturer's Man Should 

e@ Know his products thoroughly and be able to explain 
them in simple terms. 

e@ Know all applications of the products. 

e Give advance notice of visits to distributors. 

e Cooperate as much as possible in spending time with 
a distributor when such visits are tied in with promo- 
tional efforts or sales campaigns. 

e@ Submit reports on calls, pointing up prospects for the 

future. 

Be able to instruct salesmen. 









The Sales Manager Should 

e Schedule sales meetings before manufacturers’ men 
go on field calls. : 

e Determine which customers and prospects should be 
visited by manufacturers’ men. 

e Allot time for each salesman to spend with the manu- 
facturers' representatives. 

e Study reports of manufacturers’ men and set up 
records to insure that follow-ups are carried through. 

e Have salesmen make advance arrangements with cus- 
tomers if products are to be demonstrated or if it 
is advantageous to have plant operating officers talk 
with the manufacturers’ men. 


Service goes deeper than a judging of a company by the 
actions of salesmen. The performing of a service function 
by salesmen is, of course, paramount but to be outstanding, 
the salesmen need the support of the entire organization. To 
maintain its reputation as a service organization, a distribut- 
ing company needs the cooperation of all employees. The 
first move toward obtaining this cooperation can be taken 
by management through setting up a system to insure that 
all in the company are acquainted with what is going on 
in the firm. It is particularly irritating to a buyer to ask a 
telephone salesman or a counterman for more information 
on a product being pushed only to discover that the man 
does not even know there’s a campaign underway. Some dis- 
tributors overcome this situation by placing all their own 
key men on the mailing list while others make certain that 
all key men attend sales meetings. 

Periodic checkups on the attitude of personnel toward cus- 
tomers is beneficial. Those holding positions where they come 
in contact with customers are in strategic spots to raise the 
level of service. Included are such posts as inside salesman, 
counterman, warehouse supervisor, purchasing agent, price 
clerk, and telephone operator. 

Then, of course, there is a second way in which to view and 
study service. The analysis of customers (page 85) reveals 
those customers deserving of special attention. Customers 
in this bracket should, naturally, get first call on all of the 
organization’s services. And the amount of service extends 
from the frequency of a salesman’s calls to the frequency of 
deliveries. 

Service also includes seeing that customers are kept informed 
of new products and new applications. 

And this is especially important now because buyers are 
becoming more and more interested in -ways to produce 
articles better or faster at less cost. 












ALTHOUGH there are a multi- 
tude of activities which can 
be classified as sales promo- 
tion, all have a single objec- 
tive — increased sales. And 
this overall goal can best be 
attained when three signifi- 
cant steps are observed. 

Define the specific purpose 
of the activity. 

Choose the method and medium with an eye to reaching the 
right persons. 

Tie in the activity directly with other functions of the firm. 

As an aid in considering the specific purpose of a promotional 
activity, the sales manager might draft a list which when 
checked would serve as a guide in determining the method and 
medium to be used and the way in which the work could be 
tied in with other activities. 

Any such list could be extremely extensive for sales pro- 
motion is one phase of the distributor’s business where imagi- 
nation is important. Generally speaking, however, distributors 
have employed promotion to do eight jobs (see box below). 

A check of purposes automatically suggests the persons to 
whom the activity should be directed. Carrying through on 
this step leads directly to making a choice of media. Cost, of 
course, enters the picture and this factor, too, should be care- 
fully weighed before a decision is reached. 

In recent years distributors have experimented successfully 
with advertising and promotion media which previously had 
been considered suitable only for other types of business. 
Even so, direct mail and catalogs are still the leaders and are 
considered the most reliable by supply men. 

Any list of avenues open to the distributor would include: 


@ Direct mail. 

©@ Catalogs. 

@ Novelties (gifts, blotters, calendars, etc.). 

@ Newspaper and magazine advertising. 

@ Outdoor advertising (billboards, bus and streetcar cards). 
@ Radio. 

@ Exhibits or industrial shows. 


All of the above types of promotion tend to create good will. 
And, equally important, when they are used extensively, 
they build up a recognition of the company name. 

Direct mail is an all-inclusive term under which-there are 
numerous breakdowns. Included in the term is the distribution 
of manufacturers’ literature, novelty letters, personal letters of 
introduction, etc. This media can be employed to serve any 
one or all of the specific purposes enumerated below. 

Catalogs, too, serve as an effective vehicle on which to reach 
a variety of goals. The presence of a catalog on a buyer’s desk 








Eight Jobs Promotion Can Do 


Keep the company name before prospective buyers. 
Introduce a new line or product. 

Build good will for the firm. 

Gain entree to plants or offices for salesmen. 
Impress customers with the extensiveness of lines handled. 
Help customers use products more effectively. 

Show prospects and customers the value of the distribu- 
tor's services. 

Sell the idea of buying through industrial distributors. 








or in his bookcase constantly keeps the distributor’s name be- 
fore the purchaser; it can throw light on new lines or prod- 
ucts; carefully prepared, it is a natural good will builder; its 
very size denotes extensive lines; it can explain the distributor's 
role in America’s industrial picture, and by listing technical 
data on products can show how to use the items efficiently. 

The other media are more specialized although with imagina- 
tion and careful execution virtually all can be adapted to meet 
any objective. The normal purposes for each, though, would 
include: Newspaper, magazine and outdoor advertising to 
build good will, list lines or introduce new products; radio to 
build good will or announce a new line; exhibits or industrial 
shows to introduce products, and show customers how prod- 
ucts are used most effectively. 

Coordinating promotional activities with other functions of 
the firm is the key to successful promotion. Sales manage- 
ment’s task begins at home. The sales organization is the scor- 
ing part of the team and it, therefore, must be kept fully ap- 
prised of what tools are being used and how they are being put 
to work. Salesmen, being constantly in touch with customers 
and propects, are in an idea] position to advise management 
on the value of promotional ideas. The salesmen’s cooperation 
is a must and distributors’ experiences have shown that this 
cooperation is insured so long as the salesmen have a hand 
in deciding on programs. Even this part of management’s job 
can be divided into three parts: 


Ask them 
for ideas and advice. 
Tell them 
of plans and decisions. 
Show them 


samples of promotion pieces. 


Timing is of the essence in sales promotion work. Effort and 
money are wasted if material, especially direct mail, fails to 
arrive on a buyer’s desk at the proper time. For example, let- 
ters or mailing pieces that are to be followed up by salesmen’s 
calls, missfire if the mailing has not been matched against sales- 
men’s schedules to insure that the material does not arrive after 
the salesmen’s calls or so far in advance of the calls that the 
buyers forget the literature. ; 

Also of importance in coordinating promotion work is the 
eliminating of customers or prospects who could not possibly 
have any interest in the specific subject being promoted—a 
non-user of compressors is not very likely to be interested in 
compressor literature. This is, in practice, the old story of us- 
ing a rifle to score a direct hit on a target instead of depend- 
ing on the scatter shot of a shotgun. The mailing list is the 
point at which to attack the problem. There are mechanical 
systems available by which the distributor can break down 
his mailing list into various classifications and then be able 
to extract only those names that fit the predetermined spe- 
cifications. Many distributors, however, have worked out their 
systems, using colored cards for identifying classifications. 

Every mailing list should be under study continuously and 
here, again, the sales staff is involved. Salesmen are the ideal 
sources for either building up a list or keeping it up to date. 
System is needed for the work. Forms can be drafted for sales- 
men reporting on mailing list changes or additions or the sales 
staff can include this information on regular call reports. 

In preparation for any mailing or personal distribution of 
manufacturer’s material, it is advisable to notify that manufac- 
turer of the plans and to specify the quantities of material 
which will be needed. 
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EVERY DISTRIBUTOR in the United States 
practices the sales programming funda- 
mentals discussed in the five preceeding 
pages but some have more detailed pro- 





grams than others. This is understand- 
able. A program’s value depends on how 
well it meets the individual distributor’s 
requirements. 

Variations of the basic idea of sched- 
uling sales campaigns are as numerous 
as distributing companies. For example: 

R. C. Neal Co., Buffalo, uses an elab- 
orate segment chart, showing the period 
during which certain salesmen will push 
certain products. It 

Republic Supply Co., Los Angeles, 
stages three-week campaigns and drafts 
written and detailed instructions on how 
the drives will be conducted. 

Seither & Ellis, Newark, list products 
for campaigns a year in advance. The 
products are named on the company’s 
calendar which is distributed among cus- 
tomers. 

Western Iron Stores, Milwaukee, ro- 
tates its major exclusive lines monthly. 

The Neal chart, originated by Frank 
McCoy, secretary, is a device designed 
to push 24 lines at the same time. By 
turning the center of the wheel, the prod- 


covers two years. 
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sales programming at work ——— 


ucts are aligned with salesmen’s names; 
thus each salesman knows which prod- 
ucts he must concentrate on. 

For each of the 24 lines listed on the 
chart, Mr. McCoy keeps a loose-leaf book 
in which are placed samples of all avail- 
able manufacturer’s literature and reports 
from salesmen on the specific product. 
When a salesman is assigned a product 
he is given the loose-leaf book on that 
product. This is done well in advance of 
the campaigning period so that the sales- 
man can organize his own promotional 
programs with the aid of the advertising 
department head, M. C. Wilcox. 

As an added feature of the program, 
there is a form letter signed by individual 
salesmen. Customers are advised in this 
way that the Neal salesman will be con- 
centrating on particular products for a 
month, 

The program also includes the main- 
taining of a record of calls made by man- 
ufacturers’ representatives with salesmen. 
This is to insure balanced coverage. 

At Western Iron Stores Co.,:the sales- 
men meet on the first Friday of each 
month for a conference on one of the 
Each salesman is notified 
at least a month in advance of the lines 


major lines. 













is manager. 


Quotas are important to W. 
W. Ethier and J. O. Smith of 
~ Western Iron Stores. 


Republic Supply's first 
- “special emphasis com- 
paign" was conducted 
at the Bakersfield 
branch where Don Way 


to be discussed and during that period 
he reviews his experience with the line 
and compiles a set of five questions con- 
cerning it. Before the meeting is held the 
questions are turned over to the factory 
engineer for study. The answers are then 
given at the conference. 

W. W. Ethier, vice-president and gen- 
eral manager, and J. O. Smith, sales man- 
ager, make certain that the manufactur- 
ers are notified at least a month in ad- 
vance so that after a sales conference the 
and 
spend several days with each salesman. 


manufacturer's man can stay on 
Promotional work is tied in with the 
program through the mailing of monthly 
blotters. The mailing list is broken down 
by salesmen so that each man’s customers 
receive a blotter on which the salesman’s 
picture is printed along with a catchy 
sales talk on the item being pushed. 
The first of a contemplated series of 
campaigns to be conducted by the home 
office of Republic Supply was staged in 
the Bakersfield, Calif., branch of the com- 
pany. Don Way, manager of the branch, 
was notified well in advance of the drive 
and advised to discuss it with the field 
salesmen and with inside men, to arrange 
displays, to have adequate supplies of lit- 
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erature on hand. After the campaign, 
Mr. Way was requested to submit a re- 
port summarizing the inside men’s work, 
listing each potential customer with a 
statement on results, and making sug- 
gestions for improvement on _ future 
drives. 

“The effort,” Mr. Way said, “repre- 
sents a refresher course for everyone.” 

The Seither & Ellis calendar is used 
both as a definite sales program and as a 
reminder to customers of the lines car- 
ried by the firm. Each month’s page lists 
four lines, two or three of which are 
associated, and the weekly (Saturday) 
sales meetings for that month are devoted 
to those lines. Manufacturers’ men are 
asked to speak at the meetings, but, ac- 
cording to J. D. Mitchell, sales manager, 
the meetings are carried on without man- 
ufacturers’ men if none is available. The 
calendar is arranged so that all major 
lines are studied and pushed twice a year; 
24 lines during the first six months, and 
the same lines, in the same order, during 
the last six. The Saturday sessions are 
not devoted to a single line invariably. In 
January, for instance, hydraulic equip- 
ment might be covered during one session, 
but truck casters and hand trucks could 


both be handled in a single day. Hoists 
and trolleys, on the other hand, might 
consume the last two Saturdays. In this 
month, truck casters, hand trucks, and 
hoists and trolleys are considered asso- 
ciated lines. 

When it comes to sales promotion, dis- 
tributors run the gamut; the samples 
shown below illustrate the point. 


Institutional Advertising 


Take the reproduction of the Mau-Sher- 
wood, Cleveland, advertisement. It is 
part of an institutional campaign being 
carried on constantly by the company. 
This particular advertisement was em- 
ployed in two ways. It was used first in a 
regional purchasing publication, and later 
made the central piece in a four-page 
folder used for mailing. 

At Standard Equipment, Hammond, 
Ind., sales promotion means the timing of 
ads, mailings, and sales campaigns to 
push lines. But, J. J. Badalli adds, it 
also means selling your own organization, 
the completeness of its stocks, the excel- 
lence of its service and of its staff of en- 
gineers, clerks and even truck drivers. 

Mr. Badalli, who is president of the 


firm, believes in selling good will, and 
selling it constantly. He specializes in 
the institutional type of promotion litera- 
ture and display advertising, and no 
sooner finishes writing a “Thanksgiving 
Proclamation” or Christmas message than 
he-starts on next year’s. He continually 
jots down thoughts when they occur to 
him and then when the time comes for a 
mailing, he polishes each sentence. 

A steady customer of local newspapers, 
Mr. Badalli stresses the good will theme 
with ads devoted to “know your sup- 
plier”, a list of returned veterans, a 
poem on the importance of complete 
stocks and a tribute to his firm’s staff. 

As for Thanksgiving, Christmas and 
similar messages, Mr. Badalli says they 
“strike a responsive chord among our 
customers. They give the customers an in- 
sight into our character, reassure them of 
our sincerity and all of this adds up to 
confidence and just plain good will.” 

Another promotional activity of the 
company is the mailing of envelope cards 
carrying various messages: poems, essays 
on loyalty and other philosophy. 

Requests for cards have been received 
from “all over the country”, Mr. Badalli 
explained, pointing out that recipients 














institutional advertising is featured in the sales 
promotion program of Mau-Sherwoed Co., 
Cleveland. This advertisement was run in a pur- * os. 
chasing ogents’ publication ond then used as@ 8) 
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pin them up in their offices or put them 
under glass desk tops for visitors to see. 

J. Heller & Sons Co., Newark, believes 
in keeping its name before the public and 
utilizes outdoor billboards (see below). 

At Bronx Hardware, New York, the 
sales promotion program calls for a pe- 
riodic distribution of the “BHS digest” 
which is identified as showing “what's 
what ... in tools and equipment”. The 
digest is punched for easy filing. 


Future Items Listed 
Each cover contains a listing of six or 
eight lines which are discussed, with il- 
lustrations, in the issue and also identi- 
fies the products that will be discussed 
in the following issue. This is designed to 
permit salesmen to pick up ideas about 
what the customers expect to know about 
future products and then the salesmen 
can bring up the matters at meetings. 
Such advance planning for sales meet- 
ings is also advocated by Mr. Ethier at 
Western Iron Stores. “For example,” 
he said, “there is the matter of establish- 
ing a quota for the sales drive on the 
product of the month. We have sales 
records extending back for many years. 


We review these records and establish 
what appears to be a fair goal. 

“Prizes are awarded to the entire sales 
staff when the quota is reached. And you 
can bet the salesmen really do an en- 
thusiastic selling job, not so much be- 
cause of the cash awards, but rather be- 
cause of the pride they take in beating 
the quotas. To do so is not always easy 
because we believe in aiming high. If 
the goal is just a little beyond what we 
know for sure can be obtained, it stimu- 
lates the sales force to put forth just that 
little extra steam it takes to win the race.” 

Flexibility and efficiency are the two 
prime aims of Shadbolt & Boyd Co., Mil- 
waukee, in sales programming plans, ac- 
cording to Howard F. St. George, vice- 
president and manager of the supply de- 
partment, and Arthur F. Boettcher, vice- 
president and sales manager. 

The main problem is to maintain close 
contact between the company’s buyers 
and the salesmen, clearing vital informa- 
tion through administrative officials of 
each group, they explained. 

Mr. George said his office constantly is 
engaged in sending bu!letins to salesmen 
—sometimes as many as three and four a 
day—as conditions warrant, telling the 











































































































sales force of the day-to-day changes im 
stocks of merchandise. 

One bulletin may list the various types 
of machinery in a certain line. This list 
will carry the dates on which deliveries 
may be promised. Thus equipped, sales- 
men do not have to procrastinate when 
asked for a delivery date. 

Mr. Boettcher pointed out that by con- 
stantly keeping salesmen informed on 
what is over-sold, not in stock or plenti- 
ful, the salesmen can adjust their sales 
efforts daily and thus work on the most 
efficient basis. 

“There is no sense in piling up back 
orders when it is just as easy to push 
the lines or sizes which we have or soon 
will have on hand,” Mr. Boettcher said. 
The perpetual inventory maintained by 
Shadbolt & Boyd is a big factor in en- 
abling the firm to keep salesmen minutely 
appraised on the condition of inventories. 


System Flexible 


The letters or bulletins on the stage of 
inventory go to all salesmen and they af- 
ford the most flexible means that Mr. 
St. George and Mr. Boettcher have de- 
vised to best direct sales effort into the de- 
sired channels. The trouble with most 
systems, they believe, is that they are too 
rigid and do not lend themselves to the 
constantly changing inventory picture. 

Naturally, it was pointed out, close at- 
tention is paid to the major exclusive 
lines handled by Shadbolt & Boyd. Sales 
meetings, usually held weekly (although 
no set schedule is maintained), are the 
medium through which salesmen are kept 
up to date on new developments, appli- 
cations and the like. A seasonal tempo 
is maintained, too, if planning these meet- 
ings: For example, this spring emphasis 
was placed on contractor supplies. Sup- 
plementing the sales meeting discussion 
of this line, there was a list of construc- 
tion equipment sent to each salesman 
which told what was in stock. 

Not being advocates of indiscriminate 
direct mail sales efforts, the two officials 
prefer to have galesmen deliver in person 
any timely sales literature. Of course, 
some literature is mailed, especially to 
customers who have questions. 

Good care is taken of manufacturers’ 
literature. A library is maintained in 
the firm’s advertising room which is lo- 
cated next to the sales conference room. 
The literature is stored on shelves and 
is arranged in alphabetical order. Sales- 
men supply themselves, as needed. 





@As depleted sales staffs are expanded, 


selection of salesmen assumes a new im- 


portance to the distributor's long-range suc- 
cess. Careful selection often can prevent the all- 
too-frequent, unfortunate experience of hiring the 


wrong man, which wastes money and fime, and destroys 


good will. It can be achieved by an organized three-way program, 


built around the application blank, the interview, and aptitude testing 








The Man and The Job 





® Distrisutors will gain directly if, 
through careful selection, they hire the 
best available sales manpower. The dif- 
ference between the annual sales volume 
of an average salesman and a superior 
salesman may amount to $100.000. Over 
a 10-year period, this is $1,000,000 in 
sales. It certainly justifies the small in- 


IF THE JOB REQUIRES 


vestment required to find the better man. 

In initiating an organized selection 
program, individual personal judgment 
must be supplemented by factual evi- 
dence. This requires on management’s 
part an intimate knowledge of customers, 
lines, and selling methods. 

An all-inclusive study of the job re- 


quirements and the necessary man char- 
acteristics should be made, and standards 
set up as a guide for selection. The first 
step is to identify the requirements of 
the salesman’s job and to list the man 
specifications for the job. 

These are some of the important points 
to be covered: 


THE MAN NEEDS 


ON. 


PRODUCTS 
Restricted product application knowledge 
Catalog mastery; wide application knowledge 
Engineering background; mechanical ability 
Educational’ competence, speaking ability 


Selling only certain lines ‘ 
Selling all lines 

Designing and installing equipment 

Demonstrating before groups 


CUSTOMERS oe 


Understanding of customer's buying process; purchasing 
agents’ problems 

Knowledge of shop practice; trade jargon 

Understanding of special manufacturing processes 

Aggressive, resourceful strategy 

Ability to estimate potentials; knowledge of industrial needs 


Selling to managerial personnel 

Seliing to shop personnel 

Selling to shop personnel 

Developing new accougts ‘ 
Conducting market research 


, RECORDS 


Accounting ability; understanding of employer's office system 
Mathematical agility 


Keeping of accurate records 
Doing complicated pricing, discounting 


SERVICE 


Reliability and sustained customer interest 
Analytical approach, trouble-shooting sense 


Inspecting installations periodically 
Assisting in emergency breakdowns 


TRAVEL 


Covering a large territory Resourcefulness; independence from home responsibility 


DEVELOPMENT 
Assuming increased responsibility through constant self- Eagerness to learn; earnest desire to progress 
improvement 


PLANNING 


Working a systematic cycle Regular work habits 
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GETTING THE MOST OUT OF THE 
APPLICATION BLANK: AN APPLICATION 
BLANK can be either a statistical record 
to be buried in the files, or a valuable 
instrument in the selection process. Cor- 
rectly designed, it will uncover essential 
information about an applicant’s educa- 
tion, work experience, business maturity, 
social position, and personal history. 
These factors have a direct bearing on 
the man’s future in selling as a career. 

Each distributor has an_ individual 
problem in the use of the application 
blank, but the principle underlying its 
use is universally the same. It must in- 
dicate an applicant’s chances for success 
in a job. To adapt the application blank 
to this purpose requires a knowledge of 
the reasons for success. These facts can 
be determined by the distributor through 
understanding what qualities good and 
poor salesmen possess. First, some means 
of rating the distributor’s salesmen must 
be devised. and then a careful analysis 
made of their backgrounds. 

Those in management who work most 
closely with salesmen are best qualified 
to estimate their abilities. Rating of 
salesmen against a series of desirable 
qualities by at least three such man- 
agerial personnel should result in a fair 
composite score for each member of the 
sales force. 

After salesmen have been rated—good, 
average. or poor—a study of their back- 
grounds will enable the sales executive 
to determine which factors influence a 
man’s performance, and which have no 
apparent bearing on success. 

All presently employed salesmen, obvi- 
ously, are good enough to retain their 
positions, and the difference between the 
best and poorest may not appear great 
when measured objectively. However, 
relative degrees of success among pres- 
ent salesmen and the contributing causes 
will form the basis for criteria to be used 
in selecting new salesmen. Inquiry into 
the backgrounds of previously employed, 
unsuccessful salesmen should disclose 
reasons for failure and provide danger 


signals to be heeded when examining. 


future applicants. 

The application blank should be 
divided into two sections; one containing 
data for record purposes only; the other 
devoted to information which is signi- 
ficant in selection. As information on 
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Present and previous salesmen may be rated individually by three 
executives and the composite average ratings tabulated on a form such 
of this sales force, the four highest and five lowest scoring men con- 
stitute two groups for further study. 
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THE FINAL interview should 
be conducted after the candi- 
date’s application has been 
given careful study, and after 
the distributor has investi- 
gated his references. If the 
man has had previous sales 
experience, references from 
former customers are much 
more valuable than those 
from former employers, who usually are prejudiced. 

Thorough investigation is worthwhile. A man chosen for 
a sales position becomes a representative of the company and, 
in the eyes of some customers, he is the company. When a 
distributor fails to investigate an applicant, he exposes him- 
self to all the costly consequences of faulty selection. 

The pattern for the final interview is set by the questions 
appearing on the application form. This permits complete 
coverage through guided discussion. The interviewer should 
have the prospect’s completed application before him, as well 
as an outline of pointed questions designed to ferret out 
reasons behind the answers given on the application blank. 


-¢ The Interview °° 


THE INTERVIEW PROCEDURE constitutes the most important 
phase of the selection program, but selection or rejection of an 
of an applicant solely on the basis of one brief interview is to 
be avoided. Selling is a matter of human relations. Only 
through organized interviewing can the distributor judge how 
the applicant’s personality will impress colleagues and 
customers. 

Interviewing applicants for sales positions is not an every- 
day job for distributors and, therefore, they are not employ- 
ment specialists. But the observance of certain general prac- 
tices will improve results. 

The interview process should comprise at least two inter- 
views;—the preliminary, and the final interview. 

The preliminary interview offers the opportunity to tell the 
applicant exactly what the job requirements are. From there 
on, it is a weeding-out process for the rejection of those who 
cannot meet pre-determined standards for such attributes as 
poise, self-confidence, general intelligence, appearance, 
physical makeup, speaking voice, etc. To insure consistency 
and to guard against superficial judgment of applicants, the 
interviewer should have before him a check list of those 
qualities to be evaluated. 

The preliminary interview cannot provide any real insight 
to such qualities as a man’s dependability, selling sense, loyalty, 
persistence, or honesty. These will be brought out to some 
extent by the application, interview, and aptitude testing. 


With a form such as this, those who interview appli- 
cants can quickly record their opinions on points 
covered during preliminary interviews. Established 
standards might call for the rejection from further 
consideration of any candidate receiving two or more 
check marks in the "Fair" and "Poor" columns. 


SAMPLE QUESTIONS 


LAST JOB: 
What did you like about it? 
What didn't you like about it? 
Why did you leave? 
Why do you think your prior work qualifies you 
to sell for us? 





ECONOMICS: 
Have you been successful in managing your 
domestic finances? 
Will you be completely dependent on your income 
from selling? ; 
What do you believe to be your responsibilities to 
us? 
What do you believe to be our obligations to 
you, if you perform satisfactorily? 


GENERAL: 
What do you think would be your greatest asset 
in selling for us? 
What qualities do you think are most essential in 
selling? 
Have you held office in any social or civic ergan- 
izations? 
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SALES APTITUDE testing has received a great deal of atten- 
tion during the past decade. In simplest terms, the tests are 
objective written examinations designed to measure certain 
abilities or qualities. 

Industrial distributors who have made aptitude testing 
an integral part of their selection program have secured the 
help of reputable personnel testing agencies, who are qualified 
to recommend the tests applicable in the selection of industrial 
supply salesmen. Without going into a discussion of the 
relative merits of apitude testing, it is important that the 
industrial distributor be familiar with the aptitudes signi- 
ficant to selling success, and how they are measured. 

Among the basic aptitudes tested for in salesman selection 
are mental ability, personality (based on extroversion, self- 
confidence, and dominance), sales drive, and social intel- 
ligence. In some cases other aptitudes such as clerical ability, 
mechanical ability, vocabulary, and creative imagination also 
may be deemed important enough for testing. 

The approach to the problem of determining the best 
possible group of aptitude tests for any particular selling job 
involves several steps. In conjunction with the distributor, 
the testing agency makes a detailed study of the job analysis 
and man specification, and management’s rating of salesman. 
Trial tests are then administered to the good and poor groups, 
and from the results are determined those aptitudes giving the 
best indication of sales proficiency. The scores of the good and 


- The Aptitude Tests - 


poor groups on these tests are used to establish high and low 
limits against which the test scores of future applicants may 
be compared. 

Industrial distributors who have used aptitude testing in the 
selection of their salesmen find that benefits are three-fold: 
(1) applicants who would probably be accepted on the basis of 
application blank data and a brief interview are sometimes 
found to be seriously deficient in aptitudes necessary to good 
salesmanship; (2) applicants who, from their application 
blank information and interview behavior, appear to be border- 
line cases often are found to possess in high degree the apti- 
tudes essential to successful selling; and (3) applicants’ weak 
and strong points are revealed and management, guided accord- 
ingly, can train them more intelligently. 

It cannot be too strongly stated that choice and evaluation 
of aptitude tests are problems for the trained psychologist only, 
and that misuse of tests by unqualified persons can do more 
harm than good. No test can be any better than its interpreta- 
tion. Consequently, any distributor wishing to use aptitude 
tests should engage a reputable personnel testing organization 
to supervise the program. Planning the application blank to 
achieve specific aims, and taking the guesswork out of the 
interview can accomplish much toward dependable selection. 
Aptitude testing rounds out the selection .program and pro- 
vides a solid foundation for a better relationship between the 
distributor and his salesmen. 





Job Analysis and Man Specification 
Consider all the duties and responsibilities of the sales- 
man in preparing the job analysis. 
Be realistic, not idealistic, in the man specification. 





Application Blank 

The applicant will not furnish information that is not 
asked for; make it easy for him to furnish a complete 
record. 

Plan the application blank so that it is convenient to 
work with; all information on one subject should be in one 
place. ‘ 

Do not solicit information which is not needed for record 
purposes or selection purposes. 


THINGS TO REMEMBER 


The Interview 
Present an honest picture of the job. 
Put the applicant at ease; encourage him to talk. 
Be a good listener. 
Maintain direction of the interview. 
Put in writing your impressions immediately following 
the final interview, for future reference. 


Aptitude Tests 

Obtain the services of one of the qualified personne! 
testing organizations. 

No test is 100 percent accurate; they are to be used 
as aids to personal judgment. Tests may, however, reveal 
weaknesses in otherwise competent salesmen that when 
known can be compensated for in training and supervision. 
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ALERT INDUSTRIAL DISTRIBUTORS in many 
parts of the country have already dis- 
carded haphazard hiring methods and 
are following tailor-made salesmen selec- 
tion programs. Recognizing what may 
eiten be overlooked—that the salesman 
is the chief business getter—they have 
availed themselves of every practical aid 
to better their chances of finding the right 
man for the job. 

The goal is a reduction of salesmen 
turnover, which has been estimated to run 
as high as three failures out of every four 
men hired. Every indication, from firms 
using organized selection methods, points 
toward justification of the effort and ex- 
pense put forth. Among the up-to-date 
selection programs now being used by in- 
dustrial distributors in all sections of the 
country, the experience of four or five 
firms will illustrate the possible ways of 
coordinating the several parts into a work- 
able whole. 


Six Point Program 
The Bronx Hardware & Supply Co., 
Inc., New York, last year engaged a qual- 


ified personnel selection agency to formu- 
late a simple, effective selection proce- 


Details entered in the brief section at 


application blank, used by a distributor, may be considered 


dure. After a comprehensive cooperative 
study of job requirements and the quali- 
ties to be sought in a man to fill the job, 
a six-point program was set up. 

According to Bernard N. Cullen, adver- 
tising and sales promotion manager, ap- 
plicants carefully recruited as prospective 
salesmen are: (1) asked to fill in an ap- 
plication form; (2) required to answer 
in writing ten additional questions on a 
special information sheet; (3) inter- 
viewed by two or more company execu- 
tives; (4) rated on a standard form by 
each interviewing executive; (5) given a 
reliable, nationally recognized preference 
test; (6) selected or rejected on the basis 
of the test, application blank, information 
sheet, and interviews. 

The application blank is so arranged 
and sectionalized that the applicant is en- 
couraged to give a full account of himself 
under such definitive headings as physi- 
cal record, experience and education, 
particulars of selling experience, and 
general information. 

The ten questions on the information 
sheet are aimed at finding out if the ap- 
plicant has tried to improve himself by 
outside study, sports, social activities and 
hobbies. This provides evidence of such 


the beginning of this 


desirable qualities as ambition, leader- 
ship, and versatility. 

The rating form for interviewers calls 
for the use of a five-point rating scale on 
such attributes as training, experience, 
objective personality, desire for self-im- 
provement, self-reliance, imagination, and 
maturity. These factors are separated 
into two groups, the factors in each group 
carrying a different weight to be taken 
into account in the ultimate rating. 


Confidence in Testing 


The preference test, which requires 
about 45 minutes for the applicant to 
complete, reveals whether he has interests 
and voluntary preferences that fit him for 
the everyday duties of the salesman. 

Mr. Cullen believes that about 18 
months use of the selection procedure 
will be necessary before an exact evalua- 
tion of its worth can be made. But ex- 
perience so far has shown a decided im- 
provement over previous, less scientific 
methods. 

Prospective salesmen are turned over 
to a qualified testing organization for final 
interviewing and aptitude testing after 
they have proved themselves likely candi- 


as data for records and filing. The rest of the form is 
devoted to items which warrant careful consideration 
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dates in a preliminary interview at the 
Detroit Ball Bearing Corp., Detroit. Once 
applicants have passed initial screening, 
the testing organization takes over the 
rest of the selection procedure, and makes 
recommendations for hiring or rejection. 
Of course, the final decision on any ap- 
plicant rests with the management of 
Detroit Ball Bearing. ; 

T. P. Moore, treasurer, states that sales- 
men were formerly hired on the basis of 
the company’s application form and inter- 
view, and they were not tested by the out- 
side agency until after starting on the 
job. However, test results under this sys- 
tem showed such high correspondence 
with actual performance that Detroit Ball 
Bearing now places great confidence in 
the testing-before-hiring procedure. 


Recruiting from Colleges 


Hajoca Corp., is putting considerable 
emphasis on recruiting methods in an 
effort to raise the general educational 
background factor in the groups from 
which they select their salesmen. 

R. L. Rudulph, sales manager of the 
industrial division, says the company so- 
licits the cooperation of the deans of en- 


selection. Note that the last two pages are devoted entirely 
to drawing out the otherwise elusive facts concerning an 
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gineering colleges in locating men svon to 
graduate who seem to have a flair for 
selling, as evidenced by scholastic and 
extra-curricular accomplishment. The 
men contacted after recommendation by 
the school head are usually found to poe- 
ess not only the engineering know-ho 
but well-rounded personalities as well. 
Hajoca believes, too, that there is an 
advantage in selecting men from schools 
located in the section where they will 
eventually sell for some Hojoca branch. 
Having raised and extended its recruiting 
horizon, the company also has secured the 
services of a reputable personnel testing 
firm to supervise its selection program. 
A distributor located in a large indus- 
trial center defines three groups for which 
their salesmen are chosen: industrial 
products specialists; group products su- 
pervisors and junior executives. Definite 
education and experience standards have 
been established for selectees destined for 
each group. The minimum requirement 
for any of the three groups is a high 
school education plus some shop or trade 
school experience. For sales candidates 
ia the highest calibre sales group at least 
two years of college, and preferably me- 
chanical engineering graduates with shop 
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T. P. Moore, treasurer, discusses the 
catalog with Robert Manderfield, 
selected for sales training by the 
Detroit Ball Bearing Co. 


experience are sought. As a result of this 
policy, selecteeés are more apt to be con- 
tent in the particular kind of selling they 
will do, for their work responsibilities are 
in proportion to their knowledge and ca- 
pabilities. Also, management can train 
each man so that he will reach his desti- 
nation by the most direct route. 


applicant's previous experience, present desires, and plans 
for the future, all bearing on success. 
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2ew salesmen 


the firm), and cooperation of executives and experienced personnel 


® Careful selection of prospective sales- 
men to carry out a well-designed sales 


program must be backed up with systematic 


training. Better training increases productivity of 
the sales staff, lowers sales costs and improves ser- 
vice. Such training requires a careful job analysis, utiliza- 


tion of all available facilities for instructing (inside and outside 





THE STARTING POINT of a 
sound training program is a 
job analysis—a detailed list- 
ing of what a saleman does 
and what he should know. 
The sales manager has the 
responsibilty for insuring 
that his salesmen have the 
training which will enable 
them to meet the require- 
ments set forth in Sales Programming—knowledge of prod- 
ucts, knowledge of product application, familiarity with office 
and warehouse routine, awareness of service opportunities 
and sound sales fundamentals. These requirements provide 
excellent basic objectives for a training program for new 
salesmen, whether that program be for one salesman or ten. 

Each of these broad requirements involve lesser require- 
ments which must be listed to give a more complete picture 
of what the job involves, to provide subjects for training and 
pave the way for determining the best means of teaching 
them to student salesmen. 

The most important requirement is Knowledge of Products 
for which the trainee must know: what products are stocked 
by the distributor; who makes these products; what are the 
various brands of products stocked; what are the various sizes 
of products stocked; why are these brands and sizes stocked; 
where the products are manufactured; who else makes these 
products. 

Knowledge of Product Applications involves: how and why 
various products work; how, why and where distributor’s 
products are used; what conditions are best for obtaining 
maximum efficiency and use of products; familiarity with 
construction and material of distributor’s products and the 
reasons for such construction and materials; when, how and 
where alternate products can be used; how, under certain 
conditions, use of a particular product will save time and 
money. 

The salesman candidate must be Familiar with Office and 
Warehouse Routine. This includes knowing: ,how products 
are received in the supply house; how, where and why prod- 
ucts are stocked; how and where products are shipped to 
customers; how, where and why orders are routed through 
the supply house from receipt of order to invoice; how inven- 


tories are kept and why; how back orders are handled; how 
counter orders are handled; how inside salesmen operate; how 
telephone orders are handled; how products not carried in 
stock are obtained from suppliers quickly; how purchasing 
from suppliers is done; pricing (list prices, current and pre- 
vious; cost discounts, quantity purchasing differentials, com- 
petitive prices) ; functions of the promotion department; how 
inquiries are handled. 

Another requirement is Awareness of Service Opportunities 
which constitutes knowledge of: industrial practices in cus- 
tomers’ plants; product recommendations which will save 
time and money to customers: personal service (willingness 
to deliver products personally when necessary, etc.) ; the state 
of the distributor’s inventory and the firm’s ability to deliver 
items ordered; following up orders and deliveries for cus- 
tomers; where to obtain information for a customer promptly 
and accurately; how to cooperate with customers on hard- 
to-get items; how to utilize the knowledge of product applica- 
tions gained from observation and discussion in customers’ 
plants; how and when to give assistance to customers in 
making proper purchases; when to call upon a manufac- 
turer’s man on customers’ problems. 

The student must be trained in Sound Sales Fundamentals 
which include: presentable appearance; good habits; ability 
to express self clearly, succinctly, and convincingly; prepara- 
tion of details for interviews with customers; knowing how 
long to remain with a customer; knowing when and how to 
give advice to customers; knowing how to approach new cus- 
tomers; use of the catalog with a customer; presentation of 
products; demonstration of products; asking for orders; know- 
ing how to gain admittance into a customer’s shop; knowing 
how to talk to technical men; market data; market study; 
account analysis. 









STEPS IN ORGANIZING TRAINING PLAN 


® Prepare a job analysis. 

® Select a supervisor of training. 

® Select training subjects. 

® Schedule training jobs and instruction. 

* Devise a system of rating to check on trainees. 

® Draw up supplementary education recommendations. 
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MANAGEMENT'S FIRST step 
in establishing a training 
program is to designate 
someone at the executive 
level to take personal charge 
of inaugurating, developing, 
superintending and evaluat- 
ing a program. The ideal 
selection for this assignment 
is the sales manager, but 
anyone else in the firm who has the “know-how” of selling 
and who understands the requirements of salesmen, the meth- 
ods, policies and objectives ofthe sales department, can under- 
take the work. 

Department heads may be drafted as instructors in sub- 
jects pertaining to their departments. There are several 
requirements of a good instructor and these requirements 
should be studied by those selected for the task. An in- 
structor should be able to: do the work he is instructing in; 
choose and organize the training material; speak effectively 
and clearly; lead discussions; instruct and like it; be patient 
with explanations; sell the training program to students; be 
willing to help individuals; command respect and praise and 
correct in appropriate measure. 

The job analysis is the goal toward which salesman candi- 

_ dates will be directed and from which training requirements 
are drawn. On the preceding page the qualifications of a 
good industrial supply salesman are analyzed to indicate just 
what instruction will be needed under each category. 

The next step is to get a line on the facilities the distributor 
has for training. The stockroom or warehouse, counter sales, 
order editing department, inside sales and classes are facilities 
within the distributor’s own organization. Manufacturers’ 
schools and public educational institutions such as vocational 
and high schools, colleges and correspondence schools, are 
other means of imparting knowledge about the job. 

A Facilities and Subject Chart, such as presented on this 
page, is drawn up to indicate the subjects the trainee will be 
instructed in and which facilities will be used in imparting 
that knowledge to him. 

This chart also is useful in programming class instruction 
and coordinating classwork with student salesmen’s employ- 
ment. Classwork may be divided into several periods, each 
period corresponding in length of time the trainees will be 
employed in any particular department, such as the stock- 
room. Classwork subjects are then chosen for their relation 
to the jobs being worked upon. 

The Facilities Chart can be used as a progress record for 
each candidate to indicate how much of the training is com- 
pleted at any given time. Once the trainee has completed 
his study of a subject in any department, it can be checked 
off on the chart. A system of rating, such as G—good, A—aver- 
age and P—poor, will give a picture of the prospective sales- 
man’s accomplishments. 

Having listed the skills in which student salesmen will be 
instructed and where the instruction will be given, the super- 
visor of the program can schedule employment for each 
candidate. This schedule includes the departments the can- 
didate will work in, the things he will learn in the depart- 
ment and the length of time he will remain in each depart- 
ment. The time prospective salesmen work in any department 





FACILITIES AND SUBJECTS CHART 
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This chart in to fit the training program into the busi- 
ness. The subjects in which trainees will be instructed are 
listed at the left and the company's facilities for training 
are listed across the top. It shows what the trainee will 
learn and where he will learn. This chart shows, for example, 
that in the stock room the trainee will learn about catalogs, 
counter orders, inventory, manufacturers, orders, product 
recognition, product relationships, service, shipping, storage 







and teamwork. 





depends on the distributor’s estimate of how much the trainee 
can learn there, how much he already knows, and how much 
such knowledge is worth. 


Learning While Working 


Stockroom or Warehouse 2-4 Months 
Receiving stock; shipping stock; recognizing products, sizes, 

brands and manufacturers’ names; stock storage, etc. 

Counter Sales 3-6 Months 
Counter orders; counter service; meeting public; developing 

customer relations; developing initiative, etc. 

Order Editing 3-6 Months 
Order handling; inventory control; manufacturers’ policies; 

supply sources; expediting; customer relationships; customer 

requirements; use of catalog; invoices; service requirements; 

company policies; manufacturers’ literature; credit, etc. 

Inside Sales 3-6 Months 


Pricing; quotations; use of catalog; how to aid customers 
in purchasing; developing selling talents; promoting cus- 
tomer relationships; widening acquaintanceship in customers’ 
plants; customers’ produce applications; customers’ purchas- 
ing habits; inventory control; handling inquiries, etc. 
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SINCE THERE is an investment 
of time, money and effort in 
any training plan, regardless 
of how informal it 
be, the results should be 
checked. This check can be 
recording 


may 


accomplished by 
each candidate’s mastery of 
training subjects’ through 
quizzes and examinations and 
by rating him on completion of instruction in each subject. 

Several quizzes or examinations may be given prospective 
salesmen during instruction on each subject and papers cor- 
rected on a percentage basis. When instruction in a sub- 
ject is completed. the marks can be averaged and the trainee’s 
record may be classified as Good, Average or Poor. Thase 
ratings can be jotted down on the Facilities and Subject Chart 
(one is prepared for each student salesman) and it will serve 
as a permanent record. A study of progress records will in- 
dicate what subjects can be reviewed profitably at special 
meetings. At the conclusion of training, the sales manager can 
be given a complete record of the new salesman’s strong points 
and weaknesses. 

Personal interviews with each trainee at the end of each 
phase of training checks his attitude towards the job and 
instruction, his need of assistance, his confidence and what he 
thinks of the organization. The supervisor should also visit 
classes as an observer to check the sales methods taught, 
effectiveness of the instructors, and the trainees’ interest. 

As an aid in checking on working habits of trainees, a judg- 
ment blank may be prepared by the person in charge of train- 
ing. This blank calls for a rating by the head of the depart- 
ment to which a candidate is assigned, on such characteristics 
as intelligence, initiative, teamwork, reliance, etc. Any faults 
disclosed in these reports can be corrected before it is too late. 

The sample blank shown on this page was designed for a 
report on the trainee’s habits in the stock room. For other 
departments, such as counter sales, inside sales or order edit- 
ing, a check on other characteristics may be added. These 
checks would be: Poise, 1. Maintains calm in trying circum- 
stances; 2. Difficult situations tend to confuse him; 3. Easily 
flustered, Personal Appearance, 1. Neat in appearaace; Care- 
less in dress; 3. Untidy. : 


Supplementary Education 
DisrriputTors recognize the fact that further education of pros- 


pective salesmen is a distinct necessity if the level of their 
supply salesmen is to be raised. These distributors have made 





PERSONAL RATING 
ROME oe aed ak 
Rate the trainee 

following characteristics: 
Rate only under statement applying to trainee. 


earn wee eS 


‘wey ee eee eee 


(G—good, A—averuge, P—poor) on the 





INTELLIGENCE $=}. Quick to understand complex mat- 
ters eeve 
2. Understands normal 
readily er 
3. Comprehensive slow, unimaginative .... 


conditions 


INITIATIVE 1. Acts rightly without being told sak 
2. Attends to duties without watching .... 
3. Acts only upon direction eee 











i 


RELIANCE 1. Very reliable, high sense o} 


re- 
sponsibilty 
2. Generally reliable 


3. Low sense of responsibility 





1. Willing and ready to coonera’ ined 
2. Needs prodding to help other 
3. Self-centered and reluctant 


TEAMWORK | 


Energetic and industriois 
Works in spurts 
3. Indifferent 





INDUSTRY 


~~. 


Department Head 





supplementary education an integral part of their salesman 
training programs. Typical subjects studied by student sales- 
men with these firms are: shop mathematics, blueprint read- 
ing, specifications, mechanical drawing, basic electricity, shop 
trigonometry, principles of mechanical engineering, English, 
diction, business administration, salesmanship, ete. 

These distributors utilize the public educational facilities 
such as vocational and high schools and colleges in their 
vicinity. When these are unavailable, reliable correspondence 
schools are selected as alternate sources of instruction. The 
supervisor of training should investigate all sources and make 
appropriate recommendation to trainees. 

Courses at public educational institutions are usually free 
but in others expenses are involved. In some cases, distribu- 
tors pay for the courses; in other cages, the cost is shared 
by the distributor and prospective salesman. One distributor 
has a plan by which the trainee pays for the course but if he 
achieves passing grades on completion of the courses he is 
reimbursed for half or the full amount. 


POINTERS FOR INSTRUCTORS 


Manual and History —Prepare a booklet which includes his- 
torical data on the firm and the community; what the sales- 
man’s job is; why the trainee should try to become a good 
salesman; things to remember while selling; a check chart 
showing what training he will get and how he will get it. 
Encouraging Study—Let classes know ahead of time what they 
will take up at the next session as it suggests preparation to 
the trainee. Tell trainees where 
may be obtained (manufacturers’ literature, catalogs; books). 
Supplementary Reading—Point out Mitt Suppwies articles 
or new books which will be helpful. Discuss the articles or 
books. Reviews to be read in class help. 

Education —Encourage trainees to seek further education. 
especially in distributive subjects at public and other educa- 


preparatory information 


Friendly Rivalry—Contests and rating lists spur trainees to 
better and greater effort. They should be carefully prepared. 
Demonstrations—Make training as near the real thing as pos- 
sible by staging demonstrations and reenactments of selling 
incidents. An audience of experienced salesmen can be used 
as a climax to a series of such trials. The experienced sales- 
men should be sympathetic to the objectives of the program. 
Clinics — Ask for problems and stage clinics to thrash them out. 
Periodic intermingling of trainees with experienced men at 
clinics will give trainees insight into problem approach and 
solutions. 

Checks and Ratings —Percentage ratings of ratings by such 
classifications as Good, Average and Poor should be applied 
as a check on progress. Percentage ratings for examinations 
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THE RELIANCE of industrial supply dis- 
tributors on inside experience and man- 
ufacturers’ instruments of 
supply salesman training reflects the im- 


schools as 


portance the industry places on Product 
Knowledge as a selling tool. Inside ex- 
perience, which salesman 
trainees to the kind of products as well 
as the various sizes, brands and types 


introduces 


carried by the distributor, is an integral 
part of practically every supply sales- 
man training program. Manufacturers’ 
schools, which refine the student sales- 
man’s product knowledge and increase his 
knowledge of product application, enjoy 
an equally prominent place in distrib- 
utors’ training programs. 

More recent trends in training supply 
salesmen, are distributors’ own classes for 
instruction and higher educational re- 
quirements in salesman prospects. This 
denotes increasing interest on the part of 
the distributor in sales technique or an 
attempt to equalize the emphasis on sell- 
ing technique and product knowledge in 
preparing salesmen for their jobs. 

Among the distributors who emphasize 
instruction which seeks to develop equal 
abilities in both product knowledge and 
selling technique, are the Boyd Supply 
Co., Philadelphia, Pa.; Syracuse Supply 
Co., Syracuse, N. Y.; L. L. Ensworth & 
Son. Hartford, Conn.; C. W. Marwedel 
Co., San Francisco, Calif.; Pederson Bros, 
Tool & Supply Co., Chicago, Ill., and 
Ducommun Metals & Supply Co., Los An- 
geles, Calif. 


Questionnaires 


A student of training methods for more 
than 25 years, Vance C. Boyd, president 
of the Boyd Supply Co., is at present 
preparing five young veterans for indus- 
trial supply selling careers. Mr. Boyd has 
employed the same system of salesman 
training for years except that he keeps 
modifying it to meet modern conditions. 
Fundamentally, this system is based on 
dealing with Product 
Knowledge and Sales Technique but it 


questionnaires 


also includes two meetings per week for 
instruction, plant visitations, inside ex- 
perience and voluntary additional edu- 
cation. 

Regarding the length of time it takes 
to turn out a good supply salesman, Mr. 
Boyd stated, “Heretofore I have found it 
takes at least three years unless your 
force is small and you can devote con- 
centrated effort on the verdant prospect. 
But my questionnaire system cuts this 


practical salesman training 

















on a Prom left 
to right: Mr. Boyd, Burton W. Inger- 
soll, Joseph Carr, Ralph Lowery, 
Bob Parsons, Ear! Duffett James 


period in half.” The five young men Mr. 
Boyd is training at present have been with 
the firm since their discharges from the 
armed services and their training was 
started at the same time in January. Two 
of them have already made sales in test 
calls, 

Mr. Boyd prepares 10 questions each 
week for the prospective salesmen~ to 
answer. He tells them possible sources of 
information, such as libraries, manufac- 
turers’ literature, shop superintendents. 
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Vance Boyd, president and founder 
of the Boyd Supply Co., Philadelphia, 
Pa., designed his own training pro- | 
gram based on questionnaires deal- 
ing with technical, scientific and 
psychological phases of products, 
application and salesmanship. 


purchasing agents, ete. 


Special meetings 
at which a manufacturer’s man will dis- 
cuss a product which will be a subject 
in future questionnaires are arranged. 
Three types of questions are used. Mr. 
Boyd classifies them as technical, scien- 
tific and psychological. Sample questions 
are: What size and type of exhaust fan 
is necessary to accommodate two floor 
grinders each having two 14” by 2” 
wheels? (technical) ; Name two kinds of 
steel from milling cutters are 
made; why are two kinds necessary? (sci- 
entific ) ; 


which 


What evils are encountered in 
taking “the lines of least resistance”? 
(psychological). 

“Ask ten questions per week for 50 
weeks.” remarked Mr. Boyd, “and you'll 
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find your salesmen have 500 more items 
of information.” Each week the answers 
are graded by percentages and Mr. Boyd 
posts the ratings to give the candidates 
i an idea of their progress and to stimulate 
friendly rivalry. Before each class, Mr. 
Boyd prepares a memorandum containing 
the history of the firm, pointers on sell- 
ing, supplier list, product information, or 
a short essay on some subject such as 
“Sales Resistance.” The candidates are 
asked to keep these memoranda, question- 
naires and answers and any other perti- 
nent data which may be issued in a loose- 
leaf notebook for reference at any time. 
Mr. Boyd believes 30 days in the stock- 
room is the minimum time for a candidate 
to learn the physical location and names 
of items. From there he is sent to the 
Expediting Department to familiarize him 
with ordering, filing and other routine. 
The next job is inside sales where the 
trainee learns about pricing, how to 
handle inquiries and orders. After com- 
pleting this schedule, the candidate is 
° considered ready to make his first call. 
Mr. Boyd stresses. the advantages of 

















more education as a means of improving 
trainees’ capacity to present products, 
understanding products and selling prod- 
ucts, Several of them are taking univer- 
sity extension courses. 

The Syracuse Supply Co., has had a 
training school operating for more than a 
decade. The prospect learns while work- 
ing in various departments but in addi- 
tion, well-organized classes are conducted 
under the supervision of one of the execu- 
tives. Speaking of the course, H. E. Tor- 
ell, sales manager, said, “An important 
part of our curriculum is products studies, 
which includes instruction in the care and 
maintenance of tools and equipment, as 
well as studies in application. We include 
instruction in sales technique, in material 
handling and warehousing practices, op- 
erational functions and some accounting. 
We also contemplate a brush-up course in 
mathematics as a part of our training 
program.” 


More Education Urged 


Although educational requirements for 
candidates in the training group from 
which Syracuse Supply selects its outside 
salesmen are high, the firm encourages 
all student salesmen, who can qualify, to 
take extension courses at Syracuse Uni- 
verstiy. ‘ 

Salesmen candidates at the L. L. Ens- 
worth & Son help in the receiving and 
shipping departments and work on the 
counter to acquaint them with the look 
and feel of products. The firm issues 
bulletins of an educational nature on 


methods of procedure and business condi- 
tions together with manufacturers’ litera- 
ture on changes and basic educational 
ideas. Regular sales meetings at which 
a primary grade type of education is 
practiced are held. The firm thinks this 
type of teaching is necessary as it is a 
mistake to assume that candidates know 
all the simple facts of products and the 
industry. 

Each year instruction is given in a 
group of basic items such as abrasives, 
metal cutting tools, rubber products and 
a few power and hand tool lines. The 
training is partially through contact with 
the firm’s better salesmen and partially 
through instruction in the sales meetings 
or special meetings at which manufactur- 
ers’ men speak. On class days, there is a 
preliminary meeting starting at 3 o’clock 
for outside salesmen. The other employ- 
ees join the meeting at 5 o’clock. There 
is a session of lectures for an hour, fol- 
lowed by dinner and then two more hours 
of lectures. 

Factory trips supplement the regular 
instruction and the firm intends sending 
some of the candidates to night school 
for further instruction in such subjects as 
engineering and mathematics. Two of the 
candidates are now taking a metallurgy 
course. 

Salesman instruction by lines is also 
employed by the C. W. Marwedel Co., 
San Francisco, Calif., where emphasis is 
placed on thorough familiarity with each 
of several departments. R. V. Vincent, 
sales manager, describes it as depart- 
mental training. Student salesmen receive 
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indoctrination at a class conducted by an 
experienced employee and then assigned 
to a department such as the abrasive di- 
vision. In each department the prospec- 
tive salesmen work at receiving, shipping, 
stock storage, orders, expediting and in- 
side sales until they become thoroughly 
familiar with each phase of the depart- 
ment’s activities and methods. A close 
watch is kept on the progress of each 
student and when he has mastered the 
details of one department he is reassigned 
to another, until he has completed train- 
ing in all the prescribed departments and 
is considered to have a complete under- 
standing of the business. 


Class Plus Sales Work 


The training plan of Pedersen Bros. 
Tool & Supply Co., Chicago, is akin to 
educational programs involving classroom 
and actual work outside. After working 
in the receiving, shipping, order filling 
departments and city sales (counter and 
telephone), the prospective salesman is 
ready for outside experience. However, 
he is not given a territory for full time 
work. He goes out with an older hand at 
first, spends two or three days on the road 
and then returns for inside work. Later 
he makes short trips by himself. 

There are many benefits in addition to 
closer supervision which arise from this 
method of training, according to William 
Pedersen, president. The greatest advan- 
tage is the narrowing of the spread be- 
tween field problems and experienced 
counsel, The man spending two or three 
days in the field and a like number of 
days in the office can take up problems 
with his home office in direct conversation 
as they arise from week to week. The firm 
also uses work with factory representa- 
tives, sales meetings and attendance at 
factory schools as part of its training. Ac- 
cording to Mr. Pedersen, it takes about 
two years to turn out a well-rounded, 
experienced salesman. 

The Colonial Supply Co., Pittsburgh, 
Pa., has a training program which is 
probably typical of a great many supply 
firms. James Mock, assistant sales mana- 
ger, is in charge of the program which 
includes learning on the job in various 
departments, classwork and trips to man- 
ufacturers’ schools. Mr. Mock estimates 
that it takes a minimum of two years and 
a maximum of four years to train a cap- 
able supply salesman. The features of 
the set-up are lectures on specialty lines 
by either experienced salesmen or manu- 


facturers’ men as preparation for examin- 
ations on the same subject a week later, 
and a periodical evaluation of the student 
salesman’s progress. Should the trainee 
fail to shape up as a potential salesman, 


steps are taken to place him in a job he - 


can handle well. 

Minimizing the importance of inside 
work as a prime requisite of salesman 
training, several distributors have cut 
down the training time of salesmen to a 
year or less. Charles Monroe, president 
of the Sioux Machinery & Supply Co., 
Sioux City, Ia., has developed a five-point 
sales training program which includes: 
(1) select only men with actual industrial 
sales experience or men with practical 
technical backgrounds; (2) put them 
through two or three months routine train- 
ing (warehouse, office and city sales) to 
familiarize them with lines and policies; 
(3) hold regular sales meetings at least 
twice a month using experienced factory 
men to make presentations with actual 
equipment and following up with com- 
petitive question and answer sessions; 
(4) take fullest advantage of willingness 
of manufacturers’ men to work with sales- 
men, have candidates set up list of prob- 
lems and routes to best utilize time of 
each factory man and (5) utilize factory 
schools. See to it that salesmen get dirty 
there, that they actually pitch in and imd 
out what makes different products tick. 
When they get back, have them conduct 
sales meetings. 

The training program of the Tranter 
Mfg. Co., Pittsburgh, Pa., is geared to 
turn a prospective salesman into a work- 






















Jim Russell, prospective salesman, 
and James Mock, assistant sales 
manager at Colonial Supply Co., 
Pittsburgh, Pa., discuss order handling. 


ing salesman in the minimum of time— 
three months on an average. According to 
Paul H. Magnus, sales manager, the train- 
ing is possible because only technically 
trained young men are accepted. The 
candidate spends a month or two in the 
office to familiarize himself with routine 
and other operations and then spends the 
rest of the time attending factory schools 
te learn all he can about manufacture, 
application and selling products. He is 
then sent out as a junior salesman. In- 
doctrination of the prospective salesmen 
in company policies regarding products, 
sales and methods is undertaken by the 
executives at special sales meetings. Em- 
phasis, however, is on product knowledge. 


























accent on selling... 














 SALESMEN HAVE RESPONSIBILITIES 





Management is responsible for instituting and for directing organized sell- 
ing efforts but, as in most every other supply company activity, success hinges 
upon the cooperation of the sales force. Without the support and help of every 


salesman, any program will be slowed down or stopped. 
Where salesmen can lend a helping hand to management is brought out in 


the following check list. 


@ Assist in building up a permanent record of 
pertinent data on old customers. 

®@ Gather significant information on new ac- 
counts. 

@ Report the establishment of new industries 
or plants. 

@ Work with management in analyzing ac- 
counts and territories. 

@ Adhere to a schedule of calls and make call 
reports regularly. 

@ Keep pertinent account information up to 
date. 


@ Prepare lists of supplementary items-to be 
sold with key lines and then sell them. 


@ Record the names of good prospects for 
calls with manufacturers mén. : 


@ Give advice on names of customers to re- 
ceive specific literature. 


@ List changes for the mailing list so that it 
will be kept up to date. 


@ Consult with purchasing agent and other 
officials to advise on taking on new lines or 
dropping old ones. 
© Offer suggestions on ways to improve the 
company's service. 


@ Study up on products before attending sales 
meetings devoted to them. 


@ Cooperate with fellow salesmen by telling 
them of experiences which might help them in 
the future. 


@ Contribute to the selection of new sales- 
men by giving opinions on qualities essential 
to success in selling. 


@ Recognize the objectives of a training pro- 
gram for new salesmen and participate in 
salesmen training classes. 


@ Exercise patience with trainees; they're 
only learning things experienced salesmen at 
one time had to learn themselves. 


@ Recommend fo trainees books or articles on 
selling which have proved helpful in the past. 


@ Invite student salesmen to participate in 
discussions; make them feel at home. 


@ Remember selling is a highly individualistic 
profession and in helping trainees, you are 
teaching them what the tools of the profes- 
sion are. How the trainees will use the tools 
depends on their own experiences. 
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Manufacturers’ Literature 
Filed By Catalog Page 
Number 


Instead of filing product literature 
alphabetically by name of maker or 
names of products, Aikenhead Hardware, 
Ltd., Toronto, does it by catalog page 
number because the supply company has 
found that both employees and customers 
associate items in stock with the pages 
of the Aikenhead catalog, rather than 
by make. The filing shelves, which can 
be closed off from dust and dirt by 
wooden doors, are numbered as groups 
of catalog pages, and all literature per- 
taining to the items on those pages is to 
be found on the properly numbered shelf. 
Where manufacturers have extensive 
lines and much literature, they are also 
alloted a separate shelf where all printed 
material is gathered in one spot. 
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Suggestions for handling small items and belting, and a 
method for filing product literature. 
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T. M. Masson, vice-president of Aikenhead Hardware, Ltd., and a member 
of the Toronto supply firm for 36 years, stands before the product literature 
library maintained by catalog page number. 


The floor immediately in front of the belt storage racks 
at the Peerless Mill Supply Co., Buffalo, has inlaid metal 
“foot” markers for quick measuring of any size. The up- 
right rack partitions have rounded cut-outs to easily 
accommodate the removable rods that hold the rolls of 
belting. Thomas J. Cryan, stock manager, prepares to 
measure a length of belting preparatory to cutting. 





The E. A. Kinsey Co., Cincinnati, found that small items 
were easier to handle in boxes rather than open bins. 
Under the old bin system, stock was often pushed to the 
back and was difficult to reach when filling orders or 
counting stock. Stock room workers Richard Young and 
Joseph Madden, clad in the work uniforms worn by 
Kinsey stockmen, demonstrate the ease with which stock 
may be handled under the new system. 















NEW PRODUCTS 


with sales 


possibilities 





Pipe Gage 
Three Points Of Contact 





A new model of a three-contact pipe gage 
has been introduced. It measures in- 
stantaneously not only all sizes of pipe 
from ¥%-in. to 12-in., but also all sizes 
of electrical conduit. The manufacturer 
says that it measures by the simple 
method of determining the outside arc at 
three points, and by placing the two fixed 
contact points of one plate against the 
outer contour of the pipe or conduit and 
sliding the second or movable plate until 
it makes a third contact. The markers 
on the face of the gage then show the 
size of the pipe or conduit and also the 
correct drill size for tapping. The new 
model is constructed of steel and meas- 
ures 234-in. by 444-in. when closed. It 
has a. black rust-proof finish, with deeply 
etched numerals filled in with white 
enamel, and is available in a leatherette 
case—Three Point Gage Co., Chicago 
13.—Mitt Supriies, May 1946. 


High Speed Taps 
Electrolized 


A complete line of high speed taps, 
treated by what is known as the “elect- 
rolizing” process, are said to have out- 
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performed the usual taps by a substantial 
margin. Electrolizing is a process that 
combines high voltage with a chemical 
bath and a rare metal to produce an ex- 
ceeding hard case on the cutting edges 
and the entire surface. This surface does 
not affect the accuracy of the tap and the 
thread it produces as it adds only .00003- 
in., evenly deposited over the entire tool. 
The manufacturer claims considerable 
savings in time and cost per tapped hole 
through the use of the new taps.—Electro- 
lized Tap Corp., Providence—M:111. Sur- 
PLIES, May 1946. 





Convex Markers 
For Stamping Bars 


A new line of convex marking devices 
for stamping part numbers, serial num- 
bers, dates, etc., on cylindrically shaped 
parts, has been introduced. Two features 
of this device are the speed with which 
type may be changed and the ruggedness 
of its general construction. Interchange- 
able steel type characters are held se- 
curely by a steel plate attached to the 
body of the holder by two set screws, 
and each piece of type bottoms securely 
against the hardened steel anvil of the 
type-holding recess. Impressions of equal 
depth and clarity for all characters are 
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obtained with one blow of the hammer. 
The handle is knurled for secure handling 
and tempered for long service.—New 
Method Steel Stamps, Inc., Detroit 7.— 
Mitt Suppties, May 1946. 


Smithing Forge 
Self-Contained 





A smith’s forge originally designed for 
Navy ship and shipyard use is now avail- 
able to the general trade. The unit is self- 
contained—having an oil tank fuel pump, 
motor, blower, burner, combustion cham- 
ber, etc., combined within one unit. 
Ready for immediate operation, it re- 
quires only filling the fuel tank and plug- 
ging in the electrical connection. The 
manufacturers advise that the unit lights 
quickly without smoke or soot, and that 























MANUFACTURER 








PRODUCT PAGE NO. 
Pipe Gage | 114 
High Speed Taps 114 
Convex Markers 114 
Smithing Forge 114 
Lock Nut 115 
Air Hammer 115 
Boring Bits 320 
Slitting Saw 320 
Tilting Mixer 322 
Roller Conveyor 324 
Remote Control 324 
Dial Scale 326 
Reflector Floodlight 326 
Gage Blocks 328 
Welding Lens 330 
Buffer and Grinder 330 
Welding Rod 333 
Extinguisher | 333 
Safety Goggle 334 
Pin Gages 334 
Washing Compound 336 
Portable Light | 336 
Hand Tractor 338 
Work Table 338 
Spray Hose 340 
Pneumatic Unit 340 
Cold Padding Glue 342 
Gearless Pump 342 
Feeder | 344 
Drill Driver | 344 
Chrome Paint 346 
Carbide Cutter | 346 
Waste Receptacles | 348 





MAIN FEATURE 


Three points of contact 
Electrolized 

Rugged construction 
Self-contained 

Unique in design 
Performs variety of operations 
increased tensile strength 
Carbide 

End discharge 

Adjustable swivel center part 
Exact speed setting possible 
Tape Drive 

Sealed-in silver 

Tool makers’ set 

Non-pit 

Low pedestal 

Flux-coated bronze 
Trigger release 

All-plastic 

Rounded polished tops 
Non-combustible 
Fluorescent ; 
Finger-tip control 
All-purpose conveyor 
Greatly increased strength 
For kick’ presses 

Liquid plastic 

Water lubricated 

For cleaning pipes 
Ratchet 

High protective qualities 
Double cushioned 
Fireproof and sanitary 











Three Point Gage Co. 
Electrolized Tap Corp. 

New Method Stee! Stamps, Inc. 
Mahr Mfg. Co. 

Grip Nut Co. 

Mead Specialties Co. 
Samuel S. Gelber Co. 
Gay-Lee Company 

Chain Belt Co. 

John Moore Specialty Co. 
Yardney Laboratories, Inc. 
Howe Scale Co. 

Wabash Appliance Corp. 
Dearborn Gage Co. 

Eastern Equipment Co., Inc. 
Hobart Bros. Co. 

Linde Air Products Co. 
Randolph Laboratories 
Watchemoket Optical Co., Inc. 
Horberg Gage Co. 

Gaybex Corp. 

Paramount Industries, Inc. 
Automatic Transportation Co. 
Island Equipment Co. 
United States Rubber Co. 
National Pneumatic Co. 
Paisley Products, Inc. 

Eco Engineering Co. 
Calgon, Inc. 

Techtmann Industries 
Alumatone Corp. 

Tungsten Carbide Tool Co. 
Bennett Mfg. Co. 








the heat is concentrated at the table work 
opening. It is usable wherever quick heat- 
ing is required for forging, bending, or 
shaping steel, and can also be used for 
tool dressing and heating for quenching. 
—Mahr Mfg. Co., division of Diamond 
Tron Works, Inc., Minneapolis, Ill.—Mi.. 
Suppuies, May 1946. 


Lock Nut 


Standard Dimensions 








The manufacturers of a new lock nut 
term it unique in design, in that it is a 
semi-finished, one-piece, self-locking nut 
of standard dimensions, not affected by 
oil, water or chemicals. It requires no 
lock washers or cotter pins, and a wrench 
is all that is needed to apply or remove 
it. The triangular deflections on the top 
of the nut provide a controlled friction 
lock, and the nut is free—spinning until 
the bolt threads contact the deflected 
threads near top of nut—Grip Nut Co., 
Chicago 4.—-Mitt Suppiies, May 1946. 


Air .Hammer 
Light Weight 


A new air power unit known as the im- 
pact air hammer has been introduced. 
The machine, weighing only 27-lbs., is 
capable of performing a variety of opera- 
tions heretofore restricted to larger and 
more expensive machines, according to 
the manufacturers. The value of the im- 
pact can be easily adjusted from the 
maximum of 4,000 lbs. down to a mini- 
mum of only a few ounces. The cycle of 
the ram is automatic, returning after each 
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blew to the “cocked” position. Several 
blows per second can be struck, if de- 
sired. Engineered with only two moving 
parts beside the ram itself, the unit con- 
sumes 5 cu. in. of pressure per cycle. It 
(Continued on page 115) 





Extra Efforts In 
Procurement Pay 





Edward O. Steinwachs, manager, 
the Watson Co., Buffalo, does not 
remain passive when customers 
call for something not in stock, 
but goes out to look for it. 


Epwarp Q. STEINWACHS, manager of the 
newly-established safety equipment dis- 
tributing firm, the Watson Co., Buffalo, 
believes that every extra effort to pro- 
cure for customers items that are out of 
stock or that are not ordinarily carried 
in inventory, is appreciated and forms 
the basis for future sales. 

Although Watson could not hope to 
carry al] the safety appliances and equip- 
ment available, Mr. Steinwachs never 
turns away a possible sale with a “Sorry, 
we haven't got it.” A “possible” sale, 
to his mind, is a probable so long as 
there is a chance to scout around and get, 
from some source, the material requested 
by the customer. He will scour the sur- 
rounding territory for other supply firms 
that might have the item in stock, or will 
refer to the manufacturer in an effort 
to have it shipped as soon as possible. 

Mr. Steinwachs believes that the energy 
expended in such procurement has been 
reflected in the growth of the young sup- 
ply company. While he has run into the 
usual percentage of “one shot” customers 
who never return to Watson, others have 
liked the added service and have come 
back to Mr. Steinwachs’ firm whenever 
they need the specialized items called for 
in the safety equipment field. 
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Production Background 
Aids In Selling 


A TEN YEAR background in the varied 
production details of Kodak in Rochester 
has proven well worthwhile to the new 
career of William R. Glavin, Jr., Chapin- 
Owen Co., Inc., Rochester, N. Y. Mr. 
Glavin has been selling industrial sup- 
plies for a little over six months. 
“Having been an inspector in the 
production detail department, I have a 
fair knowledge of machine tools and 
how they perform. Whenever a piece of 
work comes to an inspector and is found 
to be not up to standard, the inspector 
takes up the matter with the foreman of 
the offending department. He usually 
accompanies the foreman to the machine 
or machines on which the faulty opera- 


(Continued on page 312) 





Having been a production inspec- 
tor for ten years, William R. 
Glavin, Chapin-Owen Co., Inc., 
Rochester, N. Y., started selling 
with a knowledge of tools. 
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"A belt salesman—yes, show him right in” 
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The brush that 
joined the exclusive 


“400” Club ie 


NY tool that can improve production on any 
operation by 400% is entitled to a place 
among industry’s upper crust—which is a great 
deal more significant honor than that envisioned 
by Ward McAllister when he originated his 
famous “400”. 

Such a tool is the Osborn Monitor Wheel, 
shown above deburring and removing sharp 
edges on the outside of ball bearing separators, 
while a group of Osborn Ringlocks finish the 
inside diameter at the same time. One operation 
thereby replaces two much slower ones and re- 
sults in much finer, more uniform work and 
better-performing parts. 

In industry after industry, there’s hardly a 


product (or a material!) which cannot be made 





Photo courtesy of Marlin-Rockwell Corp., Jamestown, N. Y. 


better by the correct use of brushing tools and 
new brushing techniques developed by Osborn, 
50-year pioneer in the field. 

Let us show you how yow can cut costs and get 
a better-performing, better-looking, better-sell- 
ing product. We'll send a trained field engineer 
to make a study of your present or projected 
operations—without obligation, of course. 


JHE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 

















WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Order per Volume Size of per 


Sales man per Average Working 

Area Indicator perDay Salesman rder Day 

North Adentic Feb. 266.0 17 $12,500 $31.90 104 
Mar. 284.0 19 13,930 26.25 87 

Seuthern Feb. 262.0 19 $16,300 $29.40 103 

Mar. 309.0 19 18,130 33.30 94 

North Central Feb. 230.0 18 $12,300 $28.15 .7 ] 

Mar. 226.0 14 14,250 32.95 68 

Western Feb. 324.0 16 $12,900 $45.55 115 

Mar. 312.0 * 11,960 * * 

Pacific Feb. 286.0 14 $10,400 $22.90 56 

Mar. 219.0 10 7,460 19.27 41 





* Omitted because of insufficient data. 


THE SALES INDICATOR for March, which hed three more working days than February, registered a slight increase and 
reached 267, its highest point since last summer. Both the average order at $29.50, and orders per working day at 82, fell 
off from the previous month. The salesman's volume for March was $13,710, and he averaged 17 orders per day. 


100=. month 1934-38 





1934 "35°36 °37 °38 39 40 “41 42 43 44 45 JSFMAMSISASONDJSFMAMJIIASOND 


1945 1945 
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No. 422 "Power Vise Stand” con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe, 





No. 502 “Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 





No, 562 "Tom Thumb," another 
Oster portable power pi machine 
designed for speed and accuracy. 









a 


No, 53! “Tom Thumb," rotary die- 
head type designed for threading 
bolts, rods, studs, pipe, nipples, etc. 


No, 572 "Rapiduction Junior" ... 
floor type power pipe machine 
for production threading of the 
smaller sizes. 





Oster “Rapiduction" floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes, 


Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes, 





Oster No. 300 Series general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 








No. 542 “Rapiduction Junior" with 

revolving die-head and open type 

vise. Handles wide variety of 
threading work, 



















A BEND CAN’T 
BALK THE JOB! 


Oster No. 326 General 
Purpose Threading 
Machine, one of three 
models in the No. 300 
Series designed fora 
wide variety of produc- 
tion threading jobs. 


Long or short, straight or bent pipe, nipples, rods, studs, or 
bolts can be threaded on Oster No. 300 Series machines 
without complicated, expensive changes of equipment. 


This unusually wide application of the machine is made 
possible by the quick-opening, fully adjustable, rotary die- 
head and the heavily built, open type vise. 


Models and Respective Capacities 


No. 302: Standard range: 4” to 2” pipe. Extra range: %” pipe. Bolt 


0.44 


range: ie” to 1%” pipe. Extra Bolt range: %” to 12". 
No. 304: Standard range: 1” to 4” pipe. Extra range: 12" to 4” 
Bolt range: 14%" to 2”. Extra bolt range: %" to 1”. 


pipe. 
No. 326: (illustrated): Standard range: 14" to 6” pipe. Extra range: 
1” pipe. Bolt range: 1%" to 4”. Extra bolt range: 1” to 14", 


Write for catalog No. 10-A which covers all features and 
specifications of Oster No. 300 Series Threading Machine. 


machines make jobs Hi 





THE OSTER MANUFACTURING COMPANY, 2041 EAST Gist ST., CLEVELAND 3, OHIO, U. 5. A. 
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vansion 
y du Pont 


u Pont de Nemours & Co., 
boing Del., expects to spend $75,- 
690 ™ ~ $100,000,000 on expansion if 
F«qeral regulations on building permit, 
Walter S. Carpenter, Jr., president, told 
s'ockholders at the annual meeting. Mr. 
Carpenter added that the company’s ex- 
cess profits tax for 1945 was $53,870,000. 


Britons To Pay More 
For Non-Ferrous Metals 


Although the British Government 


raised price ceilings on non-ferrous 
metals on April 8, little change in the 
import market was expected since the 
British have been buying Mexican and 
other metal at prices in excess of U. S. 
ceilings. The British action in raising 
consumer prices on copper, lead and 
zinc was contrasted with Washington’s 
announcement recently that the U. S. 
price line would be held by raising sub- 
sidies to producers to offset increasing 
labor and other costs. 


Pickering Gets 
Republic Post 


Captain Nelson W. Pickering, USNR, 
was named executive vice president of 
Republic Industries, Inc., control of which 
was acquired recently by the Barium 
Steel Corp. Before entering the service, 
Captain Pickering had been a vice presi- 
dent of the National Association of Manu- 


"MAMJSJASONDJIFMAMJJASOND 


facturers and president of the National 
Metal Trades Association, in addition to 
holding posts with various corporations. 


Corporate Financial 
Statements Puzzling 


It is well to look before you leap to 
conclusions on 1946 earnings, Business 
Week advises in a recent issue. “Cor- 
porate financial statements,” according to 
the publication, “will continue to defy 
analysis for some time. The old rules 
of thumb aren’t much help these days. 





Distributor's Barometer 


Changes in wholesalers’ sales for Feb- 
ruary, 1946, as reported by the Bureau 
of the Census, Department of Commerce, 
in cooperation with the National Associa- 
tion of Credit Men. 


Percentage Changes 
Feb. 1946 Feb. 1946 From 2 
vs. vs. Mos. 
Feb. 1945 Jan. 1946 1945 
Automotive 
Supplies 
Industrial 
Chemicals 
Paints & 
Varnishes 
General 


+31 


+4 


Plumbing & 
Heating Supplies +30 
Lumber & Bidg. 
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“General Motors’ pamphlet report 
gives some idea why this is. Alfred P. 
Sloan, Jr., goes into great detail in ex- 
plaining unusual charges, deductions 
from post war reserves, special amortiza- 
tion of war plant, tax recoveries, and 
non-recurring profits for 1945. 

“The sum of this is to show the com- 
plexity of accounting in a period such as 
this, the pitfalls awaiting the tenderfoot 
whe attempts to analyze income state- 
ments or balance sheets. 

“Most quarterly financial statements 
don’t go into the detail G. M. does.” 


Ceilings Suspended 
On Many Heavy Lines 


Stressing the fact that it was an ex- 
periment, the Office of Price Administra- 
tion suspended a substantial number of 
heavy machinery and equipment items 
from price control on April 8. The 
action is regarded as the first broad step 
in removing industrial capital goods from 
controls, and Paul Porter, OPA adminis- 
trator, warned that “control will be re- 
stored promptly on any item if infla- 
tionary prices or serious diversion of 
manpower, materials or facilities occur.” 

Some of the major product lines sus- 
pended from price control were: large 
types of both new and second-hand ma- 
chine tools; many types of textile ma- 
chinery; dredges; lock and dam 
machinery; many railroad parts and 
specialties; industrial hand trucks; in- 
dustrial casters; mechanical precision 

(Continued on page 314) 





PROTECTION 
AGAINST SUDDEN PRESSURE 


INCREASES WITH EDWARD 
RELIEF VALVES 


y 

Economical Edward forged steel relief valves protect 

yg el-Sat- SOL Weve AP bh scat -sah mmole ob tat-iam-i0ts(e(-saWme bate Ms lobatel-saelst-) 
pressure increases. 

Widely used in power, chemical process, petroleum, 

hydraulic, marine and general industrial service, 

these relief valves are particularly suited for pump 

lines, drums, heat exchangers and unfired pressure 

vessels generally. Regularly available with either 

carbon or stainless steel springs, for water, steam, oil 

or vapor service. 

Seat and ball disk are precision machined of EValloy 
stainless steel. The hardened stainless steel bearing 
plug gives point contact with the disk for quick and 

tight reseating after operation. 


DIMENSIONS AND WEIGHTS -Fig. 141 
Angle Relief Valve 





























SIZE - oy wr] age] or Lay] ie | oe 
— a rm) nd oe ey Bo ef Be | 
Center to End | 134 | 1% | 2'4 | 235 | 2% | 3%| 3 
RN WHOS: Se oe Errore 
Conter to Top “614 734 | 93% | 10% | 123% | 14% | 16) 
Weight—Lbs. | 24 | 4% | 6% | 13° | 19%¢ | 31 40 | 





Valves in stock for relieving pressures up to 900 lb. 


Since every valve is factory set for the required relieving 
pressure, orders should include information con- 
cerning service, frequency of operation, and 

relieving pressure. For data on other standard 

be Dears Meg Co) ol Metals Metals tt-M hdc) Mod allo) aie (oh a 

blow-off, non-return, feedline, gage and plug 

valves and strainers. Write for Catalog 103. 


— Award alves., 7 


Subsidiary of Rockwell Manufacturing Co. 
EAST CHICAGO, INDIANA 





Behn And Associates Buy 
Hunter & Havens Division 


Howard J. Behn and three of the oldest 
employees of the industrial supply divi- 
sion, Hunter & Havens. Inc., Bridgeport. 
have taken over that part of the firm 
and now operate it under the name of 
H. J. Behn & Co.. Inc., Bridgeport. Mr. 
Behn started the supply division for Hin- 
ter & Havens in 1919, with the assistance 
of R. E. Erdman, now vice-president in 
charge of warehouse, and Miss E. G. 
Munro, now secretary of the new firm. 
S. R. Dodge, who became associated with 
the division in 1923. is vice-president in 
charge of sales. 


Harris And Deming 
Conduct Dealer School 


Domestic pump dealers in the area re- 
cently attended a school conducted by the 
Harris Pump & Supply Co., Pittsburgh, 
and the Deming Co., Salem, O. The 

‘fundamentals of hydraulics as they apply 

to domestic water systems were dis- 
cussed during the three-day school at- 
tended by 17 dealers. T. H. Hubbard 
and W. B. Johnston of Harris, and 
Wayne Brown of the manufacturing com- 
pany covered shallow well, deep well, 
and jet pumps; well construction; and 
water contamination during the school 
sessions. One of the classes was devoted 
to pump service with the attending deal- 
ers actually taking the pumps apart. An 
electrical instruction class was given on 
the last day by James Stere of the West 
Penn Power Co. ‘ 





The Harris Pump & Supply Co., 
Pittsburgh, teamed with the Dem- 
ing Co., Salem, O., in running a 
school on the fundamentals of 
pumping for a number of domes- 
tic water system dealers. 
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JACK B. DALE 


Jack Dale Resigns, Rupe 
Succeeds In Briggs-Weaver 


Jack B. Dale, president of the Briggs- 
Weaver Machinery Co., Dallas, since 
1931, has left the distributing firm for- 
merly owned by the Dale family. At 
the same time, W. C. Jaschob, assistant 
general manager in charge of purchasing, 
resigned. Neither Mr. Dale nor Mr. 
Jaschob have definite plans for the im- 
mediate future. 

D. Gordon Rupe, Jr., is now president 
of the company, with Ashley DeWitt as 
active vite-president in charge of opera- 
tion of the 50-year-old supply house. 
Dallas Rupe & Son, an investment bank- 
ing firm of which Mr. Rupe is a member, 
bought out the Dale family’s interests in 
1945. Mr. DeWitt was engaged in com- 
mercial and investment banking - prior 
to engaging in the automobile and storage 
business in Dallas in 1931. 

Mr. Rupe has created an executive 
committee composed of himself, Mr, De 
Witt, Carrol M. Bennett, 8 vice-president 
of Dallas Rupe & Son, and D. O. Tom- 


lin, new treasurer of Briggs-Weaver. 


Walter Weed Heads 
Buffalo Supply Firm 


Walter C. Weed has been named presi- 
dent of Weed & Co., Buffalo distributing 
company, to succeed his uncle, the late 
Shelton Weed. The new president, now 
35 years old, entered the business at the 
age of 20 and has since worked in almost 
every department. He has been treasurer 
since 194] and will continue to hold that 
office. 

Weed & Co. was established 128 years 
ago and has been owned and operated by 
a single family throughout its existence. 
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ASHLEY DEWITT 








Roebling Builds New 
Quarters In Chicago 


The John A. Roebling’s Sons Co., of 
Ilfinois, a part of the Trenton, N. J., wire 
manufacturing firm, is building a modern 
office and warehouse at 5525 West Roose- 
velt Road, Chicago. The structure, ac- 
cording to officials, is designed and lo- 
cated to facilitate material handling and 
expedite customer service. Proximity to 
inbound and outbound freight facilities 
will provide exceptional transportation 
advantages. 


Munroe Now Executive 
Of Carey Machinery 


Donald M. Munroe, sales manager of 
the Carey Machinery & Supply Co., Inc., 
Baltimore, has been elected vice-presi- 
dent of the distributing firm. Mr. Mun- 
roe, who has a background of 30 years 
in the supply field, will retain his position 
as sales manager. 





DONALD M. MUNROE 
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Sell It Wherever They Need 
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DUMORE %# 
HIGH SPEED on | 
BENCH DRILL — 








A foot rheostat enables 
operator to vary speeds 
according to the oper- 
ation, with both hands 
free for work. 


@ Conveniently small, compact and light in ee gp aa 
weight ... ideal for tool shop or production work acai pen 
within its range ... Dumore’s High Speed Bench Drill 

is the kind of tool you can sell to nearly every plant 

you call on! Its wide range of speed, full control of po pe ac N5 “ 

speed, adjustable features, and precision construction 230 1 ti gg 

give you good, solid selling points to talk about. Every- 

where you call, mention the Dumore High Speed Bench 

Drill. And watch it pay off! The Dumore Co., Tool 

Division, Dept. TE31, Racine, Wisconsin. (Eastern Sales 

and Service Branch, 13 E. 40th St., New York 14, N. Y.) 


DistRiIBUTORS: A few Dumore Industrial 


Franchises are available. If you are interested in 


handling Dumore Industrial Tools in your area, 





Buffalo’s amazing new plastic 
coated food conveying belting. 
Impervious to oils, greases, acids, 
alkalis and moisture. Easy to clean 
—gives multiple life. Already in 
use in many of the nation’s largest 
food plants. 


Tighter weaving of yarns triple 
tested for quality. That’s the big 
reason why these famous beltings 
have been developing “on the job 
goodwill” for jobbers for more 
than fifty years. 


Famous “Buffalo” solid woven 
carcass with these special coatings 
for special applications. Available 
to order in all widths and lengths. 


One of America’s most complete 
lines of webbings including agri- 
cultural webbings, safety web- 
bings, trunk and bag webbings in 
a wide variety of sizes, weights 


and widths. 


Flour millers have long known 
the longer wear benefits of Buffalo 
Sifter Brushes and flour mill belt- 
ing. Here again, top quality yarns 
are specially woven and rigidly 
tested to measure up to Buffalo 
standards for long, dependable 


service. 


Mr. Distributor: Send for your 
copy of the new Buffalo catalog 
today! 


BUFFALO WEA 
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VING & BELTING COMPANY 


Buftaio 7; N. Y New York 
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Cc. J. WHIPPLE 


Kaufman Made President of 
Hibbard, Spencer, Bartlett 


Important shifts in top positions at Hib- 
bard, Spencer, Bartlett & Co., were made 
at the recent annual meeting of stock- 
holders. 

C. J. Whipple, president for the past 
20 years, was made chairman of the 
board of directors, succeeding Frank Hib- 
bard who became chairman of the board’s 
executive committee. Moving into the 
presidency was F. B. Kaufman, for many 
years vice president in charge of sales. 

Mr. Kaufman joined the wholesale 
hardware and industrial supply firm in 
1906, working his way through the stock- 
room and other jobs, taking to the road 
as salesman in 1908 and continuing trav- 
elling until 1932. In that year he was 
brought in to direct sales and shortly 
thereafter was made vice president. 

Mr. Whipple has a similar background, 
working his way up through the ranks, 
spending many years on the road and 
eventually rising to presidency and then 
chairman of the board. 





F. B. KAUFMAN 














LACKHAWK 


HYDRAULIC JACK 


ra > 
fREQR™ 


The name BLACKHAWK is your assurance of Depend 


ability, Easy Operation and Freedom from Maintenance 


BLACKHAWK MFG. CO. 


leading Industrial Publications builds your sales of Blackhawk Products. 
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SHORT DISTANCE 


TO THE ANSWER ON POWER 
TRANSMISSION PROBLEMS 





* Patents make Yobs" 


® Shait Hangers ® Chain Drives ® Rigid Shaft Couplings 

® Bicycle Type Sheaves ® Set Collars @ Flexible Shaft Couplings 
@ V-Belt Drives @ Hercules Pulleys ® Universal Shaft Couplings 
® Cast Iron Pulleys @ Wood Pulleys - ¢ Medart-Timken-Bearings 
® Steel Rim Pulleys ® Shatting @Iron & Semi-Steel Castings 
® Ring Oiling Bearings @ Friction Clutches @ Wire Rope Sheaves 

® Wick Oiling Bearings © Sprockets ® Cut Tooth Gearing 

© Belt Tighteners ® Pattern Work ® Molded Tooth Gearing 


Niecoss: 
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C. A. Newport, right, received his 
60-year Pioneer Club Pin during 
a recent E. C. Atkins & Co. ban- 
quet. The pin was presented by 
Elias C. Atkins, president. 


Atkins Banquet 
Honors Pioneer Club 


During the recent annual banquet of 
E. C. Atkins & Co., Indianapolis, the 
members of the Pioneer Club, a company 
organization of 450 members who worked 
with Atkins for 20 years or more, were 
felicitated by officials. 

Two members were singled out for 
special attention when Elias C. Atkins, 
president of the 89-year-old concern, pre- 
sented 60-year Pioneer pins to Edwin W. 
Clark and C. A. Newport. This year’s 
officers of the club are: Marshall A. Hais- 
lup, president; John A. Sapp, vice-presi- 
dent; Mr. Newport, secretary; and L. Z. 
Beckwith, treasurer. 


Dobbie With Worthington 
For Half Century 


James Dobbie, company estimator for 
the George Worthington Co., Cleveland 
distributing firm, was recently honored at 
a banquet attended by Worthington offic- 
ials, nine members of the Fifty-Year Club 
and 80 other guests. During the cere- 
mony, Mr. Dobbie became the 10th mem- 
ber of the association of old employees. 
William Clark of the Electrical League 
was the toastmaster. 





JAMES DOBBIE 
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ECTOR COMPANY 
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pistributor *— 


steel valves for every service 
on our Selective- 


Dear Mr. 


o1c Bronze, Iron and 
are sold through o1c Distributors 


Franchise pasiSe 


we establisned this pasic 
we have found - 


ie principle: 


You want establi com 
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Automatic 
Lowering 
Ratchet 
Jacks 






“Two Speed” 
Hydraulic 
Jacks 


BUDA Model 
2215-SB Auto- 
matic Lower- 
ing Ratchet 
Jack. 15 ton 
capacity. 





a better jack for any lifting job 


15413 Commercial Ave. 
° HARVEY (Chicago Suburb) ILLINOIS 
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GEORGE SMITH 


George Smith Back 
Wth Conco Engineering 


George Smith has returned to the 
Conco Engineering Works, Mendota, IIL, 
after almost three years service as a 
lieutenant in the Navy. He has as- 
sumed the position of sales supervisor for 
Conco cranes and hoists. Mr. Smith 
joined Conco in 1935 and, at the time 
of his entry into service, was a field 
engineer for the crane and hoist division. 


Butler Resumes Post 
With McDonald 


Kenneth S. Butler, recently retired from 
the Army with the rank of major after 
three years of service, has resumed his 
former position as San Francisco district 
manager of the B. F. McDonald Co., Los 
Angeles safety equipment manufacturers 
and distributors. Formerly with the U. S. 
Bureau of Mines, Mr. Butler has a wide 
background in safety equipment and ap- 
pliances. 








R. E. Davis, left, and H. W. Voel- 
ker were recently advanced to 
the respective positions of secre- 
tary and sales manager, Roses- 
Willoughby Co., Columbus. 


















HOUSING 


CAN COST TOO MUCH 





VERYONE in the United States wants our 
people, and particularly our war veterans, well 
housed quickly. Almost everyone, we believe, 

likes the vigor and imagination with which Wilson W. 
Wyatt, the housing expediter, is going about the job 
of mobilizing our housing resources. 

No one, however, wants the veterans, or anyone 
else, to get a lot of severe economic headaches along 
with the housing. As it stands, the emergency hous- 
ing program runs unnecessary risks of having such 
results. 

Here are the reasonis: 

1, The principal opportunity the program offers 
to the veteran is that of buying a high-cost house 
where a chance to rent would, more often than not, 
meet his needs much better. 

2. At the worst possible time, the program adds 
substantially to the dangers of a runaway inflation 
of the sort that inevitably ends in a crash. 

3. Little is done to try to reduce the arbitrarily 
high costs of building, such as those resulting from 
restrictions imposed by labor unions and anti- 
quated building codes. 

4, By giving overriding priorities to unattainable 
goals of home construction, the program endangers 
a volume of industrial construction necessary to 
sustain full employment. 


Needs of Veterans 


First on the needs of the veterans. What many, if 
not most, veterans need is a chance to rent a place at a 
reasonable rental while they are getting shaken down 
in their postwar careers which in many cases are in- 
evitably unsettled at this time. Essentially, what the 
“Veterans Emergency Housing Program” gives them 
is a chance to buy, for about $6,000, a house built 
along conventional lines and padded with much 
unnecessary labor and material cost. 

But what are the alternatives? There are at least 
two. One is to put far more emphasis on more effective 
use of existing housing than the Wyatt program has 
thus far. The other is to see that the proportion of new 
rental units is much stepped up. 

Incredible as it may seem, there are at present more 
than 2,000,000 vacant dwellings in the United States, 
Many of them should be demolished. But many per- 
mit of relatively satisfactory temporary use. Many 
more single dwellings can readily be converted into 
comfortable multiple dwellings. The emergency pro- 
gram assumes that only 350,000 dwelling units can be 





provided this year by these expedients, but it does not 
seem unreasonable to assume that this figure might 
be doubled by a vigorous drive. The result would be 
a better balanced emergency housing program, be- 
cause it would provide more rental housing immedi- 
ately and save critical building materials. 

Of the new housing units contemplated by the 
‘Wyatt program, it is estimated that only about 20 per 
cent will be for rent. Before the war more than half 
of the homes in the United States were rented. That 
means that unless the Wyatt program is to create little 
less than a revolution in the terms on which homes 
are occupied, it must be revised to include a much 
higher proportion of rental units. 

To secure the result in the face of present high 
building costs special inducements will be required. 
They might be provided by allowing accelerated tax 
amortization of, say, half the construction cost over 
the next five years, together with rent ceilings high 
enough to make this form of investment attractive. 
This would, of course, call for higher rents, but the 
actual price to the veteran, in woe as well as money, 
might well be much less in the long run than if he 
bought an over-priced house now. 


Too Easy To Pay Too Much 


One of the mysteries of the Wyatt program is its 
general emphasis on measures to increase the supply 
of money with which to buy houses when the demand 
for houses is already at ‘an all-time high. Some vet- 
erans may need special financial help, but the plan 
to give 90-95 per cent mortgages generally on new 
homes is not only unnecessary but positively dan- 
gerous. By providing up to $3.5 billions of govern- 
ment-guaranteed credit for homes this year, and 
almost twice as much in 1947, the program will re- 
lease an equivalent amount of individual savings to 
create further demand for goods and services. All that 
such generous mortgage terms will accomplish with 
certainty is a dangerous lengthening of the odds that 
we will not avoid a boom and bust cycle of inflation. 

If building codes were brought up to date and ar- 
bitrary union working restrictions were eliminated, 
the way would be paved for reductions in the price 
of standard houses which, it has been estimated, 
might run as much as 20 per cent. This would both 
give the buyer of a new house a far better run for 
his money, and also reduce the inflationary pressure 
created by the super-generous credit arrangements 
involved. 








Getting anything done along this line is difficult, 
particularly because the restrictions are imposed by 
tens of thousands of separate localities and organiza- 
tions. Some headway is being made. The local emer- 
gency housing committees being set up under the 
Wyatt program provide a means of doing much more. 
Far more steam must be put behind this aspect of 
the program, however, if its greatest potentiality for 
permanently constructive accomplishment is to be 
realized. 

Crippling Essential Industrial Production 


The goals set for emergency housing construction 
—1,200,000 new homes started this year and 1,500,000 
started in 1947—are higher than any qualified au- 
thority thinks can be met without crippling other 
essential construction. The reasons commonly as- 
signed for such optimistic goals is that they are in- 
spiring to those in the industry and soothing to those 
who want something tremendous done about housing. 

Under normal circumstances, relatively little dam- 
age might be done by such excessive goals which are 
a common feature of most Washington programs try- 
ing to elbow their way to the center of the national 
stage. However, the emergency housing program car- 
ries with it top priorities for the materials to be used. 
Consequently, other essential construction will have 
to get along on whatever share of critical building 
materials will be left after all demands of home build- 
ers have been satisfied. 

The Civilian Production Administration estimates 
that output of important materials will fall far short 
of needs. It forecasts a 15 per cent deficit in lumber, 
18 per cent in bricks, and 52 per cent in cast iron 
radiators. Hence, unless building materials output 
can be stepped up far more rapidly than now seems 
possible, a prohibitive squeeze will be put on indus- 
trial building to provide the materials needed for the 
Wyatt program. This would complicate unbearably 
the problems of sustaining full employment dnd get- 
ting the flow of production so important in avoiding 
the boom and bust route. 


Perspective on the Housing Shortage — 


What is needed is an aggressive drive to get full 
production of building materials as rapidly as pos- 
sible. Such a drive should concentrate on measures 
aimed at helping the industry remove the obstacles 
to all-out production rather than on such measures 
as the subsidy plan which seems quite likely to suc- 
ceed only in enmeshing the industry in more gov- 
ernment controls. After making due allowance for 
the materials outlook and the needs for essential 
non-housing construction, housing goals should then 
be set as high as feasible. As matters stand, by set- 
ting construction goals before feasible material goals 
are determined, the cart is put before the horse. 

There can be no doubt about the acuteness of the 
housing shortage and the necessity of a program 


commensurate with the magnitude of the problem. 
It also remains true, however, that the housing short- 
age for the nation as a whole is not quite as desperate 
as those who want the country to drop everything 
and go to building houses would have us believe. 

During the war 34% to 4 million new dwelling units 
were built or created by remodelling in other than 
farm areas. The number of families living in such 
areas increased by less than 3% million. Even though 
some of this housing was located in remote places 
as an adjunct of war production works, the wartime 
increase permitted a margin for more housing per 
family at this time. Indeed, it has been estimated that 
the rate of doubling up is only about one-third as 
great as in 1940. The margin did not begin to suffice, 
however, to meet the needs of those millions of people 
particularly in the lower income groups who, thanks 
to rapid increases in income, can afford to have and 
insist upon having better housing than they have ever 
had before. 

A rising standard of income which makes possible 
a new standard of housing for many people is a fine 
thing. Above all, it is important to see the veterans 
get the best possible break in housing. 


But Housing Can Cost Too Much 


The Wyatt program has many good features. The 
emphasis on prefabrication, though perhaps over- 
optimistic, is hopefully modern. The emphasis on local 
collaboration in solving housing problems which are 
inevitably in large part iccal should lead to per- 
manently valuable results. The vigorous mobiliz- 
ing of 300,000 temporary dwellings to meet at high 
speed some of the most desperate shortage is all to 
the good. 

The main trouble with the program is that it does 
not pay enough attention to the economic havoc 
which may be created in the process of trying to 
meet its excessive goals. As a nation, we should be 
and are willing to pay a high price to get adequate 
housing. But the price will be too high if we: 


1, Give the veteran a bad bargain by selling him 
an over-priced house. 

2. Cripple industrial production needed to create 
good jobs for veterans, and 

3. Touch off a disastrous inflationary sequence in 
the process. 

These pitfalls can be avoided. All of us, includ- 
ing the veterans, have a common interest in seeing 
that they are avoided. 





President, McGraw-Hill Publishing Co., Inc. 
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HOIST 





There’s a dual profit wherever 
the Yale Spur-Geared Hoist is put to work. 
First, you chalk up real-cash on every sale. 
Second, the hoist buyer accumulates profit 
from fast, efficient, safe hoisting that can’t be 
beat by any other hand chain hoist—plus 
economy that comes from years of trouble- 
free performance. 


Yes, the Yale Spur-Geared Hoist has every 
feature to make selling easy. From hook to 
hook, every point in the line of suspension is 
the highest quality steel. Every link in the 
steel load chain is formed, welded, heat- 
treated, tumbled and gauged to provide fault- 
less, safe service. The load brake is self- 
actuating—brake pressure increases as the 
load increases—added safety for the operator! 
Ball bearings assure smooth, easy operation 
all the time. Capacities range from 14 to 40 
tons—and all are tested to 50% overload. 


Feature for feature, the Yale Spur-Geared 
Hand Chain Hoist sells on quality and per- 
formance—the only two profit-protecting rea- 
sons why any plant ever invests in production 
tools. So push this hoist for all it is worth 
to you! 


The Yale & Towne Manufacturing Company 
4530 Tacony Street Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 
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To Sell Grinding Wheels — 


YOU NEED THE ANSWERS 


Answering all of these 
questions may be a tough 
grind, but knowing the 
whys and wherefores will 
improve your chances of 
selling more wheels for 
more .jobs. If you get 
stalled resort to page 310. 


QUESTIONS: 


1. What two manufactured abrasives are 
used in modern grinding wheels? 

2. What are the five kinds of bonding 
materials commonly used in grinding 
wheel manufacture? 

3. What were the natural abrasives for- 
merly used in making grinding wheels, 
and why are they no longer used? 

4. Grinding wheel hardness is rated 
according to (a) hardness of the abra- 
sive particles (b) hardness of the abra- 
sive and bond chemically combined (c) 
strength of the bond (d) specific gravity 
of the abrasive particles. 

5. Which type of bond do most grinding 
wheels have, and why is it preferred? 
6. Silicate-bonded wheels are especially 
suited for grinding (a) soft metal parts 
(b) glass and reramics (c) edged tools 
(d) where high lustre finish is desirable. 
7. How can two grinding wheels of the 
same grade and grain size have different 
cutting actions? 

8. The best wheel for grinding high ten- 
sile strength materials such as alloy 
steel, high-speed steel, or tough bronze 
is one having (a) a small diameter (b) 
resinoid bond (c) aluminum oxide abra- 
sive (d) silicon carbide abrasive. 

9. What is the general rule of grinding 
wheel application to hard, dense mate- 
rials, and to soft, tough materials? 
10. Name several factors to be con- 
sidered in selection of the proper grind- 
ing wheel for a particular job. 

11. If you had a tachometer or speed 
indicator available, how could you de- 
termine the surface feet per minute speed 
of a grinding wheel in operation? 

12. When a grinding wheel gets “glazed” 
it (a) is covered with a shiny coating 
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to rejuvenate the bond (b) takes on a 
glass-like appearance, caused by grains 
of abrasive wearing away faster than the 
bond (c) is strengthened by application 
of a new ceramic bond material and 
baked in an oven (d) gets round at the 
edges. 

13. To remedy glazing (a) use a wheel 
of harder bond (b) use a wheel of 
larger diameter (c) run the wheel slower 
(d) uge a wheel of softer bond. 

14. What is meant by “loading” of a 
grinding wheel? 

15. What are the usual causes for 
loading? 

16. “Dressing” a grinding wheel means 
(a) putting a cover over it at night so 
it won’t get dusty (b) lubricating the 
cutting surface periodically with a thick, 
pasty oil (c) .removing materials from 
the cutting face so that the resulting 
surface runs concentric with the wheel 
spindle axis (d) cleaning or fracturing 
the cutting surface so as to expose new 
cutting particles, 

17. What term is applied to “(c)” in 
the’ previous question? 

18. What is meant by “traverse” of a 
grinding wheel? 

19. Vibration of the work in a grinding 
operation is usually indicated when (a) 
lines appear on the work parallel to the 
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work axis (b) the grinding wheel squeals 
(c) large pieces fly off from the grinding 
wheel edge (d) cracks appear in the 
work, running radially out from the 
point of contact with the wheel. 

20. Rapid heating of the work by the 
grinding wheel is (a) to be expected (b) 
a sign of wheel dullness (c) an indica- 
tion of unevenness in the wheel surface 
(d) due to excessive speed. 

21. How should a new grinding wheel be 
tested for soundness before it is placed 
on the spindle? 

22. Why is speed such a critical factor 
in grinding? 

23. In centerless grinding, two wheels 
are used, (a) so that the work can be 
ground twice as fast (b) one to grind 
the work and the other to keep the work 
rotating counter to the direction of rota- 
tion of the grinder (c) to provide a 
crushing action on the work and wear it 
down more rapidly (d) one to grind off 
stock and the other to control speed of 
work rotation and rate of feed. 

24. How much of a mounted surface- 
grinding wheel’s overall diameter should 
be taken up by the safety flanges? 

25. Trouble encountered in cylindrical 
grinding can be attributed to one of 
three motions in machine operation. 
What are they? 
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SHOVEL AND TOOL CO. ciic 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 
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Practical applications of industrial 
supplies to pass on to customers 
for solving their production problems 
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Attachment Permits Cleser 
Tube Bends—Where metal tub- 
ing had to be bent close to a sleeve 
nut connection because of space 
limitations, and a conventional tube 
bender required too much _ tube 
length beyond the bend, this device 
designed by the Grumman Aircraft 
Engineering Corp. did the trick. A 
block attached to the shaft of the 
bender carries the male half of the 
tube connection. When the tube nut 
is tightly screwed to this, the sliding 
block is moved up until the nut 
touches the radius, where it is held 
by the set screw. The bend formed 
by the lever arm against the radius 
thus begins right at the end of the 
nut. Even when clearance is not a 
problem this method saves assembly 
time. 
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Any-Angle Fixture Guides Drill — De- 
veloped at the Philadelphia Navy Yard for drill- 
ing oblique packing holes in watertight doors, 
this built-up fixture employs a principle of op- 
eration applicable to many other odd-angle drill- 
ing operations. The unit here fastens to the 
door through a ready-made hole for the securing 
dogs, and it guides the drill and supports the 
air motor in alignment. Feed is regulated by a 
screw handwheel. No particular placement of 
the work is neces- 
sary; it ean be 
drilled in any posi- 
tion. Holes in the 
hinged frame permit 
setting of required 
angles. 





Depth Seriber From Old Micrometer —By sawing off the frame of an 
old l-in. micrometer about 1/32 in. from the barrel, leaving a slight 
shoulder where graduations begin, and press fitting a tool-steel circular 
block squarely to the barrel, the tool is transformed into a depth scriber. 
The bore of the circular block should be about 0.0003 in. larger than the 
barrel to permit an easy press fit. The reading is checked when the anvil 
is flush with the block, then a hole is drilled into the spindle end to take a 
brass screw which holds the hard steel scriber. In operation, readings are 
subtracted from 1.000. 
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The REALLY NEW Ideas 


in Portable Electric Tools. 


Hove Ahouys Come From SG 
90K 
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Only They Distributors 
Sell Tools for | ; 


Lvery Customers Every. 300... | 








INDEPENDENT PNEUMATIC 7+Oo 6 t COMPANY 
600 West Jackson Boulevard, Chicago 6, Illinois 


Birmingham Boston Buffalo Cieveland Detroit Los Angeles Milwaukee New York Philadelphia 
Pittsburgh St. Louis Salt Lake City San Francisco Toronto, Canada London, England 
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Thor Will Continue to 


Put You In the Market First 
with the Tools that Sell Fast! 


tay 
hea 


with 


PORTABLE POWER 



























i. Industrial Distributor is the vital cog in the 
Columbian Vise Sales Policy. We believe that sell- 
ing through established distributors is economical, 
efficient, beneficial and practical. That's why all 
Columbian Vises are sold only through recognized 
distributors. 


THE WORLD'S 
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OLD TIMERS KNOW = wy 


The master mechanic, who's been 


using hack saws for years, knows mt 
-_ 


that STAR blades give longer 
cutting service 


THE NEWCOMER 


Must be io'd WHY he should 


a. choose and use 
ee 


P. J. Edmonds, treasurer of the 
Penn General Supply Co., Pitts- 


burgh, looks over the office plan 
for the building to which Penn 
General expects to move on May 1. 


Penn General Supply 


Acquires Building HACK SAW BLADES 


The Penn General Supply Co., Pitts- 
burgh, expected to be installed in new 
quarters at 109-111 Wood St., on May 1 
following renovations to the building 
which was acquired by the industrial 
supply firm earlier this year. Renovation 
work was scheduled to start March 1. 
The new quarters are a seven-story 
building which housed the activities of 
the State of Pennsylvania. The seven 
stories and basement will give the supply 
firm about 28,800 sq. ft. of floor space, 
20,000 sq. ft. more than the company had ® FA S T 3 R 
at its disposal in its former quarters in 
the one-story building at 101 Market St. M E TA L Cc U TTI N G 
Renovations were expected to cost about 
#20000 @ TOUGH SERVICE 
Penn General expects to retain the use 
of a small warehouse in the rear of the 
Market St. building for storing small tools é L O N G E R G U T TI | G L { F E 
and supplies. This is in addition to the 
firm’s warehouse for pipe, nails and wire 
on the North Side. The North Side ware- | A Practical Textbook . .. and Sales Booster. 
house has 3,000 sq. ft. | 
The first floor of the Wood St. building 
will be used as a show room for small 
machines, counter and some stock. Offices 
on the second floor will have fluorescent 
lighting and air conditioning. All steel 
shelving and counters will be installed. 


Give your customers a copy of this informative 
booklet on the selection, use, and care of hack 
saw blades and frames. It will build goodwi'li 

a potent sales booster. Send for a supply. 
They're FREE 


Cleveland Supply 


Edwin Hodge, Jr., was elected a direc- 


tor of National Supply Co., Cleveland, CLEMSON BROS, Inc., Middletown, WN. Y. 
Ohio, for 2 three-year term at an annual okers of hand and power hack saw blades 
meeting held recently. J. Crossan Cooper, troames. meto/ cutting band saw b 
Jr., Ralph S. Euler and John E. Laughlin, 


Jr., were reelected. 


odes a 
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Cc. E. MILLER 


Miller Assists Sales 
Head at Shaw-Box 


C. E. Miller, associated with the Shaw- 





You don't have to use Box Crane & Hoist division, Manning, 
calculus to determine how Helicoid Maxwell & Moore, Inc., Muskegon, Mich., 
Gages can save money. Nor do you have since 1937, has been made assistant gen- 


eral sales manager. Mr. Miller started in 
the Chicago sales office as field engineer 
handling cranes and electric hoists and, 


to be a Quiz Kid. It's a question of 
Simple arithmetic. 


If the average gage lasts 90 in 1942, was appointed manager of the 
days and the average cost is $10.00, Load Lifter Hoist & Crane division in the 
the average cost per year is $40.00 Muskegon plant. Prior to joining Shaw- 


Box, Mr. Miller was employed by the 
Carnegie-Illinois Steel Works, South 
Works, Chicago. 





per gage. Since the Helicoid Gage: 
will outlast the ordinary gage about 
10 to 1 and the average initial cost 
is the same, the use of Helicoid Gages 


will reduce average cost per year Kidde & Co. Brings 
to $4.00 per gage. The saving in a Out New Machines 
year is $56.00 per gage, multiplied by Walter Kidde & Co., Belleville, N. J., y 
the number of gages in use. exhibited four recently developed ma- 
These are conservative figures. chines which have commercial applica- 
We have heard of savings qf $90.00 per tions in the plastic field at the National 
zage in a year when the gage servi Plastics Exposition held in Grand Cen- 
. ~<tetibaaeihieesan tral Palace, New York City April 22-27. 
is really tough. On the basis of using For the first time, a jacket oil heater, 
only 100 gages per year, that's a new machine engineered and developed 


| by the Youngstown, Miller Co., a Kidde 
subsidiary, was presented to the industry. 
The machine was developed to supply 
oil at three or more temperatures simul- 
taneously to the cylinder jackets of plastic 
extruders. 

The plastic coater, also made by the 
Youngstown Miller Co., was developed 
for protecting metal parts during over- 
seas shipping by dipping them in a bath 
of ethylcellulose to receive a thin pro- 
tective coating. The fiber bonding ma- 
chine which is of special interest to the 5 


HELICOID GAGE DIVISION textile industry, and the Kidde Tension 


a nice saving of $9,000.00. 











SEND FOR THIS CATALOG 
For complete information about 
Helicoid Gages, send for our cata- 
log—the only technical catalog 
published on pressure gages. 


yi 


ine AMERICAN CHAIN & CABLE and Density Control, a new device for 


Bridgeport 2, Connecticut winding yarns where tension and pack- 


age density is important as in dye tubes 
and elastic yarns. 
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For PRODUCTION EQUIPMENT 
..-0r the PRODUCT ITSELF 





.»» BUY AMERICAN -: : 
the COMPLETE Chain Line 


American Chain makes practically every type and size of chain 
used in industry. There is often an advantage in having a 
single responsible source for all of your chain requirements. 
And you can always depend upon the high quality of American 
Chain products—electric welded and fire welded chain—weldless 
chain made of formed wire or stamped links—chain fittings, 
attachments and assemblies—repair links—cotter pins. 








York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


Se. AMERICAN CHAIN DIVISION 
4 AMERICAN CHAIN & CABLE 





mart Ww SJ) In Business for Your Safety 
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Zip a Reasons Why 
) i y) THE 


ity S 
Byam FORD TRIBLOC 








ecision-made ball bearings 
Ball-sealed oil ducts 


@ Drop-forged, heat-treated hook 
which gives visual warning of over- 
load 


@ Automatic load-brake prevents 
slipping 


@ Hook assemblies permit rocking 


40 TONS and swiveling 


@ Load chain is high-carbon, heat- 
treated steel 











Ford Triblocs are easy ,to sell—for a lot 
of reasons. Tell your prospects that many 
other hoists have some of Ford's features, 
but no other has all of them. Ford Tribloc 
is a quality spur-gear, ball-bearing hoist 


a! 
‘Pp 
i 
1 
] 


for endurance and economy at low cost. 
Remember—if you need help on some special 
problem a skilled Ford engineer 

will help you. 





York, Pa., Philadelphia, Chicago, San Francisco, 
Denver, Los Angeles, Portland, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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c. L. Turner 


J. H. Flora, Jr. 


Flora And Turner 
Return To Hagerty 


John H. Flora, Jr., and Clarence L. 
Turner have received their honorable dis- 
charges from the Army and are back 
with the Hagerty Bros. Co., Peoria. Mr. 
Flora, a former lieutenant attached to 
Ordnance Maintenance and last stationed 
in Bamberg, Germany, has assumed his 
civilian duties as vice-president of the 
distributing firm. His father is president. 
Mr. Turner, a sergeant last stationed at 
Osaka, Japan, where he was a radio oper- 
ator, has returned to his desk as price 
clerk for the organization. 


Olson Made Official 
Of Hollingshead 


L. M. Olson, associated with the con- 
cern since 1925, has been made vice-pres- 
ident in charge of the automotive division, 
R. M. Hollingshead Corp., Camden, N. J. 
Mr. Olson joined the firm as office mana- 
ger of the St. Paul division, was later 
made credit manager of the division, and 
then advanced successively to assistant 
branch manager, district manager, branch 
manager and midwest division manager. 
He was transferred to headquarters in 
1939 and assumed complete charge of 
sales of the “Whiz” automotive division. 








Three phases of the supply busi- 
ness are represented here. Left 
to right, William Dahikamp, store 
manager, Standard Equipment & 
Supply Co., Hammond, Ind.; Art 
Koch, assistant superintendent of 
the order desk; and Steve Farkos, 
sales and service engineer. 




















“WHICH SLING? _ 
Strana- ‘Lala 


s 
‘ 


American Cable has a wider range of sling types than any other manufacturer. 
Here you can get the exact type of sling best suited to your job. Whether 
the conventional strand-laid sling, the cable-laid sling, or braided slings 
made up in 4, 6 and 8 parts, American Cable engineers hold no brief except 
for the one that will do your job best. And in wire rope endings, too, 
American Cable takes the lead with the new, 100% efficient ACCO-LOC Safety 
Splice and the swaged U-LOC. More than this, you may have your American 
Cable slings proof-tested and registered for known strength and safety. 
Here again is another sling service that is exclusive with American Chain 
& Cable. You cannot buy a better sling than an ACCO-Registered sling — 
made of TRU-LAY Preformed Wire Rope of Improved Plow Steel. 


Wilkes-Barre, Pa., Atlonto, Chicago, Denver, Emlenton, Pa., Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Tacoma, Seattle, Bridgeport, Conn. 


AMERICAN CABLE DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Here’s another of the ads that spearhead 
the continuing campaign to create sales and 
profits for Dodge distributors — appearing 
in Business Week and in a long list of lead- 
ing industrial and business papers. It will be 
followed by others—telling the same story 
in different ways — month in, month out, 
throughout the year. 

In this new campaign the symbol of the 
Transmissioneer comes alive with meaning 
for your prospects. Transmissioneering is 
shown to be not just a word coined for ad- 
vertising purposes—but a genuinely worth- 










while service, to users 0 r transmis- 
sion machinery. 

Graduates of the intensive factory course 
know their diploma has been earned. Dodge 
distributors who have invested sizable sums 
in this training for their men have proof of 
its value. Dodge advertising enhances that 
value by dramatizing the practical and per- 
sonal service of the Transmissioneer. 

Dodge factory advertising is the Dodge 
distributor’s advertising. Every reader is re- 
ferred to the classified telephone directory 
for the name of his Dodge distributor. 


DODGE MANUFACTURING CORPORATION « MISHAWAKA, INDIANA 
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A 
“WAR VETERAN" 


With a 
Distinguished 
Service Record 


Distributors are discovering the 
pleasant profits to be found in sell- 
ing Dremel Moto-Tools and Acces- 
sories. Respected long before Pearl 
Harbor in tool rooms, machine 
shops and production line, MOTO- 
TOOLS by the thousands were put 
to work when American industry 
swung its full weight into war pro- 
duction and our armed forces 
established far flung assembly and 
repair bases. Operators of Moto- 
Tools are ever discovering new 
jobs ... new ways to save time and 
cut costs ... with these pocket-size 
machine shops. Girls quickly be- 
come proficient with them because 
a Moto-Tool weighs but 13 ounces, 
is shaped to fit the hand, has a bal- 
lanced armature to prevent vibra- 
tion. Moto-Tools helped make the 


DREMEL 
MOTO 
TOOL 


A FEW OF THE 

MANY JOBS THAT CAN 
BE DONE BETTER AND 
FASTER with MOTO-TOOL 


Sharpening 
Routing 
Touching-Up 


A Model 2 Moto-Tool develops 
27,000 rpm. . . . the proper 


atomic bomb . .. were used to speed for clean. th, accu- 
establish production records in rate work, and long life from 
plants such as General Electric, points and cutters. It is sturdily 


Westinghouse, Remington Arms. 


built throughout and has a 
Ford, Nash -Kelvinator, Consoli- 


shock-proof bakelite housing 
and oil-less (oil sealed) bear- 
ings. Uses 110-120 volt AC or 
DC current. 


dated Aircraft, Northrup, Douglas, 
and many others. 


- DISTRIBUTORS: 


Add this busy “war vet- 
eran” to YOUR line. All 
he needs is an invitation. 
Write today for catalog 
and distributor prices on 
Dremel MOTO-TOOLS, 
Moto-Tool Kits and Acces- 
sories, or contact any of 
the Dremel representa- 
tives shown below. 


Model 2 Moto-Tool, 
complete with 23 acces- 
sories, in felt-lined hard 
wood case... $23.50. 
Model 2 Moto-Tool only, 





with one emery wheel 
point. . . $16.50. 


DREMEL MANUFACTURING CO., DEPT. T436-E, 
Racine, Wis. 





Federated Sales Mill Factor Products F. W. Fowler J. J. Backer 
2437 W. Velox 53 W. ~ tg gd 137 Federal 2321 Second Ave. 
Alhombrea, fe New York, N. Y. Boston 10, Mass. Seattle, Wash. 
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Anthony G. Cook, 
checks over orders in the stock 


stock clerk, 


room of Chapin-Owen Co., Inc., 
* Rochester, N. Y. 





Over-Optimism Hit 
On Appliance Lines 


Indicating that the entrance of many 
new manufacturers into the field is likely 
to raise 1946 production in the small 
appliance field alone to 140 million dol- 
lars, against 35 million in 1941, officials 
of the Proctor Electric Co., Philadelphia, 
warned against dealer over-optimism and 
slipshod selling. Reports from all over 
the country at the conclusion of the manu- 
facturing firm’s nation-wide “partnership 
meetings” attended by key distributor 
executives in 67 cities, emphasized that 
dealers are relaxing selling efforts and 
are over confident. Distributors indicated 
that they were worried and afraid of the 
optimism being displayed by dealers, 
and. that there was ample evidence to 
prove that dealers have grown soft and 
believe merchandise will just walk out of 
the store because of the much-touted 
“pent-up demand.” 








No doubt about the business the 
Anderson-Crane Rubber Co., Min- 
neapolls, conducts This is the 
new location of the supply house 
that will be two years old in July. 














WHAT IS THIS BLU-MOL 


“TENSIOMETER” ? 


(U. S. PATENT NO. 2,337,629) 


Exhaustive tests in one of the country’s most famous physical laboratories 
show conclusively that tension is one of the most important factors in 
the performance and cutting life of a hack saw blade. The Blu-Mol Tensio- 
meter applies the exact tension required by any size blade on any type of 
work. It is built into a cylinder only five inches long and two inches in 
diameter and can be easily installed on any make of machine. 


The Blu-Mol Tensiometer very definitely: 
. Improves the accuracy of cut. 
. Maintains constant tension in spite of lengthening of the blade due 
to heating or eye elongation. 
. Absorbs shocks, minimizes breakage. 
. Promotes faster cutting. 
. Greatly increases the cutting life of any blade. 


The Blu-Mol Tensiometer is an exclusive Millers Falls development. 
There is nothing else like it. It is merchandised as a service through Millers 
Falls distributors of Blu-Mol high speed molybdenum and tungsten high 
speed blades. 


If you are interested in this, the most sensational merchandising 


mM H L i E R S FA L LS opportunity in the hack saw field for years, write us today. 
TOOLS One Thing in Common — Quality! 


eae MILLERS FALLS COMPANY 


GREENFIELD MASSACHUSETTS 
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WORTHINGTON WORTHINGTON PUMP AND MACHINERY CORPORATION 


Merchandising Division + General Offices, Harrison, New Jersey 
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I. Products of trusted quality: 
e. A complete line of standard centrif- 
ugal pumps 
b. A complete line of standard steam 
pumps 
A complete line of standard power 
pumpe 
d. A complete line of standard rotary 
pumps 
e. A complete line of standard vertical 
air compressors 


A complete line of standard hori- 
zontal air compressors 


g- A complete line of standard indus- 
trial meters for oil, hot and cold 
water. 


* And other related items 
This 7-Fold Product Franchise in 
complete lines, plus additional sales 
of related equipment — motors, pipe, 
fittings and other accessories — means: 
Over 5000 items to sell at larger dol- 
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YOU PROFIT 3 WAYS 


FROM THE 


“MORE WORTH IN 


lar value per order at no increase in 
selling cost! 

No small order problem! 

Immediate acceptance — quicker 
sales — of products of Worthington, 
a leader in pumps and machinery for 
over 100 years! 


il. Advertising support — extensive 
néw program in America’s leading 
industrial publications plus folders, 
direct mail literature, and other 
sales helps — as well as a planned 
dealer mailing program. 


iil. A general industrial franchise sec- 
ond to none! 


¢ Protected territories under selective 
distribution plan 

¢ Local help and support through a 
nation-wide organization 

e Sound merchandising plan sup- 
ported by a published statement of 
policy 

« Simplified Dealer Catalog-Pricebook 











This me rep gee he oy rte yosem takes the 
mysteries pump compressor en- 
gineering. 


INVESTIGATE 
TODAY 
Desirable territories 


still open — 3 
* profits with’ this 
emblem. 
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WORTHINGTON'S 2-WAY MULTI-V-DRIVE PLAN 


Better Power Transmission 
for Industry 





THE ORIGINAL CONE FRICTION GRIP 





Better Power Transmission 
Sales for You 


1) Split hub goes on easy. 


Tapered fit of rim on hub means 
easier rim mounting and re- 
moval. 


Pull-up bolts mean snug fit and 
firm grip of rim on hub. 


Tapped holes in rim allow use of 
bolts as jack screws for easy 
removal of rim from hub. 


Hub stays put because cap 
screw locks shaft key. 












Here's the patented 60-second on-or- 
off Worthington QD Sheave . . . the 
only one on the market that's easy to 
get on, easy to get off, yet always 
tight on the shaft. 

It’s easy to sell, because it supplies a 
long-felt need! Simple, 2-piece, fool- 
proof construction — with fixed hub 
for permanent drive alignment — 
solves many problems. 

The Worthington QD Sheave is 
backed by profitable franchise of 
proven value, impressive advertising 
in leading industrial publications, 
practical merchandising and a clear- 
cut statement of policy. 

One of Worthington’s distributors 
has said **. . . one of the top-flight 
lines in our set-up . . . since 1925, each 
year has been a profitable Worthing- 
ton year for us.”’ 


AND SALES HELPS 
LIKE THIS! 

This Master Manual for quick, easy 
drive selection, the most practical, 
easy-to-use handbook ever printed, 
tells how to select the right drive for a 
specific job in exactly “3 Minutes By 
The Watch"! 

Act now! Increase your volume of 
present sales. Establish a profitable 
line for the future. Get the complete 
facts on Worthington’s 2-Way Multi- 
V-Drive Plan — better power trans- 
mission for Industry . . . better sheave 
and belt business for you. 

You'll be selling the only complete 
drive equipped with both the Worth- 
ington QD Sheave and the famous 
Worthington-Goodyear EC Cord V- 
belt. Write today, while desirable 
territories are still open. 








WORTHINGTON WORTHINGTON PUMP AND MACHINERY CORPORATION 
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Merchandising Division + General Offices, Harrison, New Jersey 
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ot BUSINESS like yours—well established, with a good reputation 
for competent service to customers; and Clark’s Celfor Tools— 
quality leaders for 42 years: think what an ideal business-getting 
combination these two can be. 


The Celfor Franchise gives you a complete line including: 
CELFOR TWIST DRILLS .. . the first high speed drills made by the 


Celfor Process of forged blanks hot twisted. Result . . denser metal, 
better cutting qualities, longer life. 


CELFOR REAMERS... . the original product of Clark Equipment, 
and for over four decades a standard of tough usefulness and low 
cost performance. ° 


CELFOR CARBIDE CUTTING TOOLS .. . newest members of a dis- 
tinguished family, making Clark the only manufacturers of a full line. 





We are both looking for business—and not merely for “tool 
orders” but for permanent connections with the leading tool users. 


Let's work together—to our mutual advantage. Details of the 
Celfor Franchise make interesting reading. If the idea appeals to 
you, write us. 


DRILL DIVISION 


CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 





Products of CLARK © TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS ¢ BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS ¢ RAILWAY TRUCKS 
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The personnel of the engineering 
and power equipment department, 
Fuchs Machinery & Supply Co., 
Omaha, pose for a picture. Seated: 
Homer Sherman, Ruth Crowell, 
Robert Byrnes and, standing, R. 
A. Walling, William Waugh, Frank 
O'Neill. 





Former Supply Salesman 
Sells For Yale & Towne 


Richard W. Meacham, who spent ten 
years with the Moore-Handley Hard- 
ware Co., Birmingham, Railey-Milan, 
Inc., Miami, and Delph Hardware & Spe- 
cialty Co., Augusta, Ga., has been ap- 
pointed sales representative for the 
Alabama-Louisiana-Mississippi territory, 
Yale & Towne Mfg. Co., Stamford. 

Just returned to civilian status after 
more than two years in the Navy as in- 
structor in seamanship, U. S. Naval 
Training Station, Bainbridge, Md., Mr. 
Meacham succeeds Van Waldron, who 
lias been transferred to the New England 
territory. 








R. F. Randolph, eastern represen- 
tative, American Gear & Mfg. Co., 
Chicago, discusses his line with 
Larry Seggel, president, Dodge- 
Newark Supply Co., Inc., Newark, 
N. J. 
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Scroll-type Display of 
Industrial Electric Soldering Irons 




















SIZE 





18’x 20” 


SCREW TIP DISPLAY 


PLUG TIP DISPLAY 


BACKED BY 
TIE-IN 


de FIRST offered’ the thea! 


This is the point-of-sale display 
that points to sales. Full assortments 
invite examination and handling 
..and when you put your product 
into the prospect's hand, he is sold! 


A winner all ‘round—the fastest 
selling line of electrical soldering 
irons displayed on a cleverly 
designed merchandiser for more 


sales and greater profits to you. 


SCREW TIP DISPLAY: (One each 
Nos. 50, 60, 85, 120, 130, 170, 225, 
350, 500, 100H). Catalog No. HD1. 


PLUG TIP DISPLAY: (One each 
Nos. P30, P70, P100, P125, P150, 
P151, P200, P250, P300, P550, 
100H). Catalog No. HD2. 











These Sales Potentials 
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Te: pressure of war produc- 
tion had a lot to do with it. 
It spotlighted a large number 
of applications for grinding wheels 
and coated abrasives. Now- pro- 
duction men are applying this 
practical “savvy” to current civilian 
production—turning up mote and 
more uses. A market for abrasive 
products—even greater than be- 
fore—is in the making. 


These men know what they want 
and when they want it. They are 
pushing purchasing procedures to 
find the best and most efficient 
method to satisfy their needs. 
Sources of supply are being criti- 
cally appraised. 


To help you capture this business, 
The Carborundum Company is 
advertising and promoting the ad- 
vantages of on-the-spot industrial 





DISPLAY... 


DISCUSS... 


DEMONSTRATE... 
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supply distributor services. An an- 
alysis of your area will give you a 
definite estimate of this broad mar- 
ket. The key to holding and ex- 
panding it is your ability to furnish 
standard wheels and coated abra- 
sives of thé right type for grinding, 
sanding and finishing promptly 
from stock. Boiled down to cold 
logic this means maintaining an 


adequate inventory of abrasive 
products to meet the wide range 
of industrial requirements. 


The complete line of abrasive prod- 
ucts by CARBORUNDUM enables 
you to meet your customers’ most 
exacting demands. Known quality 
opens the door to product accept- 
ance. Gives you an opportunity 
to discuss improved applications, 


faster production and lower costs. 
The steady profit possibilities in 
aggressively selling and carrying 
adequate stocks of abrasive products 
by CARBORUNDUM are tremen- 
dous. They warrant your time in 
investigating and tying in with this 
ambitious program right now. The 
Carborundum Company, Niagara 
Falls, New York. 


Abrasives by | 
CARBORUNDUM | 


TRADE MARK 
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STEEL GRIP © 
Ca 


HEREVER mep work, there you will 
find immediate sales openings for 
STEEL-GRIP SAFETY APPAREL. 

Management, in small and large plants 
of all kinds, realizes the importance of this 
protection, recognizes the quality of STEEL- 
GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 





Built right, special heat-resist- 
ent leather. Entire back one 
piece, no burned-out seams. 
Wool heat breoker inside. 





@ Included in the line are GLOVES, MITTENS, APRONS, 
HANDGUARDS, ARM PROTECTORS, FLAME- PROOF 


CLOTHING, LEGGINGS, SPATS, and FINGER GUARDS. SAFETY APPAREL 


FOR ALL PARTS 
OF THE BODY 














There are more than 
4300 items in our line. 





Se etatal 
602 GARF creer rl ILL. 
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Cc. E. EGELER 


C. E. Egeler Returns 
To Nela Park Post 


Carl E. Egeler has returned to the 
Engineering Division of General Elec- 
tric’s Lamp Department after nearly 
five years’ service in the Navy, it was 
announced at Nela Park, Cleveland. Mr. 
Egeler was called to active duty in 1941 
as a lieutenant commander when he bhe- 
came resident inspector of Navy material 
and director of the Munhall Navy Labora- 
tory in the Pittsburgh district. He was 
recently released with the rank of cap- 
tain, at which time he was in charge of 
the Pittsburgh area of the Naval In- 
spection Service. Mr. Egeler served in 


| the First World War as an officer on 


cruiser and transport duty. 


Clarke Assists Head 
Of Bliss & Laughlin 


Harry M. Clarke has been appointed 
assistant to the president, Bliss & Laugh- 
lin, Inc., Harvey, Ill. He has been associ- 
ated with the steel concern in a sales and 
metallurgical capacity and prior to this 
was connected with the Carnegie-Illinois 
Steel Corp., Pittsburgh, for a number of 
years. He will make his headquarters in 


| the general offices at Harvey. 


Allen-Bradley In New 
Boston Quarters 


The Allen-Bradley Co., Milwaukee 
manufacturers of electrical controlling 
apparatus, have moved to larger quarters 
at 55 Oliver Street, Boston. The new 
branch combines office and warehouse 
facilities. M. M. Hallenbeck remains as 
district manager, supported by Charles 
M. McCoombe. 
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TELL YOUR CUSTOMERS THERE’S A DIFFERENCE IN FASTENERS— 














‘t's DOUBLE 


[nd forgin9 


(the Kaufman Process) 
that gives you extra 
strength and 
close fit in 

























Ai sizes of cap 
screws — even including 
one inch diameter — are 
produced in our plant by 
the extra-strength-and- 
toughness-making Kaufman 
Process. This includes both 
high carbon and alloy heat 
treated products. You profit 
by the double extrusion accu- 
racy and extra strength in over 
90% of Cleveland-made standard 
fasteners, and in your own design 
special headed and threaded parts. 
Complete equipment for modern heat 
treatment assures you the utmost in correct 
hardening and tempering. Write for Catalog F. 


ae ere | 


TEAL IW LT) Gh0 Covoland ap Sooo Compa 
Top ually 2917 EAST 79TH sruett © CLEVELAND 4, Bt 
FA ST tn t np S$ | , * Warehouses: Chicago, Philadelphia and New York 


Ask your Jobber for Cleveland Fasteners 





i 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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Bond 140-AH Heavy Duty Series. 
Rugged steel construction for heavy 
duty service with safety. Double 
ball race design. All races hardened. 
Swivels with frictionless ease. Pres- 
sure lubricated throughout. Avail- 
able in three wheel diameters: 8°’, 
10” and 12“. Load capacities up 
to 4,500 pounds per caster. 


Assure efficient trailer truck service 
for your customers by supplying a 


caster that's right for their loads 


and right for condi- BU 
muse" 


tions in their plants. 140-AH 
is a built-for-the-job structural steel 
caster that's. easy-swiveling and 


practically indestructible. It's built 


to take a beating . . . built to take 


the turns ...do the job right. Sell 


the caster that's exactly right. Sell 


Bond. Send for the Bu 


we 
catalog now—it's free! 


BOND FOUNDRY & MACHINE CO. 
MANHEIM, PA. 
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E. A. Haw, president, Haw Hard- 
ware Co., Ottumwa, la., sees se- 
rious delays in building programs 
unless delivery of materials speeds 
up considerably. 


Siow Deliveries 
Plague Building 


Urban and rural building and improve- 
ment programs are being retarded to a 
serious degree by failure of deliveries of 
a few items, such as fittings, to keep apace 
the need, according to E. A. Haw, presi- 
dent, Haw Hardware Co., Ottumwa, Ia. 
Elsewhere, in the general mill supply line, 
deliveries of many items have slowed 
down considerably since V-J day, he said, 
adding the hope that labor troubles and 
reconversion adjustments soon would be 
over. 


Executive Changes 
For Corning Glass 


The Corning Glass Works, Corning, N. 
Y. has made important changes in its 
executive staff and has elected three new 
directors and an executive committee. 

William C. Decker, formerly a vice- 
president, has been named president of 
the concern, succeeding Glen W. Cole, 
now vice-chairman of the board of di- 
rectors. Charles D. LaFollette was elected 
treasurer, and will continue as vice-pres- 
ident and director of sales. John L. Ward, 
former treasurer, was made manager of 
the bulb and tubing division. Eugene W. 
Ritter, together with Messrs. Decker and 
LaFollette, was added to the board of 
directors. 

The company’s diversity of operations 
made necessary the naming of an execu- 
tive committee of seven. Amory Hough- 
ton, chairman of the board, is at its head, 
with Dr. E. C. Sullivan, George D. Mac- 
beth, and Messrs. Cole, Decker, LaFol- 
lette and Ritter. William H. Curtis, vice- 
president, will serve as secretary of the 
committee. 

















“The Workd’s Finest Zools”’ 


CHICAGO-LATROBE metal cutting tools are produced in a modern plant to rigid 
and exacting specifications as required to meet today’s needs. Intricate precision 
controls throughout manufacture and heat treat, coupled with an able engineer- 
ing department and trained staff of inspectors, are your guarantee for tools of 
the highest quality. 


ICAGO 
ATROBE 7yyys7 DRILL WORKS 


411 W. ONTARIO ST. + CHICAGO 10, ILLINOIS. U.S.A. 
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ons upon whom you call — industries, utilities, 
railroads, mines—are all users and prospects for 
Centrifugal Pumps. Here’s thousands of dollars in new 
business — ripe and ready for your picking. 

And the pickings in profits to you will bulk larger, 
easier, and quicker if you place yourself in the position 
to offer your prospects these New Barnes Automatic 
Centrifugal Pumps — the ‘33,000 for 1” pumps. 

Barnes Self-Priming Centrifugals deliver not 1,000! Not 
10,000! But 33,000 gallons of water pumped for 1 gallon 
of gas used! That’s greater economy! Barnes Pumps are 
better built for longer, harder service! That’s trouble-free 
life — lower maintenance costs! With this buying prefer- 
ence established, sales are easier and quicker. What’s more, 
Barnes backs your sales effort with a generous and sound 
program of national advertising, including jobber and 
dealer helps. And that is greater coopera- 
tion with you! 

Write today for the full details in 
handling the Barnes better pumps — the 
“33,000 for 1” pumps. 








| LJARNES MANUFACTURING CO. 


Quality Pump Manufacturers for 50 Years 
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MANSFIELD, Ono 





NEW LINES 


“Jaken ou by 


DISTRIBUTORS 





Allied Tool & Abrasive Supply Co., Los 
Angeles, is now handling the hack and 
band saw blades of the W. O. Barnes 
Co., Inc., and the full line of Whitman 
& Barnes. 

Manufacturers Rubber & Supply Co., 
Akron, is distributing the cutting tools 
of the Carboloy Co., Inc. 

Samuel Harris & Co., Chicago, is stock- 
ing the pneumatic tools of the Aro 
Equipment Corp. 

Central Supply Co., Fresno, Calif., has 
added the regulators of the Mason- 
Neilan Regulator Co. 

Herr & Co., Lancaster, Pa., is handling 
the transmission drives of the Worth- 
ington Pump & Machinery Co. 

Pacific Mill & Mine Supply Co., Fresno, 
Calif., is distributing the carbide tipped 
tools of the Wendt-Sonis Co., the port- 
able air tools of Ideal Industyies, Inc., 
The centrifugal water pumps of the 
Marine Products Co., and the bucking 
saws of the Hansen Machine Co. 


| Portland Machinery Co., Portland, Ore., 


is merchandising the transmission 
drives of the Worthington Pump & Ma- 
chinery Corp. 

Wm. F. McGraw & Co., Detroit, is hand- 
ling the pheumatic tools of the Aro 
Equipment Corp. 

Southworth Machine Co., Portland, Me., 
is distributing the industrial rubber 
products of the Hewitt Rubber Corp. 

Montana Hardware Co., Butte, is stock- 
ing the safety devices of Willson Prod- 
ucts, Inc. 

Olson Tool & Equipment Co., San Fran- 
cisco, is merchandising the portable 
tools of the Aro Equipment Corp. 

Milton Hale Machinery Co., Syracuse, 
is handling the wire rope of Wickwire 
Spencer Steel. 

Franklin Supply Co., Providence, is now 
stocking the cutting tools of the Morse 
Twist Drill & Machine Co., the indus- 
trial lighting items of the Westing- 
house Lamp Co., and the center drills 
and saws of the Rel-Tool Corp. 























TO HELP YOU SELL 


Ihneaduell COLO-TEMPER TAPS 


Every tap user in your territory is reading the above potent reasons 
for standardizing on Threadwell Taps in his favorite shop maga- 
zine this month. Every Threadwell advertisement directs the 
user to the Threadwell distributor. Let’s work together to make 
the most of the steady demand and sure-fire repeat business in 
Threadwell COLD-TEMPER Taps. 


The Threadwell Selective Distribution policy means 
maximum volume and profit for the distributor 

no “exceptions” or “special cases”, no deals, no 
strings on all-out support in your territory, in- 
cluding a superior packaging, carefully planned 
merchandising helps and consistent consumer 


advertising. 


THREAD WELL TAP AND DIE COMPANY - GREENFIELD, MASSACHUSETTS, U. S. A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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“Unbrako” socket screw products are outstanding 
not only for their outstanding accuracy and great 
strength, but also for the added feature of knurling. 
In the socket set screw (left), the knurled point digs 


























HALL()WELL 
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FLE,ILOC 


in and holds... won't be shaken loose by vibration. 
In the knurled socket head cap screw (center), the 
knurled head provides a slip-proof grip, even for 
oily fingers . . : saves lost time and wasted motion. 


““Flexloc’’ is a one-piece self-locking 


nut that locks on a wide range of 
tolerances. Thin nuts made thus are 
especially superior, and it is practi- 
cally unaffected by heat to 650° F. 
The “Hallowell” line of ready-made 
workbenches is available in over 1300 
combinations. Built to last lifetimes, 
they are sturdy enough to stand rigid 
without costly bolting to the floor. 
“Hallowell” Tool Kits: “Socket 
Wrench Kit", “Socket Screw Kit'’, 
“Home Kit", “Auto Kit'’ Compact, 
durable kits with interchangeable 
bits of superior alloy steel contained 
in Celanese* plastic handle. 

*Reg. U. S. Pat. Of 








WE TELL THEM— 
You Sell Them! 


In business papers noted for their wide circulation in 
most every industry, we tell over and over the story 
of our quality products. Backed by this mass of 
publicity, plus their own fine features, Standard 
Pressed Steel Products are a cinch to sell. You'll like 














the close cooperation you get from us, and the way 
re-orders from satisfied customers come pouring in. 
There is still some territory open. Why not write 


to us today for our attractive dealer's proposition ? 
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OUR POLICY: 
We sell entirely through distributors. 
We be 


lieve, as we have for many 
years, that the industrial distributor not 
only tulfills a vital function in indus- 
try, but that he is doing an excellent 
job, and is worthy of your patronage. 


Over 43 Years in Business 


STANDARD PRESSED STEEL CO. 





JENKINTOWN, PENNA., BOX 519, BRANCHES: BOSTON * CHICAGO - DETROIT « INDIANAPOLIS - ST. LOUIS - SAN FRANCISCO 
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“T9% REDUCTION 
UWI NEP with cREENLEE Bender 


manufactured bends. The GREENLEE 
does the job better, easier, faster! 

Now, when labor and materials are 
so short, your sales opportunities for 
this GREENLEE equipment are great! 
Remember, the GREENLEE is one-man- 
operated .. . in a few minutes makes 
bends in pipe up to 4%”, rigid and 
thin-wall conduit, tubing, bus-bars. 
Get complete sales information today. 
Write Greenlee Tool Co., Division of 
Greenlee Bros. & Co., 1925 Herbert 
Avenue, Rockford, Illinois. 


That's what California 


Electric Works, San Diego, California, 
reports from its experience in using 
six GREENLEE Hydraulic Pipe Benders 
on its many contracts. 
“Inaddition,” says Mr. T.R. Wright, 
General Manager of the Company, 
“we reduce material spoilage 50%.” 
Proof again of the tremendous labor 
and materials savings made through use 
of the GREENLEE bending method . . . 
in place of the old ways of pipe form- 
ing and use of many fittings and 


\ > 
GREENLEE 


YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 
Hydraulic Conduit, Pipe and Bus-Bar Benders «+ Steel and Copper Tube Benders * Hydraulic 
Pipe Pushers ¢ Knockout Punches and Cutters ¢* Radio Chassis Punches ¢ Joist Borers 
Cable Pullers «© Spiral Screw Drivers +* Automatic Push Drills * Auger Bits * Expansive 


Bits « Bit Extensions * Draw Knives ¢ Chisels and Gouges «* And Many Moré 
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Robert Humphrey Heads 
Morehouse & Wells 


Robert Humphrey has succeeded his 
father, Wilbur, as president of the More- 
house & Wells Co., Decatur, Ill. The elder 
Mr. Humphrey has been elected chairman 
of the distributing company’s board of 
directors. 

Other officers elected at the annual 
stockholders’ meeting are: D. L. Johnson, 
vice-president; H. Ray Myers, secretary, 
and Herman Walker, treasurer and as- 
sistant secretary. 

Wilbur Humphrey joined Morehouse 
& Wells almost 60 years ago and has held 
the presidency for more than 25 years. 


Wilcox, Crittenden 
Issue New Catalog 


Wilcox, Crittenden & Co., Inc., Middle- 
town, Conn., has issued a 150-page cata- 
log on boat equipment and heavy and 
shelf hardware. This book, according to 
the marine hardware firm, is designed 
primarily for use by distributors and 
dealers and it not intended for the gen- 
eral consumer, 

Well illustrated, the catalog lists a 
multitude of marine hardware items and 
gives instructions on shipping, terms and 
guarantees. 

Wilcox, Crittenden boasts 99 years of 
experience in designing, testing and 
manufacturing marine equipment and 
boat hardware. 


General Detroit 
Names Executives 


Robert Leggat-Weir was named as- 
sistant sales manager and Preston W. 
Wolf was appointed assistant sales pro- 
motion manager in the sales and adver- 
tising departments of the General Detroit 
Corp. 

Mr. Leggat-Weir joined the firm two 
years ago as assistant to the general 
manager, extinguisher division. Pre- 
viously he was engaged in sales work 
of an executive nature, with the Van 
Dresser Specialty Corp., auto parts and 
accessories manufacturers. He is also 
experienced in the Traffic Management 
field, having been Terminal Manager 
for the American Carloading Corp. 

Mr. Wolf joined the company after his 
discharge from military service in March 
1945. He was formerly with the Man- 
ufacturers Life Insurance Co., and pre- 
viously with the Michigan Bell Tele- 
phone Co. 
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The Patented Northern “Travelator” eliminates 
the chain pull—changes hand traveled cranes 
to electric motor travel with pendent push button 
control. It provides faster, easier operation— 
makes the crane far more serviceable and satis- 
factory. It’s very easy to apply—any good me- 
chanic can erect it in less than half a day. 


WRITE FOR BULLETIN T-5 
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NORTHERN ENGINEERING WORKS 


___ 2615 Atwater Street, DETROIT 7, MICH. 


Offices in Principal Cities 
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MIL SUPPLY DISTRIBUTORS are the logical source of sup- 
ply that industry depends on for Industrial Rubber Products. 


Every factory, mill, mine, transportation company, utility or insti- 
tution finds Industrial Rubber Products essential for their successful 
operation . . . just the kind of products that Quaker manufactures. 


Quaker BELTS that deliver power on hard transmission drives; 
Belts that convey thousands and thousands of tons of all kinds of 
material; Quaker HOSE of every conceivable description. Quaker 
ROD and SHEET PACKING for any service condition ... are 
products that Quaker manufactures for the Distributor to sell. 
Quaker maintains a staff of experienced sales engineers who are 
constantly giving assistance on rubber problems to Distributors 
right in the field. 


When you join Quaker you associate yourself with a progressive 
company always planning for the future. Right now, new equip- 
ment is being installed to make Quaker Industrial V Belts. You can 
expect announcement of production very shortly. Other pieces of 
equipment to augment various departments are expected any day. 
Planning for the future to increase production ... to give the 
Distributor better service. 


You should know more about Progressive Quaker and why Quaker 
is the rubber line for you to handle. 
If you will be in attendance at the Triple Mill Supply Convention 


in Atlantic City, Quaker will be well represented and we would 
like to talk it over with you. 















—Quaker will do it” 


AKER RUB. ES CORPORATION 


Manufacturers INDUSTRIAL RUBBER PRODUCTS 
PHILADELPHIA 24, PA. + NEW YORK 7 + CLEVELAND 15 + CHICAGO 16 + HOUSTON 1 


Western Territory 
QUAKER PACIFIC RUBBER COMPANY ~ SAN FRANCISCO 5» LOS ANGELES 21 


“If there is a way to get it done 
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Over 800 STOCK SIZES 
OF BRONZE BUSHINGS 


With over 800 sizes of bronze bushings and over 450 sizes of machined bar 
stock, the Shook line offers you the opportunity to fill the needs of your trade 
completely. By carrying Shook bushings and bar stock you will also be sell- 
ing products of the highest quality . . . fashioned from Shook 664, an improved 
alloy which offers an unusually high compressive strength yet sacrifices none 
of the other desired bearing characteristics., They are machined to unusually 
close limits which makes installation easier and faster. 


Quality of product is not the only reason distributors like the Shook line. 
Shook'’s strong advertising support, helpful field engineering service and 
cooperative sales policy are other reasons why you should look to Shook as 
your source of bronze bearings. 


Complete story in Catalog 45. This highly informative catalog gives full 
particulars on Shook products. Write for it today or, better yet, ask our 
representative to call. 


SB-110A 


BRONZE 
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Walter E. Leney (center), treas- 
urer, Don F. Johnson & Co., Inc., 
Buffalo, is proud of the war rec- 
ords of salesmen Bill Britt (left) 
and Bill Denz, both of whom 
served with the Army Air Forces. 





Ferry Piloting Vocation 
For Ex-Service Pilots 


Ferry piloting of new personal air- 
craft is cited by Aviation News as the 
growth of a new vocation for ex-service 
pilots. 

“The ferrying company assumes re- 
sponsibility for the plane when it ac- 
cepts it at the factory, paying all ex- 
penses en route. 

“National Aircraft Ferrying Co., Day- 
ton, Ohio, and additional ferry services 
are being planned by other discharged 
Army and Navy pilots. The former is 
negotiating with two manufacturers for 
a ferry service from facteries to dealers, 
and with additional contracts expects to 
correlate many of its flights as two-way 
trips, making possible rates virtually 
equal to those currently charged for new 
automobile deliveries. 








Keeping things moving in the 
office of C. W. Farmer & Co., 
Macon, Ga., are Mrs. C. M. Feagin, 
typist, (left), and Nell Livingston, 
file clerk. 
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BARNES BAND SAW 
and HACK SAW BLADES 


Proven cutting performance of Barnes Band Saw and Hack Saw Blades has 
earned for these blades widespread acceptance in the metal cutting field. They 
are preferred, too, by distributors, for they find Barnes Blades are not only easy 
to sell, but once on the job their performance keeps yew BARNES 
them sold. This all adds up to greater repeat sales HANDBOOK 


—containing val- 

and increased profits for the Barnes Distributor. vable, up-to-the- 
minute metal 

As an added service, factory trained Barnes Engineers are sawing data. 
available at all times . . . ready to assist your customers Now available for 

who may have special metal sawing problems. your customers. 





ESTABLISHED 1919 





MILL SUPPLIES © MAY, 1946 








168 





MILL SUPPLIES © MAY, 1946 


Partial view of a New Shipping and 
Stock Room. Total additions at this plant 
increased floor area over 1% acres. 


at 











YOU MORE and BETTER 
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METAL PRODUCTS 


Lyon plans for expansion of plant and machinery were ready 

before V. J. Day to meet the pent-up demand for Lyon Shop and 

Storage Equipment. Lyon is meeting this situation with a plant 

expansion program of major construction at all Lyon factories. 

These new additions—some completed—others nearing com- 

. pletion—will provide additional modern facilities—for expanded 

! production—and a diversification of new products. Some of 
= these. are listed below. 

As soon as sufficient raw materials are available to meet the 

accelerated demands of current lines listed below, other items of 

major value to American Industry, now in the development stage, 

will be ready for distribution through Lyon dealers everywhere. 


: : LYON METAL PRODUCTS, INCORPORATED 


General Offices: 553 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 
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- Adjustable Shelving ¢ Tool Storage Units © lockers and LockerRacks Bat, Pipe and Rod Units 

‘Work Benches * Gravity Conveyors * Drawing Tables © Tool Stands ¢ —‘Tool Cabinets 

Flat Drawer Files © Wardrobes © Storage Cabinets ¢ Filing Cabinets © Stools © Desks | 
_ Folding Chairs © ShopBoxes ¢ Benchlegs -* Sorting Files © Kitchen Cabinets froning Tables 
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trigger-touch fire 








fighting line! 








It's the NEW Randolph extinguisher . . . 
ready now to. mobilize your customers’ 
( ‘fire defense. Here’s a complete line of 
J. approved fire-killers that combines su- 
periority. and sales leadership, 


And weire introducing two fast-action 
newcomers+=Randolph "10" and “15” Ib; 
units; ideal for airport, refinery, power 
and chemical: plant, fleet and bus fing 
installations. a 

Retdined in ouy designing is Randolphis 
famous Trigger-Touch valve...an excliis 
sive fire protection feature that clinche 
the claim ‘‘Here’s one of the fastest ond 
igSt-to-operate extinguishers on fhe 
ket!’ Equally important to buyers 
athe fire-fighting qualities of carbor 

gos—the “magic snow” thot’s 
captured fhe praise of safety expert 
and einployees alike. . 4 

Rahdoliph carbon dioxide products art 
sold exclusively through selected distribu 
tors. For complete profit data, send. 
the coupon below, or write us — te 




























Please send me your FREE booklet "Aiming At 
Flames and Profits.” Also rush details on new car- 
bon dioxide fire extinguishers. 

NAME 
COMPANY. 
ADDRESS 
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RANDOLPH LABORATORIES." 


EAST KINZ/IE STREET CHICAGO 11, ILL 
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W. G. RITZENTHALER 


Calls Price Absorbtion 
Economically Dangerous 


Government policies which tend to 
make the industrial dstributor absorb 
any price rises granted to the manufac- 
turers are particularly dangerous not 
only to industry itself but also to the 
entire industrial distribution picture, in 
the opinion of W. G. Ritzenthaler, vice- 
president and general manager of the 
Great Lakes Supply Co., Chicago. Mr. 
Ritzenthaler pointed out that distributors, 
too, have experienced sharply rising 
costs and certainly face serious losses 
unless relieved of the tightening squeeze 
between the higher cost of doing busi- 
ness and narrowing margins. He pointed 
out that war time taxes and renegotia- 
tion policies did not leave businesses 
sufficient funds to tide them over lean 
periods. 

@ 


Honeywell Opens 
Providence Office 


The Minneapolis-Honeywell Regulator 
Co., Minneapolis, has opened a district 
office in Providence, R. I., to be operated 
as a sub-office of the Boston branch. The 
new office is located in the Industrial 
Trust Building and will be under the 
management of Warren G. Jennings, 
resident vice-president in charge of the 
New England sales territory. 

While plans call for expansion of the 
Providence, office in the near future, 
present personnel will include W. M. 
Fritsch, of the heating controls division; 
James J. Desonie, industrial sales divi- 
sion; Wallace Weaver, industrial serv- 
ice, and John Pilling, heating controls 
service. 

Lloyd MacGann was promoted branch 
manager of the Baltimore office. Mr. 
MacGann joined the firm in 1937 and, 
after a training course, was assigned to 


Boston. 








OF THE PRODUCTION LINE 


HE largest users of Standard Red Shield 
Drills are the mass production industries: 


Automotive, Aviation, Electrical, Farm 
Implement, Home Appliance, Railways 


In a competitive age, low cost production 
provides the only reason why these indus- 
tries select, specify and use Standard Red 
Shield Drills. 


If you are concerned with production 
costs, why not talk with the Standard Man. 
Whether factory or mill supply distributor 
representative, he knows his business. He 
can give you also the benefits of our 65 
years’ experience in solving tough drilling, 
tapping, reaming and milling cutter prob- 
lems. His services and suggestions are yours 
without cost or obligation. For prompt — 
attention, call your Mill Supply Distributor 
or write 





THE STANDARD [OOL (0. 


NEW YORK STORE 


94 READE STREET 


CLEVELAND 


DETROIT STORE 


2457 WOODWARD AVE 


CHICAGO STORE 


552 W WASHINGTON BLVD 





F.. some time we have suggested that manufacturers 
might save by Standardizing on Shield Brand Drills, 


Reamers, Taps, Dies, Milling Cutters and special tools. 


We make these tools in one plant, under one management, 
with the same laboratory control of materials, the same 
skilled supervision, the same rigid standards of craftsman- 


ship, test, and inspection. 


Result, all are uniform in economical performance, all 


carry our Shield Brand as an assurance of merit. 


Today, production costs are being studied as never before 
—for good reasons. Our suggestion to Standardize on metal 
cutting tools may have greater than ordinary profit possi- 


bilities for you, now. 


Our representatives, and those of our Mill Supply Dis- 
tributors from coast to coast are available to make sugges- 


tions if you desire. Call your Mill Supply Distributor, or write 


APTTOINYEWLILVCIIS LILO AD 


CLEVELAND 


DETRO ‘Ona: 








cialists 09 Swiss-pattero files exclusively 
than 40 years’ experience in file making 
most intricate filing job 
sizes and cuts 


2 in. in length 
Made closely t° size—tolerance 2-in. in some shapes 
Made of highest grade file steel—not tool steel 
5 to 30 operation in their manufacture 
All Swiss-pactern files are double cut 
All files cut from tang t0 extreme point 
Have larger filing surface than most other Swiss-pattern files 
keen filing edges-cut faster 
gg assured by special heat treatment with auto- 
ontrol and reguiation—to within + 5 
idly inspected for shape, CUS size and hardness 
Every file guaranteed for performance 
Large factory stocks maintained at all times 
Sold at standard prices 
Special files made to order 
Expert advice on filing problems Risrinted from oun lie 


folate anniek 
les of Precisior 


SWISS PATTERN FILES 
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The Right Kind of BACKING... 









This large, attractive sign (30 x 20 
inches) identifies the distributor of j Re y, x 

J-M Packings. And consistent promo- Pe © wi . AF 

tional support backs up the sign... JO il te) : al 1V | ec 
keeps packing users thinking of the A : 
J-M Distributor as the “supply depot” p k To 
for packing and ail kinds of tools, aC Ings 


parts and other materials. 


Heard over 62 CBS stations five times a 
week by millions of listeners, Bill Henry and 
the News keeps the Johns-Manville name fa- 
miliar to your customers. Frequent announce- 
ments on Packing are a part of this program. 
And consistent advertising in 14 leading 
industrial and technical magazines also carry 
the story of J-M Packing to your customers. 


This continuing good will campaign is the 
co-operation given you as a J-M Distributor 
. .. Co-operation that adds extra value to the 
Johns-Manville Packing Franchise. 

; r 


ev Tee 


JM] Johns-Manville PACKINGS 
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‘to Help You Sell PACKING! 





| 





As a Johns-Manville Packing Distributor, you get continuing 


/ 
promotional support that means sales! 
isi rS..- 
Consistent magazine advertising to your custome — 
nation-wide radio program with frequent esse _ 
acking .. . display helps and direct mail pieces - y 
on er ‘ = 
-— use. And—the co-operation of J-M Packing Rep 
5 sort 
sentatives in opening new markets for you: e 
i j ind 0 
A Johns-Manville policy for years ..- the right k of 


backing to help you sell Packing will be ee —e, | 
in the days of more intensified competition ahead: 





a 
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J-M SERVICE SHEET is the most widely used sheet packing 
for high-pressure and high-temperature service against 
superheated steam, air, gas, water, hot oil, ammonia, 
chemicals and many other industrial fluids and gases. 
Uniform in composition, density, strength, thickness and 
resiliency . . . it’s the No. 1 choice for gasket service. 


J-M SEA RINGS are custom-made for reciprocating rods 
and plungers. Constructed with a flexible lip that seals on 
the power stroke, releases on the return stroke, they are 
entirely automatic .. . provide a tight, leak-proof seal with 
a minimum of friction against steam, hot or cold water, 
air, brine, vegetable and mineral oils, gasoline, kerosene 
and many other fluids and chemicals. 


ROD, VALVE STEM AND PLUNGER PACKINGS for every 
service: J-M Centripac, for centrifugal pumps and other 
rotating or oscillating rods; J-M Mogul, a general utility 
packing for use on valve stems, reciprocating rods with 
small packing spaces and centrifugal pumps where a soft, 
pliable packing without rubber is required: J-M Inter- 
locked, a unique braided packing that cannot ravel or come 
apart in use, for either reciprocating or rotating service. 


JOHNS-MANVILLE, BOX 290, NEW YORK 16, N.Y. 





and GASKETS 
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Bassick 


176 


IN CASTER- SELLING 








METAL 


More and more concerns are insisting on the use of soft rubber for their 
caster and wheel treads . . . to provide increased floor protection and 
quieter operation. From the point of view of economy, that is a smart 
move, for, generally speaking, the savings resulting from less wear on 
floor surfaces far outweigh the additional cost of rubber over metal. 


BUT...SOFT-RUBBER TREADS CUT LOAD 
CAPACITIES ALMOST IN HALF! 
Your customers cannot expect to replace metal wheels with soft-rubber 


wheels of the same size and carry the same loads with the same ease of 
rolling. 












For equal loads, 
Soft-rubber wheels 

Must be larger 

Than metal wheels. 











Exact load capacities of casters depend upon many variables of actual 
operating conditions — types of floors and trucks, speeds, etc. But your 
best guidance for advising customers in this matter is the load ratings shown 
in Bassick Catalog No. 122. THE BASSICK COMPANY, Bridgeport 2, 
Conn., Division of Stewart-Warner Corporation. Canadian Division: 
Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ont. 


‘ Making more kinds 


of Casters::: 
g Casters 


Makin 
do more 
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Charles E. Wilson, vice-president 
of Worthington Pump & Machin- 
ery Corp., Harrison, N. J., has 
been named president of Worth- 
ington-Gamon Meter Co., Newark 
subsidiary engaged in the manu- 
facture of liquid meters. 





Thornton Retires 
From Bluefield Supply 


W. L. Thornton, first vice-president and 
manager of the mine and mill supply de- 
partment, Bluefield Supply Co., Bluefield, 
W. Va., has retired from active participa- 
tion in the firm he helped found 25 years 
ago. He will continue as a director. 

Mr. Thornton has been succeeded as 
first vice-president by S. G. Rogers, who 
is also general and sales manager. The 
mine and mill supply department will 
henceforth be headed by M. W. Keller- 


man. 


Bogue Heads Abrasives 
For General Tool 


George R. Bogue has been named man- 
ager of the newly established abrasive 
department, the General Tool Co., Port- 
land, Ore. He is thoroughly experienced 
in the selection of grinding wheels, ac- 
cording to officials of the distributing 
firm. N. R. Ekholm, abrasive engineer 
for the Norton Co., Worcester. is working 
with Mr. Bogue. 


Adamson In Far West 
For Wales-Strippit 


Harold L. Adamson has been made fac- 
tory representative’ in the San Francisco 
area for the Wales-Strippit Corp., North 
Tonawanda, N. Y., specialists in punch- 
ing and notching equipment. The com- 
pany feels that Mr. Adamson’s back- 
ground in sheet metal fabrication, plus 
his knowledge of the firm’s products, will 
prove of great assistance to users. 














A RESTATEMENT OF THE 


INDUSTRIAL DISTRIBUTION POLICY 





With the sudden change-over to peacetime economy, new problems 
arose in a number of companies calling for readjustments in selling methods and 
policies. This has not been true of Disston, whose Industrial Distribution Policy 
remains unchanged. It stands on the same sound basis as heretofore, assuring dis- 
tributors of full cooperation and substantial sales support. 


This policy is to sell Disston Industrial Products through Selected Industrial Dis- 


tributors in such a manner as to: 


Supply Disston products at prices which, subject to controls, will provide distributors 
with adequate profits when sold in competition with other quality products... and to furnish 
merchandising counsel and strong advertising support. 


2 


Avoid competition with the distributor by instructing buyers—through Disston Salesmen, 
through correspondence, advertising and sales promotion work—to deal with him direct. 


Assist the distributor in giving maximum customer satisfaction, by recommending items 
and quantities to be carried in stock, that a profitable turnover be assured and the needs of the 
customer adequately met. 


Furnish the distributor with sales assistance in the form of direct territorial representation, 
sales promotion, product and metallurgical engineering service. 


Help the distributor to dispose of surplus or slow-moving inventories. 


Cooperate with the distributor by supplying his salesmen with information regarding the 
special features of Disston products, their proper applications, and other helpful selling facts. 


Supply the distributor with catalogs, and keep him promptly advised regarding new items 
and model or price changes. 


+ > H FH 


While the Disston Industrial Distribution Policy remains unchanged, it is always 
; g y 
progressive ... always gauged to assure the distributor’s greatest success. 


HENRY DISSTON & SONS, INC., 523 Tacony, Philadelphia 35, Pa., U.S.A. 
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Wiese 


Both standard types of belt lac- 
ing, each in all sizes, assure the 
best possible belt lacing for 
every flat power transmission 
and conveyor belt applications 

Ni felileleiaelP4cMolaMSictcliclalsMelile 
Wiregrip for extra strength 
maximum flexibility, safe 
arelnie)elale Mc lilemmclet ame] svoli(deliteln 


and long life 


TEELGRI 


Flexible Belt Lacing 


fica) 


Round Belt Couplings 


2 types for round beits 
FLEXGRIP Round Belt 
Couplings and SUREGRIP 
Round Belt Houks 

Balt Curters, Lacers, Lex 
ing Machines, and STEEL 
GRiP and CHAINGRIP 
Wheel Pullers 

re Write for Catalog 


ARMSTRONG-BRAY &CO. 


"The Belt Lacing People 
CHICAGO 30 U.S A, 
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Photograph courtesy Biack & Decker Mfg. Co. 


HERE gece cee 


ARMOURCLAD FIBRE COMBINATION DISC! 


Armour Abrasives Help Your Cugfomers Do Their Jobs Better 


ta 


#* 
For better, faster finishing . . . your customers need 
the fastest tools and the best abrasives possible. 


In any operation... in cutting welds...in removing 
burrs . . . in leveling metal surfaces . . . there are 
specialized ARMOUR ABRASIVES designed to do a 
better job at less cost. The faster, sharper, cooler-cutting 
Armourclad Fibre Combination Disc is only one of 


Armour's complete line of better metal-working abrasives. 


Many of your customers call on Armour’s experi- 
enced technicians to help them choose the abrasives 
and methods which do their jobs best. 


ARMOUR 





DIVISION OF ARMOUR AND COMPANY 


_ . 





H. E. Thompson, manager of the 
cotton gin department, Pacific 
Mill & Mine Supply Co., Fresno, 
Calif., is pictured here with one 
of the newly established depart- 
ment’s sales engineers, Thomas 
F. Armour. 


Pacific Mill Handling 
Complete Cotton Gins 


Formerly handling only cotton gin ma- 
chinery parts, the Pacific Mill & Mine 
Supply Co., Fresno, Calif., has now gone 
in for complete gin installations, having 
taken on the machinery manufactured by 
the Murray Machinery Co., Dallas. Du- 
ane Folsom, president and manager of the 
distributing firm, has secured the services 
of H. E. Thompson, formerly in the Mur- 
ray home office, as manager of the gin 


‘department. Engineers and erectors, who 


can double as salesmen, are found in the 
persons of Forest Smith and Thomas Ar- 
mour, both of long experience in the cot- 
ton ginning field. 

The installations are usually sold to 
individual owners, co-operatives, or oil 
mill operators who wish to gin the cotton, 
besides manufacturing oil and by-prod- 
ucts from cotton seed. 


~ 


Chicago-Latrobe 
Fights Thievery 


In order to stamp out a practice which 
has occurred at various times during the 
past several years in the tool industry, the 
Chicago-Latrobe Twist Drill Works, Chi- 
cago, has inserted a notice in the Phila- 
delphia newspapers offering a $1,000 re- 
ward for information leading to the arrest 
and conviction of the person or persons 
involved in the recent robbery of its Phil- 
adelphia warehouse. The company re- 
ports that a substantial quantity of cut- 
ting tools have been stolen from the 
warehouse in the Public Ledger Building, 
and has offered to split the reward if 
more than one person furnishes informa- 

















5 {ARMOURCLAD) 





1355 West 31st Street + Chicago 9, Illinois tion. 
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Hene’s the umpteenth test or inspection 
Nicholson and Black Diamond files go 
through before they’re permitted to face the 
world under the Nicholson guarantee of 
Twelve perfect files in every dozen. 


It’s the “ringing” test for soundness. The 
inspector taps the file on a metal block or 
anvil. If its ring is a clear “plink,” the verdict 
is “okeh.” If a dull “‘plunk,” most likely 
there’s an invisible “water crack” somewhere 
... and the file is immediately rejected. 

wOls 


Y ss 0 
20.5.A.% 


Every Nicholson and Black Diamond file is 
given the “ringing” test—as well as many 
other tests and inspections. No important step 
in its manufacture is left unguarded. As a 
result, these famous files come to you with 
unsurpassed uniformity—in shape, dimen- 
sions, cut, hardness and soundness. 


¢ With Nicholson or Black Diamond brands comprising 
its file line, the mill-supply house will find its customer 
relationship moving in only one direction—toward increas- 
ing friendliness and unwavering patronage. 


NICHOLSON FILE CO. * 42 ACORN STREET, PROVIDENCE 1, R. I. QS a, 


(In Canada, Port Hope, Ont.) 


a, 
Seg eP 
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14" BAND SAW 


HLTING ARBOR SAW 





WHY W-T . 
MACHINE TOOLS” 


a 


@ HIGH PRODUCTION CAPACITY — 
LOW COST. Walker-Turner Machine 
Tools do many jobs formerly pos- 
sible only on heavier, more costly 
machines. A 4-spindle 20” Drill 
Press costs about the some as a 
single heavy unit yet has several 
times the production capacity. 

@ WIDE RANGES OF OPERATING 
SPEEDS provide correct speed for 
machining any material—at top 
efficiency. 

@ FLEXIBILITY permits installation of 
special tooling set-ups speedily a 
low cost. 

@ DEPENDABILITY demonstrated during 
past 3 years when they were oper- 
ated on 24-hour schedules for - 
maximum production, with mini- 
mum ‘servicing. 


company, inc. 


4 








1. SOUND, CONSISTENT 
ADVERTISING 


Walker-Turner Machine Tools are advertised consistently 
in a carefully selected group of industrial publications. 
The message of W-T cost-cutting performance reaches 
many thousands of prospects month after month—doing 
the cold canvass part in making profitable sales. 


2%. SOUND, CONSISTENT 
DISTRIBUTOR’S POLICY 


The Walker-Turner policy toward our Distributors has 
been adhered to without variation for years. Even during 
the recent war this company refused to submit to extreme 
pressure to sell direct. For 8 years W-T products have 
been sold only to authorized Distributors and uniform 
profits have been assured through a strictly enforced 
price policy. 


WALKER-TURNER COMPANY, INC., Plainfield, New Jersey 





HAS PLEASED 
Nan SO} WO) ed 10) 1 
105 YEARS 


SPANG-CHALFANT 


Division of The National Supply. Co. * Executive Offices: Pittsburgh, Pa. 


s Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; New York; Philadelphia 


Pittsburgh @' Lovis, San Francisco; Tulsa; Washington 
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. & can sell Griffin Hack Saw Blades to your metal- 
cutting trade with complete confidence. For you'll be 
selling quality plus performance—which add up to cus- 
tomer satisfaction. 


GRIFFIN Best Buy BLADES 


GRIFFIN TUNGSTEN 
HIGH SPEED STEEL 
For cutting hardest, toughest al- 
loys. Power machine and hand 
frame sizes. 


The quality is the product of Griffin’s 65 years of prog- 
ress in hack saw blade manufacturing. The performance is 
the product of that quality. 


With Griffin you'll be selling blades that are advertised, 


known, accepted ..... A line that meets all competition, 
with blades for every type of metal-cutting ..... A staple GRIFFIN MOLYBDENUM 
item that repeats... .. Backed by a factory keyed to HIGH SPEED STEEL 


deliver service. 


DISTRIBUTORS: Write for full information on the 
Griffin line and available Griffin territory. 


For most economical production 
metal-cutting. Power machine and 
hand frame sizes. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC. 
105 Duane St., New York 8, N. Y. 











GRIFFIN SOFT CENTER 
Hand saw blades as flexible as 
soft-back, tough as all-hard. 





GRIFFIN NON-STRIP 


te Rs Hand saw blades whose teeth do 
} - -E * not break out, even when sawing 


thinnest sheet or tubing. 
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ELECTRIC HAMMERS 


i wean 


SCREW DRIVERS 


2 Us scrucun : 
VALVE SEAT GRINDERS: | vatve‘resuReaces SCREW DRIVERS, NUT RUNNERS 
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YOU SELL A COMPLETE LINE for all 
industry : for production, assembling, finish- 
ing, maintenance, shipping, construction. 


YOU SELL VERSATILE TOOLS that 
do many different jobs. (The Sander, for 
instance, does four types of work.) 


YOU SELL HUNDREDS OF ACCES- 
SORIES that keep these tools working... 
and give you steady repeat business. 





atte’, 
YOU SELL WITH ADVERTISING 
BACKING in the Saturday Evening Post 
and key trade papers, It keeps your cus- 
tomers informed of the merits of Van Dorn 
Tools . . . constantly points to you as the 
selling source. 


“OLD ONLY THROUGH DISTRIB- 

‘ UTORS” has long been the Van Dorn 

> : policy. We continually tell customers to 
“See Your Van Dorn Distributor,” keeping 


BENCH GRINDERS PORTABLE GRINDERS SHEET METAL SHEARS Vinaeeueee, them ‘“Distributor-conscious” for your 
other lines, too! 
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SMOOTH ACTION 


CANTOL BELT WAX means smooth acting belts, more 
power, longer belt life. Smooth running belting increases 
production and profits. 


CANTOL helps to hold production schedules UP, while 
maintenance costs are held down. Here is a treatment for 
all types of belting that seals out injurious foreign matter, 
that contains no harmful ingredients, that gives belts 
friction to pull the load and keeps them strong and flexible. 


Cantol Belt Wax is a product of 
CANTOL WAX COMPANY, Bloomington, Indiana 


Sold in every state—through distributors and dealers. 









FROM OLD MEXICO comes 
Candelilla Wax. Properly com- 
bined and rightly blended with 
other ingredients, it becomes 
CANTOL, the different and bet- 
ter belt dressing. 





Shown here looking up prices on 
an order, L. T. Steele, general 
manager, Akeley-Steele Co., Au- 
rora, Ill., plans improved mer- 
chandise layout with emphasis 
on attractive displays. 





Start Aviation Supply 
Firm In Dallas 


Aviation Activities, Inc., Dallas, has 
been founded to act solely as an aircraft 
parts distributing firm. Heading the new 
company, whose operations are planned 
for such a large scale that it hopes to 
make Dallas a world center for the dis- 
tribution of aircraft engine parts, is Col. 
Robert J. Smith, formerly vice-president 
in charge of operations, Braniff Airways. 
Henry McGee, formerly purchasing agent 
for Braniff, is vice-president and secre- 
tary of the new firm. Aviation Activities 
has leased 150,000 sq. ft. in the North 
American Aviation plant at Grand 
Prairie, Tex. 
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Cc. H. Carr has been made mana- 
ger of the New York branch, 
Graton & Knight Co., Worcester. 
He has been with the leather 
manufacturing concern since 1927. 
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~ consistently used with gratifying results. 


% 


This wide acceptance of AMPCO tools in the’ 





AMPCO TWIST DRILL COMPA 





FACTORY AND MAIN OFFICE 


3 acksou, Meéchegare 


Ys pEETROTTI PHILADELPHIA 
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Your reputation is at stake selling a prod- 
uct like a micrometer. So you prefer to 
handle a line commonly acknowledged 
to be yt rank. 

How do you feel about bolts and nuts 
in this respect? Your reputation is just 
as much at stake — perhaps even more 
80. Because if you compare bolts and nuts 
with other products you carry — in fre- 





quency of sale and annual dollar volume 
— you'll probably find they constitute 
a major item in your business. As such, 
they present more opportunity than 
many so-called “specialties” either to 

lease the customer or cause dissat- 
isfaction. 

That’s why so many distributors put real 
selling emphasis on bolts and nuts— hand- 


— fotincs neem amepeagteen ee | 


0 ialiad 








in Portland, Me., and Portland, Ore. 
- +. the identical quality 


Select at random any RB&W EMPIRE Bolt from a distribu- 


tor’s stock. You can depend on that bolt being identical with 
one of similar specifications obtained from any 
stock. Clean-cut head; accurate, well-finished barrel; perfect 
threads — e one the result of hundreds of thousands of 
research and development work. 


dollars invested 


B&W dealer’s 


customers. 











Russell, Burdsall & Ward Bolt and Nut Company. Foctories af Port Chester, New York, Coraopolis, Pa., Rock Falls, lil. 





ling a quality line, RB&W EMPIRE, 
and merchandising that line, not as 
a commodity, but as a source of extra 
values in a vital manufacturing operation. 
Such distributors are getting the re-- 
t business, and are strengthening that 
intangible, but very real, bond between 
customer and supplier that always re- 
sults from satisfactory performance. 





A Name Associated with Extra Values 


Ry ood of this advertising is to make the name RB&W 
EMPIRE mean ezira value to your prospects and 
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RUBE Yd 


COMPLETE QUALITY LINE 


























O 


Look at the new products being ad- 
vertised everywhere —they’re in 
streamlined modern design; not a 
dangerous or unsightly protruding 
bolt head! From huge machine tools 
to kitchen gadgets they have to have 
safe flush-with-surface fastenings. 


That means a huge profitable mar- 
ket for Western Socket Cap and Set 
Screws ready-made for you, prac- 
tically every maker of metal products 
in your territory a buyer. 


Western Socket Screws make 
money for you and save it for your 
customers. Heat-treated 
alloy strength permits fewer screws 
to be used, cutting assembly time and 
expense. Write for Western’s Socket 
Screw catalog now— get your share 
of this growing business. 





Western Automatic 


Machine Screw Company 
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Hacksaw blades which snap in two under 
the strain imposed by inexperienced 
users may soon be a thing of the past. 
Expected to be available this year are 
blades with high-speed tool-steel teeth 
on a backing of low-alloy steel having 
high shock resistance. 


A battleship of the Iowa class uses 
1,800 feet of electrical cable. As much 
as 400,000,000 feet of finely woven gal- 
vanized steel wire is used to protect these 
cables. 


Beginning with the raw materials and 
continuing every step of the way in its 
production, a single engine for military 
aircraft received an accumulated total 
of 50,000 individual inspections. 


There are 3,400 steel balls of various 
sizes in the bearings of a heavy bomber. 


Demand for germicidal lamps in _ hos- 
pitals has increased 100 percent each 
year for the past four years. While not 
generally approved by public health 
authorities for school rooms, the potential 
application in schools is equivalent to 
relighting them entirely. 


Color styling in consumer goods is to 
receive much attention. Investigation 
shows that properly selected colors can 
relieve eye strain, improve visibility, pro- 
duce desirable optical illusions in dimen- 
sion, move objects toward or away from 
the observer, hide unattractive features, 
change apparent weight or size of an 
object, or change the apparent tempera- 
ture of a room. 


The faster meat freezes the more tender 
it becomes. Beef frozen 18 deg. F. is 9 
percent more tender than unfrozen, but 
that frozen at —114 deg. F. is 28 percent 
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A TOUL YOU GAN TRUST | 






contained, adjustable 
threader for 1" to 2" pipe. 
Sizes changed instantly 














with one set high speed 
steel dies. Accurate, de- 
pendable, 











BETTER THREADS....LOWER COSTS! 


Wherever TOLEDO Pipe Tools are on the job—there’s satis- 
faction! 

For nearly half a century, experienced hands have relied on 
these easy-threading tools. They’re engineered for accuracy .. 
dependability ...and time-saving operation. This assures bet- 
ter threads... lower costs... with TOLEDO efficiency! 

Today’s urgent demands for new homes and new commer- 
cial and industrial building calls for the best in pipe tools. 
Specify TOLEDO—a tool you can trust! The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. New York Office, No. 2 
Rector Street Building. 


RELY ON THE LEADER... 








PIPE TOOLS 
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A Reminder is All it Takes 
to Sell 


KESTER Cored SOLDERS 


Let your customers know you handle Kester Cored Solders and 
you'll get a steady, profitable volume in that standard industrial 
line. 


Your trade is blanketed by Kester advertising, appearing 
monthly in all leading industrial magazines. That means a pre- 
sold market for you, if you'll accept it. 


Kester Cored Solders are industry's standard because they are 
correctly compounded to give perféct results, backed by 47 
years of laboratory research and practical field experience. 


Your line should include Kester Acid-Core Solder for general 
work and Kester Rosin-Core Solder, the special material for 
electrical soldering which does not cause corrosion, hence 
eliminates terminal resistance. Both come in |-lb., 5-lb., and 20- 
lb. spools. 


KESTER SOLDER COMPANY 


4214 Wrightwood Avenue Chicago 39, Ill. 
Eastern Plant; Newark, N. J. Canadien Plant: Brantford, Ont. 


KESTER 





— A 


PN OUAZTER Y 


SIAN ODARD #F2R 
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more tender. In fast freezing, ice crystals 
form inside the meat fibres and break 
them up. In slow freezing, crystals form 
between the fibres. 


After extensive tests, one tool manufac- 
turer recommends chromium plating of 
cutting tools to increase life. Tool life 
was increased 3 to 30 years, best results 
being obtained with taps, thread chasets 
and broach guides. Various gages lasted 
5 to 7 times longer, tool bits 3 to 6, a 
saw 4 times, a core drill 5 times as long. 


Steel plates attached to heavy duty con- 
veyor chains make possible 79 percent 
space utilization, as against 39 percent, 
in a system devised by British engineers 
for parking automobiles. As cars are 
driven on, the plates move them to posi- 
tion until a bay is full, then move on to 
fill the next bay. Cars are also returned 
to the drive-off exit when ready to leave. 





Six men can install this 80-ft. 
scissors bridge in 3 minutes, and 
it will carry up to 35 tons. Made 
of aluminum, the structure weighs 
13 tons and Is carried on a trailer. 


A DDT-treated cedar-closet wallpaper 
is guaranteed for a year to kill moths, 
ants, flies, mosquitoes, and many other 
insects which touch it. There is no hazard 
to people or pets. 


A U-shaped bactericidal ultra-violet lamp 
can be inserted in washed milk cans to 
reduce the bacteria count 96 percent in 
1 minute. It takes less energy than a 
25-watt bulb. 


More than $150 million has been appro- 
priated by, or made available to towns 
for rapid growth in local airport plan- 
ning. 

An auto radiator formed of two mating 
pressed “waffles” of sheet steel welded 
together stood up so well in tank service 
that it is to be applied in a new auto- 
mobile to replace the conventional brass 
assembly. 


One optical manufacturer is grinding 
lenses so small a fly can carry one off 
stuck to his foot. 


Rated superior to both quinine and 
atabrine in that it relieves malaria more 




















e-payment plan 
witt step up your MACHINERY 
ont EQUIPMENT SALES 


send for free booklet now 


Here is a plan that will help you make the large sales of machinery and equip- 
ment. . . to customers and prospects who lack enough cash to buy all that they 
need and want. 


Commercial Credit’s new Machinery and Equipment Purchase Plan enables 
you to perform a real service for such customers . . . by giving them the advantage 
of nominal down payments and low interest rates, with deferred payments spread 
to let equipment pay for itself out of earnings. 


3 BIG ADVANTAGES FOR YOU 


1. Our Plan helps you get business immediately which 
otherwise might be lost. 





2. You get your full selling price in cash at once. 


3. The Plan involves no cost, credit risk or contingent 
liability on your part. 


A booklet which you can use to show buyers the advantages of this plan has 
just been published. Let us send you a copy . . . with full information about how 
this plan will work for you. Write to the nearest Commercial Credit Company 
office listed below and ask for Booklet No. HI-1. No obligation. 


COMMERCIAL FINANCING DIVISIONS: 
Baltimore, New York, Chicago, Los Angeles, San Francisco, Portland, Ore, 


ee 


| COMMERCIAL CREDIT 
COMPANY 


yore than ) 99,000,000 
pel 


pital and Sur, lus 
Capital ané P c 2, M0 


BALTIMOR 





FINANCING OFFICES IN OVER 100 PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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THIS ADVERTISEMENT IS TELLING FACTS TO HELP YOU 
SELL SCHIEREN LEATHER BELTS. IT APPEARS IN LEAD- 
ING PUBLICATIONS THAT YOUR CUSTOMERS READ. 














QZ. Cotton travels a long way from the boll to the finished shirt. Yet shut- 

om downs were slowing production in a Carolina mill, just when the country 

d needed it most. The Fan Belt Drive on the Cotton Combs are natural 

trouble-makers. The short centers—little take-up—the oil, dirt and heat 

are conditions which stretch, torture and kill a belt’s performance. And when adjust- 
ments are necessary—production stops. 


Schieren was called in, studied the problem and produced a grip to cure the gripe. 
A 1%” DUXBAK Single Ply Belt was installed—and outperformed any belt tried 
before. It is giving top-performance, and will do so for many years to come. The 
DUXBAK super-grip covers more pulley surface . . . permits normal operating slack— 
adding to belt life and lowering maintenance costs. There’s no stretch to cause shut- 
downs and machines operate at top speed 16 hours a day, 5 to 6 days a week! 


Cotton Combs need not be YOUR power transmission problem, but no matter what 
your requirements are—the custom-built performance that is standard with SCHIEREN 
LEATHER BELTS will deliver maximum speed—extra RPMs. They thrive on trouble— 
cost no more than other belts—and soon pay for themselves by minimizing maintenance 
and costly shutdowns. 


The 76 years of experience behind CHAS. A. SCHIEREN & CO.’s manufacturing 
of super-quality belts is at your service. You will find it 
to your advantage to let us quote on your belting, strap- 
ping or packaging requirements. Just drop us a line. 

. 









Let us send yeu free book on SHORT CENTER DRIVES 
date which show how pivet beses give 

1. Avtemetic Bett Tension 

2. Beest Overieed Capacity of Drives. 

3. Eliminete any possibility of slip. 

4. Increase machine ovtput. 


CHAS. A. SCHIEREN COMPANY 
LEATHER BELTINGS @ SPECIALTIES 
HYDRAULIC PACKINGS 

















We nations! distribyton 
pore semen = 33 FERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W., Toronto, Ont. 
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rapidly while producing fewer ill effects, 
the new synthetic drug SN7618 need be 
administered only once a week and will 
relieve acute attacks in one or two days. 
It does not discolor the skin or produce 
irritation. 

A 25-ft. electrical extension cord which 
retracts into a circular plastic case when 
given slack has been developed. 


The ten major blind spots in man’s 
scientific knowledge, according to the 
director of Science Service, are: longer 
life, virus conquest, healthier personal- 
ities, exploration of the elements, ex- 
ploration of the universe, secret of photo- 
synthesis, secret of protoplasm, advanced 
automatism, world brain, psychological 
warfare. Technologic advance will con- 
centrate on these in the future. 





Precast U-shaped concrete con- 
duit has a removable open-grate 


top section. Used in grading, it 
eliminated much expensive drain- 
age rock work and prevents sink- 
holes. Both sections are steel 
reinforced, can be easily opened, 
and offer no obstacles to traffic 
when used under roadways or 
airports. 


A continuous metal reflector built into 
the wall and extending across the head- 
board of twin beds should eliminate dis- 
sension between husband and wife when 
one wants to sleep and the other wants 
to read. Wall switches provide fluorescent 
lamp control over each bed separately. 


The new Electronic Numerical Integrator 
and Computer is 500 times as fast as any 
other calculating device, performing a 
single addition in 1/5000 sec. In two 
hours it solved a problem that would 
have taken trained computers 100 man- 
years. 


Plastic impregnation of an acid resistant 
wood, called “Asidbar’, increases its 
weight over 50 percent. Deep penetra- 
tion is claimed, with the plastic remain- 
ing solid up to 130 deg. F. Insects, mois- 
ture and decay are also repelled. 


Vitamin K added to aspirin overcomes 
the sedative’s tendency to reduce blood 
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: FROM SOUP TO NUTS 


We give the Distributors everything from soup to nuts in 
files, a complete line of files in 3 brands. One in Swiss 
Pattern, “ALLIGATOR” Brand for fine precision filing, 
and in Rotary Files “ALLIGATOR” Brand in three cuts 
a course, medium and fine in both Hand Cut and Ground 
Solid. Two in American Patterns, “CARSON” the highest 
grade and “NEWTON” regular commercial grade, 
in all sizes, shapes and cuts for any filing job indus- 
try may have. Backed by years of experience in file 
making. Hundreds of file users demand CARSON 
NEWTON SERVICE. 


































We are proud of our reputation of going “All the 
Way” for filing jobs and giving service that satis- 
fies, giving Distributors satisfied customers and in- 
creased savings in handling charges and overhead 
expenses. 


This is not Indigestion, it's Results. 


° \t 





Ca TRADE MARK ¢S 
ARSON-NEWTON F 
CARSON-NEWTON co. BELLEVILLE, N. J. YOU CAN’T BUY OR SELL A BETTER FILE 
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Capacities from %th to 1 
ton. Available for plug- 
in on 110,220 or 440 volt 
circuits. One-hand con- 


trol. Prices from $130. 











Materials handling is said to represent the largest 
single labor cost in industry—the largest single 


use of manpower. CM Comet Electric Hoists can 
make this same man (and woman) power more 
productive, more efficient and with less fatigue. 
From “receiving”, through the production line, 
to “shipping”, CM Comets are doing an outstand- 
ing job in making both ends meet. Write today 
for CM Bulletin 138 for entire illustrated details. 


CHISHOLMEMOORE 


HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corporation) 
GENERAL OFFICES AND FACTORIES: 130 Fremont Ave., TONAWANDA, N. Y. 
SALES OFFICES: New York, Chicago and Cleveland 
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clotting when taken in massive doses, 
as in the treatment of rheumatic fever, 
arthritis, etc. 

In the upholstery department of an auto 
body manufacturer, so much static elec- 
tricity was generated on the fabric that 
it became a fire hazard. Humidifying 
the air not only solved this problem, but 
also reduced absences due to colds. 
By carefully controlling time, current 
and pressure, lead and lead alloys can be 
fabricated and joined to terne plate by 
spotwelding with 60-cycle ac. units. 





There are $708,000 in one dollar 
bills in this load being transported 
by a battery-powered lift truck 
from the examining room to the 
cutting room at the U. S. Bureau 
of Engraving in Washington. 
Speed, safety, cleanliness and 
noiselessness are requisites for 
truck operation. 


Weighing seven tons less than the stand- 
ard boxcar by virtue of aluminum con- 
struction and Fiberglas insulation, a con- 
vertible refrigerator and boxcar is being 
built by a majar railroad. Floor racks 
are also aluminum. 


A new fluorescent light fixture has built- 
in male and female plugs on the ends 
so that several units may be joined to 
give a light strip of any length. 

In 1915, the average annual consumption 
of kwhr. of electricity in U. S. homes was 
260; in 1930 it was 547. In 1945, it was 
1,200, or more than four and one half 
times what it was 30 years ago. 

With special electronic tracers, a panto- 
graph-type oxyacetylene cutting machine 
follows the outline of a simple full-scale 
drawing or silhouette with a pencil of 
light and causes one, two or three torches 
to cut steel. 

Six principal alloys—bronze, special 
bronzes, brass, iron, iron-copper, and 
steel—are being used in powder metal- 
lurgy to produce such items as gaskets, 
shear pins, magnetic chuck blocks, cams, 
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: eer LWKENHEIMER VALVE BACK T 
y 
| . of steam, 
| i valve leaks! Even small losses ' 
cal ae can become very costly over o period 7] 
anne costly that every plant management shou 
carefully check all valves at regulor intervals. 0 
i installed, 
sty-built Lunkenheimer Valves ore ins yA 
ayrece leakage is reduced to minimum. And 0 
, pe if, after extended service, Lunkenheimer ports 
pian become worn, new ports can be quickly el 
para from your Lunkenheimer Distributor . . . prec! 
sical parts that require no special fitting on the 
$ 
qa he Lunkenheimer ideal, today as for more than oars 
: of a century past, is to produce valves t 
ve thes require fewer complete-valve replace- 
ments, cost less per yeor of service . . - 
THE LUNKENHEIMER CO., Cincinnati 14, com 
U.S.A. New York 13, Chicago 6, Boston . 
Philadelphia 7. Export Department: 319-32 
Hudson St., New York 13, N. Y. 
YOUR LUNKENHEIMER DISTRIBUTOR 
Has A Complete Stock hak 2 % curnannaset? 
on your nearest be enkeimer OM Pm 
tbr: ma dome oe onc He carries @ yang eee 
ices | 
/ «ca pacino Coit on him! Cin of eens oS 
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ISTANT ALLOY V £5, 125 TO 2500 LB. S. P 
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BROILER MOUNTINGS, &¥ 
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Lunkenheimer believes in the distributor method IN FOLLOWING PUBLICATIONS 
of merchandising. What's more, we back up 
POWR 
our belief by giving our Distributors throughout POWER PLANT ENGINEERING 
: the nation every possible cooperation — includ- SOUTHERN POWER & INDUSTRY 
5 
f ing the recognition built by consistent adver- (epee: nasi 
INDUSTRY & POWER © SUGAR 
tising. Lunkenheimer ads prominently feature CHEMICAL & METALLURGICAL ENGINEERING 
Lunkenheimer Distributors and the better valve PAPER INDUSTRY & PAPER WORLD 
service which our mutual company-distributor satiate 
| relationship makes possible. PETROLEUM REFINER 
al PETROLEUM ENGINEER 
, THE LUNKENHEIMER C2: ice 
: —~= “QUAI iT 99 
) v PETROLEUM WORLD 
Cincinnati 14, Ohio, U. S. A. FACTORY MANAGEMENT & MAINTENANCE 
New York 13, Chicago 6, Boston 10, Philadelphie 7. 
, Expert Department: 319-322 Hudson St., New York 13, N. Y. 
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Super-Sierling 


The Complete Line . . 


Flexible Hand Blades 


er Steel flexible and 


High-Speed Steel Power Blades 





~p a 


teel Power B| 


all hard Hand Blades 


NN 


Super 
Sterling > 


ESTABIL 


SMEE D 








PLUS 





The Faster Selling Line That 
Steps Up Distributor's Sales 


In addition to all standard specifica- 
tions, Super-Sterling spearheads your 
hacksaw and bandsaw sales with two 
blades that are different and carry 
special appeal to saw users—the 
Super-Sterling Broach Saw and the 
Super-Sterling Flexible (unbreakable) 
High Speed Steel Blade. 


Here's the line that is different and 
faster selling 


@ *Broach Saws, Molybdenum high-speed 
steel hand blades 


@ *Broach Saws, Tungsten high-speed hand 
blades 

@ Flexible Molybdenum high-speed  stee! 
hand blades 

@ Flexible Tungsten high-speed steel hand 
blades 

@ Power Blades, Molybdenum high-speed 
steel, standard teeth 

@ Power Biades, Tungsten high-speed steel, 
standard teeth 

@ *Broach Saw, high-speed steel—power 
blades 

@ *Broach Saw, Molybdenum high-speed— 

power blades 

@ Flexible standard steel tungsten alloy 
hand blades 

@ All-hard standard steel tungsten alloy 
hand blades 

@ Hacksaw Frames of rugged construction 
with advanced features 

@ Band Saws cut to length and welded, all 
sizes 

@ Band Saws furnished in coils of 100 feet 
or more 


*On the patented Broach Saw each tooth, from the 
starting to the finishing end of the blade, is pro- 
gressively larger in pitch and height, producing a 
generating cutting action. 


If you are not now a Super-Sterling 
distributor, write today for complete 
information. 


The Complete Line . . PLUS 


DIAMOND SAW WORKS, | 


NEW YOR 
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thrust washers and diamond mounts. 
Other familiar parts made of powder 
metal are bearings, self-lubricating rivets, 
fine-pitch gears, filters, clutch plates, and 
rotary mechanical seals. . 


Three colored pathways of light are pro- 
jected by a new 100-watt approach- 
angle indicator to aid airplane landings. 
The top beam (amber) warns the pilot he 
is too high, the bottom (red) means too 
low, and the center beam (green) says 
OK. A shutter blinks the beams 40 times 
per minute to distinguish them from other 
airport lights. 


An auto to make its debut on the West 
Coast will have a two-cyl., pancake, op- 
posed-piston engine in rear, giving 55-60 
miles per gal. Shape will be conventional 
and speed will match that of other small 
cars. Price is announced as under $500. 


Small, flexible, powered belt-conveyer 
units can be coupled togethef to extend 
conveyor systems to any length—on level, 
up, or down grades. System is controlled 
from the loading end by pushbutton, and 
speed of all units is synchronized. 


A new articulated fork truck, in which 
the lifting fork, front wheels, and battery 
compartment swing as a unit on a verti- 
cal hinge, easily spots loads at right an- 


gles to narrow factory aisles or in re- 


stricted warehouse areas. 





This repeating flash tube was 
used in taking countless recon- 
naissance photographs over enemy 
territory at night at altitudes up 
to two miles. It consists of a gas- 
filled 5-turn, quartz tube between 
the electrodes of which a powerful 
fiash-producing arc travels. Other 
uses are in lighthouses and airway 





beacons. 


























SHEET PACKING AND GASKETS 


A high grade engineering specialty which has been used by industry 
since 1900, DURABLA SHEET meets the need of every industrial user, 









large or small, whether they buy it in rolls, in standard size gaskets, 


or in especially cut gaskets. 


Build up your sales and service to your customers by supplyin-y 


all their sheet packing needs with DURABLA, the versatile, all pur- 





pose sheet. 


Address DURABLA Engineering Department 
for Information and Bulletin: Reference 6S5 


DURABLA MANUFACTURING COMPANY 
114 LIBERTY ST. NEW YORK 


BRANCHES IN PRINCIPAL CITIES. FOR CANADA REFER: CANADIAN DURABLA LIMITED, TORONT( 
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Constant, careful 
control through every 

step of manufacture assures 
dependable performance, safety and 
long life in Wickwire Spencer Wire Rope. 


HOW TO PROLONG ROPE LIFE 
AND LESSEN ROPE COSTS... 


Thousands of wire rope users—old hands and new—have 
found “Know Your Ropes” of inestimable value in length- 
ening life of wire rope. Contains 78 “right and wrong”’ 
illustrations, 41 wire rope life savers, 20 diagrams, tables, 
graphs and charts. 


SEND FOR YOUR FREE COPY 





Send your wire rope questions to 


WICKWIRE SPENCER 
STEEL 


A DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
EXECUTIVE OFFICES—500 FIFTH AVENUE, NEW YORK 18, N. Y. 
Abilene (Tex.) - Besten - |Buffcle - Chattanooga - Chicago - Denver - Détroit 
Heusten - Les Angeles - Philadelphia - San Francisco - Tulsa - Worcester 
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25 Years Ago 
The Williamson Supply Co., William- 


r son, W. Va., has been incorporated 


with a capitalization of $300,000. The 
new concern is a branch of the Banks 
Supply Co., Huntington, W. Va., and 
is headed by two Banks men, T. F. 
Bailey and T. A. Palmer. George W. 
Bishop, formerly assistant manager, Su- 
perior Supply Co., Bluefield, W. Va., 
is general manager and treasurer. 

Ernest McCarthy and Harry P. Leu 
have organized the supply firm of McCar- 
thy & Leu, Jacksonville, Fla. Mr. McCar- 
thy, who will be in active charge of the 
store, has been associated with Jackson- 
ville supply firms for some years, among 
them the branch of the Savannah Supply 
Co., Savannah, Ga., and the H. W. Hebb 
Supply Co. Mr. Leu is presently man- 
ager of the Cain-O’Berry Boiler Co., 
Orlando, Fila. 

The Wirthlin-Mann Co., Cincinnati, is 
moving to its recently purchased building 
on the north-east corner of Plum and 
Commerce Streets. The building provides 
30,000 sq. ft. of floor space, distributed 
over six floors, and includes a machine 
shop. 

Harry B. Perrigo, associated with C. S. 
Mersick & Co., New Haven, for 30 years, 
has left that firm to enter the plumbing 
and heating supply business under his 
own name. 

C. F. Zimmerman, vice-president and 
general manager, Western Iron Stores 
Co., Milwaukee, points out that distribu- 
tors can make a good thing of the seasonal 
industries in their territories. Western 
Iron, for instance, lays emphasis on sales 
to canning factories and public garages 
in the springtime. _ 


10 Years Ago 


C. F. Woessner, who has beef with the 
M. D. Larkin Co., Dayton, for the past 
24 years, has opened an industrial supply 











recommend Chicago Rawhide 


GEARS and PINIONS 


Ulany tines nieve resilient thar melae 


PRECISION CUT TEETH 


TOo 
; TH “TRENGy, 


ELIMINATE DESTRUCTIVE VIBRATION 
CUT NOISE « SAVE MACHINES UNDER SEVERE SHOCK LOADS © 


Tough, resilient Chicago Rawhide gears and pinions are 

industrial lifesavers. They eliminate the metal-to-metal contacts which 

cause breakdowns, transmit power with an extremely high re 

degree of gear efficiency, save maintenance costs FEATURE yA PRODUCTS 
by taking the wear from larger gears and 

eliminate fire hazards due to sparking. 


A complete catalog is available. 


CHICAGO Rawhide MFG. CO. 


1205 ELSTON AVE. « CHICAGO 22, ILLINOIS 
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Good workmen are “cranks” about the tools they 
use! Partly it’s a matter of pride—partly the satis- 
faction of working with the best—but mainly the 
recognition that good tools mean a better job— 
done more quickly. 


Klein Pliers are made for these men who know 
and appreciate fine tools. They have the proper 
balance—the proper spring in the handles to pre- 


vent tired hands. The sharp knives stay keen even 
The Klein Pock- 
et Tool Guide 
showing the 
Klein line and 
containing use- 
ful tables and 
information will 
be sent without 
charge. 


after years of service, and the fitted hinge keeps 
jaws perfectly aligned, assuring a positive grip. 


You will want a stock of Klein Pliers for your 
most discriminating customers as soon as they can 
be furnished. Production is being increased, but the 
demand still exceeds supply. Your order will be 


nciv T \S 
¥\t\N (00 filled as rapidly as possible. 


Foreign Distributor: International Standard 
Electric Corp., New York 


commit LE IN 


Since 1857 












& Sons 
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firm known as the Dayton Supply & Tool 
Co. at 413 East Third Street. With him 
in this venture are Messrs. Hart and 
Sheets, former Larkin salesmen. 

George C. Ruby, sales manager, George 
F. Motter’s Sons Supply Co., York, Pa., 
has been appointed vice-president in 
charge of sales, and S. S. Brenner made 
assistant sales manager. A. M. Lewis is 
now purchasing agent for the supply firm. 

Frank D. Hoag, treasurer of Hibbard, 
Spencer, Bartlett & Co., Chicago, died on 
Apr. 6, following a half year’s illness. He 
had been with the firm for 55 years. 

The Neal & Brinker Co., New York 
distributing firm, has moved to 17 Mur- 
ray Street. This is the third move the com- 
pany has made since it was founded in 
1892. The new quarters are larger and 
more modern, enabling Neal & Brinker to 
render more efficient service. 

The Hansen & Yorke Co., New York 
supply firm, and representatives of Yale 
& Towne gathered for a sales meeting this 
month. W. E. Clapp, representing the 
manufacturer, presided at the meeting. 





This is the way the men of Han- 
sen & Yorke Co., New York, and 


Yale & Towne Mfg. Co. looked 
during a sales meeting ten years 
ago. Arthur Yorke is seated at 
left, J. C. Hansen at far right, and 
Earl Clapp, second from left. 





Ree 


Robert Green Heads 
Green Fire Brick 





Robert S. Green, recently retired from 
the Navy with the rank of lieutenant com- 
mander, has succeeded his father, Allen 
P. Green, as president of the A. P. Green 
Fire Brick Co., Mexico, Mo. The elder 
Mr. Green, who advised the board of di- 
reetors that he wished to be relieved of 
the president’s detailed management du- 
ties, moved up to the post of chairman 
of the board. 














Progressive jobbers and dealers all over the country 
have been quick to learn that the circle @ line of 
fasteners means just one thing... greater profits all 
along the line. From cap screws to stove bolts every 
circle @ product has the same uniformity and qual- 
ity that make for plenty of profitable repeat busi- 
ness. Furthermore, the circle ® line is widely ad- 
vertised to your customers and prospects —creating 
a constant desire which you can profitably fulfill. 
Start on your way to “brighter”’ times by stocking 
the circle ® line of nuts and bolts. 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 








ADVERTISED TO 


lo bring YOU new customers! 


The experienced rigger, excavator operator, pole man, master me- 
chanic or chief engineer will absolutely insist on Crosby Clips! He 
buys his wire rope and a lot of other requirements from the Crosby 
Clip supplier. Current Crosby Clip advertising—in 24 trade papers— 
makes this brand choice even stronger. Moral: stock Crosby Clips! 
American Hoist & Derrick Co., manufacturers, St. Paul 1, Minn. 


CROSBY CLIPS 
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HAROLD A. NEFF 


Neff Now Vice-President 
Of Holo-Krome Screw 


Harold A. Neff, formerly assistant sec- 
retary, the Holo-Krome Screw Corp., 
Hartford, was elected vice-president of 
the organization at a recent director’s 
meeting. Mr. Neff started with the com- 
pany a few months after it was founded 
in 1929 and, though identified with the 
accounting department, assumed other 
duties in the operations end of the busi- 
ness. At various times he has been in 
charge of the factory cost system, has 
directed purchases and supervised per- 
sonnel work. In July, 1943, he was 
elected to the office of assistant secre- 
tary and has carried on the duties of 
the office until his present appointment. 

Mr. Neff is affiliated with the National 
Purchasing Agents Association, the Hart- 
ford Engineers Club and the Employment 
Managers Association. 


Engineering School 
Classes At Capacity 


A country-wide survey of engineering 
schools, just concluded by Engineering 
News-Record, indicates most of them are 
at or near capacity as to the number of 
students they can accept, especially in 
the freshman and sophomore classes. 
Returning veterans, former students, and 
residents of the home states are being 
given preference, according to the pub- 
lication. 

The housing shortage for students is 
acute, particularly in the case of married 
students, the article states. Many re- 
fresher courses are being offered, and in 
some institutions, new and revised courses 
are being added to curricula for the bene- 
fit of veterans and other students. 








J&L Wire Rope is made with precision by skilled 
men with the same patient attention to detail, the 
same insistence upon quality material, as the best 
hand-made match piece. 

J&L Permaset Wire Rope is pre-formed to give it 
longer life. It hits the target on service. Write for 


more information. 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


al (Srecioimble- PERMASET PRE-FORMED WIRE ROPE 
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In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 

Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 


18-8 stainless steel. Below are "Y” strainers, 
type 340, available in 1/," to 6" sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


coe «cap OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 


66 YEARS OF CONTROL PROGRESS 
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Doris Robinson, secretary in the 
Boyd Supply Co., Philadelphia, has 
been with the distributing com- 
pany since last September and 
thinks its great. 





Jones & Laughlin Makes 
Sales Office Changes 


H. M. Knobloch has been appointed 
district sales manager of the newly es- 
tablished Indianapolis office, Jones & 
Laughlin Steel Corp., Pittsburgh. He 
joined the concern in 1925 and was 
previously assistant district sales man- 
ager in Cincinnati. 

R. G. Scoggins has been made dis- 
trict sales manager in Los Angeles, suc- 
ceeding T. W. Bell who is now special 
sales representative in that territory. Mr. 
Scoggins has been associated with both 
the Memphis and Baltimore offices in 
the past. W. S. Wainwright, formerly 
associated with the J & L wire sales 
department in Pittsburgh, is now dis- 
trict sales manager in San Francisco. 
W. L. O'Connell is now resident man- 
ager of sales in South Bend, Ind., and 
formerly held the same position in In- 
dianapolis. 








H. F. Doll, chief engineer, Victor 
Electric Products, Inc., Cincin- 
nati, now heads all engineering, 
tool design and laboratory activi- 
ties, with the assistance of |. E 
Ross, right, well known electrical 
engineer. 




















Pimnogra’ taken at Candler-Hill, 
40° idland, Detroit, Michigan, 
whose production manager Roy 
Dillon writes, “We have found our 
batrery of Atlas lathes very helpful 
sm solving several close tolerance 
problems.” 


Important reasons why Atlas 10” lathes are such good items for mill 
supplies salesmen are their universal appeal and usefulness. All conceivable 
kinds of operations during the last few years have proved their precision 
capabilities. Today you will find ready acceptance for Atlas lathes in tool 
rooms, maintenance departments, and on production lines — in small plants 
and large — expanding the scope of your opportunities and adding thousands 
of dollars to your sales volume. Atlas bench milling machines, shapers, and 
drill presses are companion precision tools that also greatly lower machine- 
hour costs. Send for latest catalogs and prices. ATLAS PRESS CO., 510 N. 
Pitcher Street, Kalamazoo 13D, Michigan. 


Display This Emblem 'SSEREES 
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SAME-DAY delivery between many airport towns and cities 
as far as 1,000 miles apart. (Less than 6 hours by air.) Coast-to-coast 
overnight. 

SPECIAL HANDLING—special pick-up and delivery (no extra 
cost) promotes speed of Air Express delivery. 

GOES EVERYWHERE. In | pares cur 22% Since 1943 (U.S.A) 
addition to 375 airport communities, aa T 
Air Express goes by rapid air-rail “ on 
schedules to and from 23,000 other 3a | 102] 1.18| 290] 348] oar 
points in this country. Service direct |S 410) 142) 308) 04) _1528¢ 
by air to and from scores of foreign — a _ = — — 
countries in the world’s best planes | 27s" | 147| 240] rez] 2947] 73.468 
giving the world’s best service. INTERNATIONAL RATES ALSO REDUCED 

WRITE TODAY for new Time and Rate Schedule on Air Ex- 
press. It contains illuminating facts to help you solve many a shipping 
problem. Air Express Division, Railway Express Agency, 230 Park 
Avenue, New York 17, N. Y. Or ask for it at any Airline or Railway 


Express office. 


GETS THERE FIRST 








Over 40 Ibs. 


2 ths. | 5 thes, | 25 ths. | 40 thes. C per 





















































Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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A busy moment at Weed and Co., 
Buffalo, as Clarence Hofheins 
(left), outside salesman, and Rob- 
ert Harrington, telephone  sales- 
man, talk to their customers. 





George Griffiths Dies, 
Hardware Age Head 


George H. Griffiths, president and gen- 
eral manager of Hardware Age, andea 
director and vice-president of the Chil- 
ton Co., Philadelphia publishers of trade 
publications, died on Mar. 27 in Orange 
Memorial Hospital, N. J., after an illness 
of several months. He was 70 years old. 

In the publishing business for more 
than 40 years, Mr. Griffiths started his 
career as a reporter on the Chicago 
Chronicle and was later associated with 
Railway Age, Iron Trade Review and Iron 
Age, in both editorial and advertising ca- 
pacities. He joined the Chilton organi- 
zation in 1910, and three years later left 
Chicago to become manager of Hardware 
Age in New York. A resident of Mont- 
clair, N. J., since, he was a director of the 
Montclair Trust Co., a member of the 
Upper Montclair Country Club, and the 
Engineers Club of New York. 

He leaves a widow, Mrs. Mabel M. 
Griffiths, and two sons, G. Grindley Grif- 
fiths of Hinsdale, Iil., and Fred C. Grif- 
fiths of St. Louis. ° 


ideal Commutator 
Now Ideal Industries 


In the recent termination of a partner- 
ship arrangement under which the Ideal 
Commutator Dresser Co., Sycamore, IIl., 
had been operating the firm was incor- 
porated under the name of Ideal Indus- 
tries, Inc. 

There has been no change in manage- 
ment, personnel, location, manufacturing, 
method of distribution of the company’s 
products, nor in quality and service. 














ove Your Profits 





from the Importafgpiamond Tool Market 























THE MEDIUM, SMALL, AND OCCASIONAL by the powdered metal method, and the 
USER of diamond tools forms a large and setting is guaranteed to hold. These tools 
profitable market for Supply houses. Dia- conform to the highest standards of pre- 
mond tool manufacturers’ salesmen have cision manufacture. The diamonds them- 
not been able to reach this trade. selves are of quality African stock, 


individually selected for each tool. And— 
With Mill Supply Diamond Dressing Tools, you 


can push this market, and turn it from a 


the discounts are attractive. 


sideline to a profitable business. THIS CATALOG-FOLDER 
Should Be In Your Files— 
Mill Supply Diamond Tools are sold And In rae nee ; 
OOoKs 
exclusively through supply houses. We Send the Coupon A SAMPLE CASE 


To sell Diamond Tools, 
you have to show 
them. We supply an | 
attractive sample case. 
The coupon will bring 
6 ‘details, 


are in business to help you, not to compete ; ih 
with you. Because major sales expenses Oy 
have been eliminated, we are able to 


offer unusually liberal discounts to supply 






houses. 

The diamonds in Mill omy Tools are set 
MIRO RSE SEINE IN WS RIM “ 

MILL SUPPLY DIAMOND TOOL CO. : 


416-A Stephenson Building, Detroit 2, Michigan i 


ae Send copies of your catalog of diamond tools, ef ne A MILL S| | PPL 
’ + cent to me. Also send description of sample case. Bs 





Cc 


oi —— | DIAMOND TOOL CO. 





ctr 





aaa Addre 


‘ i oa eet 4 416-A Stephenson Building 


s ij Clty Zone State & Detroit 2, Michigan 
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‘Rotary 
POWER 
PUMPS 


Capacities 1 to 750 G.P.M. 
Pressures to 500 psi. 





Rotary 
HAND 
PUMPS 


Capacities 14% to 25 G.P.M. 
Pressures to 125 psi. 





A DISTRIBUTOR'S LINE OF ROTARY PUMPS 


Write for Catalog No. 106. It simplifies pump selling. 


BLACKMER PUMP COMPANY 


1810 Century Avenue Grand Rapids 9, Michigan 


POWER PUMPS - HAND DUMDS 
- EZY-KLEEN STRAINERS - 
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Harris Reinhardt has been made 
manager of the commercial engi- 
neering department, Sylvania 
Electric Products, Inc., New York, 
and will be responsible for all 
lighting division products. 





Surplus Wire Screen 
Placed On Sale 


Approximately $1,000,000 worth of 
steel wire insect screen, galvanized or 
japaned and bronze in various meshes 
and widths, was placed on sale in April 
by the War Assets Administration. Prices 
were established for wholesalers, large 
and small retailers and consumers. 

Only WAA regions having inventory 
will sell the screen. A reserve was estab- 
lished for priority claimants and the 
balance was offered to the commercial 
trade with the view of relieving the 
present critica] shortage of this material, 
and to aid in the completion of essential 
construction. 

Screen cloth has been in critical supply 
throughout the war due to the fact that 
the greater part of production went to the 
military services where it was an essential 
item in the fight against disease. 

Approximately 100,000 complete new 
lap assemblies, recently declared surplus 
by the Army. were offered to electrical 
wholesalers and contractors and veterans. 
The assemblies, which are new and in 
excellent condition, are the kind with 
wire net guard used by electrical con- 
tractors for outdoor and factory installa- 
tions. They were being sold in lots at a 
fixed price below their cost to the govern- 
ment of $1.62 each. 

The lamps were located in Syracuse, 
N. Y.; Natick, Mass.; Cleveland, Ohio; 
Gadsden, Ala.. and Denver, Colo., and 
were being sold through the 33 regional 
offices of the WAA. 




















WESTON 
All Metal 


THERMOMETERS 

















—the thermometers now widely preferred 
throughout industry because of their rugged, 
all-metal construction, their large, readable 
scales, and their long-term accuracy and de- 
pendability. A fast-moving line for wholesalers, 
and one that makes fast friends. For full details 
on WESTON thermometers communicate with 
the representative in your vicinity, or write 
Weston Electrical Instrument Corporation, 


617 Frelinghuysen Avenue, Newark 5, N. J. 








Albany-Atlanta - Boston - Buffalo - Chicago - Cincinnati - Cleveland - Dallas - Denver - Detroit - Jacksonville-Knoxville-Los Angeles-Meriden-Minneapolis-Newark-New 
Orleans-NewYork-Philadelphia-Phoenix-Pittsburgh-Rochester-SanFrancisco-Seattle-St. Louis-Syracuse-InCanada, NorthernElectricCo. Ltd. , Powerlite Devices, Ltd. 
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The LINE that HITS the MARK for 
both USERS and DISTRIBUTORS 


Users of Jackson products . . . over a period of seventy 
years ... have found that they can depend on the sturdiness 
of construction and all-round utility of Jackson Wheelbar- 


rows and related equipment to assure economy in service. 
To them, the Jackson Line hits the "bull's eye." 


In like manner, distributors have found that Jackson is the 
dependable source of supply, completely filling their cus- 
tomer's needs and providing a valuable means of maintaining 
a profitable repeat business. 


Satisfactory service to both user and distributor is the 
"bull's eye" of Jackson service, and is the constant aim of the 
entire Jackson organization. 








HARRISBURG, PA. 
RTE 
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Miller And Moss Join 
Bronx Sales Force 


Julius Miller and Sanford G. Moss have 
joined the outside sales force, Bronx 
Hardware & Supply Co., New York. Both 
men were recently discharged from the 
Army. 

Mr. Miller, with a background of 20 
years in the hardware field, was made an 
inspector for the Army Air Forces Ma- 
terial Command on the basis of his know]- 
edge and experience in the mechanical 
and electrical fields.. Mr. Moss saw active 
service in the Air Forces and was a lieu- 
tenant when discharged. He has a foun- 
dation of 10 years in the supply business. 


Huyette Celebrates 
Fiftieth Anniversary 


The Paul B. Huyette Co., Inc., Phila- 
delphia, has entered into its 50th year of 
business. Founded in 1896 by the late 
Paul Huyette, acting as factory represen- 
tative for several manufacturers, the or- 
ganization has grown to the point where 
it_now represents eleven manufacturers, 
including the Reliance Gage Column Co., 
Cleveland, one of the firms Mr. Huyette 
represented 50 years ago. In addition, 
the Philadelphia company manufactures 
its own line of gages, valves, cocks, tools, 
funnels, etc. Present officers include S. 
Louis Huyette, president; Walter C. 
Edge, vice-president, and P. Wood, sec- 
retary. 


Survey Shows 
Truck Preference 


Data covering industrial truck pur- 
chases extending back to 1913 and ac- 
counting for approximately 90 percent of 
the electric trucks produced in this coun- 
try, shows that four of the existing six 
types have been preferred over all other 
designs, according to The Electric In- 
dustrial Truck Association, Chicago. 

The fork truck is the newcomer to all- 
star rank. Coming into the picture 
toward the end of the first World War, 
it started a slow climb to popularity 
until, in 1943 and °44, 50 to 60 percent 
of all truck purchases represented fork 
trucks. Low-lift platform trucks, ac- 
counting for almost half of all sales 10 
years ago, have declined to 10 percent. 
The same is true of high-lift trucks. Sta- 
tionary platform trucks, which accounted 
for 80 percent of all purchases back in 
1913, were down to less than 5 percent 
in the past few years. 
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* HIGH QUALITY MEANS REPEAT SALES 


Vincent-Huntington Improved Grinding Wheel Dressers are made in 
types for every hand dressing or trueing need. Cutters are made of 
special analysis steel, hardened by the exclusive Vincent Process 
in one of the country’s largest and finest heat treating plants to uni- 
form and exactly correct hardness. Vincent cutters will not break 
off or mush over under the most difficult operating conditions. 


* YOUR CUSTOMERS KNOW THE 
VINCENT NAME 


Vincent-Huntington Dressers and Cutters have been giving cus- 
tomer satisfaction for more than 36 years. Today the supremacy 
of the Vincent name is maintained by a comprehensive advertis- 
ing program in many business publications designed to help you, 
the distributor, make more sales. 


Sell the complete line . . . Vincent-Huntington Improved Dressers 
and Cutters. Catalog sheets with complete information and 
punched to fit your binder are available. Investigate this easy- 
to-sell, high profit line today. 





2424 
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wea erg ano PINS 











BELLEVUE ° 








c UTTERS 
tcl bushings pine andsideplates available in full range of sizes to fit all Huntington- 


stock of standard and_ 


All by 
the Vincent Process. for long life, Zig-zag 
eed tacieuon Getler oo and cutters carried in-stock. 





DETROIT 7, MICHIGAN 
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As soon as you are ready for a new CATALOG 
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The quality appearance—the over-all character—the 
individuality of your catalog totals up for you in terms of 
greater selling power. 


To gain all this requires more than just ordinary prepara- 
tion— your catalog must have expert attention—and that 
is what our specially organized, equipped, and manned 
CATALOG DEPARTMENT is able to give you. 


We cooperate with you in every detail and make ‘‘cover 
to cover’ suggestions based on years of experience in 
compiling catalogs. 


Get excellence in your catalog from CATALOG HEAD- 
QUARTERS. 


Cermak Road at Canal © Chicago 16, lilinois 
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Dorothy Buchanan and Margaret 
Grady examine a new price tist 
in the office of the Chase & Cool- 
edge Co., Holyoke, Mass. 





Rural Electric Business 
May Exceed Urban 


Rural business in electrical equipment 
may well exceed town business during 
the next several years, according to 
Claude R. Wickard, administrator of 
the Rural Electrification Administration. 
Writing in the current issue of Electrical 
Wholesaling, Mr. Wickard says this will 
be true for a little while whether the 
dealers exert any sales effort or not. 

“In the past,” says the article, “most 
distributors treated the farm electrical 
trade as an accommodation side line, 
much to the detriment of the farmer’s 
best interest. This attitude is changing 
now. The rural business is so important 
that distributors are showing promising 


| signs of cultivating it assiduously.” 
| 








A report that one of the shops 
had a supply of nyfons put Lillian 
Martin, Mrs. Charlotte Ginests, 
Hester Thaxton, Eva Petrey and 
Mrs. Ruth Maley in a happy frame 
of mind. They work in the office 
of the McJunkin Supply Co., 
Charleston, W. Va. 

















Fig. 1793 


wy Fig. 1503 


Fig. 1631—Class 150-pound Cast Stee! Globe 
Valve. Has flanged ends, outside screw rising 
stem and bolted flanged yoke. Powell Cast 
Stee! Valves are available in pressure classes 
from 150 to 2500 pounds, inclusive. 


Fig. 569—125-pound Iron Body Bronze Mount- 
ed Swing Check Valve. Has flanged ends, 
bolted flanged cap and regrindable, renewable 
bronze seat and disc. Disc, when wide open, 
permits full, unobstructed flow through the 
valve body. Also available in All Iron. 


Fig. 559 
Fig. 241—125-pound Iron Body Bronze Mount- 
ed Globe Valve. Has flanged ends, outside 
screw rising stem, bolted flanged yoke, and 
lequest. i j regrindable, renewable bronze seat and disc. 
“ a. a Also available in All fron. 


specify e 
interested in lf 
and Iron; Cast ' Fig. 1503—Class 150-pound Cast Stee! Gate 
Corrosi . Valve. Has flanged ends, outside screw rising 
— ” stem, bolted flanged yoke and taper wedge 
solid disc. 





Fig. 1531 : 
Fig. 241 Fig. 1793—125-pound Iron Body Bronze 
Mounted Gate Valve. Has flanged ends, out- 


The Wm. Powell Company, Cincinnati 22, Ohio side screw rising stem, bolted flanged yoke, 


bronze seat rings and taper wedge solid disc. 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES Also available in All tron. 
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Distributors 00. h D 


can now 
offer to 
their 
customers 
a Safety 
Hook 

that is 
Safety 
Engineered 


Sold 
through . 


selected 
distributor 
organiza- 


tions 
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Avoid all these 


with the ONLY HOIST HOOK § 
FOR UTMOST SAFETY 


@ The very dangers which 
most often threaten life, limb 
and load simply don't hap- 
pen when you use ACLC 
Safety Hoist Hooks. 
Makeshift mousing gives 
place to automatic mousing, 
Snagging can’t occur be- 
cause no protruding point 
“asks” for it. Hook straight- 
ening and load slippage 
are avoided because the 
patented shoulders and 
lip LOCK the load in 
perfect alignment. 
Time saved—men 
spared—cleaner 
jobs;hence more 
profit. Send for 
details Now! 
ACLC Safety Hoist 


Hooks are manu- 
factured in three 
models — Eye Type, 
Shank Type, Shackle 
or Clevis Type. 


American CHAIN LADDER CO., INC. 


151 East 50th St., New York 22, N. Y. 
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WILLIAM P. KIRK 


Kirk Calls For Less 
Government Interference 


At the 22nd annual meeting of the 
American Machine Tool Distributor’s As- 
sociation held March 25 and 26 in the 
Edgewater Beach Hotel, Chicago, eco- 
nomic policies of organized labor and of 
government were labeled as out of “Alice 
in Wonderland” by William P. Kirk, pres- 
ident of the National Machine Tool Build- 
ers’ Association and vice president of the 
Pratt & Whitney division of Niles-Bement- 
Pond Co. A. B. Einig, head of the distrib- 
utors’ association, presided at the meet- 
ing. 

Mr. Kirk said, in offering his solution 
to our present pricing dilemma, that “if 
all of us in this country, labor and man- 
agement, get together on a program of 
increased output per man, the operation 
of the principle of competition will bring 
prices down to where they belong—and at 
the same time increased output per man 
... Will sustain and increase wage levels.” 

Of employment, he said that “the surest 





A. B. EINIG 
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surest 


Our Sales 
Workshop 


A VITAL LINK IN LONERGAN SERVICE TO DISTRIBUTORS 


YOUR orders and inquiries for Lonergan Valves and 
Gauges are serviced in this modern office, by a trained 
staff of high grade young men and women. 

Office and plant are side-by-side, assuring close co- 
ordination of sales and production effort. Even more 
important is the attitude and way of thinking of the 
personnel. In few organizations will you find a more 
highly developed sense of customer-service . . . and 
an awareness of the part that our distributors play 
in the success of our business, 

It is a case of —“We depend on you . . . 
you to depend on us.” 


we'd like 


Leading distributors in over 100 industrial centers 
look to Lonergan as their manufacturing connection 
for Safety Valves, Relief Valves and Pressure Gauges. 
In these products, you can get everything from 
Lonergan. The line is one of the most extensive in 
the industry—backed by nearly 75 years of special- 
ized experience. 

For complete service on Safety Valves, Relief 
Valves and Pressure Gauges, write 

J. E. Lonercan Company 
2ND AND RACE STREETS, PHILADELPHIA 6, Pa. 


“One Name’... for Euerylthing in 
SAFETY VALVES RELIEF VALVES PRESSURE GAUGES 


boob kEGe 


A few of many standard types from More than 70 types—Hydraulic relief 


small bronze “pops” to max. capacity 
“Safetys’ for pressures to 1500 Ibs. 


to 15,000 Ibs.; Vapor relief to 2,000 
Ibs.; Air relief to 3,000 ibs. 


All standard types and sizes—plus a wide 
variety of special purpose gauges. 


Lonergan 
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SINCE 1872—Makers of Pressure-Safety Appliances for Power, Process and Mechanical Industries. 
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road toward high-level employment and 
job security is maximum utilization of 
E improved machine tools and other pro- 
As long as there's industry there'll be sain tihieama ; 
HOISTS Less interference from government 
a us was stressed as a prime requirement. Our 
government, he said, must encourage full- 
scale production, discourage strikes and 
slowdowns, encourage use of productive 


As long as there's a need for HOISTS equipment to its fullest extent, do every- 
thing possible to get men and machines 


there'll be COFFING HOISTS to suit working together on behalf of maximum 
. production and must not discourage full- 
the iob i : scale production with one hand and on 
the other hand adopt price control. 
“This,” said Mr. Kirk speaking of the 
last point, “is the surest possible way of 
wrecking our economic position in the 


As long as there are COFFING 


HOISTS you'll have the opportunity world and perhaps wrecking the govern- 
ment itself.” 
to SELL all requirements fea sl Other speakers included A. M. Lennie, 


who discussed “Machining Magnesium.” 
Mr. Lennie represented the development 
engineering department of the Dow 


As long as you SELL COFFING Chemical Co. Mason Britton, president, 
' ° Metal Cutting Tool Institute talked on 
HOISTS i ) be rewarded with “Europe and the Machine Tool Business.” 





good, steady, profitable returns... 
Ceco Steel Products 
Moves Offices 


The Ceco Steel Products Corp. has 
transferred its general offices from 
Omaha, Neb., to its manufacturing divi- 
sion headquarters in Chicago. The move 
was designed to increase the availability 
of building materials for homes and in- 
dustrial, institutional and commercial 
structures. As another step toward in- 
creased shipments, the manufacturing 
division plant, located at 5701 W. 26th 
St., Chicago, is being enlarged now by 
more than 50 percent. Construction will 
be completed by July. 

The enlarged plant will be one-fifth 
of a mile long and is one of 14 owned by 
the organization. 
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Whitney Chain Widens 
Foreign Sales Range 


Fred R. Pinter, vice president of 
Corneliussen & Stakgold, Inc., New York 
City, announced that the Whitney Chain 
& Mfg. Co., Hartford, Conn., have ex- 
tended its foreign sales representation 
to cover Latin America also. Cornelius- 
sen & Stakgold, has represented Whitney 


(oe) a ai ie HOIST COMPANY Chain in Europe, the Near East and 


ras ante North Africa for 18 years will cover 
RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS Latin America also. Louis Romanacce, 





SPUR “SAFETY- 
GEAR PULL” “QUICK- 
CHAIN RATCHET UFT 
HOIST LEVER ELECTRIC 
HOIST HOIST 
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LOAD BINDERS - DIFFERENTIAL HOISTS . TROLLEYS 


DANVILLE, ILLINOIS York is in charge of the Latin American 
Division for Corneliussen & Stakgold. 


former Dominican vice consul in New 
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buyer’s guide 


These are the distributors carbide users 
contact when they’re buying Standard 
Carboloy Cemented Carbide Products. 


Akron 8, Ohio. ......The Manufacturers Rubber & Supply Co. 
Albany 1, New York....... Sager-Spuck Supply Company, Inc. 
Baltimore 2, BMid.:........... The L. A. Benson Company, Inc. 
Binghampton, New York........... Syracuse Supply Company 
ne EPR CET EPEC LOE Lore Quinn & Quinn 
rere rere The Hawley Hardware Co. 
Brooklyn 31, New York............... “_...A. N. Nelson, Inc. 
Buffalo 2, Meow York: .. 2. .....0000% R. C. Neal Company, Inc. 
Canton 1, Ohie...... The Manufacturers Rubber & Supply Co. 
Chottestin, Bi Gos iss oo 5cs. The Cameron & Barkley Company 
ND ss os vas cccees Senvein na Atlas Supply Company 
IS oiracising tees ada nasmbheeeeee Samuel Harris & Co. 
GRINS GD, Flies oe sieeve ac Screw Machine Supply Company 
Copeman 9, Gite: .. kos eee The E. A. Kinsey Company 
Cleveland 13, Ohio........... Strong, Carlisle & Hammond Co. 
PONS BR so kes oe cere The E. A. Kinsey Company 
a eee eer re Briggs-Weaver Machinery Co. 
ee Ds oa ders cnc aes dv eatee The E. A. Kinsey Company 
BE? 17 IB. ko eke The Mine & Smelter Supply Co. 
BONE © ease oe wees ne gare Sterling Supply Company 
BPORONG BG; BENG. 5. oc on ccc ceeees The Chas, A. Strelinger Co. 
re El Paso Saw & Belting Supply Co. 
BG INNS anh nso Srcathe errr tte Neal and Company 
Honolulu 6, Hawaii, U.S. A.............. W. A. Ramsay, Ltd. 
Jacksonville 1, Fla.......... The Cameron & Barkley Company 
Kansas City 6, Mo........... Ellfeldt Machinery & Supply Co. 
Po The W. S. Murrian Company 
| Garret Supply Company 
Los Angeles 11, Cal............ Machinists’ Tool & Supply Co. 
EE Ay WIR 6 icc cs deccnexeve J. E. Dilworth Company 
eS | re The Cameron & Barkley Company 
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Minneapolis 1, Minn.............. The John C. Eide Company 
Muskegon, Mich............ Muskegon Hardware & Supply Co, 
Po Sener eee General Carbides Company 
BF eee re Murray-Baker-Frederic, Inc, 
Sh rr Empire Machinery & Supply Corp, 
III a 5 Sea vee dei ee kasatoweres C. W. Marwedel 
Oklahoma City 2, Okla....... Marshall Supply & Equipment Co. 
Omaha 2, Neb.................Fuchs Machinery & Supply Co. 
Pitteburwsh 3, POM... 6. ccc tee Harris Pump & Supply Co. 
Westne 6 GS cv ince ccc ccasies J. E. Haseltine & Company 
SS a ne rere rar Atlas Supply Company 
Rochester 7, New York............ Syracuse Supply Company 
Me yao io inc os ince evesionn Sligo Iron Store Company 
Salt Lake City 11, Utah....... The Mine & Smelter Supply Co. 
eh SEPP er ee eee C. W. Marwedel 
os eee The Cameron & Barkley Company 
I, Oa oi sic cieesene sc! J. E. Haseltine & Company 
South Bend 24, Ind..............South Bend Supply Company 
Syracuse 1, New York............. Syracuse Supply Company 
WONT, Pie cc iceeves The Cameron & Barkley Company 
UN By Ne 5058 oe ieee Mill & Factory Supply Company 
Pie SG ass 8 68 tees Marshall Supply & Equipment Co. 
a EEE eee J. E. Dilworth Company 
oo ee L. A. Benson Company, Inc. 
Waterbury 86, Conn.............. The White Supply Company 
Waterville, Maine...............Harold W. Kimball Company 
Wichita 2, Kan.......White Star Machinery & Supply Co., Inc. 
Williamsport 34, Penn......... Lowry Electric Company, Inc. 
REINS No Goce cc ced ectienss Atlas Supply Company 
NS oe 5 555 0 cca ca Neues L. A. Benson Company, Inc. 


EAVERS USE THEIR TAILS 
.-- LET’S USE OUR HEADS 


When Mr. Beaver builds a dam, he builds it 
the only way he knows how—with his tail. 


We don’t build dams at Marine Prod- 
ucts, but we do know it takes good head 
work for our distributors, industrial and 
marine users to formulate their needs and 
for us to meet them with a real answer. 


Every problem presents its own special 
requirements. You profit by special M.P. 
design that eliminates excess weight and 
cumbersome gadgets. With M.P., you pay 
only for features you need. 


On occasion, Marine Products has sup- 
plied the low cost answer, the practical 
answer, and, in tight spots, just the answer. 


You see, Marine Products stresses pur- 
pose engineering as an absolutely necessary 
adjunct to production and manufacture. 


Will designing and building of pumps 
for special needs have a bearing on your 


problems? Send your data; without obli- 
gation, to authorized distributors. 


MARINE PRODUCTS CO. 


6636 CHARLEVOIX AVE. DETROIT 7, MICHIGAN 





Standard lines displayed and stocked in principal 
cities. Distributors in their trade channels in many 
localities carry on the vital task of distribution. Great 
and specific demand for these lines in domestic and world 
— is og = he gy Og = -_ a = 
served, you may help in this } qualified an 
idesested, write for particulars. 
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More performance per pound 
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Millions of whirling abrasive wheels, trained 
in war's tough school of precision finishing, 
each doing a prime job in laboratory, tool 
room, aboard ship, on production line. And 
—they're all set and eager to tackle civilian 
goods, now that peace machinery is singing 
again. 

Whether it's removing burrs, smoothing edges, squaring surfaces 
so accurately that the finish can be measured in micro inches, or 
cut-off work—there's a Chicago ready to do a top-ranking job 
for you. 


VITRIFIED GRINDING WHEELS with a 50-year pedigree. Up to 3" 


in diameter in various abrasives and bonds including the famous FV Bond. 


MOUNTED WHEELS. The largest assortment made with a shape and 


abrasive to take care of every internal and external finishing job. 


CUT-OFF WHEELS. All types and sizes. Now offered with the sensa- 
tional new special-formula RT Bond (rubber or resinoid). 


Distributors 
This advertisement is appearing in leading industrial publications. 
Write for Catalog and Engineering Survey Forms helpful in ming 
your customer's grinding problems. 
Send coupon for 64-page Ililustrated Catalog 


CHICAGO WHEEL & MFG. CO. 


1101 W. Monroe S#., Dept. MB, Chicago 7, lil. 


Half a century of ialization has established our reputation as the 
at Wheel People of the Industry. 











Send Catalog. Interested in []Grinding Wheels (}Mounted Wheels 
(Cut-off Wheels (]Send Test Wheels. See 





Name. PT TT TTT eT rit ie ySsudsded ener weseeera sivas 





Address Sndbages beeeRebebacdecauel MB 
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Wind powered generators are one 
of the new lines carried by Hud- 
son-Tucker, Inc., San Diego, Calif. 
Many have been sold to farmers 
and ranchers not located on power 
lines. 





Surface Combustion Corp. 
Puts McKay in New York 


Harold J. McKay has been made serv- 
ice engineer in the New York district for 
the Surface Combustion Corp., Toledo 
manufacturers of gas-fired space heating 
equipment. Formerly with the Brooklyn 
Union Gas Co., Mr. McKay will now 
headquarter in Surface Combustion’s 
New York office. 

O. R. Lutz, formerly an administrative 
officer for OCD, has been appointed 
service engineer with headquarters in the 
company’s home plant. 








Three men who represent 103 
years of service with Root, Neal 
Co., Buffalo, are Christie Wein- 
reber, left, 28 years; Harold 
Pritchard, vice-president and sales 
manager, 36 years; and R. Ed- 
ward Julius, 39 years. 





















WHAT CAN THIS NEW PLANT MEAN loyou? 


CLEVELAND, OHIO 


“sip 08 
Pte 


LOS ANGELES, CALIF. 
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“Look Abead with Weatherbead”. . . is 


more than just a slogan with us! 
Progressive planning is as much a 
part of our business as the production 
of precision products. Typical result of 
this policy is the opening of the new 


Weatherhead plant located at Angola, Ind. 


This newest of six Weatherhead 
plants is important to us . . . can be 
important to you. For, when Weather- 
head customers make use of these in- 
creased production facilities, they gain 
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much more. In addition to securing a 
dependable source for high quality 
products, Weatherhead’s complete staff 
of research and design technicians stands 
ready to help you in every way possible. 

It is the responsibility of these men 
to devote their experience and knowl- 
edge to improving Weatherhead prod- 
ucts so they will contribute to the 
better performance and dependability 
of our customer products. 

These facilities and services can benefit 
you..write us today about your problems. 


Weatherhead | 


THE WEATHERHEAD COMPANY ° CLEVELAND 8, OHIO 


WARSAW, IND 


Weatherhead Products 
Include: 


FITTINGS 
HOSE ASSEMBLIES 
VALVES 
CYLINDERS 
DASH CONTROLS 
DEHYDRATORS 
DRAIN COCKS 
PACKING 
REGULATORS 
STRAINERS 


BRANCH OFFICES: NEW YORK + DETROIT + CHICAGO + ST.LOUIS - LOS ANGELES 
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10 tol...... 


OF EVERLASTING FASTENINGS 





Here’s the score. 10 or more reasons for using everlasting 
fastenings . . . just 1 for common steel. An amazing combina- 
tion of advantages in favor of non-ferrous and stainless bolt 
and nut products . . . only lower first cost in favor of common 
steel. Check the list against your own fastening require- 
ments. Write us for details. 


RESISTANCE TO RUST 
RESISTANCE TO CORROSION 
HON-MAGHETIC 
RON-SPARKING 
RE-USABLE 
ATTRACTIVE APPEARANCE 
EASY TO CLEAN 
MIGH STRENGTH 
LONG SERVICE LIFE 
LOWER OLTIMATE COST 




























Harper maintains stocks 
of over 4360 different 
items. . . large quantities 
of each. Others being 
added constantly. Spec- 
‘ials made to order from 
ample stocks of new 
metals. Write for 104 
page 4-color catalog. 


THE H. M. HARPER COMPANY 
2622 FLETCHER STREET 


HARPER 
Cfucago 


BRASS « BRONZES * COPPER * MONEL ¢ STAINLESS 


Branch Offices: New York City, Philadelphia, 
les Angeles, Milwaukee, Cincinnati, Houston 
Representatives in principal cities 
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Case Repeats Clinic 
In Detroit Branch 


The W. A. Case & Sons Mfg. Co., Buf- 


falo, recently repeated the Hoisting 
Clinic, previously held in Buffalo, in ite 
Detroit branch. The new Clinic, put on 
in conjunction with Manning, Maxwell 
& Moore, Inc., was even more elaborate 
than the older one. Representatives of 
Case and Manning, Maxwell & Moore 
believe that it did a better job of repre- 
senting the materials handling field. 


Silberstein Advanced 
By lig Electric 


B. G. Silberstein, formerly manager of 
the Cincinnati branch office, Ig Electric 
Ventilating Co., Chicago, has been ap- 
pointed Ohio Valley district manager. In 
his new capacity, he will supervise en- 
gineering and sales activities of Ig 
branch offices in Cincinnati, Columbus, 
Louisville, Knoxville, and Charleston, W. - 
Va. Mr. Silberstein has been associated 
with the company since 1928. 


Bowser Refrigeration 
Moves To Connecticut 


The refrigeration division, Bowser, Inc., 
has moved from Woodside, N. Y. to en- 
larged facilities im Terryville, Conn., ac- 
cording to M. J. Kennedy, general mana- 
ger. T. J. Lopiccolo will continue as 
chief engineer, with Ralph Hayes, re- 
cently of the Army, as production chief. 
E. S. Ronk remains as coordinator of 
sales and advertising. The plant makes 
industrial refrigeration units of the plug- 
in type for below-zero steel treatment and 
shrink-fit assembly work. 








Sales to country shops and farm 
implement dealers are up and In- 
creased farm income spells pros- 
perity, according to H. J. Kugel, 
purchasing agent, Sioux City Iron 
Co., Sioux City, la. 
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Compression, Flared, Inverted Flared 


Here is a sturdy shut-off valve that 
will give your customers better per- 
formance on their products and in their 
plants. Provides real protection against 
leakage. Assures positive shut-off. 

Has plug, made of special nickel sil- 
ver alloy, which is double ground to 
prevent leakage or seizure after valve 
has been in use for some time. Other 
working parts are brass or bronze. 







Imperial Hi-Duty Shut-Off Valves 
are used for liquids, gases, vacuum — 
low and medium pressure applications. 
Extensively used as original equipment 
on power units, tractors, buses, trucks 
on fuel and oil lines; also as shut-off or 
distributing valves in processing plants. 
These valves have an outstanding rec- 
ord of service in the field. Write for 
Catalog No. 350. 


Some of the many styles of Imperial Hi-Duty Shut-Off Valves 





WIDE RANGE OF TYPES AND SIZES. 
2- and 3-way types available with any 
combination of tubing connections or 

male or female pipe threads—sizes 1” 
to Y,” O.D., 4%” to ¥%” LP.T. 4-way 
valves have 14" female I.P.T. only. 


THE IMPERIAL BRASS MANUFACTURING CO. 
511 South Racine Avenue, Chicago 7, Illinois 
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Accurate set 
clearance and accuracy of 
material being cut. 


Finest grade of high speed 
steel, scientifically heat- 
treated gives VICTOR Blades 
lenger wearing and cutting 
qualities. 


Large, easy to read markings, 
on all VICTOR Blades make it 
a simple job to choose the cor- 


rect blade type for every job. 
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Eleanor Simmons, left, and Jean 
Storozuk represent part of the 
feminine contingent in the office 
of the Sullivan Tool & Supply 
Co., Hartford, Conn. 





George Pratt Dies, 
Nicholson Representative 


George E. Pratt, who represented the 
Nicholson File Co., Providence, in New 
England and the middle west for fifteen 
years, died in his home at Lancaster, 
Mass., on March 13. 

Previous to his becoming associated 
with the file company, Mr. Pratt was on 
the sales force of the Simonds Saw & 
Steel Co., Fitchburg, Mase. 

He is survived by his wife, a son and 
two daughters. 


Webber To Manage 
Bristol Factory 


Charles Webber was appointed manag- 
ing director of The Bristol] Company of 
Canada, Ltd., located at 71-79 Duchess 
St., Toronto, Can. Mr. Webber will be 
in complete charge of the Canadian 
factory. Mr. Webber has had more than 
25 years experience in instrument man- 
ufacture and sales. He was formerly 
New York district manager of the firm 
and, prior to that, was attached to the 
Waterbury. Conn.. division. 


Detrex Makes Pflug 
Accounts Manager 


R. W. Pflug, associated with the Detrex 
Corporation, Detroit manufacturers of in- 
dustrial cleaning equipment and com- 
pounds, since 1935, has been promoted 
to national accounts manager. Starting 
in the engineering department, Mr. Pflug 
was later transferred to sales as a serv- 
ice engineer, and then was central re- 
gional manager until his recent appoint- 
ment. 
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CAPITAL 


BRUSHES and BROOMS 


% This corner has become very important to our Dis- 
tributors all over the country, for, from this corner 
comes brush and broom quality that builds business 
with good profit. Brush and Broom Streets can become 
just as important to you as to our present distributors. 
Actual tests have proved that CAPITAL Brushes and 
Brooms outwear and outperform like equipment and 
the reason is the fine quality of fibre and bristle used 
in their manufacture. They are always in demand— 
all season sellers. Investigate the advantages of sell- 
ing CAPITAL Industrial Brushes and Brooms .. . start 
from the corner of “Brush and Broom Streets.” 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
eee 
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Consistent Support — 


Quick 
Delivery 


Stocks of Johnson Quality 
Bearing Bronze are rapidly 
being built up. This means 
that our Distributors will 
soon be able to give the 
usual, prompt and efficient 
service to their customers 
for which they are noted. 






JOHNSON BRONZE COMPANY 


535 S$ MILL STREET eee NEW CASTLE, PA. 


@ Industrial Supply Distributors find it much 
easier to sell Johnson Bearing Bronze. Regard- 
less of the type of industries in their territory, 
they find a ready and sizeable market. They sell 
both for maintenance and for original equip- 
ment. They offer their trade a complete bearing 
service ... 350 sizes of UNIVERSAL Bronze Bear- 
ings .. . over 850 sizes of GP Bronze Bearings 
... 200 types of Electric Motor Bearings and 
Johnson Babbitt. Every item in the line is the 
highest quality available. 


The Distributors find a ready acceptance for 


Johnson Bronze products. No other line of 
bearing bronze is supported by such a wide, 
complete and consistent advertising and sales 
promotion campaign. Every other week in Time 
...@very month in thirty-one leading trade and 
technical magazines . . . regular intervals with 
direct mail the story of our products and the 
service they render goes to the Distributors 
customers and prospects. 


Add to this the close, personal, friendly coopera- 
tive relationship that exists between the Johnson 
Bronze Company and our Distributors and it is 
easy to see why more leading Distributors pre- 
fer to sell the products of Johnson Bronze than 


, any competitive line. 
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ELECTRICAL 
APPLIANCES 


INSTRUMENTS 
* 


Recording Devices 
Optical Frames 
Typewriters 
Light Fixtures 
Fishing Reels 
Plastic Products 
Automatic Counting Devices 
Speedometers 
Thermostats 
Electronic Controls 
Alarm Clocks 
..many other products 









































Speedy ARO Toots 





ACTUAL 
SIZE 





ARO does it first again—introducing the first and only power screw 
driver specifically built for small screws! 

The sensational new ARO Model 7000 Screw Driver is no bigger 
than the average cigar! A “feather-weight” performer with big 
power... weighs only 8 oz....is 41%” long and 34” in diameter. 
Capacity No. 1 to No. 6 screws. Starts automatically—no manual 
throttle. Just touch it to the work and presto—the screw is driven! 

Whatever your need in power tools... for screw-driving, nut- 
setting, drilling, grinding and scores of other production jobs... 
specify ARO! Precision-built for top-speed, trouble-free perform- 
ance. Write for catalog. The Aro Equipment Corp., Bryan, Ohio. 
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DIAMOND DRESSING TOOLS 


Hand tools in the following 
six sizes are available in the 
Calder line: #1, 2, 3. 4, 5. 6. 
“Ga” diamonds in any size 
diamond or nib are also 
available. Calder’s uncondi- 
tional guarantee of satisiac- 
tory service assures full pro- 
tection to both distributor and 
user. 











PROFITABLE 
DISTRIBUTOR 
SERVICE 


Ali requirements of grinding wheel 
users aré covered by the 7 sizes in 
which Calder Dressers are avail- 
able. In spite of the ever-increasing 
demand for “Calder”, the needs of 
your customers can be met with a 
minimum of replacement parts and 


‘simple stock inventory. 


The value of the Calder line has al- 
ready been established and is the 
result of faster cutting, greater ac- 
curacy in dressing and longer cutter 
life. These advantages are being 
capitalized on by alert distributors 
everywhere. 


Calder Dressers feature cutters of 
electric furnace-heat treated high 
carbon tool steel. Greater hardness, 


toughness and maintained clean, | 


sharp cutting action are assured. 
Bushings are threaded right and left 
hand for automatic tightening by 
cutter rotation. They are long wear- 
ing, cannot become loose and are 
easily replaced when necessary. 


CALDER MANUFACTURING CO., 


PRINCE ST 


LANCASTER, PA 


U.S.A. 


MILL SUPPLIES © MAY, 1946 





George E. Schiegel, who has been 
with the Laib Co., Inc., Louis- 
ville industrial and plumbing 
wholesalers, for 22 years, has 
been made president of the 
concern. 





Laws For Public Good 
Seen As Labor Aid 


Now that organized labor has gained 
tremendous influence and has shown 
itself unable or unwilling to be guided 
by paramount considerations of public 
interest, it becomes necessary *o enact 
legislation which will discourage exist- 
ing abuses, Lee H. Hill, publisher of 
Electrical World and Electrical Contract- 
ing and a former member of the War 
Labor Board, told the National Indus: 
trial Eonference Board at a meeting in 
New York City recently. 

“Such legislation,” Mr. Hill said, “al- 
though it will draw strenuous objection 
from organized labor, will, once it be- 
comes enacted, understood and accepted, 
prove a help, rather than a handicap ‘n 
labor’s continued growth. It will help 
organized labor to become a respected 
member of the community. Even more 
important, national labor leaders will 
find it easier to control unruly elements 
in their own organizations. And true col- 
lective bargaining between management 
and labor will become an instrument for 
promoting the public interest. 

“The impact of ten years of the Wag- 
ner Act on management has been to 
make management ready to make collec- 
tive bargaining work, when employees 
voluntarily desire to be represented by 
a union. This desire springs partly from 
management’s concern about achieving 
and maintaining good employee rela- 
tions, and partly from a conviction that 
real collective bargaining is the best 
way to avoid government domination.” 








SIOUX 


riecraic GRINDERS 


nd 6” 


Here’s Why 


EASY HANDLING—light weight aluminum alloy case—streamlined design—grips shaped 
to prevent turning in hand. 

BALANCED POWER—heat treated alloy steel gears—over-size ball bearings which absorb 
all side thrust. 

STURDY CONSTRUCTION for continuous operation and long service. 

PERMANENTLY LUBRICATED throughout. Each size comes complete with adjustable wheel 
guard, one grinding wheel, universal motor which operates on AC or DC and 3-con- 
ductor cord (third wire for ground). 

These features assure increased production with less fatigue—in foundry work, weld- 4 4 Write for 


ing operations, body shops and Industrial shops. detalls and discounts 


STANDARD THE 
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Workers’ friend 


HE operator who uses a ‘Load- 

lifter’ on a tough lifting job, 
develops a liking bordering on 
affection for his hoist. He knows 
he can depend upon it, day in 
and out, with capacity loads, to 
take all the punishment and be 
ready for more. 


It provides as close to trouble- 
free service as any hoist can. 
Why? Because basically it is a 
rugged hoist, but even more im- 
portant, are the special features 
not found in their entirety in any 
other hoist, which are responsible 
for the lifting ability, long life 
and absolute minimum of repair 
and upkeep costs. 


Why do we tell you this? Be- 
cause you and we must never 
grow tired of our basic selling 
story. It is as fundamental as 
dawn and sunset; which never 
weary by repetition. Each day is 
another day — each prospect an- 
other potential sale. 


Keep a good supply of Cata- 
log No. 215 on hand to give 
prospective buyers of ‘Load- 
Lifter’ Hoist. 


LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC, 
MUSKEGON, MICHIGAN 
Builders of "Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Representatives of the industrial division, Henry Disston &@ Son, Inc., 


Philadelphia, recently held a sales meeting with the men of Tools & 
Supplies, Inc., St. Louis. The group is pictured at the dinner complet- 


ing the meeting. 


Tools & Supplies Men 
Meet With Disston 


Executives and salesmen of the St. 
Louis distributing company, Tool & Sup- 
plies, Inc., recently held a sales planning 
meeting with representatives of the Diss- 
ton industrial division, Henry Disston & 
Sons, Inc., Philadelphia. The manufac- 
turer was represented by J. F. Wilkinson, 
assistant manager of sales, industrial di- 
vision; R..O. Lundberg, Chicago branch 
manager; and Dick Seeley. The Tool & 
Supplies men attending were Bill Wil- 
liams; George Willman, vice-president; 
Stanley Johnson; Harvey Harrison; Em- 
mett Drury; Bob Waters; James Prosser, 
and Clarence Rieker. 











Reichle And Crane 
Arrange Meeting 


A meeting of more than 300 industrial, 
maintenance and purchasing department 
men was recently arranged by the Reichle 


‘ Supply Co., Saginaw, Mich., and the 


Crane Co., Chicago, for the showing of 
Crane’s sound motion picture, “Lifelines 
of Industry.” Another feature of the 
gathering was a demonstration of the 
blind rivets manufactured by the Cherry 
Rivet Co., Los Angeles. 

To back up the dispiay of Crane and 
Cherry products, the distributing com- 
pany made the:most of product literature 
and circulars. Following the meeting a 
buffet luncheon was served. 


Ernest L. Reichle, president, and C. J. Shea, secretary (fourth from 
right and far left, respectively), Reichle Supply Co., Saginaw, Mich., 
tad front row seats during the showing of an industrial film sponsored 
by the Crane Co., Chicago. The supply company arranged the gather- 


ing of more than 300 men. 
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ARE UNBREAKABLE 


HACKMASTER MOLYBDENUM 
HIGH SPEED UNBREAKABLE HAND BLADES 
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THE ABOVE EXTRA 14 VALUE 
WILL BRING REPEAT ORDERS 


SERVICE—These exceptional saws are made of Molybdenum 
High Speed Steel, can take the toughest twist and come out 
straight and unbroken, good as ever . . . good for many more 
hours of smooth, fast cutting service. For the tooth-edge alone 
is hardened, leaving the body of the blade tough and flexible, 
fit to stand the severest strain. 


The Lenox Line is complete, Hack Saws and 
Band Saws for every type of metal cutting. 





"LENO x” 


The LENOX Sales Policy 
Sold only through Distributors 
with full protection to stocking 


Distributors ‘THE BLADES IN THE PLAID BOX’ 
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You run no risk when you stock 


up on MAGNOLIA ANTI-FRICTION 


BEARING METAL. Here's why: 





vick tur nov 6 _ The best known, most 
widely used of all maintenance bearing met- 
als, MAGNOLIA is easy to sell. 





§ — Has the lowest coefficient 
of friction of any known bearing alloy — 
300% lower’ than genuine babbitt. Will 
absorb grit and dust and still provide an ex- 
cellent bearing surface. As a result, customers 
are satisfied—come back for more. 


| priorit yt Sauired — No fuss or bother. 
You can order a supply, and sell to your cus- 
tomers without priority restrictions. Packed in 
convenient 28-lb., 56-lb. and 112-lb. boxes. 


Why not lay-in a supply of MAGNOLIA 
ANTI-FRICTION METAL today? 





MAGNOLIA METAL COMPANY 
18 West Jersey Street, Elizabeth 4, N. J. 


Sen Francisco @ Chicago 
Fort Worth @ Montreal 


MAGNOLIA BEARING METALS 
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Re = 
J. A. Zehnacker, sales manager of 
the Samuel McKnight Hardware 
Co., Pittsburgh, Pa., leoks up for 
a moment from the job of looking 
over the morning mail. 








Pacific Pipe Continues 
Building Program 


In line with an almost continuous re- 
modeling program, the latest move on the 
part of the Pacific Pipe & Supply Co., 
Fresno, Calif., calls for the complete 
clearing of two north bays in the main 
building. The pipe stock formerly con- 
tained in the 30- by 100-ft. bays has been 
moved into an extensive new pipe yard. 
The recently cleared bays will be fitted 
out to contain industrial supply stock, ex- 
cept for a portion of one that will be used 
for an office extension. A heavy mezzan- 
ine deck has been built in the main ware- 
house which will add approximately 
1,000 sq. ft. for stock storage. 


Varner And Moran 
With Watts Hardware 


Herbert A. Varner has become associ- 
ated with the Watts Hardware & Supply 
Co., San Antonio, as purchasing agent. 
Edward Moran, who spent most of the 
past five years in the armed forces, has 
rejoined the distributing company. 


Nelson Is Named 


By Helicoid Gage 


C. Emery Nelson was appointed repre- 
sentative in Minneapolis, Minn., for the 
Helicoid Gage Division of the American 
Chain & Cable Co., Inc., Bridgeport, 
Conn. 
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l Your Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 


You can scofop ’em because we pick ’em! 


Examine a CORBIN Slotted Wood Screw .. . see the clean, 
saw-cut slot — the well-formed head centered over the smooth 
true shank — the deep sharp thread that starts with a needle 
point ... You'll see why each CORBIN slips into the wood 
and turns up tight. 

It’s easy to make a perfect wood screw: the real test comes 
when you turn out a billion. We've found it necessary to 
keep our saws and cutters sharp — and to follow up with 
close inspection. 

We think it pays, for this careful manufacture gives you 
uniform CORBIN Wood Screws. . . enables you to scoop ’em 


into your assembly lines and drive for profit. 
SST-2 











CORBIN inspection starts in 

‘ the laboratory, progresses 
through each modern manufac- 
turing process — includes care- 
ful bench inspection by trained 
experts. It pays to give you only 
the best. 
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When you sell Pyrex and Corning 
Gauge Glassey to your customers, 
you can be certain that they will 
withstand the pressures for which 
they are recommended. Actual routine 
tests assure your customers of trouble- 
free service from these gauge glasses. 

Because they are machine drawn, 
Pyrex and Corning Gauge Glasses are 


_ easy to install and installation strain 


“PYREX” 


ghresten 


for Pressure... 


and “CORNING” are registered trade-marks and i: 








is reduced to a minimum. The hard 
smooth surface resists abrasion. They 
have remarkable resistance to the 
corrosive action of steam and hot 
water. 

If you want satisfied gauge glass 
customers, recommend Pyrex and 
Corning Gauge Glasses from Corning’s 
complete line. Corning Glass Works, 
Corning, New York. 





dical. ufacture by Corning Glass Works, Corning, N.Y. 


‘Purex Gauge O1asSe: 
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ATHOL VISES 


Strong Where Strength Is Needed 


Made of Semi-Steel Castings 


A Message to DISTRIBUTORS and their MEN 


Quality and Service are needed today and in vises for all types of work ATHOL has the 


answer. With our own Factory and Foundry (We don’t wait for castings, we make our own) 


we are producing vises that are different. 


A vise is sometimes abused by 
using as an anvil. That extra 
metal here prevents 
breakage. 







ALL 
CASTINGS 
FROM 
OUR OWN 
FOUNDRY 


HAT LONG, HEAVY HORN gives 

the front jaw the necessary support 
and added rigidity when wide work is 
held in the vise. 


ATHOL SWIVEL BASE 


Cannot slip, they are cor- 
rogated on the outside cir- 
cle of the runway of the 
base. There is the same 
corrugation on the clamp 
bolts; when this taper-bolt 
is drawn in place the base 
cannot slip. 


TWO FINGERS WILL 
TIGHTEN IT—TWO MEN 
CAN'T MOVE IT. 








THE COMPLETE LINE 


MACHINISTS 
TOOLMAKERS 

with ratchet handle 
COMBINATION PIPE 
HINGE PIPE 
SHEET METAL WORKERS 
STEAMFITTERS 
DRILL PRESS 
MILLING MACHINE 


PROTECTION TO 
UTILITY WE SELL NO OTHER WAY. 


BUTTRESS THREAD ON ATHOL VISE SCREW 







7 


ral 


It’s a full 50% 
stronger than a 
square thread of 
the same pitch — 
and extra strength 
and metal comes at 
the root of the 
thread — just where 
the square thread is 
most apt to fail. 


PRING SCREW FASTENERS. Our latest improvement is 
a time saver. We hold the screw tight against the front 
jaw when opening the vise. After some usage a vise will de- 
velop ware at this point, and you must give the handle a half 
turn or more before it engages to start opening the jaws. We 


insert a washer against the 
front jaw, then a spring and 
another washer, with a pin 
through the screw. This com- 
pensates for any ware and 
makes the jaws release in- 
stantly, with no slack in the 


handle. 


y 
on 









AMA 


ig ia) 















TOOLMAKERS’ VISES 
With Ratchet Handle 


ATCHET HANDLE. We are 

sole manufacturers of this 
feature. It is not suitable for 
heavy usage, but splendid for 
toolmaker or duplication work. 
The ratchet handle can be 
quickly set at any angle conven- 
fent for your grip and leverage 
with least movement of jaws—no 
need to divert your eyes from 
the work in the vise. 


Furnished in stationary and 
Swivel Base Styles in 3”, 314” and 
4” jaw sizes. 


THE ATHOL POLICY 


100% THROUGH DISTRIBUTORS WITH FULL 
STOCKING DISTRIBUTORS. 


Athol Machine & Foundry Co.. Athol, Mass., U.S.A. 
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De-STA-CO 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU _ 








De-Sta-Co Shi Wh STOCK 


Steel or Brass «¢ 12 Standard Thicknesses 
from .001 to .015 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12’, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120’, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
damage to stock. 


(A) Sheets 6” x 12” 





Be Rolls 6" x 120° 








A PRECISION PRODUCT 


Essential for close tolerance work. 
Used for fitting piston, valve tappet 
clearance, spark plug gaps, for 
inspection and production work 


where accuracy is vital. 
12” lengths + Y2” wide 
Rounded on Both Ends 
14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
+ ae 12 Pieces of a 
thickness to a ay carton 
containing ten boxes of most pop- 
ular thicknesses now available. 


25-Foot Rolls 
Also supplied in 25-foot rolls packed 





























in clear plastic case. Wirt. a 
De-StA-Co 
ARBOR SPACERS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from ¥%" to 4 





SHIMS 


For Gears, Bearings, etc. 





DETROIT STAMPING Co. 


Finished Products Division 
An old-established institution with a record 
of more than 30 years’ continvous operation 
332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 


























240 MILL SUPPLIES © MAY, 1946 





Three Salesmen Return 
To Percival Steel 


Victor Grant, Al Duperault and George 
Phillips have returned to the sales depart- 
ment, Percival Steel & Supply Co., Los 
Angeles. Mr. Grant spent the last three 
years running a machine shop which he 
recently sold. Mr. Duperault and Mr. 
Phillips, now selling the metropolitan 
area, were both in the Navy during the 
war. 


American Standards 
Receives Safety Award 


The American Standards Association 
was recently honored by presentation of 
the Navy’s Certificate of Achievement 
for its specialized work in the develop- 
ment of safety standards, codes, and 
specifications for the Navy. Because of 
its past experience in solving safety prob- 
lems and its contacts with insurance. 
government, industry, and other groups, 
the ASA was in a unique position to 
help the Navy conserve manpower and 
maintain the speed of production neces- 
sary to the war effort. 


Davies, Stoker Man, 
With Consolidated 


W. A. Davies, who since 1924 has 
been connected with stoker and elec- 
trical appliances sales, has returned to 
the business, and is now associated with 
Consolidated Industries, Inc., as regional 
sales manager. He will be in charge of 
sales in Virginia, Maryland, Delaware, 
and North and South Carolina. Pre- 
viously connected with Kelvinator and 
General Electric Appliance Co., he 
joined U. S. Machine Co. in 1940 where 
he worked with W. T. Winter, now pres- 
ident of Consolidated Industries. 


Railway Express 
Appoints Gaudio 


C. C. Gaudio was named air express 
manager of Chicago by the air express 
division of the Railway Express Agency. 
A veteran air expressman, Mr. Gaudio 
served as Chief of the Aircraft Alloca- 
tions and Plans Section of the Army 
Transport Command before his recent 
release from the service with the rank 
of lieutenant colonel. 

Before joining the Army in June, 1942, 
Mr. Gaudio was supervisor of transpor- 
tation with the Railway Express Agency. 
He joined the firm in 1925 and served 
in various air and rail capacities before 
specializing in air express. 





















TOP QUALITY 
THROUGHOUT 


20,000 DIFFERENT 
SIZES AND SHAPES 


From full-formed heads to clean sharp threads, 
Republic UPSON quality is always TOP quality. Why? Three 
reasons: Finest raw materials ... complete manufacturing 


(> facilities ...and skilled craftsmanship, backed by one hundred 


years of bolt-making experience. 





REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION + CLEVELAND 13, OHIO 
Export Department: Chrysler Buliding, New York 17, N. Y. 





HELPING YOUR SALESMEN! 


This and similar advertisements regularly call 
the UPSON name to your customers’ attention. 


They appear in Hardware Age, Steel, Iron 


2 BOLTS AND NUTS 


Orher Republic Products include Pipe, Sheets, 
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GRIND BETTER 


? 


LAST LONGER yg 


Reduce Costs! Avoid Injuries! 


Increase Production! 


WELDISKS grind better because they lie flat... do not soften up 


... do not curl or warp. 


WELDISKS last longer, thereby reducing costs, because, unlike 
ordinary disks, their amazing cold-setting cement (a scientific 


formula — not glue or resin) actually improves with age! 


WELDISKS avoid breakage and injuries to operators because of 
their laminated backing of fibre for stiffness plus cloth for strength. 


WELDISKS are better disks. Prove it to yourself! Write for a 
free sample. State size of disk, grade of grit, and brief description 
of work to be done. A WELDISK will be sent promptly with- 


out obligation to you. 


eH 
Pnwaa 


See 
a 
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& Abrasive Products Inc 





The industrial supply depart- 
ment, C. &. Mersick & Co., New 
Haven, depends on the services 
of W. A. Smith and Mrs. Eari 
Stamp to keep the billing up to 
date. 





Orrin Allen Dies, 
Former American Steel Man 


Orrin T. Allen, former assistant man- 
ager of the American Steel & Wire Co. 
construction materials department, Chi- 
cago, died at his home near Warsaw, Ind., 
on Apr. 16. He was 64 years old. 

A graduate of Armour Institute of 
Technology, Mr. Allen became associ- 
ated with American Steel as a sales en- 
gineer in 1909. He served as assistant 
manager of construction material sales 
from 1918 until July 31, 1944, when he re- 
tired. 

He leaves a widow and two brothers. 


Three Promotions 
In Simonds Worden 


Nels G. Johnson, John H. Allison and 
Howard D. Blackburn have been ad- 
vanced by the Simonds Worden White 
Co., Dayton manufacturers of industrial 
knives and abrasives. Mr. Johnson, for- 
merly assistant sales manager and asso- 
ciated with the firm since 1931, has been 
made general sales manager. Mr. Allison, 
with the organization for 15 years, has 
been named sales manager, grinding 
wheel division. Mr. Blackburn will con- 
tinue as advertising manager, but is given 
the added duties as sales manager, ma- 
chine-knife division. 


, Moves Offices 


The New-Field Machined Parts Co. has 
moved its Los Angeles, Calif., offices to 
210 West Seventh St., on Feb. 15. 
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INGERSOLL 
D-B-L 


HACK SAW 
STEEL 











Say Hello’ Z 
‘Goon Buys cx Shovele 


Only Shovels made of TEM-CROSS Tillage Steel 
—with Blade Edges GUARANTEED Not to Split 





Right now's the time to get acquainted with INGER- 
SOLL Shovels. They have those keen-cutting, clean- 
scouring blades made of TEM-CROSS Tillage Steel 
—the tough, long-wearing steel that’s cross-rolled 
to make it split-proof, curl-proof. Electrically heat- 
treated for springy ruggedness. Smooth, polished 
hardwood handles. 


No matter how you look at ‘em, Ingersolls mean 
i a G & os S 0 L L business— more business for you. Remember—they're 


the shovels, spades and scoops with edges GUAR- 
ANTEED NOT TO SPLIT. 


INGERSOLL Shovels + Spades + Scoops 


Four Reasons Way 
a paye loxpecyy 


INGERSOLL D-B-L STEEL 


—when ordering Hack Saw Blades 
from your favorite Supplier 


Next time you order hack saw blades, add this one specifi- 
cation: “Made of Ingersoll D-B-L Steel"—(either D-B-L Reg- 
ular, -"5-4" or D-B-L 2, -"6-5"). That's all it takes to be sure 


of getting these four big advantages: 


1. Tough cutting edges 

2. High impact resistance 

3. Relative freedom from decarburization | 
4. Lower cost 


And remember—lIngersoll D-B-L is the hack saw steel backed 
by a 6-year record of proved performance. Further backed 
by Ingersoll’s life-long reputation for quality steels. Insist on 
Ingersoll D-B-L—and be sure of complete hack saw satisfaction, 


INGERSOLL Steel Division 


Borg-Warner Corporation «+ New Castle, Indiana 
Plants: New Castle, Ind. « Chicago, Iil. * Kalamazoo, Mich. 
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selling FARRIS VALVES 


for you I 





“Of course it sounds strange, Mr. Distributor. But still, it’s a fact. 
Each month a hard-selling FARRIS girl meets and pre-sells plant 
engineers on the profitable advantages of FARRIS Safety and 
Relief Valves through the advertising pages of over 20 leading 
engineering publications. 

“This month it is my turn in these business papers. I will pre- 
sent to your engineer-prospects the Separator Bell feature of 
FARRIS Valves. This exclusive innovation in valve design as- 
sures precise set-point ‘pops’ for safe blow-down operations . . . 
and provides accurate shut-off to eliminate working pressure 
losses completely. - 

“Other FARRIS girls have previously explained in detail the 
advantages of ‘high-lift’, ‘fewer parts’ and ‘precision align- 
ment’ in FARRIS Valves. We keep the FARRIS name in front 
. .. doing all we can to ease your selling job. 

“So if you want fast turn-over — with long discounts — follow- 
up our attention-getting, sales-building advertising and promo- 
tion without delay.” 

Distributors who do not already handle FARRIS Valves, will 
be reaching in the right direction if they take up their pens today 
and write for our liberal sales plan. And ask for the NEW 
FARRIS Catalog. 


FARRIS ENGINEERING COMPANY 
360 Commercial Avenve, Palisades Park, N. J. 


FARRIS KEEPS PACE WITH ADVANCING POWER 


AND PROCESS ENGINEERING 


FE-534 
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Venturi Port Scfety Valve No. 2150. Built in 
heavy symmetrical construction to contro! dis- 
tortion. Spring covers furnished. Cast steel, alloy 
trim. Sizes: 142” to 6” (inlet size) for pressures 
te 600 Ibs.—750° F. 
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Knock-Out 








They’re fast! They’re accurate! They’re economical! 






CAN BE PURCHASED SINGLY OR IN SETS 









EXPANDING 
MANDRELS 



























MODEL NO. CAPACITY | MODEL NO. CAPACITY 
MO ........ 3y” to %” | M386...... 1%2” to 1%0” 
Ml ........ Yo” to %e” | M45...... 1%0” to 2%” 
ees %e” to 1” | M46...... 242” to 214” 
MS .......- 1” to 1%” | M5B...... 214” to 314” 
M4 ..... 1%" to 214” | MBC........ 31,” to 4” 
M25 .....- oe en ee 31/4.” to 434” 
M26 ........ te ST . .... 00 4” to 434” 
MS6 ....ceee 1” to 1%” | M6C...... 43/4” to 514” 

PR cnisons 21” to 514” 


1p i7’s MADE BY LEE 
wiz, \TS A Ruock-Out 
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write 10 K, O, LEE CO. 


112° 380 AVE. S. E., ABERDEEN, SO. DAK. 










TAPS 8 DIES 


Bay State performance is precision 
performance! A special surface treat- 
ment, pioneered by Bay State, greatly 
improves tapping efficiency. 


On nearby shelves of industrial, 


supply distributors. 


BAY STATE 
TAP & DIE CO. 


MANSFIELD, MASSACHUSETTS 


246 MILL SUPPLIES © MAY, 1946 





Charles E. Patenaude, purchasing 
agent for Wm. J. Burns, inc., 
Providence, R. 1., keeps close 
watch over the stock of smail 
parts with an eye peeled for any 
impending vacant spots. 





Cleveland Tool Show 
Draws Large Attendance 


The fifth and largest tool exposition of 
the American Society of Tool Engineers 
was held in the Cleveland Auditorium in 
early April. Termed the New Era Ex- 
position, it was the first post war indus- 
trial exhibit devoted to cutting tools and 
related production equipment and proc- 
esses, and was staged in conjunction with 
the Society’s 14th annual convention. 

The exposition featured three motion 
picture theatres in which films showing 
the latest technical processes of tool man- 
ufacturers were shown continuously from 
nine in the morning until early afternoon. 

Perhaps the greatest single feature of 
the show, however, was the accent on car- 
bides, which have mushroomed in impor- 
tance in cutting tools during the last five 
years. A number of applications of ce- 
mented carbides, recently perfected, were 
on display. 

Among those exhibiting were the Chi- 
cago firms of Armstrong Bros. Tool Co., 
Independent Pneumatic Tool Co., Mystik 
Adhesive Products division, Republic 
Drill & Tool Co., Sheldon Machine Co., 
Inc.; the Detroit firms of W. O. Barnes 
Co., Inc., Cadillac Gage Co., Carboloy 
Co., Inc., Ex-CellO Corp., Koebel Dia- 
mond Tool Co., Putnam Tool Co., Super 
Tool Co., Wickman Corp., Willey’s Car- 
bide Tool Co.; the Providence firms of 
Nicholson File Co., Brown & Sharpe Mfg. 
Co.; the Milwaukee firms of Allis-Chal- 
mers Mfg. Co., Delta Mfg. Co.; the Min- 
neapolis firms of Gray Co., Inc., O’Neil- 
Irwin Mfg. Co.; Allegheny Ludlum Steel 
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Thee Slant COWS 
to cnamannien 


Selling Point. 
USE IT 


The two straight Pawls of hardened 
steel set in the solid stock of the 
handle where they rotate are backed 
up by the solid stock of the Handle 
and the Gear, the strongest construc- 
tion that can be had. 


There will be hundreds of Reversible Ratchet 
Wrenches used on both outside and inside 
jobs by industry. Lowell's whose quality is 
well known, accepted and backed by 77 years 
of experience, will bring you profitable busi- 
ness. 


We suggest you start checking 
your territory TODAY. 


The Shipper rotates on the solid 
stock of the Handle, not on a pin 
or screw. 





CAR WRENCHES 


HANDLE 3 FEET LONG 
WEIGHT 26 LBS. 













CAR MOVERS @WACO 
are sry OAFETY 
AND SLIPPROOF 
WEIGHT 16 LBS. 


They 
move 
orders 
your 

way 
Because 


they 
53'/-inch 7 ‘aie 
Selected White Sell 
HICKORY Todoy 
HANDLE 


The head is short, compact and powerful. Weight so distrib- Positively safe, double efficient— its automatic 


. atin fety feature, the ball-bearing ratchet head re- 
uted that balance is perfect ... always right side up. The —_ with ‘the po ohh dle, —- g the handle ste- 


simplest, easiest-to-handle car mover on the market. tionary in operators hands. 


LOWELL WRENCH CO. WORCESTER, MASS., U.S. A. 
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Industry’s ye A | 
a AG oa 

Need to ms | 

Re-condition ip 

Assures Quick rors | 


Py RUST-OLEUM 


to Stop and Prevent Rust 


Industry's job of re-conditioning is still colossal. 
The sales opportunities for maintenance supplies are 
tremendous. That's why many distributors have doubled 
their Rust-Oleum sales in recent months and are setting 
new sales records on this easy-to-sell product. 


tet 








Rust-Oleum, the most effective rust preventive, stops 
rust and corrosion. Factories, utilities, steamship lines, 
iron and steel mills, public works departments, contrac- 
tors—all need Rust-Oleum. For fast turnover and greater 
profits sell Rust-Oleum. Write for full details of our 
sampling program. 





Cash in on this 5-STAR SALES TALK 


* Apply directly over any rusted surface. No flame cleaning or sand 
blasting required—just wire brush to remove loose paint, scale and dirt. 


% Penetrates rust, incorporates it in the film — spreads an unbroken 
protective coating on the surface. 


% Covers up to twice the area per gallon of ordinary paint. 
% Easy to apply—an important saving in time. 
% Full range of colors. immediate delivery! 
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Corp., Brackeriridge, Pa.; Aro Equip- 
ment Corp., Bryan, O.; Bay States Ab- 
rasives Products Co., Westboro, Mass.; 
Benchmaster Mfg. Co., Les Angeles; 
American Chain & Cable Co., Inc.. 
Bridgeport; Carborundum Go., Niagara 
Falls; Cincinnati Tool Co., Norwood, @.; 
Dunmore Co., Racine, Wis.; Gray Mills 
Corp., Evanston, Ill.; Holo-Krome Screw 
Corp., Hartford; Lincoln Engineering 
Co., St. Louis; Lufkin Rule Co., Saginaw, 
Mich.; Norton Co., Worcester; Owatonna 
Tool Co., Owatonna, Minn.; Sales Serv- 
ice Machine Tool Co., St. Paul; Simonds 
Abrasives Co., Philadelphia; Sparton Saw 
Works, Springfield, Mass.; L. S. Starrett 
Co., Athol, Mass.; Strong, Carlisle & 
Hammond Co., Cleveland, Tubular Mi- 
chrometer Co., St. James, Minn.; Walker- 
Turner Co., Inc., Plainfield, N. J.; Wells 
Mfg. Corp., Three Rivers, Mich.; Wesson 
Co., Ferndale, Mich.; and the Wendt- 
Sonis Co., Hannibal, Mo. 


Allis-Chalmers Opens 
New Branch Office 


R. H. Porterfield was named manager 
of a new branch office of the Allis- 
Chalmers Mfg. Co., Milwaukee, Wisc.. 
in the New England district located at 
1607 Industrial Trust Bldg., Providence, 
R. I. Mr. Porterfield, who received his 
degree in electrical engineering from the 
University of Nebraska, has been with 
Allis-Chalmers since 1939. 

R. E. Scudder, who served as a U. S. 
Navy aviator during the war, has been 
assigned to the new Providence branch 
as salesman. He joined the firm in 
August, 1945, upon his release from the 
Navy. He attended Northeastern Uni- 
versity in Boston. 








R. L. Rasmussen, salesman, Globe 
Machinery & Supply Co., Des 
Moines, reports rising industrial 
activity In his western lowa terri- 
tory. He keeps detailed records 
of the area, and plans to profit in 
their use. 























DISTINCT 
ADVANTAGES in 


Bondo, Whipcord V- BELT! 


1. Wide margin of strength 2. Minimum inelastic stretch 3. Uniform flexibi 


4. Maximum resistance to struc- 5. Smooth running 


6. Maximum tracti 
tural breakdown 


7. High resistance to side wear 8. Correct lateral reinforcement 


The outstanding difference in Condor V-Belt construction is the Whipcor 
Strength Member illustrated in the above cross section. This backbone of drav 
power is composed of strong strands of cotton cord made to Manhattan’s ow 
specifications, impregnated and encased in strong, tenacious, slow aging 
Flexlastics ... Other factors being equal, the useful life of a V-Belt is limited b 
excessive stretch. The function of the Condor Whipcord Strength Memb 

section is to take the load and prevent undue stretch. 


V-Belt Bulletin #:6868B (mailed on request) gives more details of the long 
wearing construction and includes helpful tables. ; 

Available also in Paranite G.O.P. (Gas Oil-Proof) and Non-Spark compound: 
of Flexlastics. 


- 


“The term FLEXLASTICS is an exclusive MANHATTAN trade mark. Only MANHATTAN may make FLEXLASTICS. 
MANHATTAN Belts will be made in the red color when again possible. 


gz ILAYBESTOS- MANHATTAN, inc 
; 
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IATTAN | 


Accurate Pressure Control with 


STRON 


PR. GRY ta 





Regulating Valves 


STEAM @ AIR @ GAS 


For Sensitive Pressure Regulation, Use This 
Single-Seated, Pilot-Controlled Valve! 


Recommended especially for: 


e Processes with intermittent or fluctuating demand; 
e Processes requiring extremely sensitive control; 
e Applications where dependability is essential. 


STRONG Type C Valve, illustrated at right, available in 
semisteel or cast steel, for pressures to 400 psi (600° F.). 
With ANUM-METL* seats and discs, optional internal 
or external pilot control, this valve automatically adjusts 
itself to maintain accurate reduced pressure. . 

Completeness of the STRONG line—steam traps, 
vacuum traps, pressure regulating valves, strainers, 
separators, continuous blowdown valves and other 
steam specialties—enables us to recommend exactly the 
right type and size for your particular application. Write 
us about your problem and ask for the new STRONG 
Regulating Valve Catalog No. 155. 


STRONG “Quick-Cleaning’’ - Strainers 


STRONG improved strainers, of semisteel or 
cast steel construction, protect redycing valves, 
steam traps, control equipment, etc., by taking 
out scale, dirt and sediment. Available in ‘‘T”’ 
or “Y” types. 





STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 
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Blast Trap 
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The Complete 
Quality Line 


HAND CUT FILES 
GROUND FROM SOLID CUTTERS 
CARBIDE CUTTERS — 


4;/vudoos-TERRATORIES ARE AVAILABLE 


Ford—America's oldest rotary file manufacturer. 

Nationally recognized throughout metal, wood and plastics industries. 
Quality product, intensively and extensively advertised. 

Most complete line—a right file for every job. 

Easy to sell—comparable prices. 

Quick turnover—many uses. 

Immediate delivery from stock. 


SEND FOR COMPLETE DETAILS — CATALOGS — PRICES — DISCOUNTS 


FORD 
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LOGAN ENGINEERING CO. CHICAGO 30, ILLINOIS 


252 


oqan A NAME TO REMEMBER WHEN YOU THINK OF BETTER Latues 


To help you sell Logan Lathes, 
advertisements on Logan Lathes 
appear in 39 leading industrial 


publications and directories. 


at these 39 points* 
this Sea" cabinet 
turret lathe 

has self-lubricating 
bronze bearings 





NO. 
LOCATION BEARINGS 
Undernecth Drive 8 
Reverse Gear Bracket 
Gear Box 
Headstock 
Automatic Apron 




















Carriage Assembly 
Turret Assembly 
*TOTAL 











*All models of Logan Lathes 
are similarly protected. 





ith ihe KEEP LOGAN LATHES READY TO RUN, 


BRONZE BEARINGS 


ADD TO SERVICE LIFE, 





NEED FAR LESS OILING 


The use of self-lubricating bronze bearings in place of plain bearings is typical of 
Logan Lathe design. The self-lubricating bearings are of a special bronze 

that is absorbent in texture and impregnated with lubricant. As a shaft revolves in one 
of these bearings, the lubricant is gradually released in a self-controlled flow 

which keeps an even film of oil over contacting surfaces. In this way, even though the 
lubricant is only infrequently renewed, the bearing surfaces are protected. 

In addition, the spindle on every Logan Lathe revolves on precision preloaded 


- ball bearings that never need lubrication. This sustained lubrication is another factor in the 


sustained accuracy and long life of Logan Lathes. Get the full story 
of the advantages offered by the complete line of Logan Lathes from your nearby 
Logan Lathe dealer, or write direct for a catalog. 


SPECIFICATIONS COMMON TO ALL LOGAN LATHES . . . swing over bed, 102”. . . bed length, 

434%”. . . size of hole through spindle, 25/32”. . . spindle nose diameter and threads per inch, 1%"—8... 
12 spindle speeds, 30 to 1450 rpm .. . motor, Y2 hp, 1750 rpm . . . ball bearing spindle mounting .. . 

drum type reversing motor switch and cord . . . precision-ground ways, 2 V-ways and 2 flat-ways. 


J-1 
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| * YOU HAVEN’T ALREADY RECEIVED your 
copy of R/M’s revised and enlarged packing catalog, 
write us today. 


This new edition is 72 pages . . . one of the biggest 
catalogs we have ever issued. It is fully illustrated, 
carefully indexed. It contains pictures and detailed 
descriptions of all of R/M’s asbestos, rubber, fabric, 
metallic, and plastic packings and gaskets. Also engi- 
neering data and complete information on new 


products developed during the war years. 


Keep this catalog in your desk for handy reference. It 
will help you sell more packing. It will help your 
customers to keep pumps, valves, hydraulic cylinders 
and other equipment operating continuously . . . with- 





out unexpected, expensive shutdowns... and without 


wasteful, dangerous leaks and drips. 


Write us today, if your copy hasn’t already arrived. 


Our Policy 


R/M packings for maintenance are sold exclu- 
sively through authorized distributors. This 
policy is followed to help you develop a profit- 
able and growing packing business in your 
territory, to encourage your study of customers’ 
problems and to stock their needs. Any inquiries 
submitted to us are promptly forwarded to you 
for handling. 


It°s “Packed with Satisfaction” when you use RIM 


MAN H At A AN 


\Z 


RAYBESTOS-MANHATTAN, INC. 
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STANDARDIZED 


MATERIALS HANDLING EQUIPMENT 


A MAGIC CARPET 
FOR INDUSTRY 









Load - Veyors combine great 
strength and light weight. Ex- 
clusive Market Forge features 
. + grid construction supports 
ball bearing rollers on both 
sides . . . hardened inner and 
outer ball bearing races min- 
imize wear . . . Load-Veyors 
may be used on either side... 
rails on reverse side provide for 
safe conveyance of small 
packages. 




















A — One man can eas- 
ily handle 58-pound 10 
foot section, 


B— Rigid or portable 
adjustable stands. 


Od RRR 





and accessories available. 





LOAD-LIFTS 


SEND FOR LOAD-LIFT 
MANUAL No. 1005MH 


DISTRIBUTORS 





We offer to established Mill 
Supply Companies and Industrial 
Distributors a completely inte- 
grated and standardized line of 
Materials Handling Equipment. 

Territories are now available 
throughout the country and in- 
sofar as possible on an exclusive 
basis. 

The position of Materials 
Handling during the period of re- 
conversion and after will surpass 
its importance during the war. 

NOW— is the time to consider 
a profitable addition to your 
lines of standardized industrial 
equipment. Write TODAY! 





SIMPLIFY YOUR 
HANDLING PROBLEMS 


The use of the Load-Lift system 
will greatly increase your plant 
efficiency for the smallest cap- 
ital i of any adeq 
materials handling system. 
Saves double handling — uti- 
lizes space advantageously — 
reduces fatigue — eliminates 
A g from 4 

















MARKET FORGE COMPANY, 61 GARVEY ST., EVERETT 49, MASS. 
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Clay Barker, president of Rogers 
Bailey Supply Co., Chattanooga, 
Tenn., glances over some of the 
large stock of grinding wheels 
kept in stock by his firm. 








Films To Tell World 
About American Life 


America’s world-wide reputation as 
a fabulous land of multi-millionaires, 
gangsters, cowboys, hill-billies, where 
everyone lives in mansions or penthouses. 
is about to receive quite a setback—in 33 
languages. A series of five motion picture 
films recently completed and previewed 
in Mount Vernon, Ohio, is expected to 
accomplish that purpose by displaying 
to foreign countries a true picture of 
how the average American family lives 
in the nation’s thousands of small and 
medium-sized towns and villages. 

The films, produced by Julien Bryan 
for the State Department, are for the 
purpose of enabling its officials stationed 
in foreign countries to give the people 
of other nations a true picture of how 
the greater part of America lives, and 
to counteract, if possible, some of the 
exaggerated ideas promulgated by the 
usual Hollywood film epics. 

The five subjects dealt with by the 
films include: the town of Mount Vernon 
on election day, showing how Americans, 
in the course of an ordinary day of going 
to work, to school, to play, pause to cast 
their ballots; how an average American 
doctor lives and works; how the average 
American craftsman works in his shop. 
and lives in his modest home; America’s 
public schools and how they function: 
the activities of a typical cousmty agent in 
his work with American farmers. 

The Cooper-Bessemer Corp., a Diesel. 
gas engine and industrial compressor 
manufacturer, and one of Mount Vernon’s 
oldest and most important industrial in- 
stitutions, was chosen for the films as 
the typical American factory. 

















Toots such as MILWAUKEE 
INDUSTRIAL BRUSHES, sold 
anytime in the past years, do 

















wear out and require replace- 
ment. That’s where consistent 


production enters the picture. 












Replacement means “exactly 


the same” and we as manufac- 


industrial brushes are diligent 


in this respect. Regardless of 





numbers ordered of a previous 
; type MILWAUKEE INDUSTRIAL 
/ BRUSH, the re-order matches 
the quality all the way through. 


: 
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; turers of such important tools as 
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of = are times when betterment of a 
bites certain type brush tool is possible for one 
ind reason or another. In that case naturally, the 


re-order is of the advanced quality. 


the During all the years that we have 


ed been producing these "TOOLS" for 3 
ple industry we have never varied from M [ W A U K id F 
consistency in production. In addi- 


oa tion we have always given greatest PUSS°AUR RE SU SSE: D S03. 8 3) 


en attention to any opportunity that for All Industrial Needs 5 
would mean betterment. 


the Today's applications of MILWAUKEE INDUS- 
_ TRIAL BRUSHES will, as in the past, result in 
highest quality production for all users. 


ae THE MILWAUKEE BRUSH MANUFACTURING CO. 
ge MILWAUKEE 


»P. WISCONSIN 


me he Key to Industrial Brush Problems 
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Doubt About 





256 


Have No 


THE 2 BRONZE SEATS 
GROUND TO A TRUE BALL 
JOINT INSURE LONG WEAR 


The super-smooth seats in a Dart 
Union join without jamming; part without pounding. 
Besides, the body and nut—made of high-test air- 
refined malleable iron—are practically indestruct- 
ible. 
For these reasons Darts may be used over and over 
again. And, naturally, 
they cost less in the long 
run. 


ly 
ca 


al 





It pays to demonstrate 
Darts. Send for copy of 
Dart Jobber Policy. 





VuNRLEORN S 
E. M. DART MFG. COMPANY, PROVIDENCE 5, R. I. 
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L. P. Newton, a new addition to 
the sales force, Winterbottom 
Supply Co., Waterloo, la., meas 
ures off a piece of sheet packing 
while training in the warehouse. 





Sound Equipment Names 
Nine Representatives 


Nine sales agents to represent a new 
thermostatic soldering iron have been 
appointed by the Sound Equipment Corp. 
of Calif., Glendale, manufacturers of the 
Kwikheat iron. 

The following are the first of a nation- 
wide group now being formed: J. Y. 
Schoonmaker, Dallas; Maitland K. Smith, 
Atlanta; George O. Tanner, Pittsburgh; 
L. A. Chambers, Chicago; John O. Olson, 
Cleveland; John V. Costello, Buffalo; 
Howard D. Wixson, Detroit; Samuel S. 
FEgert, New York, and Emery B. Hatch, 
Melrose, Mass. 


Bottomley In Field 
For Wickwire Spencer 


Harry Bottomley, recently discharged 
from the armed forces, has been made 
sales representative in the southern Penn- 
sylvania and Virginia territory, Wickwire 
Spencer Steel, New York. He was em- 
ployed in the firm’s hardware products 
department before joining the Army. 
H. C. Stults, who formerly covered the 
area for Wickwire, has resigned. 


Allied Control 
Buys Solenoid 


The Allied Control Valve Co., Inc., 
South Norwalk, Conn., has purchased the 
Aircraft Solenoid division, Henry Valve 
Co., Chicago. Hal McPherson, formerly 
chief engineer, Henry Valve Co., is now 
with Allied as vice-president in charge of 
engineering. 
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THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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REGISTERED U.S PAT. OFFICE 
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Marquette Welding 
Equipment is designed for 
you to sell. oan? newly 


designed transtormer gives 
INSTANT Are Striking with- 
out extra high frequency or 
booster gadgets. Model 262 
C has a wide range of 20 to 
275 amperes and takes all 
welding jobs in stride from 
Maintenance to High Speed 
Production . . . from light 
gauge sheet metal to heavy 
steel beams. New Telnic 
Bronze plugs and sockets 
doubles current carrying 
capacity. Transformer effi- 
ciency is increased by the 
generous use of aluminum. 
Models: 262 and 262 C, 20 - 
275 amps.; 261 and 261 C, 
20 - 200 amps. 


FOR PRODUCTION .. . 





4 your customers how they can speed production and at the same time cut 
Marquette Welders are the answer . . . welding eliminates unnecessary 
drilling, ents and riveting . . . and makes a lighter, but stronger finished 


pr 


FOR MAINTENANCE .. ., 


Marquette Welders can't be beat for making quick, dependable repairs on 
broken machinery. They quickly pay for themselves in construction of low cost 


trucks, racks, bins, guards, jigs, fixtures and other items. 


SELL MARQUETTE'S COMPLETE LINE .. . 


You can supply your customers with the Best in on et when you 
Arc Welders . . 

then make additional sales on Marquette’s High Quality Electrodes and All 

Welding Accessories. Marquette's outstancing Onxy-Acetylene Welding and 


Sell Marquette's Complete Line. Sell Marquette A 


Cutting Equipment has advanced design features. 


LOOK TO MARQUETTE FOR vacsdyutiaamaamasl 


MARQUETTE WELDING EQUIPMENT SOLD EXCLUSIVELY 
THRU THE NATION'S LEADING DISTRIBUTORS 





REGISTERED U.S. PAT. OFFICE 


MARQUETTE MFG CO INC 


MINNEAPOLIS 14 MINN 










mon —s LATEST DESIGN FEATURES 


e INSTANT ARC STRIKING 
BUILT-IN CAPACITOR 
TELNIC BRONZE Plugs and Sockets 
HIGH POWER FACTOR 

NO "MAGNETIC BLOW" 
WIDE RANGE 20-275 Amperes 










EQUIPMENT 

AC ARC WELDERS - ELECTRODES 
GAS WELDING And CUTTING EQUIPMENT 
ACETYLENE GENERATORS - ACCESSORIES 
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Ready to serve a customer who 
has just entered the door are 
Roscoe Sharpless, store manager, 
Klinger-Dills Co., Dayton, and 
John Chandler, counterman. 





Goodrich Chemical 
Advances Officials 


William I. Burt was made vice pres- 
ident-manufacturing, and Dr. Frank K. 
Schoenfeld was made vice president-tech- 
nical, of the B. F. Goodrich Chemical 
Co., Cleveland, Ohio. Mr. Burt was 
formerly general manager of plants, and 
has been with the firm since 1927. Early 
in his career, he was made manager of 
the chemical plant in Akron and later 
assumed direction of all manufacturing 
for the chemical company. 

Dr. Schoenfeld was formerly technical 
director for the chemical company and 
has been with it since 1927. He was in 
charge of polymer research and _ tech- 
nical manager of a manufacturing group 
prior to assuming direction of all tech- 
nical operations and development includ- 
ing those of the three government syn- 
thetic rubber plants operated by Good- 
rich. 

M. Scott Moulton was promoted to 
technical service manager for Geon 
thermo-plastic materials. Sam L. Brous 
was made manager of sales development 
and James C. Richards was promoted 
to sales manager of synthetic and re- 
claimed rubber. 


Nisbet Named Head 
Of Laminated Shim 


Following the recent death of Carlton 
N. Aborn, founder and president of the 
Laminated Shim €o., Inc., Glenbrook, 
Conn., the board of directors has elected 
E. B. Nisbet president of the concern. 

Others elected were James A. Aboin, 
chairman of the board, and A. V. Ander- 
son, executive vice-president and treas- 
urer. At the same time, H. B. Swindells 
was made purchasing agent. 
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NEW 
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MORSEg 
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AND SMALL 





Morse 2 — 


1361 “Bakelite” Drills 


1365 Heavy Duty Drills 


1386 Cotter Pin Drills 
1344 Drills For Brass 
2330) Cobalt Drills 

363 “Quick Twist” Drills 

367 Single Groove Drills ec 

Ss 
ys 
we 
49" 
nuh 


To get uniform accuracy in 
drilling small holes or in all your drilling, tapping 
and reaming operations — to turn out better work 


faster, every day —always specify Morse Tools. 


Styles shown above carried in stock. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 
YORK STORE: 130 LAFAYETTE ST. * CHICAGO STORE: 570 WEST RANDOLPH ST. * SAN FRANCISCO STORE: 1180 FOLSOM ST 
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MILL SUPPLIERS AND 
FACE CONTINUED ROPE 


7 Fair, impartial budgeting of Plymouth 
Rope production. 








Plymouth Cordage 


There is no prospect of real improvement in rope 
supplies for months ahead. Worid supplies of manila, 
sisal, henequen and other natural cordage fibers are 
far below demand. These limited fiber supplies are 
allocated to the various cordage manufacturers by 
a Federal agency. Plymouth’s distribution policy, 
in turn, is to allocate finished rope to Plymouth 
customers on a strictly fair, impartial basis. 


THESE 3 
EMERGENCY SERVICES! 


Bi-monthly reports on world fiber con- 
ditions. 


As the world’s largest rope-maker, Plymouth does 
everything possible to keep itself abreast of fiber 
production and shipments and the outlook for pro- 
duction in all parts of the world. Plymouth will issue 
bi-monthly reports to its distributors, enabling them to keep their own customers fully informed. 
These up-to-date reports should help to prevent over-optimistic or over-pessimistic rumors. 





3 Helping you tell rope users why you 
are short of rope and how they can make their present rope last longer. 






Useful booklets, charts and other material will 
enable you to give your customers dependable 
information on the rope shortage, and on the 
practical ways by which it can be met through 
the proper selection, care and conservation 
of ropes. 

Look at the advertisement from Time of 
May 20th, reproduced on the opposite page. 
It illustrates how Plymouth is carrying the 
story of the continuing acute rope shortage to 
your rope buying public. Through Time mag- 


woe 
a 
‘. 





azine and leading farm and industrial papers, 
this story reaches 6,600,000 readers. It urges 
all consumers to employ the rope conservation 
measures recommended by their own sup- 
pliers. We hope that these Plymouth steps will 
save your time in explaining the situation to 
your own customers—and help you to keep 
their good will, in spite of conditions which 
make it impossible to give your customers the 
amount of rope they want. 


PLYMOUTH corpace —_— 


ROPE +« TYING TWINE +« HARVEST TWINE 


THE ROPE YOU CAN TRUST BECAUSE IT IS 
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Plymouth Cordage Co. 
North Plymouth, Mass. 


‘ Kindly put us on your special mailing list to receive all avail- 
able information dealing with the post-war rope shortage under 
your 3 Emergency Steps. 


Name of Company 


Street Address 


ENGINEERED FOR YOUR JOB 
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Hein-Werner 
HYDRAULIC JACKS 


* lift heavy loads 
* move machinery 
x bend rods 

* press bushings 


* have many other uses 


30 TON MODEL 


One doesn’t have to be a 
super-man or an acrobat in 
order to lift or move heavy 
loads in an industrial plant. 

Many jobs can be handled 
quickly, easily and safely 
with the aid of one or more 
Hein-Werner Hydraulic 


Jacks. Actual photographs 


reproduced above show a 
few of the wide variety of 
jobs which can be handled 
by one of these versatile 
performers. 

. These super-powerful, 
easy-operating, absolutely 
dependable jacks are made 
in models of 3, 5, 8, 12, 20, 
30 and 50 tons capacity. 


Write us for details 


_HEIN-WERNER MOTOR PARTS CORP. 


WAUKESHA, WISCONSIN 
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Francis Haw Dies, 
Haw Hardware Treasurer 


Francis Bowen Haw, treasurer-secre- 
tary of the Haw Hardware Co., Ottumwa, 
Ia., died suddenly on Mar. 5 at the age 
of 62. 

After graduation from. Iowa State Col- 
lege and Iowa Wesleyan, he engaged in 
ferming in Montana and Iowa until 1910, 
when he joined the Haw firm. He worked 
his way through the distributing company 
until becoming secretary in 1928 and sec- 
retary-treasurer in 1934, 

Mr. Haw is survived by a son, Corp. 
Robert A. Haw, and two brothers, E. A. 
Haw, president of Haw Hardware, and 
Arthur Haw of Lansing, Mich. 


American Brake Shoe 
To Purchase Foundry 


The American Brake Shoe Co., New 
York, has contracted to purchase the 
Progressive Foundry Works, Inc., Roche:- 
ter, N. Y. Under Brake Shoe manage- 
ment, the foundry will continue to pro- 
duce castings for old customers in addi- 
tion to introducing castings made by a 
process recently developed through Brake 
Shoe research. Operating as a division, 
the foundry will be under the direction 
of W. T. Kelly, Jr., who is also president 
of the Kellogg division. 


Lenk Adds To Sales, 
Plant Facilities 
The Lenk Mfg. Co., Newton Lower 


Falls, Mass., is completing an addition 
to its present plant, and the new wing 
will soon be providing more space for the 
production of the firm’s line of torches, 
electric soldering irons and solders. 

John A. Birch and Sidney Lowenstein 
have been added to the sales force to 
cover the trade in New England and New 
York. The Harry Hanser Co., New York, 
will handle the line in Delaware, Mary- 
land, New Jersey and the District of 
Columbia. 


Bantzhaff In Field 
For Barrows Locks 


George W. Bantzhaff, who has been 
connected with distributor administration 
activities for more than 25 years with the 
Rayl Co., Buhl Sons Co., and Bullock- 
Green Hardware Co., all of Detroit, has 
been appointed sales representative, the 
Barrows Lock Works, North Chicago. He 
will cover Michigan, Ohio and Indiana, 
and some of the larger cities bordering 
that area. 











' 





LisBoN Hoist Crane COMPANY 
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CHAMPION 


belongs in your line... 


Every plant in your territory is a prospect for electric bulbs and tubes. 


You are a logical source of supply. Every lamp customer you get means sure and steady 


- gepeat business, when you sell lamps of CHAMPION quality — and you can get more 


of them with CHAMPION Lamps. 


CHAMPION Fivorescent and Incandescent Lamps net you the greatest return on this 
volume item. Low cost production, low overhead and a policy of outright sale to 
selected wholesalers only (no red tape, restrictions or records to fill out) means that 
you get all there is in lamp volume and profit. 





AY 
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aerremes and hole size both have much to 

do with selecting the best type of reamer. 
Shell type reamers are used for large diameter 
holes. For small holes and in hard, tough, or 
stringy materials, a solid type reamer is recom- 
mended. 

Whatever your reaming job, there is a 
NATIONAL reamer exactly fitted to your needs. 
In reamers, as in other cutting tools, you get 
the best when you specify NATIONAL tools— 
the National choice. 












ra Your 
DISTRIBUTOR! 


Leading distributors in every section of the 
country have stocks of National Cutting 
Tools. Every National distributor offers 
factory-trained engineers to serve you. Call 
your National distributor for cutting tools or 
any stople industrial product. 


nn 


[NATIONAL 


ATIONAL NG 


ot, ANY 
DRILL AND TOOL COMP 


Twist ROCHESTER, MICH. U.S.A. 
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PRECISION GRINDERS 


- 


THE McGONEGAL MANUFACTURING CO. 


ima 





AUWEM AC. 


Type J-40: max. speed 
45,000 R.P.M.; 2 H.P. uni- 
versal motor; grinding 
wheels %4" to 5”. 


Type J-2A: 7,000 to 36,000 
R.P.M.; universal motor: 
grinding wheels %” to 3”. 





proved in service as no 
tools were ever proved before 


War demands provided the opportunity to prove out 
some products under the most gruelling conditions. 
These products were literally “on the spot’, day in 
and day out to show their stuff in terms of perform- 
ance, efficiency and general adaptability. THEMAC 
PRECISION GRINDERS are included among such tools, 
many thousands of them being called upon to render 
service such as would never be expected of this class 
of tool under normal conditions. 


THEMAC GRINDERS most definitely proved out their 
design and their ability to take it and perform at 
highest maintained accuracy. Nothing more could be 


asked of a tool post grinder than was given by 
THEMACS in war production. 


All this is adding up to a still greater acceptance for 
THEMAC PRECISION GRINDERS and still greater sales 
. under a selective distributor policy. 


Completeness of the THEMAC line, proved performance 
and universal acceptance enable distributors to take 
the lead in meeting their customers’ needs for precision 
grinders that can be depended on to really do a job. ~ 


EAST RUTHERFORD, NEW JERSEY 
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STRENGTH 


ALL THE WAY THROUGH 





@ A padiock can be no stronger than its case. 
Master's fine precision mechanism deserves the 
strongest case modern engineering can devise. 
Master laminated construction provides exactly 
this . . . superior strength, built plate upon plate 
upon plate . ..all solidly united under pressures 
up to 300,000 pounds. @ Here are padlocks 
you will be proud to pass along to your cus- 
tomers. For lasting satisfaction, specify Master 
padiocks. Sold only through distributors. 


‘ Master Padlocks 


EVERY .ONE AN OUTST ARM et AG VALUE 


Master [ock Company, Milwaukee. Wis. e Worlds Leading Padlock WManufactrors 
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GEARED To 


VOLUME SELLING 
thru DISTRIBUTORS 


New, big volume industrial markets for 
OTC TOOLS were opened up by War 


production and maintenance needs in 
industry and combat service. The IM- 
PORTANT savings in time, manpower 


and critical machine parts made pos- 


sible by the OTC PULLING SYSTEM 
have become more widely known and 
accepted than ever before. There is a 
continuing and expanding demand 
for OTC TOOLS— including a com- 
plete line of Pullers, Box Wrenches, 


Special Tools and Service Sets for 
Aviation, Diesel Engine, Industrial, 


Power Machinery and Refrigeration 


Maintenance. 

The OTC Merchandising Plan is set 
up to develop and supply these new 
and greater markets—through Indus- 
trial Distributors and Mill Supply 
Houses. Many Distributors are already 
geared into the OTC Program. 
Prompt shipment now being made 
on stocks. For full details, write for 
booklet “OTC Merchandising Plan” 


312 CEDAR ST., OWATONNA, MINN. 


OWATONNA TOOL CO. 


MAINTENANCE 
TOOLS 


: m” 
WIDESPREAD™ 
ESTABLISHED $ 
DEMAND 


~ 


BR SALES AND 
L/\: | ENGINEERING 
“Faolel14-e ile). 


NATIONAL 
ADVERTISING 


» 1 
SELLING 


HELPS 
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Gardner Retires, Kennedy 
Named Disston Manager 


A. A. Gardner, western division general 
manager of the San Francisco, Seattle 
and Portland branches, Henry Disston 
& Sons, Inc., Philadelphia, has retired 
from business life. Associated with Diss- 
ton for almost 40 years, he was made 
Pacific Coast manager in 1923, and. has 
been a large factor in the continued 
growth of the western territory. 

A. F. Kennedy, until recently general 
manager of the central division in Chi- 
cago, has succeeded Mr. Gardner. No 
stranger to the West Coast, Mr. Kennedy 
was associated with the San Francisco 
and Seattle branches before being made 
central division manager 11 years ago. 


Nation-Wide Surplus 
Sales Series Planned 


The War Assets Administration’s plans 
for a series of nation-wide site sales are 
nearing completion. Under the site sale 
program, buyers will be permitted to 
purchase surplus property on the spot 
where they inspect samples, make their 
selection, arrange transportation and pay 
for the goods. 

E. A. Roberts, director of the mixed 
sales division of WAA, said that 532 sites 
that include locations in almost every 
section of the United States, are now 
being considered. The material at these 
locations has been estimated to be valued 
at more than $1,500,000,000 by the WAA. 
The number of locations that may finally 
be approved for site sales might reach 
2,000. 

In a move to speed the disposal of sur- 
plus capital, producers and consumer 
goods, the site sale program is being 
designed to return surplus military mate- 
rials into civilian streams of supply with 
a minimum of red tape and delay. Lieu- 
tenant General E. B. Gregory, War Assets 
Administrator, has inauguarated the site 
sale method to permit “on the spot sales” 
at fixed price levels for all types of sur- 
plus property. 

Coordinators are now working in WAA 
regional offices to put a uniform sales 
plan into operation. It is expected that 
the coordination work will be completed 
by May 1, and that the dates for the first 
sales will be announced shortly there- 
after. 

The nation’s first site sale was con- 
ducted at Port Huenene, Calif., where 81 
percent of the materials offered were dis- 
posed of for a recovery of 59.9 percent 
of the original cost to the government. 





















DESMOND HUNTINGTON DRESSERS 


DESMOND CRACKERJACK DRESSER 








DESMOND BALL | a 
BEARING 5S DESMOND DIAMO-CARBO DRESSER 


BEST ALL-AROUND TOOL ROOM DRESSER 
DESMOND 
HUNTINGTON CUTTERS 
Made in All Sizes 
> & DESMOND HEAVY DUTY DR 





ESSER 
FOR LARGE AND COARSE WHEELS 





DESMOND HEX DRESSER 
MOST DURABLE MADE 


= eD> 


DESMOND SHERMAN DRESSER DESMOND DIAMOND HAND TOOLS AND NIBS 

















THE RIGHT TOOL FOR EVERY GRINDING 
WHEEL DRESSING AND TRUING JOB! 


You can do it with 
Build a reputation for yourself as a distrihutor who knows—and 
can supply—the right tool for every grinding wheel dressing and 


truing problem! With the DESMOND-STEPHAN line at your 
fingertips it's easy! DESMOND can supply a wider variety of 
Dressing and Truing tools than any other single source... 


actually the most complete line available today. Each tool has 
been designed for a specific job and will restore original efficiency 
to the wheel for which it is intended. Obviously the diversity of 








the DESMOND line means opportunity for a greater variety of . 
Dresser and Cutter sales . . . so write today for informative , 5 
material. We have available Catalogs illustrat- DESMOND sup- fF 
ing and describing DESMOND Dressing and file* ¢ complete 
Tools. Additional information on individual Steel Slide Vises 


problems will be sent on request. quirements. 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 









i Press and 
mtiting Machine Vise 
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INDUSTRIAL BEARINGS 


PRODUCTS OF 
JONSON BRONZE 


Piasn Cast Bronze Bushings 
Bushings: 


©. PLANERTY 
WOE PREDIDERT aD SECRETARY 


WORKS AND GEWERAL OFFICES 


March 28, 1946 


Mre Re Garrison, 

District Manager 

Factory Menagement & Maintenance 
738 Oliver Building 

Pittsburgh, Pennsylvania 


Dear Garry: 


Bearing Bronze, such &s sold by our Mill Supplies 
Distributors, is essentially a service item. The 
men in industry who buy or specify it are the in- 
dividuals responsible for the steady, uninterrupted 
operation of the machines and equipment in their 
plants and mills....the “Plant Operating Men" of 
industry. 


These are the men our distributors must contact 
to complete the sale, and these are the meneece. 
as indicated by the returns we receive..-ethat 
read FACTORY regularly. 


Thus FACTORY Management and Maintenance is a 
natural for the advertising of Johnson Bearing 
Bronze. 


Yours very truly, 


Advertising Manager 


ESsmm 


Disitnet Sales Offices 
ATLANTA -Boston-Burraco - Cwicago - Cincinnati - Creve 


Kansas City -Los Anceces - Minwearous - Newarn - New York - 


St Louis- San Frawcisco- Searte 


R The First Step in 
e 


NATIONWIDE cenversien 


te g Look at your . 


Bearings 





















JOHNSON BRONZE COMPANY: 


rates FACTORY “a naturat” 


TO REACH PLANT OPERATING MEN 


“Bearing Bronze, such as sold by our Mill Supplies Distributors, is essentially a service item,” 

says Mr. Eugene Scanlon, Advertising Manager of Johnson Brqnze Company. “The men in industry who buy 
or specify it are the individuals responsible for the steady, uninferrupted operation 

of the machines and equipment in their plants and mills. . . 
the ‘Plant Operating Men’ of industry.” ‘These are the men,” am Mr. Scanlon, 

“our distributors must contact to complete the sale, and these @re the men... as indicated 


by the returns we receive .. . that read FACTORY.”’ 





FACTORY is read by more plant operating men in the manufa@uring industries than any 
other business paper and, each month, carries the advertising of more than three hundred manufacturers. 
We shall be glad to send you a copy of the current issue so that you can see for yourself 

the kind of editorial and advertising information that is reachin 


your best prospects and customers in industry. 





ADVERTISING FACTORY 


IN FACTORY sHows HOW 
HELPS DISTRIBUTORS TO MANAGE MEN AND 
SELL TO MACHINES 
INDUSTRY TO SAVE TIME 


AND MATERIAL 





FACTORY 


MANAGEMENT & MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18, N.Y. 
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DRINNER 


OUR DEALER’S FIELD MAN 


FOR YOU—He's valuable because 

he has a background of knowl- 

edge and experience that has 
helped manufacturers through all the tough spots. He has dug up 
equipment that didn't exist, rolled up his sleeves, worked nights and 
Sundays during the war—and he's at it again now to help with 
reconversion. 


FOR US—The men who work for Skinner Dealers deserve special 
praise from us. Yes, they have sold our chucks... thousands of them 
... but they have also given their time and energy without stint to 
make sure that Skinner products are properly applied and proper- 
ly serviced. This is constantly being reflected in reports received 
from all over the country. It adds up to proof of our claim that— 
“You can't beat Skinner quality and service.” 





THE SKINNER CHUCK COMPANY 
346 Church Street, New Britain, Connecticut 
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Making out the payroll for the 
Mills & Lupton Supply Co., Chat- 
tanooga, Tenn., is the Jot of A. M. 
Day, treasurer. 





Training Film 
Catalog For Industry 


Published by Castle Films, Inc., New 
York, a new free catalog describes what 
is believed to be the largest single col- 
lection of educational and training films 
available to schools and industries. It 
contains a complete list of all U. S. Gov- 
ernment 16mm. sound films and 35mm. 
filmstrips, totaling 1,158. Included are 
466 motion pictures and 432 filmstrips 
of the U. S. Office of Education, and 
training and educational films produced 
by the Navy, War Dept., Dept. of Ag- 
riculture, and Public Health Service. 


Westinghouse Names 
Lynde To New Post 


L. E. Lynde was appointed manager 
of the New England district of the West- 
inghouse Electric Corp. with headquar- 
ters at Boston, Mass. Mr. Lynde was 
born in Merrimac, Mass., on April 28, 
1896, attended schools at Manchester 
and Dover, N. H., and was graduated 
from the University of New Hampshire 
in 1918 with a bachelor of science degree. 
He joined the Westinghouse graduate 
student course in 1920. 

F. L. Nason, who had been New Eng- 
land district manager, will become a 
special representative of the firm in the 
New England area. He will handle special 
and important assignments with large 
purchasers. 

My. Lynde has appointed Sidney C. 
Palmer as transportation and marine di- 
vision manager and F. S. Bacon as cen- 
tral station manager for the district. 


































and UNCLE ELBY 
yi  FLOORED AGAIN/ 
Z) Z THEY FORGOT TO USE. 
\A OIL-DRI - - IT MAKES 
GQ _/“—=FLOORS SKIDPROOF/ 


NAPOLEON 
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TEPs 
e 
Y N EVERY state in the Union OIL-DRI ° 
and OIL-DRI-(All-Purpose) are used regularly - | 
by factories, breweries, food plants, repair ABSORBS ALL TYPES OF 
shops, service stations and power plants to OILS, GREASES AND FATS 


remove dangerous oil and grease accumula- 
tions and oil-and-water “slicks” from floors 


around equipment, on steps and in aisles. U | al i lng 
equip ps AL st 
Their use greatly reduces the hazard of de- pAit- purposs PURPO ZH {| 
BEERS) se 


structive fires and costly falling accidents. 





4a y ABSORBS ALL TYPES OF OILS, 
as 4 nfeorr GREASES AND FATS, PLUS WATER 

Ne +i 
es 4, - Your . ' AND SOLUBLE OIL SOLUTIONS 


5036 N. Ravenswood Ave. 


Corporation CHICAGO 40, ILLINOIS 


OF AMERICA 


nn 


~ 


— Oil-Dri 
a 


Aember of National: Safety Council 


i 
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HOW TO USE NAYLOR’S 
EXCLUSIVE ADVANTAGES 
TO BUILD PIPE SALES FOR YOU 


Here is a simple way to increase sales and profits with the new 
Naylor Pipe catalog. This valuable pipe guide gives you the 
market information, the applications and the exclusive advantages 
which Naylor light-weight pipe offers your trade. Profusely illus- 
trated, it provides you with effective selling ammunition that you 


can use in meeting your customers’ pipe requirements. 


If you haven’t already received your registered copy of this new 


catalog, write for it today. 


NAYLOR PIPE COMPANY 


Comeral Office 





Pest hS@t 71 1.) STREET « ig ile ¥ 2.) 9, ALIBOIS 
Mew York Of 

NAYLOR LOCKSEAM i telisen tievene > thea tiles 

SPIRALWELD PIPE 
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George Holbourn, Mill & Indus- 
trial Supply Co., Louisville, here 
indulges in the practice of match- 
ing up bolts with nuts. 





Harwood Leaves Ward's 
For Ohio Stainless 


Robert N. Harwood has resigned as 
assistant manager of the Cleveland plant. 
Edgar T. Ward’s Sons Co. to join the 
Ohio Stainless & Commercial Steel Co.. 
Cleveland, as general manager. Born in 
Winnipeg, Canada, he became a citizen 
of this country in 1940, eight years after 
first joining the Ward’s organization. 

Paul Keller, president of Ohio Stain- 
less and formerly manager of alloy steel 
sales, Copperweld Steel Co., Warren, O.. 
announced the establishment of a new 
warehouse at 2966 East 55th Street. 


Distributors Name 
Sales Representatives 


M. Keith Webster, former U.S. Army 
material handling expert, was named to 
the sales force of the William H. Ziegler 
Co., Inc., Minneapolis, and H. J. “Bud” 
Crichton, Jr., former sales representa- 
tive for National Bronze and Aluminum 
Foundry Co., Cleveland, Ohio, was 
named to the sales force of Gordon & 
Kinney, Detroit. Both firms are repre- 
sentatives of Automatic Transportation 
Co., Chicago. 


Anderson Heads Research 
For Thermoid Rubber 


H. C. Anderson has been made director 
of research for the Thermoid Co., Tren- 
ton, N. J. A chemical engineering grad- 
uate of Iowa State College, Mr. Anderson 
was formerly with the Flintkote Co., 
New York, and the Chrysler and Ford 
companies in research, engineering, and 
managerial capacities. 
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MAKING FRIENDS FOR DEALERS . . 
ao Si - os 
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.. cutting metal-cutting costs 


















@If you would visit busy metal-working equip your Wells with a Wells Wet Cutting 
plants from one end of this great country | System for larger production runs. 

to the other, you'd find Wells Saws, thou- Perhaps, you would get the idea, as 
sands of them, working; you'd see them _have thousands of Wells users, that here 
cutting every size,shapeandtypeofmetal indeed is a wise investment—a handy tool 
that can be fitted into them; you'd talk for any metal-working plant. Why not 
to the men who use them and they'd tell _— write today for full details. 





you how easy they are to use... how 
convenient they are, how they can be 
moved from one job to the other to save Speecfications é 
the time and labor of moving the work CAPACITY: Rectangular . . . . 8” x 16” 
to the saw. (Special Guides) . ... » 5” x 24” 
They'd tell you also, that you can use 4 6 5 -@ 6-6 % 8” Diameter 
a Wells in the storeroom, toolroom and MOTOR: .... . . .14HP., AC. or D.C. 
maintenance department, or that you can SPEEDS: Selective 60, 90, 130 feet per minute 
WEIGHT: . . . . Approximately 665 pounds 











Products by Wells are Practical 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN 
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MANY-SIDED SALES AID 


A Carefully Compiled 


New General Catalog weit ee 


Display your present-day products effectively 
Strengthen and reinforce your salesmen 

Train personnel, including returning Gis 
Help meet postwar competitive conditions 


to coast. 





% The Donnelley compiling service brings you the 
results of forty years of specialized experience in build- 
ing catalogs for many leading distributors from coast 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 16 
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Lowry Manages 
Hajoca Branch 


James M. Lowry, who served in the 
Navy throughout the last war, has been 
appointed manager of the Wilkes-Barre, 
Pa., branch of the Hajoca Corp., Phila- 
delphia. Before taking on his new re- 
sponsibilities, Mr. Lowry had been rep- 
resenting Hajoca in the Staunton, Va., 
area. 


Graham Firm Represents 
X-Pando Corp. 


The X-Pando Corp., Long Island City, 
N. Y., has named John H. Graham & 
Co., New York, as sales representatives 
to industrial and hardware distributors 
throughout the United States. The man- 
ufacturer feels that the new arrangement 
will assure more frequent contact and 
closer cooperation between distributors 
and the company. X-Pando manufac- 
tures an interior cement that is said to 
expand as it sets, and a leak-preventing 
joint compound for pipe. 


SKF Supporting 
Truman Food Drive 


SKF Industries, Inc., ball and roller 
bearing firm employing approximately 
3,850 persons, announced it has asked 
the 2,400 employees who daily eat in 
the main cafeteria at its Front St. and 
Erie Ave. (Philadelphia) plant and in 
a smaller cafeteria at the Tulip St. and 
Aramingo Ave. plant to practice voluntary 
food conservation both at work and at 
home. The request is in conformance 
with President Truman’s Famine Emerg- 
ency Committee’s pleas for full and 
voluntary cooperation in the nation-wide 
program to reduce food waste and thus 
help avert famine abroad. 


industrialists On 
Diesel Committee 


The Diesel Engine Manufacturers As- 
sociation has named a committee to co- 
operate with a committee from the oil 
industry in a program aimed to improve 
fuel performance in diesel engines. 

Among the men named are: G. N. 
Guerasimoff, Buda Co., Harvey, Ill.; P. 
L. Callan, Chicago Pneumatic Tool Co., 
Chicago; Ralph Boyer, Cooper-Bessemer 
Corp., Mt. Vernon, O.; H. L. Knudsen, 
Cummins Engine Co., Columbus, Ind.; 
T. M. Robie and L. D. Thompson, Fair- 
banks, Morse & Co., Chicago, and J. C. 
Barnaby, Worthington Pump & Machin- 
ery Corp., Harrison, N. J. 








td new firofis with 


4240 Peterson Avenue 


Chicago 30, Illinois 
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Write for this new catalog —Just out, 


a new abbreviated catalog featuring fast 
selling units—selected 10”, 11”, and 12” 
SHELDON Precision Lathes, attachments 
and accessories; the SHELDON-Vernon 
Horizontal Milling Machine; SHELDON- 
Vernon Vertical Milling Machine and Jig 
Borer and the new SHELDON-Vernon 
12” Shaper. 
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‘Nines's a 


BIG MARKET 


FOR WELDOLET FITTINGS IN 
BOILER-HEADER CONSTRUCTION 





You can simplify your customer's boiler-header construction jobs 
and get increased WeldOlet Fitting sales for yourself if you point 
out the advantages these unique fittings offer. 


] They provide adequate strength. WeldOlet Fittings provide 
full pipe strength at the joint and are safe for practically all 
boiler-header construction jobs. 


? They provide better flow conditions. WeldOlet Fittings are de- 
signed with a funnel-shaped inlet which provides full flow into 
the branch line because turbulence dnd friction are reduced. 


3 They are easier to install. WeldOlet Fittings eliminate the need 
for forming and fitting of run and branch pipes and require 
only enough for installation to allow room for welding. 


Don't fail to point out these advantages to every one of your piping 
customers. You'll be doing them a favor and you'll increase your 
sales too. If you do not have complete specifications and descrip- 
tion of these good-will and business-building fittings, write today 
for the new 16-page WeldOlet Fittings Catalog. 

BUY MORE BONDS 


Forged Fittings Division AND KEEP THEM 
BONNEY FORGE & TOOL WORKS « 645 N. Meadow St., Allentown, Pa. 


WELDIN UTLET=~THREADED OUTLET -SOCKET OUTLET 
2 WE SiaeicHn //oe 1A 


“etl 
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Periodical tours of the stock rooms 
at the Tennessee Mill & Mine 
Supply Co., Knoxville, Tenn., are 
a habit with J. Frank Slagle, sales 
manager. 





Stephen May With 
Pacific Manufacturing 


Stephen C. May, formerly vice-presi- 
dent and general sales manager, Darling 
Valve & Mfg. Co., Williamsport, Pa., has 
joined the recently formed Pacific Mfg. 
Co., Cleveland, as vice-president and gen- 
eral sales manager. The concern manu- 
factures self-contained air conditioning 
units. 

Before joining Darling in 1940 as gen- 
eral sales manager, Mr. May was affiliated 
with G. S. Blakeslee & Co., Inc., Cicero, 
and the Iron Fireman Mfg. Co., Cleve- 
land. He was graduated from Georgia 
Tech in 1925 with a degree of Batchelor 
of Science in mechanical engineering. 


Deindustrialization 
Hits German Steel 


Only the outline of the deindustrializa- 
tion plan for Germany has been revealed, 
but it provides world business with the 
following measures of the probable in- 
ternational economic structure, Business 
Week states. 

1. Germany, instead of being the 
world’s second steel producer after the 
United States, will now be outclassed 
also by the Soviet Union, Britian, France, 
and possibly Belgium. 

2. Western Europe, especially France 
and Belgium, will be encouraged (by 
U. S. loans and allocations of Reich 
reparations equipment) to absorb a large 
part of the former German Capacity. 

“The plan,” says the article, “provides 
for a steel capacity of 7,500,000 tons, with 
annual production limited to 5,800,000 
tons—virtually the level sought initially 
by U. S. authorities.” 
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Grove And Orr Return 
To San Antonio Machine 


Harold Grove and Charles Orr, Jr., 
have returned te the San Antonio Ma- 
chine & Suppiy Co., San Antonio, Texas. 
Mr. Grove is once again in the purchasing 
department of the distributing firm’s Cor- 
pus Christi branch, and Mr. Orr is back 
in the plumbing division of the Waco 
branch. 


National Radiator Buys 
Pullman Plants 


The National Radiator Co., Johnstown, 
Pa., has purchased the Pullman-Standard 
Car Co. plant in Middletown, Pa. The 
plant will fabricate steel boilers for indus- 
trial and domestic purposes, pressure ves- 
sels, heat exchangers, and other indus- 
trial products, formerly made at Nation- 
al’s Lebanon plant. The new property has 
upwards of 300,000 sq.ft. of floor space 
which cannot be put into immediate op- 
eration due to need of reconversion. 


International Nickel 
Opens Technical Section 


Fhe International Nickel Co., Inc., 
has opened the Empire State Technical 
Section of its Development and Researeh 
Division on April 1. It is located in the 
Genesee Valley Trust Building, Exchan:ze 
and Broad Sts.. Rochester, N. Y., and 
will furnish technical information and 
assistance to industry in the State of 
New York excluding New York City, 
the Albany area and the Hudson River 
Valley. 

Gilbert L. Cox, metallurgical and chem- 
ical engineer, will be in charge. He has 
been associated with International Nickel 
since 1931, serving in various capacities 
in its Development and Research Divisivn. 
At one time he specialized in corrosion 
engineering, particularly in regard to 
the applications of high nickel alloys, 
nickel alloy steels and cast irons. 

During the war years Mr. Cox was on 
active duty with the Army Ordnance de- 
partment. Part of the time Mr. Cox was 
engaged in ordnance research at Water- 
town Arsenal. Later in May, 1944, he 
became Chief, Cannon Branch, Artillery 
Development Division, Research and De- 
velopment Service, Office Chief of Ord- 
nance in Washington. In February, 1946, 
he received the Legion of Merit for 
his “direction of many important projects 
for the development of new and improved 
cannon resulting in increased effective- 
ness of the weapons used by our troops.” 



























































BONNEY 
TOOLS 


S RONNEVE 
L Ook 
= ee 


ARE PREFERRED BY MECHANICS 


“Efficiency’’ means “producing the maximum effect with the 
minimum effort’’—and that's just why Bonney Tools are pre- 
ferred by so many mechanics. They help get more work done 
in less time and easier too. They are easy-on-the-hands, light, 
well balanced, accurate and strong—no wonder distributors 
and jobbers find the Bonney Tool line easier to sell. If you are 
not set with Bonney Tools, write today for the Bonney Tool 
catalog and distribution proposition. 


** Of course, Bonney Tools are chrome plated. 


BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST., ALLENTOWN, PA. 
in Canada: Gray-Bonney Tool Co., Lid., St. Clarens & Royce Aves., Toronto 
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Some PALMETTO Packings 
for the Textile Industry: 


PALMETTO Braided 
.. for steam, air and general 
service 
PALMETTO Piaited, PALMETTO 
Hydraulic Duck, PALMETTO Flax 
PALMETTO Twist 
-» fer valve stems 
PALMETTO Plastic 
. - for General Utility 
PALMETTO Spiral 
(high and low pressure) 
. . for reciprocating rods 
PALMETTO Supersheat 
-- all purpose jointing 
PALMETTO High Pressure Folded 
Asbestos Gaskets 
.. for boilers 











As a greater selection of dyes and fabrics again 
becomes available, the textile industry's machines—as 
well as the machines of their dyers and their chemical 
plants—will be taxed to capacity. This equipment re- 
quires durable, time-proven packing for continuous 
operation. 


Textile engineers demand a well-known packing .. . 
packing with a record of lasting performance . 
a packing designed for their specific applications. 


That packing is PALMETTO .. . and it's packed with 
sales value for you. This simple, easy-to-select line at- 
tracts new customers . . . completely satisfies those who 
are already familiar with PALMETTO service . . . and 
encourages repeat sales with repeat profits for you! 


And the textile industry is but one of the many indus- 
‘tries that make up the vast profit-pattern open to your 
sales efforts with Palmetto Packings. 


Our ABC Packing Selection Chart shows the correct pack- 
ing for each service. Write for it today, and also ask for 
our Comparison Chart — a sales help of proven value. 


MANUFACTURED BY 


GREENE, TWEED & CO. 


Bronx Bivd. at 238th St., New York 66, N. Y. 
Plants at New York City and North Wales, Pa. 


Te 
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“Cub” Airxpel 
Bucket Steam Trap 


POWER 
SPECIALTIES 


You can always meet your customers’ needs regardless 
of type or size wanted if you are a Distributor for the 
big Wright-Austin line . .. and at a price that allows 
you a good margin of profit. 


Steam Traps, Steam or Oil Separators, Air Purifiers, 
Exhaust Heads, Strainers, Air Relief Traps, Boiler Trim- 
mings and other Steam Power Specialties . . . the line 
that enables you to build up a steady growing sales 
volume. We invite your inquiry. 


“Master” Airx 


No. 10N Vertical Bucket Steam 


Steel Receiver 
Steam Separator 


Established Over 50 Years 


WRIGHT 2, AUSTIN 


316 W. Woodbridge St., Detroit 26, Mich. 
Distributors and Agents in all Principal Centers 


No. 12N Live 

Steam Horizontal 

Steel Receiver 
Separator 


Horizontal Steam 
Separator 
Type ‘ “as 
Vertical Steam 
Separator 


“ s” 
ator 
Sit aning 


Type “E” Horizontal 
Steam and Air 
Separator 


clone” 


T vo 
Cast Iron 
Exhaust head 


av 


Vv 


Alarm 
Water Columns 


Blow shrill whistle 
when water reaches 
low or high danger 
level in boiler. Made 
for all sizes of boilers 
and all pressures. 





Neon Illuminator 


Makes water level in 

gauge glass visible at 

a distance of 100 ft. 
° 


Electric Alarm 


For signal light or 
bell or horn, placed 
at any location, gives 
alarm for high or low 
water. Very simple 
and dependable. Suit- 
able for all pressures. 


Water Gauge 


Vertical or inclined 
type for all makes of 
Water Columns. When 
a glass breaks one pull 
on the chain from the 
floor instantly shuts off 
both steam and water. 


"Crescent" 
Weighted Trycock 


Absolutely non-leaking 
Double life due to re- 
versible valve and seat 
of special metal and 
easily accessible. Suit- 
able for any water 
column. 


Electric Boiler 


Feeder 


“Cub” Airxpel 
Bucket Steam Trap 


“Tuway” Strainer 
—straightway or 
angle 


Ly 


Air Relief Trap 
Removes air 
from liquids 
under pressure 


“Combination” Float 
and Thermostatic 
Steam Trap 


fhe 


“Victor” 


duty 
Also Oil and Grease 
Trap 


heavy 


“Emergency” 
Float type for 


automatically varying pressure 


maintains normal water level in boilers 
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A Handful of Still 


STANLEY No. 51’2 NAIL HAMMER 


Head forged from spe- 
cial analysis steel and 
given two heat treat- 
ments. 


Perfect claws with uni- —& 
form split and beveled , 
gtip that bites into nail 
shank. 


Face correctly crowned. 

2° pitch or toe-in of 

striking face. Wide 
er on edge. 


Exclusive ‘‘Evertite”’ 
rinks eye 


Smooth, live, young 
hickory handle thaped to 
fit hand. 


A workman needs a well-made nail hammer. Suggest 
that he buy the Stanley No. 5142 Hammer -—a tool 
sale for you and full value for him. Production of 
Stanley No. 5142 Hammers is increasing and we hope 
to fill all orders for this item soon. Stanley Tools, 
146 Elm Street, New Britain, Connecticut. 


STANLEY 


Trade Mark | 
THE TOOL BOX OF THE WORLD 
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Arthur Donahue, shipping clerk, 
discusses an order with Iralyne 
Kellett, secretary, at the Battey 
Machinery Co., Rome, Ga. Mr. 
Donahue served with the 30th 
Infantry Division in France and 
Germany. 





Honeywell Operates 
Plant In Toronto 


The Minneapolis-Honeywell Regulator 
Co., Minneapolis, has purchased the new 
plant of Small Electric Motors, Ltd., 
Toronto, and started operations on iis 
own products. The factory will produce 
the major portion of the company’s heat- 
ing, ventilating and air conditioning con- 
trol instruments for the Canadian mar- 
ket. The acquisition of the Toronto plant 
to Honeywell’s facilities is part of the 
four million doller expansion program 
vhich will include improvements to 
plants and machinery in Minneapolis, 
Chicago and Philadelphia. 


Kreer Joins Harper, 
Quits Templeton 
W. H. Kreer, formerly a representative 


of Templeton, Kenly & Co., Chicago jack 
manufacturers, is now associated with the 


«H. M. Harper Co., Chicago. He is repre- 


senting the fastener concern in Texas, 
Oklahoma, Arkansas, and Louisiana. Mr. 
Kreer makes his headquarters in Dallas. 


Morrissey Now 
With Cross Company 


Ray Morrissey, associated with the 
Cincinnati Milling Machine Co., Inc., 
Cincinnati, for 29 years, most of the time 
as its eastern district manager, has joined 
the Cross Co., Detroit, as vice-president 
in charge of sales. 








Here in American Scre 
Engineering Research Dep 
the technicians, equi 

rience to work out 
the right answ r to 
kind 


The complete 


cludes all type of screws, 19 @ 
low. And if your fastee- 
e 


metals liste 
roblem 


av out advice 


American $ 


AMERICAN SCREW COMPANY, 
Chicago 11: 589 E. Illinois Street 
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Modern optical 
comparators 
to chec 
the findings and 
recommends 
tions of Amer 
ican’s Researc 
Laboratories. 


mmendations on 


HILLIPS scREWS 


or your job 


and particularly in stainless steels of 
any different analyses. 
Se bring your problem to the “‘In- 

formation Center,” and let American 
jve you extra, engineered savings in 

design and metallurgy in addition 

to the time-savings 

which you alw 

ican Phillips 

matically straight 

protection wor 

top speed and ease i 

4-winge i 

the recess¢ 

to the Engineerio 


PROVIDENCE 1, RHODE ISLAND 
Detroit 2: 502 Stephenson Building 


re 


LL TYPES 
ALL METALS 
Brass, Com 


Monel, 
con bronze. 








asias distributors benefit from handling one line that 
answers so many building maintenance problems. One Sonneborn 
product sells another. 

Sonneborn Building Savers listed in the Business-Finder Chart 
below are regularly specified by architects and used extensively by 
builders in every type of construction, and are recognized for out- 
standing performance in building maintenance. 

Cash in on this ready-made market for profitable sales in your 
territory. For details of the Sonneborn Building Savers franchise, 
check the list below and write Dept. M10. 


BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
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ANDREW G. CAREY 


Rudel-Carey, Inc., 
Organized In New York 


Andrew G. Carey, director, and former- 
ly vice-president of the Carey Machinery 
& Supply Co., Baltimore, and Thomas 
Rudel, president of Rudel Machinery Co., 
Inc, New York machine tool distributors, 
announce the formation of Rudel-Carey, 
Inc. Other men helping to organize the 
firm are: J. M. Rudel, president, Rudel 
Machinery Co., Ltd., Montreal, L. H. 
Pratt and W. O. Graham, both vice-presi- 
dents of Rudel Machinery in New York 
and both formerly connected with Henry 
Prentiss & €o., machine tool dealers. 
Mr. Carey, until recently on leave from 
the Carey Machinery & Supply Co., served 
as a commander, U.S.N.R., in Washington 
and other posts in connection with Navy 
activities in machine tools and industrial 
supplies. He will be chief operating 
executive of Rudel-Carey. 

The new organization will engage in 
the distribution of cutting tools and 
machine tools and accessories and attach- 
ments, light machine tools and material 
handling equipment. The number of com- 
panies represented will be limited in 
order that the highest degree of special- 
ized sales effort can be devoted to the 
lines. The firm’s present headquarters 
are at 100 East 42nd Street, New York. 


Elastic Nut Names 
Heintz Vice-President 


Charles Heintz, previously general 
sales manager. Elastic Stop Nut Corp. 
of America, Newark, was elected vice- 
president in charge of sales during a re- 
cent meeting of the board of directors. 

John R. Munn, president of the fast- 
ener concern, told stockholders that al- 
though the volume of sales was still low, 
monthly reports had shown a progressive 
increase and new applications were going 
forward satisfactorily. 
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THE SOLUTION 


(This advertisement appears in current 
issues of leading industrial publications 
to help promote the interests of 
Deming Distributors) 


WASN’T IN THE CATALOGS 


















































So He Called a Deming Distributor 


Pump catalogs are an indispensable source 
of reference. The Deming "Library of Pump 
Data" includes a wealth of information in 
readily available catalogs and bulletins on 
the highly diversified line of Deming Pumps. 


But no catalogs, however informative and 
authoritative, can match the LOCALIZED 
information of the Deming Distributor in 
your area. 


In numerous instances, it is this LOCALIZED 
information “on tap" at your nearest 
Deming Distributor that points to a quick 
solution to a seemingly difficult or “unusual” 





pumping problem. When you call your 
Deming Distributor for help on almost any 
problem involving pumping equipment, the 
chances are good that he can show you how 
a comparable problem was solved success- 
fully in a near-by plant. 


This combination of “know-how and know- 
where" on the part of the Deming Distrib- 
utor organization nearest your plant is 
beyond the scope of catalog compilation. 


The quickest route to the right pump for 
specific needs is through your nearest 
Deming Distributor. 


00% Rai 100% 
JOBBER STANDARD 


AND 
DEALER 


POLICY Mumedidlae eee wee OB 


The Deming Company - Salem, Ohio 





OF 
DEPENDABLE 
QUALITY 
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Every feature your customers want ina 


BRONZE - 


GATE VALVE [77mm 


GN 


esticiey ... and sturdiness ... these are the two outstanding 
design characteristics of Kennedy Bronze Gate Valves. There are 
no small, quick-wearing parts that might cause undue maintenance 
expense. The heavy bodies and bonnets, large stems with heavily 
proportioned contact threads, long-proven disc mechanisms, large 
bonnet hexes and wide pipe-end hexes all combine to provide extra 
strength, long life and low maintenance expense. 

You can obtain these extra-value Kennedy Bronze Gate Valves 
in a complete range of sizes and for all pressures up to 300-lb. steam. 
They are available with non-rising stem, rising stem, quick-operating 
lever and outside screw and yoke ... screwed and flanged . . . inside 
screwed bonnet and union bonnet ...a type for every standard 
requirement. The 240 page Kennedy Catalog describes these valves 
in detail .. . your copy sent on request. 


@ 078 ows tenet 


THE KENNEDY VALVE MFG. CO. 


Elmira, New York 


KENNEDY cates -seZc fittings - fire hydrants 
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Yes, faster filing ... removing more metal per stroke 


HARD JOBS DONE EASY ... is one way to tell it’s a Delta File. 


... IN JUST THREE STEPS Every stroke counts, because each tough, tiny tooth 


on a Delta File is precision cut . . . shaped like a planer 
In the hands of a worker ‘ 
(inexperienced workers edge ... to carve away its full share of the metal. 


can do the job after very 
CE Es > « : Delta Files last longer, too. Scientific tests show that 


long after most other files are worn useless, the Delta 
File keeps removing metal. 


2 Any portable air or elec- a : 5 ; 
tric driven machine.... 2 / There’s a Delta File for any job. Tell your Customers 


about Delta Files—for longer life, for faster work, for 
Fitted with a Delta Ro better filing. 
tary File (all shapes and 
> oe wee DELTA FILE WORKS, 4837 JAMES STREET, PHILADELPHIA 37, PA. 
will cut many filing jobs 
from hours to minutes. 


Revolutionary! There's a thousand uses for 
Delta Rotary Files. They save time, lower 
costs, and speed up work. Ask your custo- 
mers to try them on a job today—let them 
begin profiting by the advantages of 


DELTA ROTARY FILES 


Hand Cut or Ground 


“ee J 
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Are you concerned with heavy duty turret lathe operations 








HERE'S A 
WORTHWHILE 
SUGGESTION 





Cushman Heavy Duty and Extra Heavy Duty Chucks, designed and built “from the 
ground up” especially to meet the demands of modern turret lathe operation are 
equipped with American Standard 2-piece jaws and Serrated 2-piece jaws respectively. 
The construction of these precision chucks fully qualifies them for continuous service 
under heavy feeds and at high speeds with carbide tools. The two piece jaw equipment 
permits the use of formed soft blank top jaws...at a cost far below that of special jigs or 
set-ups...when irregular shaped work pieces are being machined. It is likewise easy and 
economical to change from one set of jaws to another without dismounting the chucks. 


Whether your needs in work holding equipment are “standard” or “special” Cushman 
can supply a cost saving answer out of the long experience of our Engineering Depart- 
ment. Call upon us without obligation. 


THE CUSHMAN CHUCK COMPANY « Hartford 2, Connecticut 


MOTT Re TR Pn ers 





A WORLD STANDARD FOR PRECISION [is 


You can depend upon your Cushman Distributor 
for expert, experienced assistance in the solution 
of your work holding problems. Call on him. 
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1. RIGHT PRODUCTS 


3 lines designed expressly for your industrial markets. 
AGITOR Parts Cleaning Systems—in 4 sizes, for faster 


-.more efficient cold cleaning of tools, parts, machinery. 


Portable Pumping Units—14 models—the answer to 
industries’ need for portable pumping applications. 


SUPERFLO Centrifugal Pumps—the preferred pumps 
for replacement on machine tool coolant systems and 
other applications. 


2. RIGHT POLICY 


Our policy—is clearly defined in printed form and 
considers distribution through distributors in selected, 
protected territories. 

It also considers Gray-Mills’ constant aim to keep our 
distributors completely informed as to sales programs 
... product development. .. plus a never-ending search 
for new applications. 


3. RIGHT ADVERTISING 


You reap the benefits of our national advertising pro- 
gram ...especially when it is followed up with our 
Direct Mail Plan. 

Thought provoking advertising arouses interest that 
pays off in your direction. It creates and maintains a 
demand for Gray-Mills products. Every advertisement 
tells the reader to “see your distributor.” 


With the right products to sell—the right policy for your 
protection and the right advertising to maintain demand 
—Gray-Mills offers you still another unique service. 


4. RIGHT SALES SUPPORT 


Our National Advertising is backed up with a 
Personalized Direct Mail Plan for Distributors. This 
business-building plan informs your customers and 
prospects of the services you offer—plus an inquiry- 
producing story of the Gray-Mills products that you 
sell. All details are handled for you, inexpensively, 
by our Direct Mail Department. 


GRAY-MILLS CORPORATION 


1949 Ridge Avenue, Evanston, Illinois 
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BALL 
BEARING 








VALLE 











BENCH 
TYPE 





HEAVY-DUTY 


GRINDERS 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a profitable market for these efficient, low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLYD. ¢ ST.LOUIS 8, MO. 














crack, 


ONE MACHINE 


cut circular saws 
meter, 
—all hand saws. 
ments come 
with the ma- 
chine for 
each type of 
saw. 


Why do saws break out teeth, 
or lose their temper? Nine 
times out of ten it is because they are used 
when too dull or imperfectly filed. Then they 
get too hot,—and the trouble starts. 

With Foley Automatic Saw Filing, your saws 
can be filed so much faster that you can al- 
ways work with sharp saws, which not only 


FILES ALL SAWS 


The Foley Automatic Saw Filer is 
the ONLY machine that files cross- 
3” to 24” in dia- 
band saws up to 412” wide, 
Simple attach- 


prolongs saw life but increases 
power saw output from 25%, to 40%. 
Also—your saws will be aufomatically jointed 
as they are Foley-filed, keeping all teeth even 
in size, shape, spacing. Foley-filed saws run 
so smooth, true and cool that breakage is 
practically eliminated. If your saws are 
hand-filed,—investigate the many advantages 
of Foley-filed saws. 


30-DAY TRIAL TO 
YOUR CUSTOMERS 


This ad gives the story we are 
telling your customers every 

month. We give them 
a 30-day trial when 
sold through you. 
Practically every in- 
dustrial plant is a 
potential customes 
for a Foley Saw 
Filer. 

























Lawrence Craig, warehouse super- 
intendent, Asheville, N. C., branch, 
Hajoca Corp., Philadelphia, looks 
over a couple fo packages in the 
receiving department. 











FOLEY MFG. CO., 63 2nd St. N. E., Minneapolis 13, Minn. 


Please send literature on the Foley Automatic Saw Filer and dealer. proposition. 
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Willey's Carbide 
Advances Hecht 


Irving A. Hecht has been appointed 
general sales manager. Willey’s Carbide 
Tool Co., Detroit. after having served for 
three years as manger of the firm’s Chi- 
cago office, and as a member of the 
Coast Guard Reserve. Mr. Hecht grad- 
uated in mechanical engineering from 
Massachusetts Institute of Technology. 


Progressive Welder 
Puts Pestrak In Field 


Walter Pestrak is now representing the 
Progressive Welder Co., Detroit, in the 
firm’s new southeastern Ohio and western 
Pennsylvania district. with headquarters 
in Canton, O. Mr. Pestrak was formerly 
senior welding engineer of the Federal 
Machine & Welder Co., Warren, O., where 
he was associated with the development 
of resistance welding equipment. 


Training Films 
Listed By Norton 


The Norton Co., Worcester, has issued 
a booklet listing the series of 16 mm. 
sound motion pictures now available to 
distributors, industrial schools, etc. Films 
on cutter sharpening. the cylindrical 
grinder, the surface grinder, the care 
and use of the grinding wheel, grinding 
carbide tools, grinding wheel markings, 
grinding wheel safety, and other films 
on abrasives are discussed. Information 
on the booking of the films by interested 
organizations is given on the back cover. 











Willson Conducts Business As Usual 


THROUGH DISTRIBUTORS 


MILL SUPPLIES ¢ MAY, 1946 


@ Here's a reproduction of 
one of our trade paper ads 
surrounded by the publications 
in which those ads appear regu- 
larly, month after month. Thus 
we reach 525,000 customers 
and prospects who are advised 
to buy Willson Safety Equip- 
ment through their local Will- 
son Distributor. Our policy of 
selling through exclusive Will- 
son Distributors, operating un- 
der territorial protection, has 
proved very satisfactory to us 
~—-and profitable for the dis- 
tributor. 









L Te 
If you need fabricating bar alloy stock 
now and are willing to adapt top qual- 
ity material priced at or near carbon 
steel prices—here is real opportunity. 
Over 25,000 tons of hot rolled and 
25,000 tons of cold finished carbon and 


alloy steel bars are ready for immediate 
shipment to you. The stock is available 


in standard sizes, shapes, but is of © 


above average grades. Accordingly it 
has been priced at levels such as to in- 
sure its quick employment to meet 
America’s postwar needs. For details 
on F.O.B. locations, sizes, quantities 
and shipping arrangements contact 
your nearest W. A. A. Regional Office 
below ... or clip and mail this coupon. 


VETERANS OF WORLD WAR Il: To help you in pur- 
chasing surplus property from W. A. A. a veterans’ 
unit has been established in each of our Regional 
Offices. 


- 
l 
l 
| 
l 
I 
| 
I 
l 
l 
| 
| 
| 
l 
l 
| 
l 
l 
l 
L 


FREE INFORMATION 


To War Assets Administration: 
Please send me information on the availability and pricing of the following: 


Carbon and Alloy Billets, Blooms, Slabs, Rods, etc....... [] 
H. R. & C. F. Alloy Sheets, Strips and Plates............. LE] 
Stainless Steel Sheets, Strips, Standard Types............ CT] 
WiU ND RUROINI § Sc kee Be res os Dene Aide mins ee eed we C] 
Mechanical Tubing, Carbon and Alloy................ a 
0 RTOS Ae 
I oF pry hw tie ae ivek ete ad eheta bs 
I ope ou 8 it Tag ae ces SN 
AR te AR AL re 


WAR ASSETS ADMINISTRATION 


OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 


Offices located at: Atlanta - Birmingham - 
Detro#t - Helena - Houston 
Minneapolis - Nashville - 
Portland, Ore. - Richmond - St. Louis 


Cincinnati - 


Boston - 
+ Jacksonville - 
New Orleans - 


New York - 


+ Salt Lake City - San Antonio 
Fort Worth (Telephone 3-5381) 


Charlotte - 
Kansas City, Mo. - 


Chicago - Cleveland - Dallas - Denver 
Little Rock - Los Angeles - Lovisville 
Okiahoma City - Omaha - Philadelphia 
+ Sen Francisco - Seattle - Spokane 
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ALSO MANY OTHER TYPES OF WELDING 
AND FLAME CUTTING EQUIPMENT 


LINCOLN 


Hundreds of Lincoln 

Arc Welders in the pop- 

ular 300-400 Am: 

size are also available; 

some gasoline engine 
ven, 





Flexarc equipment for 
production or construc- 
tion operations is 
available in smaller 
quantity. Also other 
standard makes and 
ratings. 


RESISTANCE WELDERS 


Gost Welders located in 
Philadelphia, Detroit, 
hi , Los Angeles, 
Cleveland and Kansas 
City; Seam Welders in 
Cleveland, Chicago, 
Detroit, Birmingham, 
Boston and Phila- 
delphia. Also Flash 
elders. 








WELD POSITIONERS 
In ena cms snd 
t , are loca in 
Detroit, Boston, Chi- 
cago and New York. 





FLAME CUTTERS 


Save production time 
and money with port- 
able or stationary, sin- 
gle or multiple torch 

ame cutting machines. 
All types of gas cutting 
equipment available 
for quick sale. 





“Ah 


= 
= a 
VETERANS OF WORLD WAR Ii—To help you 
in purchasing surplus materials, a veterans’ 
unit has been established in each War Assets 
Administration Regional Office. 





SURPLUS HOBART 
ARC WELDERS 


200, 300 AND 400 AMPERE RATINGS 


Three million dollars worth of surplus Hobart Arc Welders must be sold 
between May 15th and June 15th. Most of this equipment is of the MG type 
but some quantity is available in gasoline driven units. Arrangements may 
be made to inspect the offered items. Largest inventories are located at 
Boston, Detroit, Cleveland, Chicago, Atlanta, Kansas City, Richmond and 
Philadelphia—but information on availability, condition and location may 
be obtained at any of the War Assets Administration Regional Offices listed 
below. The equipment will be sold on a “where is, as is’”’ basis . . . used or 
unused . . . and priced accordingly. For full information contact the nearest 
office listed below or check and mail this coupon. 
To War Assets Administration: 
Please send me information prior to your sale ! 
on the availability, condition and location of | 
| 
| 


FREE SALE FACTS 





Hobart Arc Welders of the following 


types:...... eocccccccces eocece GE COMIN oc co cccccccccccccccccecoccenee 

t Come eer eee eee reese eeeeeeeees $= = = e0eeeeeeeneseseresesessees cose j 
DH -ensvaseccesscsscnsesucends cee |” enhenceaeaeen Seenegsaqeaees — 
I 1 am also interested in: — ; 
i [ ] LINCOLN ARC WELDERS C] SPOT, SEAM, FLASH WELDERS i 
[ | WESTINGHOUSE ARC WELDERS ] WELD POSITIONERS 
I | ] ee costes: ARC WELDERS if 7 FLAME CUTTERS { 

(other) ? 

| EFS Cy ts dirtier aie Mane Sa are Fis ola, Meld wate e baie mates a ae e | 
PPG et a A ko aalies semsbaineueuiioaiek 1 
| RS he ee ald a il ae Rn eth eae bla gh GV SEND 2 alan tonal ares Gua te aan a | 
| Riis tas Sacre a 8d eed ee Cee ed eesaa sus ee I 


Han es ca see sib ee en os cass com cn al en eS Om ans eam ct me ee 


All items subject to prior sale 


WAR ASSETS ADMINISTRATION 


OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 





Offices located at: Atlanta Birmingham Boston Charlotte Chicago Cleveland Dallas Denver 
Detroit Helena Houst + Jacksonville Kansas City, Mo. Little Rock Los Angeles Louisville 
Minneapolis Nashville New Orleans New York Oklahoma City Omaha Philadelphia 
Portland, Ore. - Richmond St. Louis Salt Lake City San Antonio San Francisco Seattle Spokane 


Cincinnati - 


Fort Worth (Telephone 3-5381) 
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Sells 
Gccause éf 9 
the Yack- 
Of- All- Dots! 


No. 310A, 15-tons 
capacity, height 
22", lift 14", toe 
lift minimum 214". 


Simplex No. 310A sel/s because 

you are providing safe and eco- 

nomical handling of a wide variety 
of jobs. Consider what this Emer- 
gency Jack will. do — 

* It lifts vertically; tilts on base, 
lifts or pushes from any angle. 

* It pushes horizontally. 

* Lifts on the cap, on the cor- 
rugated toe, on the auxiliary cap 
shoe, or from any intermediate 
height with the chain as a sling. 

* Operates in close quarters with 
the aid of the double lever 
socket. 

* Toe-lift corrugations and snug 
fit of rack and pawl teeth pre- 
vent loads from slipping off, 
even when jacking at sharp 
angles. 

* Larger non-slip base area assures 
greater safety. 

*A more 
handle. 
* Greater service life is imparted 

by better materials. 

Frequently pays for itself on a 

single strategic job — not to men- 

tion routine uses. 


Templeton, Kenly & Co. 
Chicago 44, Ill. 


convenient carrying 














a*)) WE A"A's 


The Chicago Production Show found (1) Samuel Berger, salesman, 


Boyd-Wagner Co., demonstrating pneumatic tools. 


Here he exchanges 


a pleasantry with Henry Leoppert, president of the supply company. 
(2) Republic Drill & Tool Co. unveils a newly designed drill said to 
offer new speed and precision for mass production drilling. (3) G. A. 
Kirkwood, Kirkwood Equipment Co., demonstrates a Gray-Milis parts 


cleaning unit for a visitor. 


(4) E. E. Perlick and H. Reinhard demon- 


strate a new electronic heating unit of Allis-Chalmers Mfg. Co. 


Chicago Production Show 
Unveils New Products 


What promised to develop into an im- 
portant yearly exposition was the first 
annual Chicago Production Show and 
Conference staged in the Stevens Hotel 
late in March by the Chicago Technical 
Societies Council. The council consists 
of 47 scientific engineering and techno- 
logical societies, many of which are local 
chapters of national societies, but includ- 
ing some local groups, too. 

Well over 100 exhibitors, among them 
several industrial distributors, displayed 
the latest wrinkles in production ma- 
chines in the hotel’s convention halls. 


Beckman Directs 
Rawiplug Dallas 


A. B. Beckman has been placed in 
charge of the Rawlplug Dallas office and 
will direct activities over the entire state 
of Texas. The Dallas branch is in newer 
and larger quarters in its own building 


at 1600 Cedar Springs Avenue. 
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Fire Protection 
Group To Meet 


The National Fire Protection Associa- 
tion will mark its 50th anniversary at 
a meeting to be held in Boston June 
3 to 7. Non-commercial and non-profit- 
making, the association is supported by 
the dues of its members which number 
more than 150 national organizations and 
more than 10,000 individuals. While 40 
percent of members are industrial or- 
ganizations and business leaders, its 
membership is open to any individual 
or organization interested in the por- 
tection of life or property by fire. 

Throughout its 50 years of growth, the 
prime function of the NFPA has been 
to provide standards for the entire field 
of fire waste control. Nearly 150 -tech- 
nical standards on every subject from 
“Protection Against Life and Property 
Against Lightning” to “Code for the 
Prevention of Dust Explosions in the 
Plastic Industry” have been issued under 


NFPA aegis. 











Reporting on 
Our Post-war 


Exp ansion pound —to assure more frequent contact, closer 
Program and cooperation, faster delivery, speedier handling 


. é; helfpr of special requests, more effective merchandising 


and promotional support, the X-PANDO COR- 


or IMPROVE post-war service for distributors of 


X-Pandotite. and X-PANDO Pipe Joint Com- 


YAR GWAR € PORATION announces that all sales to distributors 
JOBBERS= throughout the United States will be directed by 


MILL SUPPLY 

DISTRIBUTORS JOHN H. GRAHAM & Co., Inc. 
105 DUANE STREET 
NEW YORK 8, N. Y. 








NATIONAL SALES s&s Agents for 


X-PANDOTITE 


The only interior, white mortar-like repair cement that 


EXPANDS AS IT SETS 


An all purpose repair cement for thousands of home and commercial repairs. 
Easy to use, economical, makes long-lasting, leak-proof, heat-proof repairs. With- 
stands water, unaffected by oil, soap or caustic solutions. Completely fills any 
space. The best repair cement for terrazzo, tile, wood, plaster, etc. 
es May be drilled, tapped, ground, polished or colored to match adjoining 
mation oa surfaces. Used by thousands for anchoring, household and commercial repairs, 
‘ molding and casting. 












X=-PANDO PIPE JOINT COMPOUND 
The only pipe joint compound that EXPANDS AS IT SETS 


Positive expansion strengthens the joint, prevents leaks, ends pipe joint problems 
permanently. One formula for all uses. Its expanding action corrects imperfec- 
tions in pipe threads. Smooths flange faces. Economical. Withstands vibration, 
sharp temperature changes, deflection. Withstands any pressure the pipe will 
hold. The standard compound for American Industry. It is listed in the re-exam- 
ination service of the Underwriters’ Laboratories. Write for further information. 









X-PANDO CORPORATION 


43-15 36th STREET * LONG ISLAND CITY, N. Y. 
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MY GRANDFATHER 
SOLD GOULDS PUMPS! 


YES, GOULDS PUMPS WERE 
GOOD THEN, BUT THEY'RE 
BETTER NOW! 






NV INETY-EIGHT years of Goulds experience 
has gone into pumps. That's specialization. 
That's the reason Goulds pumps are used in 
practically all industries. That's why Goulds 
pumps have world wide acceptance. All this 
makes Goulds pumps easier to sell. Out of this 
rich background, Goulds developed its new 


“Commercial Line” of small industrial pumps 





. . centrifugals, rotaries and reciprocating... 
all widely used throughout industry. Goulds 
distributors will be ready to ‘go to town” as 
stocks become available. How about you? 


Goulds romrs, wc 


Means Business for You! 
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CAP SCREWS 
SET SCREWS 
COUPLING BOLTS 
MILLED STUDS 
DARDALET 

THREAD SCREWS 
UPSET 

HEAD PRODUCTS 





Meet your customers’ 
most exacting specifications 


for strength and precision 


This line provides distributors with Milled Screw Products which, 
backed by more than thirty years specialization, can be depended 
on for highest quality. Our entire facilities are concentrated on 
the production of screws, studs, etc., which must pass the most 
rigid tests for strength and accuracy. 


Experience in the many plants which have used Ottemiller Products 
over the years has resulted in many cases in the standardization on 
"Ottemiller" for all requirements in milled screw machine products. 
Completeness of the Ottemiller line and its uniform high quality 
make such standardization possible and contribute to its being a 
profitable one for Ottemiller distributors. 











YORK, PENNA. 
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More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 
protects business prestige. Write 
for special dealer proposition. 





Free 


DARNELL 
MANUAL 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON CHICAGO 6 ILL 
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Middleton Represents 
Onan In Texas 


R. L. Middleton, who recently re- 
signed as purchasing agent, Continental 
Supply Co., Dallas, is now oil field repre- 
sentative of D. W. Onan & Sons, Min- 
neapolis manufacturers of generating 
plants. Onan products are sold through 
distributors and Mr.- Middleton is cur- 
rently visiting supply firms in the oil 
field area. 


Generai Electric Awards 
To Employees Run High 


Cash awards totaling $156,658 were 
paid by the General Electric Co. last 
year to employees whose ideas for im- 
proving plant and office operations were 
adopted under the firm’s 40-year-old sug- 
gestion system. A total of 13,420 sug- 
gestions were accepted from the’ 30,204 
ideas submitted. 

All in all, the company has paid out 
nearly two million dollars since the plan 
was reorganized in 1922, the biggest 
single award in 1945 being $1,365. This 
went to an employee at the Erie, Pa., 
works, Charles M. Franz, for suggesting 
an improved technique involving the use 
of a pneumatic hammer for forming 
sheet metal into experimental models. 


Allen Elevated 
By Thermoid Co. 


Dwight P. Allen was elected executive 
vice president of the Thermoid Co., Tren- 
ton, N. J. Mr. Allen has been vice presi- 
dent and director of manufacturing opera- 
tions, and before that was head of sales 
to car manufacturers. 

“Our most acute problem is more pro- 
duction,” said Fred Schluter, president, 
“and Mr. Allen, with his knowledge of 
its importance and his prior sales experi- 
ence, should relieve me of many manage- 
ment problems. We have five factories 
now and plan to build a large modern 
plant in the West. This expansion of our 
operations has brought too many burdens 
to the executive office to be carried by 
one man. Mr. Allen brings to the job 
experience, energy and fine leadership 
qualities.” 

Mr. Allen has been associated with 
Thermoid for 12 and a half years start- 
ing with the organization in October 
1934. Before joining Thermoid, he was 
employed by Chrysler Motors in Detroit 
and before that as an engineer in the 
Wagner Electric Co., St. Louis. 
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THE DUFF-NORTON MANUFACTURING COMPANY 
PITTSBURGH, PENNA fey Wal aele) ame ltl 4:16 


THE WORLD'S MOST COMPLETE LINE OF JACKS 
JACKS VY Rachet Jacks 4 Screw Jacks Air Power Jacks WHydraulic Jacks 


DUFF- MORTON 
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Your luslemers “TEST TICKET” 


‘PUMP PROVING GROUND 
WORKS FOR YOU AT ROPER 


Here ona pees nenage test block, a Roper 75 g. p. m. pump is put through its 
paces. With modern test facilities its performance is accurately measured, 
and results are predetermined. It is a painstaking procedure that is followed 
out at Roper to prove each pump. Yes, prior to shipment, each Roper is given 
a rigid, individual horsepower and capacity test. And the test standards set 
up to meet requirements are recorded on the “‘test-ticket’” which you receive 
with each pump. It’s your insurance agaimst faulty performance and costly 
time losses. For standard as well as for special engineered units, the proving 
ground works for you at Roper. 


Other Features that Help 
You Sell Roper Pumps 


Continuous bearing lubrication . . . Axial hydraulic 
balance . . . Floating equal size external gears . « : 
Oversize bearings, gears supported at both ends .. : 
Efficient operation in either direction ... Can be ser- 
viced without disturbing pipe connections, power 
unit or pump mounting . .. Packed box or mechanical 
seal units to suit customer’s needs . . . Wide range 
of sizes to handle pressures up to 1000 Ibs. p.s.i; 
Capacities 34 to 300 g.p.m. at speeds up to 1800 r.p.m; 
SEND FOR BOOKLET “HOW TO SOLVE PUMPING PROBLEMS" 


A_ valuable fide on the selection, operation and maintenance 
of pumps. Filled with factual, time-saving information. 


, GEO. D. ROPER CORPORATION 
‘eae 335 Bleckheawk Park Ave., Rockford, Ill. 


ae 


A? 
Kelary Famyps 
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The Chattanooga, Tenn., branch 
of the Noland Co., Inc., Newport 
News, Va., boasts a new display 
room for machine tools and plant 
furniture. 





Price Heads 
Westinghouse 


Gwilym A. Price has been named 
president of the Westinghouse Electric 
Corp., Pittsburgh. Under amended by- 
laws, he also takes over the duties of 
chief executive officer. This last posi- 
tion was recently relinquished by A. W. 
Robertson upon reaching retirement age. 
Mr. Robertson, who had been chief ex- 
ecutive officer since 1929, was elected 
chairman of the board of directors, while 
George H. Bucher, retiring president, 
was made. vice-chairman. Mr. Bucher 
will continue as chairman of Westing- 
house Electric International, expor? 
branch of the parent company. 


Sargent Named Head 
Of Tool Engineers 


A. M. Sargent, Pioneer Engineering & 
Mfg. Co., Detroit, was elected president 
of the American Society of Tool Engi- 
neers at the recent annual meeting of the 
Society. He was succeeded as first vice- 
president by W. B. Peirce, Flannery Nut 
& Bolt Co., St. Louis. Elected second vice- 
president was T. P. Orchard, American 
Tool Engineering Co., New York. Irwin 
F. Holland, Pratt & Whitney division, 
Niles-Bement-Pond Co., Hartford, was 
named third vice-president. Named as 
national secretary was R. B. Douglas, Ca- 
nadian Car & Foundry Co., Ltd., Mont- 
real, and V. H. Ericson, Johnson de Vou, 
Inc., Boston, treasurer; with W. Dawson, 
I. F. Barber Machinery Co., Ltd., assist- 
ant secretary-treasurer. 





Reed & Prince Recessed Head Screws and Drivers compared 
with other RENT of Recessed Screws and Drivers are 

















“A HEAD 


of the times” 


MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 
Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 


4 


Mittin 
J 


rN 
= & 


ee 


Sy 


REED & PRING 


WORCESTER, MASS. 
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DECAUSE Any Reed & Prince 
Screw Driver or Bit fits any size 
or style of Reed G Prince recessed 
head screw or bolt. 


Carefully designed — quality built, 
under the supervision of Reed & Prince 
engineers — the Reed & Prince Screw 
differs from other types of recessed 
head screws. Located at true center, 
its recess automatically concentrates the 
driving force along the center-line of 
the screw. Regardless of size or style, 
the face of the driver exactly matches 
the recess, assuring equal distribution 
of driving power over the ENTIRE area 
of the recess. 


Look for these Important Differences. 


Demand the Reed & Prince recess — 


your guarantee of CONTROLLED 
manufacture. 


MFG. CO. 


CHICAGO, ILL. 








MODEL 1273-D ee -An Outstanding--Well 


A 30-Ib. High-Pressure 


— Advertised Line that is a 
, proven Money-Maker for 
Mill Supply Wholesalers 


You gain three prime advantages when you sell Lincoln 
MODEL 1204 Filler Pump Lubricating Equipment: 
For easy loading of oll Filler 
Type Guns. 





1. A complete line of Lubricating Equipment and a 
complete line of Grease Fittings in all styles and sizes 
‘ —Equipment to take care of every requirement. 








MODEL 987 2. Products of a manufacturer whose entire facilities are 

Powerluber devoted to the exclusive manufacture of lubricating 

aoe, equipment—Products that have proved themselves in 
al os thee commas or all types of industrial application. 


from the container itself which 


holds 60-Ibs. in bulk. 3. A comprehensive, national advertising campaign in 


leading trade papers has paved the way for sales volume 











push ‘ & Model by building up acceptance for Lincoln Lubricating 
TYPE ma! 101-A Equipment. 
GREASE GUNS 
9-ounce capacity. Also Write today for Complete Information on this Leading 
eveoilable in Filler Type and ° ° e ° 
15-ounce capacity. Line of Lubricating Equipment. 





“IT'S THE FINEST THAT MONEY CAN BUY!” 


Model 1035 


19-ounce capacity. Also 17-ounce models. Suction 
or Filler Types. 
C46-4 





LINCOLN ENGINEERING COMPANY Pioneer Gudders of Enginecred Lubricating Equipment 
5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO., U.S. A. i 
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This is the 


fromspecial Simonds saw steel... and “Crescent-ground” on 








Pe cae 
ete 








finest crosscut saw your customers can buy .. . made 


both sides at once, by an exclusive Simonds process, to give a 
uniform taper the whole length of the blade. So Simonds “Cres- 
cent-ground” Crosscuts are easier to use, won’t choke up or bind, 
and they go far longer without filing. Experienced loggers and 
expert saw-filers both bear witness to that. And speaking of saw- 
filing, write for a supply of Simonds’ famous booklet: “How to 
File a Crosscut Saw.” Give these books to your customers... 
they'll help you sell more “Crescent-ground” Crosscut Saws. 
Get in touch with the nearest Simonds office. 


Ss] M ‘@) N Dy 4g BRANCH OFFICES: 1350 Columbia Road, 

ey oT 7 Mase.s hy ; my oy Chicago 

7, UL; 41 . Eighth St,, Los Angeles 14, 

| SAW AND STEEL CO. Calif; 228 First St., San Francisco 5, Calif; 

— 311.S.W. First Avenue, Portland 4, Ore.; 

31 W, Trent Ave., Spokane 8, Wash.; 

Canadian Factory: $95 St. Remi St., 
Montreal 30, Que. 


FITCHBURG, MASS, 
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A Nourishing Business Diet... 


QUALITY 





9¢'2 more than an identification — 
the name “Bower”; it’s a way to win the good will 
of customers—more and more of them, all the time. 
For the features of Bower Roller‘Bearings are the 
sturdy qualities that change “occasional sales’’ into 
“regular buyers’’—the Two Zone Contact for per- 
fect alignment; the rounded flange shoulder —elimi- 
nates*noise and chipping; the extra large deep oil 
groove that means ample positive lubrication; and 
the flawless craftsmanship expressed in the Bower 
“Super Finish”’. 


Examine your bearing stocks, 
ball and roller—then talk to the 
nearest Ahlberg Branch. You find 
at your service an all-inclusive 
experience covering every type of 
bearing and application. 


Telephone Your Industrial Supply Distributor 


HLBER 





3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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James B. Thompson has succeeded 
his father, Philip J. Thompson, as 
president of the Stambaugh- 
Thompson Co., Youngstown, O., 
distributing firm. 





Refrigeration Show 
Slated For Autumn 


For the first time in nearly six years, 
the mechanical refrigeration and air 
conditioning industry will hold a com- 
plete showing of its new products in 
the Cleveland Public Auditorium Oct. 
29 to Nov. 1. At the same time, Cleveland 
will be a gathering place for all branches 
of the industry with at least six associa- 
tions already making definite plans for 
meetings and other events to be held 
simultaneously with the show. 

First formal announcement of plans 
for the Fourth All-Industry Refrigera- 
tion and Air-Conditioning Exposition 
was made by a show committee headed 
by K. B. Thorndike, director of the 
Refrigeration Equipment Manufacturers 
Association. The show is under the 
sponsorship of REMA with the coopera- 
tion of the Frozen Food Locker Man- 
ufacturers and Suppliers Association. 


Contractors’ Convention 
Recommends Survey 


The 27th annual convention of The 
Associated General Contractors of Amer- 
ica, Inc., concluded with recommenda- 
tions that surveys be conducted to de- 
termine the amount of housing and other 
types of construction needed in each 
community. Also suggested was the 
selection of a National Advisory Board 
from organizations representative of the 
construction industry to analyze the sur- 
veys and advise government officials re- 
sponsible for the housing program. 

Forecasting a volume close to $9,000,- 
000,000 in 1946 construction, John J. 
Haynes, Chief Construction Division, 
U. S. Dept. of Commerce, said the need 
for quick construction of homes for vet- 
erans at reasonable cost provides the 
most urgent reason and opportunity for 
the extermination of all kinds of feather 
bedding and make-work restrictions in 
the industry. 
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'T soc AKE $0 LONG 
tT 
anne tite UP ORDERS 








OU can save time, effort and cost by 

ordering Shinyheads and Hi-Carbs by 
name. No need to write up the order the long 
way giving unnecessary details. The Ferry 
Cap trade name, as indicated below, is its 
own specification and your guarantee. 


Simply specify—Shinyheads NC Shinyheads NF 





Shinyheads mean hexagon head cap screws 
of high carbon C-1038 steel—full finished 
bright, shiny heads—NC or NF thread. 


Simply specify—Hi-Carbs NC Hi-Carbs NF 


Hi-Carbs mean hexagon head screws of high 
carbon C-1038 steel, double heat treated, 
black satin finish, NC"or NF thread. q 





Shinyheads 
NC or NF Thread 


Hi-Carbs 
NC or NF Thread 





These Ferry Cap products 
are carried in stock in pop- 
ular catalog sizes in bulk 
and in attractively labeled 
packages. 


a 











' 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD * ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Come Out in the Wash 





Paasche Advertising in Leading Trade 
Papers constantly builds demand 


P. aint that would otherwise accumulate on walls, 


in the exhaust fan and exhaust piping, never 
gets a chance to build up, with Paasche Water 
Wash Booths. The dangerous mist of overspray 
paint is drawn to a smooth flowing curtain of 
water and washed down into a settling tank.-The 
air finally exhausted to the outside is clean and 
free of trouble-making paint particles. Paasche 
Booths reduce fire hazards—are endorsed by 
Safety Engineers and Industrial Commissions. 

Paasche installations are a sound investment, 
pay for themselves quickly in time and labor 
saved. And in many cases the precipitated solids 
in Water Wash Booths can be reclaimed for an 


additional saving. Booths engineered to your 


4 


DISTRIBUTORS 


particular needs. 


Yaschs Horbrush bo 


1934 DIVERSEY PARKWAY, CHICAGO 14, ILLINOIS 
Paasche Airbrush [Canada] Lid., 300 Main St., Toronto 13 
41 YEARS AIRPAINTING EQUIPMENT PIONEERING 
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for Paasche Airpainting Equipment. 








New Officers For 
Amarillo Hardware 


G. C. Ratcliff, formerly sales manager, 
has been made a vice-president of the Am- 
arillo Hardware Co.; R. C. Neely, Jr., is 
now secretary; and J. F. Tolleson, treas- 
urer, according to E. W. Hardin, presi- 
dent of the Texas supply company. 

Mr. Neely and Mr. Tolleson, both rec- 
ently returned from the armed forces, will 
head the purchasing and appliance de- 
partments respectively. 


Hewitt And Wardell 
Take Rheem Positions 


C. L. Hewitt, Jr., former colonel in the 
Army Air Corps., has been made mana- 
ger of sales, heating equipment division, 
Rheem Mfg. Co., Chicago. Mr. Hewitt 
has a background of more than 20 years 
with the L. J. Mueller Furnace Co., Balti- 
more, with whom he become eastern sales 
manager. 

Charles E. Wardell, recently discharged 
from the Marine Corps, has returned to 
Rheem as appliance sales representative 
in the Pittsburgh area. A lieutenant in 
the 4th Marine Division, Mr. Wardell 
spent the last three years in the Pacific. 


Carboloy Completes 
Plant C onstruction 


Carboloy Company. Inc., Detroit, has 
completed construction of its new 
“metals” plant and announced that it 
will be in operation as soon as necessary 
equipment has been installed. The new 
plant, designed exclusively for produc- 
tion of “the hardest metals made by 
man” is located to the north of Car- 
boloy’s present plant on 8-Mile Road in 
Detroit. The former plant will be de- 
voted exclusively in the future to the 
fabrication of hard metal products. 

Removal of all metal producing facili- 
ties from the original plant to the new 
one will provide more efficient lower cost 
mass production of carbide products gen- 
erally, according to Carboloy officials. 
At the same time the increased floor 
space is permitting the company to en- 
large its training school, provide greater 
facilities for engineering and research, 
and pave the way for future expansion 
in metal production, when required. 

According to W. G. Robbins, president, 
all metal production—from the powdered 
ingredients of which these hard metals 
are made, to the shaped and hardened 


























Photos Courtesy of Eastern Corporation 


ALSO INSTALLED 
NOVEMBER 18, 1929 


233” Aloyco Side 
Relief Valve handles 
hot calcium bisulfite 
solution containing 
about 3% total $O2. 
The X inch angle 
sampling vatve shown 
is also an Aloyco. 


HOT RELIEF 
AND 
COLD ACID 


This 8” Aloyco 
“Y¥" Valve han- 
dies relief con- 
taining up to 85% 
$0.2 and cold acid. 


HANDLING HOT SULFITES 
SINCE NOVEMBER 18, 1929 


6” Aloyco Check Valve and 6” 
Aloyco ‘‘Y’’ Valve handle hot 
calcium bisulfite solution con- 
taining 6 to 7% total SO2, and 
5 to 6% free SO2. Also, note 
10” Aloyco Blow Valve in rear. 


@ Are you valve conscious? Do corrosion, contamination, 
abrupt temperature changes and other rigorous service 
conditions give you valve trouble? If so, it will pay you 
to get in touch with us and find out how Aloyco Valves 
in the correct analysis of stainless steel can help you 
“install them and forget them.” : 

The photographs here show Aloyco Stainless Steel 
Valves in operation in the paper mills of Eastern Cor- 
poration since 1929—and still going strong. They are 
used in the toughest spots in the sulfite mill for blowdown 
and relief line service. 

Aloyco Valves are available in a wide range of stainless 
steels and corrosion resistant alloys. Large selection of 
types and sizes for 150 p.s.i. to 600 p.s.i. service. Write 
today for detailed information. 


aLOYCd 


_ STAINLESS STEEL 
VALVES AND FITTINGS 


ALLOY STEEL PRopuCcTS COMPANY, INC 


*AILL SUPPLIES © MAY, 1946 























- INDUSTRIAL CHAIN 
OF GREAT STRENGTH 
AND DURABILITY 


3) 
MifG\ Where the work is heavy, and the de- 
=== mands of service require chain that is 
safe and durable, there you find Taylor Made 
Alloy Steel Chain used extensively. For it has 
twice the safe working load of wrought iron or 
low carbon steel chain. Years of experience in 
meeting the problems of chain buyers in many 
fields have enabled Taylor to develop a superior 
chain for every industrial use. You can cut chain 
costs by specifying “Taylor Made”. Write today 
for literature or phone your mill supply distributor. 


§.C. TAYLOR CHAIN CO. 


Box 509M5 e Hammond, Indiana 
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“rough” products—are being concen- 
trated in the new plant. This makes pos- 
sible the revamping of the present Car- 
boloy plant to incorporate facilities 
designed to permit larger scale and more 
economical mass production of such 
products as carbide tools, dies and wear 
resistant parts. 








Know 
The Answers 


to quiz on page 132 





ANSWERS: 


1. Silicon carbide and aluminum oxide. 


2. Vitrified, silicate, shellac, rubber and 
resinoid. 


3. Emery and corundum, which occur as 
mineral desposits. ‘They contain impuri- 
ties difficult to extract, and the percent- 
age of abrasive is. not constant causing 
operating inconsistencies. 


4. (c)—strength of bond 


5. The vitrified bond is used in making 
about 75% of all present day grinding 
wheels. Its strength and porosity enable 
removal of considerable stock for each 
inch of wheel wear; it is uniform in 
hardness; and it is unaffected by acids, 
water, or ordinary temperature fluctua- 
tion. 


6. (c)—edged tools 
7. Their grain spacing may be different. 
8. (c)—aluminum oxide abrasive 


9. Hard, dense materials require a wheel 
having a soft bond with silicon carbide 
abrasive; soft, tough materials require 
a wheel having a hard bond with alumi- 
num oxide abrasive. 


10. Material to be ground; amount of 
stock removal; kind of finish desired; 
area of contact between work and wheel; 
type of grinding machine to be used. 


11. Place tachometer on center of spin- 
dle, read revolutions after one minute, 
multiply wheel diameter in inches by 
3.1416 to get circumference. Multiply 
circumference by rpm., and divide this 
result by 12. 


12. (b)—takes on a glass-like appear- 
ance, caused by grains of abrasive wear- 
ing away faster than the bond. 


















WHAT ARE YOUR WELDING ROD REQUIREMENTS? 





Check with 


_ WRAY 
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for Mild-Steel 
Stainless-Steel 
Alloy-Steel Electrodes 














McKAY STAINLESS-STEEL ELECTRODES 








McKay A.1.$.1. McKay A.L$.1. 
ee 308 WO Ord cas seed 430 
eee 309 WOO ierriecics 442 
25-12Cb....309 Cb yee 4146 
25-20....... 310 yo eee None 
18-8 Mo....316 5 CrMo....... 502 





18-8 Mo Cb..316 Cb 

















1 5-35 eeeenee 330 FROGALLOY 
18-8 Cb..... 347 or E973....None 
Uk eee 410 TOOL & DIE...None 
I T is important that your supply-source be able to provide you with 
the right welding electrodes for every job requirement. 
When you come to the McKay Company for your electrodes at the McKAY MILD-STEEL ELECTRODES 
start of your welding operations: —you benefit in these ways: 
1. You receive competent engineering counsel, service and recommenda- McKay A.W.S. No. | MeKay A.W.S. No. 
tions on your welding problems from men who know welding in all 
its technical and practical aspects. : Eee £4510 16-H........ None 
2. You find a ready and reliable source of supply for mild-steel, alloy-steel 3 £4520 W7 iene 
and stainless-steel shielded-arc welding electrodes which meetindustries’  $$|  . °°" "'"*"' 7 TS 7 J UTS seessescess 
specifications for specific rod requirements. Whe eeeeeeee £6013 Ub None 
3. You have at your disposal competent research and manufacturing Lh E6010 WO... eeeeees None 
facilities to provide special electrodes for the welding of unusual alloys. We ccsccees E6012 i ere E7010 
When next you need shielded-arc welding electrodes, call in the nearest DIGG cecivds £6012 PROre cc ccce &7011 
“McKay” representative, or write direct. = = j§- = 2 =| %6.........8€6020 | 793........... 

















PITTSBURGH, PA. 


a ee a a a COMMERCIAL CHAINS TIRE CHAINS 
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tell 


PRECISION BRAND 


ISHIM STOCK 


and Thickness Gauge 








sell c brond that moves fast—one thet hes been properly packaged to save time, 
bother, ond waste in handling. Thet’s why so many factory and mill supply houses 
feature them. Of the highest quality, Precision Brand packaged shims come in 
ettractive dispensers thet have real sales appeal. 


Write for COMPLETE INFORMATION—CATALOG SHEETS AVAILABLE upon Request 


ASSORTED SHIM STOCK 


BRASS — STEEL 


Easier to use—easier to sell, Precision Brand k d shims have proved that it pays to 


Contains an assortment of the 4 
most popular shim thicknesses — 
6”x50” each. in cellophane wrapped 
easel type dispensers. 





SHIM STEEL 
HEAVY SIZES 
6x100” and 12x120” in 200 pound 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 





SHIM STOCK 
BRASS OR STEEL 


Single rolis 6x100” each, 600 sq. inches 
to the carton. In all populor thicknesses. 
Cellophane wrapped. 


SHIM PACKETS 
BRASS OR STEEL 

Flat stock — total 6 pieces. Each 

334”x6”—120 sq. in. 2 pieces each 

.001, .002, .003. 48 packets to the & 





box. ‘ 
THICKNESS GAUGE STOCK 
Y.” WIDE 
teeny ane Beg ht Gh mo THICKNESS 


tempered and polished spring steel, espe- GAUGE STOCK 
cially for this purpose. In dispensers and Precision Brand quality. Tempered 
in 10, 15, and 25 foot lengths. All popular polished, and edged with caanted 
thicknesses. Cellophane wrapped ends. 12 inch lengths in individual 
envelopes, 12 to the box, 9 boxes 
108 pieces to the carton. All pop- 
ular thicknesses. Size etched on 
each piece. 





ORDER TODAY 


TN Gl GNC) a @1@)@) Bou DB) AYA) (O) 


PRECISION STEEL WAREHOUSE, INC. 
4409-25 W. KINZIE STREET . CHICAGO 24 
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13. (d)—use a wheel of softer bond. 


14. Clogging up of the pores by material 
being removed, 


15. Work speed too slow, wheel action 
too hard, or wheel being crowded. 


16. (d)—cleaning or fracturing the cut- 
ting surface so as to expose new cutting 
particles. 


17. “Truing”. 


18. Movement of the wheel spindle in 
a direction perpendicular to the plane of 
the wheel. 


19. (a)—lines appear on the work 
parallel to the work axis. 


20. (a)—to be expected 


21. When tapped with a non-metallic 
object a solid wheel will emit a dull, 
ringing sound; a cracked wheel gives off 
a dull thud. 


22. Too fast a speed tends to wear away 
the wheel rapidly, while too slow a speed 
makes the wheel cut hard and become 


dull and glazed. 


23. (d)—one to grind off stock and the 
other to control speed of work rotation 
and rate of feed. 


24. At least one-third. 


25. Rotation of the work on its axis, 
movement of the work back and forth 
in front of the wheel, and movement of 
the wheel into the work. 





Sales 
Tips 


(Continued from page 118) 





tion was completed and watches while a 
sample run is made. An inspector, there- 
fore, cannot help but learn about ma- 
chines and their accessories,” Mr. Glavin 
says. 

Thus, although there were many items 
in the industrial supply field that Mr. 
Glavin was not too familiar with, he en- 
joyed a definite head start in his sales 
career and certainly could not be classed 
a greenhorn. Both his training for in- 
dustrial supply salesmanship and his 
subsequent selling of his firm’s lines were 
materially aided by a background which, 
seemingly, had little or nothing to do 
with selling. 




















ROLLS 
° | 
DISCS | 


BELTS 
PAPER& CLOTH BACKED 
SILICON CARBIDE 


GARNET 


ALUMINUM OXIDE 


IN FULL RANGE OF | 
STANDARD GRIT SIZES | 


LAPPING 
COMPOUNDS 


SHEETS 
| 











1111 Bellevue Street 





Production grinding of plowshare welds with 
Michigan Abrasive Belts. 


Dishributors! 


Acceptance — Margin — Quality 


All the things that are important to the 
jobber looking for a name abrasive line 
are found in the Michigan line! 


Manufacturers have time to listen to 
the Michigan story. The Michigan 
line is known to them for the way it 
keeps them out of trouble .. . for the 
wide range of production applications 
it meets from snag grinding to precision 
lapping! 


° 
The Michigan people recognize the im- 
portant part the jobber plays, too. 
Liberal margins, will appeal to you and 
your salesmen—at the same time prices 
are in line and even offer competitive 
advantages! 


Write your name in the margin of 

this page, tear it out and mail it 

to us=—GET OUR DEAL—Yow'’ll 
find it mighty interesting. 


WMichipan Abrasive Cr 


Manufacturers of 


COATED ABRASIVES and LAPPING COMPOUNDS 


° - Detroit 7, Michigan 
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Ceilings 
Suspended 


(Continued from page 122) 





springs; gaskets; dies; jigs; fixtures; 
steam generating equipment; industrial 
stokers; industrial conveyors; direct cur- 
rent arc welding equipment and electric 
motors, 250 hp. and over. 

For manufacturers of power-driven ma- 
chine tools not covered by the suspension, 
OPA announced a price increase of 20 
percent over their Oct. 1, 1941, prices. 
The increase also applies to parts and 
attachments. 


Freed Items Listed 


Other products removed from price 
control include: welding equipment, al- 
ternating current including fusion type 
welding, rotating arc welding units but 
not including transformer type welders; 
welding rods and coated electrodes; auto- 
matic screw machine, single and multiple 
spindle over 2%%-in. spindle capacity: 
bending rolls—all sizes and types, over 
50,000 Ibs. in weight; board hammers, 
all sizes; boring mills, horizontal, over 
5-in. boring bar; boring mills, vertical 
over 62-in. swing; car wheel lathes, all 
sizes; cylindrical grinders, plain and uni- 
versal over 20,000 lbs in weight; engine 
and turret lathes over 24-in. swing; face 
and surface grinders, vertical and hori- 
zontal, all types, over 15,000 Ibs. in 
weight; hydraulic presses, all sizes and 
types, over 50,000 Ibs. in weight; mechan- 
ical presses, all types and sizes, over 
50,000 Ibs. in weight; milling machines, 
horizontal and vertical, oversize number 
three; milling machines, other types, 
over 15,000 Ibs. in weight. 

Also planers, single and double hous- 
ing, over 48-in. by 48-in. by 10-in. press 
brakes, over 30,000 lbs. in weight; radial 
drills, over 5-in. arm; screw machines and 
turret lathes, over 214-in. spindle capac- 
ity; squaring shears, over 30,000 lbs. in 
weight; steam hammers, both single and 
double frame; tackle blocks and sheaves; 
wood bushings subject to MPR 136; 
bushings, combination wood and metal, 
subject to MPR 136; tire chains; man- 
ually operated chain hoists; clamps; 
clevises covered by MPR 136; gaskets, 


(Continued on page 318) 


























PREVENT 





ON TEXTILE MACHINERY 


—with the Red Elastic Collar that 
protects permanently against VIBRATION 


Vibration makes every bolted connection 
a potential trouble spot. It causes conven- 
tional threaded fasteners to loosen. The 
result? To textile mills — increased down 
time; reduced pickage; and lower weave 
room efficiency; higher percentage of ‘sec- 
onds’. To textile machinery builders—low- 
ered prestige with mill owners; breakage 
or damage in shipment; over-design of 
machine parts as damage protection against 
fastener failure in operation. 

All this can be prevented with 
ESNA Elastic Stop Nuts. The 


ESNA 


Red Elastic Collar holds tight against any 
amount of vibration; locks the nut in place 
anywhere on a bolt or stud. Yet, Elastic 
Stop Nuts can be easily adjusted or re- 
moved at any time. They reduce overhaul 
time; speed assembly. They protect per- 
manently against Corrosion, Thread Dam- 
age, Liquid Seepage. They can be used 
over and over. For further information or 
literature address: Elastic Stop Nut Cor- 
poration of America, Union, N. J. 
Representatives and Agents are 


located in many principal cities. 








The RED ELASTIC COLLAR 
y= denoting an ESNA product = 


. is threadless and permanently 
elastic. Every bolt—regardless of 
commercial tolerances—impresses 
(does not cut) its full thread contact 
in the Red Elastic Collar to fully grip 
the bolt threads. In addition, this 
threading action properly seats the 
metal threads — and eliminates all 
axial play between bolt and nut 
threads. 


All ESNA Elastic Stop Nuts — re- 
gardless of size or type—lock in posi- 
tion anywhere on a bolt or stud. 
Vibration, impact or stress reversal 
cannot disturb prestressed or posi- 
tioned settings. 





ELASTIC STOP NUTS 





INTERNAL ANCHOR INSTRUMENT SPLINE © | CLINCH rererel GANG CAP 
WRENCHING : MOUNTING CHANNEL 


PRODUCTS OF: ELASTIC STOP NUT CORPORATION @F AMERICA 
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The right chuck for the job is a large factor in the popularity UNION 


of Union Chucks. Another factor is contributed by our foundry 


where quality controlled castings are’ made. This helps us MANUFACTURING co. 


give you better chucks — when you want them. Our complete New Britain, Conn. 
engineering service is available to help you with your choice. U.S. A. 
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GUl:} iiey-vatel, 

SERVICE FOR 

MACHINERY 
MANUFACTURERS 





The machinery monufacturer can use 
LUBRIPLATE for initial lubrication .. . but 
once a machine is shipped, the lubrication 
is up to the user. To assure continued 
lubrication with LUBRIPLATE, we offer the 
TAG PLAN to machinery monutocturers. 
|. Points to be lybricoted and types of 
LUBRIPLATE to be used ore imprinted 

on the tag. 

2. The nome of the machine manufac- 
turer on the tag gives authority to the 
recommendation. 

A'return postcard is part of each tag. 
The machine buyer signs the tag a 
moils it to us. 

4. We notify the nearest LUBRIPLATE 

Dealer. We send the name of the 

dealer to the machine user. 
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PLATE 
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A VOICE FROM THE FIELD 


Miller and Stern Supply Com- 

pany of San Francisco State 

Why They Like the LUBRIPLATE 
Line 


Since our appointment as a LUBRI- 
PLATE distributor some eight years ago 
our sales of this remarkable product have 
increased by leaps and bounds. Within a 
few months LUBRIPLATE became one vf 
our major lines. At present, through our 
efforts and splendid assistance by the manu- 
facturer, LUBRIPLATE ranks among our 
three leading lines. 

Any industrial supply house with a 
LUBRIPLATE franchise can consider itself 
extremely fortunate in having the sale of 


‘this clean-cut product backed one hundred 


percent by Fiske Brothers Refining Com- 
pany as a major line and sales incentive. 
The LUBRIPLATE franchise has many 
advantages for both the distributor and his 
sales force. 


Distributor Advantages 


1. Fiske Brothers Refining Company has 
been recognized as a leader in the lubri- 
cating field for the past 75 years. Their 
sales policy and relations maintained with 
their distributors are beyond reproach. 

2. The LUBRIPLATE franchise covers ex- 
clusive territory on a contract basis. All 
inquiries or matters pertaining to LUBRI- 
PLATE are referred to the distributor. 

3. A satisfactory margin of profit makes 
LUBRIPLATE extremely attractive to the 
distributor. 

4. LUBRIPLATE possesses outstanding 
properties and its superior performance has 
resulted in nationwide consumer acceptance. 
Distributors are backed up by national ad- 
vertising, adequate sales promotional mat- 
ter and personal assistance of highly 
trained factory representatives. 

5. Of great importance to distributors is 
the repeat nature: of LUBRIPLATE and 
ever increasing use of the product. 


Salesmen Advantages 


1. LUBRIPLATE is a product that ap- 
peals to the trade and can be demonstrated 
to prove its superior performance, readily 
and without cost, by sample applications. 
2. LUBRIPLATE’s proven performance in 
reduction of wear and power consump- 
tion plus protection against corrosion re- 
sults in genuine economy to the user to 
such an extent that its initial cost seems 
trifling. 

3. Of great interest to all salesmen is the 
fact that once the proper LUBRIPLATE 
application and sale is made, repeat orders 
are secured more or less automatically. 

4. LUBRIPLATE is a prestige merchan- 
dise line that helps salesmen develop new 
accounts and expand other lines. 

5. LUBRIPLATE produces profitable unit 
sales. 

6. Periodical calls with the manufacturer’s 
district service engineer plus the results of 
LUBRIPLATE’s extensive advertising, cir- 
culars, bulletins, etc., are real sales helps. 
7. The LUBRIPLATE TAG PLAN as- 
sures repeat business on initial factory 
applications. 

8. There is nothing complicated about sell- 
ing LUBRIPLATE and, even though simple 
in scope, the line of lubricants is such as 
to properly take care of most every lubri- 
cating condition. 
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LUBRICATION 

SERVICE FOR 

MACHINERY 
USERS 





The monuvtacturer of 
machinery using LUBRI- 
PLATE for initial lubrice- 
tion wonts the machine 
operator to continue to 
use it for service lubri- 
cation. LUBRIPLATE is the best lubricant 
for the job. That is why it was used in the 
first place. To assure you of o convenient 
source of supply of LUBRIPLATE, the ma- 
chine monvufacturer put a tag with a post- 
card on the machine before he shipped it. 
Tear off the postcard, fill in your name and 
address and mail it to us. We will notify 
you of the name and address of the near- 
est LUBRIPLATE Deoler ond see that he 
calls on you. 





FOR Your 
we MACHINERY 





BALL BEARING—7), 
is 
PLATS lubricant that has « the 


claim use in the 
roller genera! 
te 5000 RPM ond hon paren 
300 degrees F. 








toons tt Prom coast 10 com 


” Your cassie Tet 
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standardize 


*War made everyone more 
fire conscious .. . 


Now, home-owners, industrialists, merchants and farmers 
know the destructive force of fire. They are buying now, and 
will buy more fire equipment to protect goods, property and 
equipment on hand. With post-war building, improvements, 
replacements and new acquisitions, there will be an increased 


and continuous demand for Pyrene fire extinguishers. Pyrene’s 
advertising is designed to help sell the idea to standardize 


on the entire Pyrene line. 








pu 


Pyrene foam ex- 
tinguisher for fires 
in oil, gasoline, 
other flammable 
liquids, and ordi- 
nary combustible 
solids. Automati- 
cally spreads 
heavy blanket of 
fire-smothering 
foam. 


Vaporizing Liquid, 
quart pump type 
above, one- gallon 
stored pressure type 
left, for all classes 
of fires in incipient 
stage, especially 
fires in flammable 
liquids and electri- 
cal equipment. 


Pyrene Anti-Freeze 
extinguishers for 
fires in ordinary 
combustibles, 
wood, papers, and 
textiles. May be 
used in locations 


subject to freezing 
temperatures. Dis- 4 


Pyrene Soda-Acid 
extinguisher for 
offices, stores and 
other non-freez- 
ing locations con- 
taining ordinary 
combustibles such 
as wood, papers 
and textiles. 


charged by gas 
cartridge 


NEWARK 8 NEW JERSEY 
Affiliated with C-O-Two Fire Equipment Co. 









PYRENE ADVERTISING HELPS THE JOBBER SELL MORE FIRE EXTINGUISHERS 


ene Manufacturing Compa 


nt 
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packings and oil seals subject to MPR 
136; hose and tubing—flexible, metallic 
except electrical metallic tubing; rope 
fittings, manila and wire; shims, metallic 
when fabricated as machine parts; turn- 
buckles; hand operated tools especially 
designed for the manufacture, repair or 
maintenance of aircraft, military or naval 
vehicles and equipment; welding and 
cutting equipment, gas, limited to torches, 
tips, regulators and generators; industrial 
hand trucks, not including lift trucks 
and portable elevators as well as special 
purpose commercial trucks covered by 
MPR 188. 


Controlled Items 


The following articles of hardware still 
remain under price control: ready mixed 
paints of all types (interior and exter- 
ior); paste and semi-paste paints; putty, 
fillers; oil, varnish and spirit stains; 
paint and varnish remover; colors in oil; 
white lead in oil; zinc white in oil; ma- 
rine paints; aqueous (water) paints; cal- 
cimine; compounds: calking, waterproof- 
ing (integral and hardeners), pipe. 

Also carpenters’, mechanics’ and mis- 
cellaneous hand tools; adzes; auger and 
bits and braces, hand; auto mechanics’ 
tools; axes; bars; blow torches and fire- 
pots; calipers; caulking tools; cement 
workers’, masons’ and plasterers’ hand 
tools; chisels; dividers; drills and drill 
points; hammers, hatchets; knives, draw; 
levels; logging tools; nail pullers; 
planes; pliers; punches; rules and tapes; 
saws, including hacksaw frames; screw 
drivers; snips; soldering irons; squares; 
wrenches, including sockets and drivers. 

Also heavy forged iron tools (all types 
listed in Department of Commerce cir- 
cular “Forged Tools, Simplified Practice 
Recommendation R 17,” such as bars, 
mattocks, mauls, picks, sledges, wedges, 
etc.); the following farm and garden 
tools: forks, handles; hoes and rakes, but 
not lawn rakes; post hole diggers and 
augers, hand operated; pruning equip- 
ment, but not hedge shears; scythes; 
shovels, scoops and spades, but not snow 
shovels; sprayers and dusters, hand oper- 
ated, insecticide; weeders and cultivators, 
long handled; the following miscellane- 
ous hardware articles: fitted tool cases 
and kits; lanterns, oil, kerosene, gasoline, 
lawn mowers hand operated; oilers; 
wheelbarrows. 

Also rope and cordage of the following 
types: rope and cordage including grom- 
mets made from rope (except those man- 
ufactured from cotton and synthetic fi- 
bers); rope halters; wrapping twines 
(except cotton). 



















@ If you're interested in cutting assembly 
costs that involve wrench work, investigate 
Williams “Supersockets.” By substituting “Supersocket” 
Speeders for less efficient wrenches, production was 
more than doubled on this job. Write for literature de- 


®@ Five different patterns of "Super- 


scribing these time-saving, fatigue-reducing tools. sockets”, with drives ranging from 
Y%," to 1” square, cover every con- 


Williams “Supersockets” are sold by leading Industrial ceivable industrial application. 
Available individually, and in com- 
Distributors everywhere. plete Sets. 


J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK 
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Add strength and reduce weight with 
CHICAGO “Safety Plus” Products 





CHICAGO “Sefety Pies” line 
includes: 


Socket Head Cap Screws 
Socket Set Screws 

Stripper Bolts 

Square Head Dog Point Set 


rews 

Socket Pipe Plugs 

Keys for “Safety Plus’’. 
Products 


Complete line includes: 


Hexagon Head Cap Screws 

Square Head Cup Point Set 
Screws 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi-Finished Hexagon 
Castellated Nuts 











Take this example: A CHICAGO “Safety 
Plus” Socket Head Cap Screw of &” diameter 
is 38% stronger than a &" standard hexagon 
head or fillister cap screw. Other sizes are 
proportionately stronger and smaller. 

In addition, the smaller heads with inter- 
nal wrenching facilitate locating screws in 
critical areas too small for protruding hexa- 
gon heads. 

Used throughout your assembly, the result 
is a noticeable reduction of overall weight 
and a neater, sturdier construction. 

Manufactured from selected heats of alloy 
steel, plus rigid inspection standards, assure 
perfect uniformity, unequalled accuracy, 
superior strength, and account for the uni- 
versal popularity of Chicago ‘Safety Plus’’ 
Products. 


These Gine Products are sold 
only thru Authorized Distributors 


THE- CHICAGO SCREW COMPANY 


1026 SOUTH HOMAN AVE. 
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CHICAGO 24, ILL. 
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New 
Products 


(Continued from page 115) 





can be operated in any position, and is 
normally used in conjunction with stand- 
ard punching units—Mead Specialties 
Co., Chicago 41.—Mi.t Suppiies, May 
1946. 


. 


Boring Bits 
High Speed 





ProvipeD in round or square shanks, a 
recently developed boring bit is precision 
centrifugally cast. This process assures 
very fine grain structure, according to 
the manufacturer, and increased tensile 
strength. The high tungsten content, to- 
gether with chrome and vanadium hard- 
ened to 64 Rockwell, impart to the tool 
a high red hardness, excellent plus im- 
pact value and comprehensive strength. 
Hardened two-piece bushings are fur- 
nished for all round shank tools.—Sam- 
uel S. Gelber Co., Chicago 6.—Muu Sup- 
pLies, May 1946. 


Slitting Saw 
Carbide 


A CARBIDE SLITTING SAW designed for 
use in cutting plastics and ceramics has 
been developed. Made with a steel hub, 














~ 
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Small-area ventilation that 


You can Gell Quickly. Lasily 





STURTEVANT PLANOVANE EX- 
HAUSTERS collect and control 
dust, smoke and fumes; con- 
vey shavings, sawdust, chips. 
High efficiency and low oper- 
ating and maintenance costs 
are the result of unique Stur- 
tevant Streamlined Inlet and 
Angle Flow into the wheel. 





STURTEVANT PROPELLER FANS 
offer countless sales opportu- 
nities as an aid to comfort 
and efficiency. Oversize wheels 
and varying pitch of fan 
blades assure maximum air 
handling capacity. Ruggedly 
built to assure long, trouble- 
‘free service. Easily installed 
and extremely quiet. 








STURTEVANT SPEED HEATERS 
enable you to tackle the entire 
heating job in new or old 
buildings. They deliver heat 
promptly, make every pound 
of steam pay off in useful 
heat. Compact, modern design, 
quick and easy to install. For 
steam pressures up to 200 
pounds. 


fi 
B. F. STURTEVANT COMPANY * DIVISION OF 


Westin 





STURTEVANT MONOGRAM FANS 
are versatile, ruggedly built, 
and extremely low in operat- 
ing cost. Used either as a 
Blower or Exhauster for dust 
control, collecting and con- 
veying waste or raw materi- 
als ; exhausting fumes, smoke, 
vapors, and supplying air for 
furnace draft, drying and 
other process work. 


‘ 


@ 
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with Sturtevant’s super-quiet 


Ventilating Set 


This REXVANE Ventilating Set is 
quiet... really quiet! Here’s why: 


1. Streamlined inlet is a real “noise- 
killer”! It guides entering air to the 
wheel with minimum shock, free from 
turbulence ... insures quiet operation 
at standard motor speeds. 


2. 8-blade radial wheel has curved inlet 
ring which strengthens blades, still 
further streamlines the path of the air 
to give even more quiet operation. 


3. Static and dynamic balance of wheel 
eliminates vibration ... cuts down noise 
even more! 


4. Large outlet area results in low outlet 
velocities. And the rugged, vibration- 
proof housing of furniture steel helps 
make it the fan that runs with a whis- 
per, too! 


Here’s the answer to small-space venti- 
lating problems in every plant you call 
on! Places like chemical laboratories, 
plating rooms, vaults. Spots like rest- 
rooms, movie projection booths, confer- 
ence rooms. Wherever quiet, depend- 
able ventilation is needed, the Sturte- 
vant REXVANE Ventilating set is a 
“natural”. 


You'll find the name of Sturtevant — 
backed now by the name of Westing- 
house as well—a vam A introduction 
because of long leadership in the air 
handling field. For fu ee details, 
write: THE B. F. STURTEVANT CoM- 
PANY, Division of Westinghouse Elec- 
tric, Hyde Park, Boston 36, Mass. 

3607-60 
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WITH POWERFUL PRESSES 
THAT NEED NO POWER 


@ There’s no cost for power 


or waste of floor space with 
Famco Foot Presses. Easily 
operated with speed and accu- 
racy they step up production 
on a wide variety of light 
punching and forming jobs. 
Famco Foot Presses are avail- 
able in 10 sturdy models for 
bench or floor mounting. 


UP TO 15 TONS PRESSURE 


Famco Arbor Presses enable 
an arm to deliver up to 15 
tons pressure with ease. Avail- 
able in 32 models for bench 


or floor mounting . . . ideal for 
assembly and dismantling jobs. 
REAL COST CUTTERS 


Famco Foot Powered 
Squaring Shears will cut 
up to 18 gauge mild 
steel with ease, accu- 
racy and speed. Avail- 
able in five models. 


possibilities of Famco Machines. Write 


today for catalog and information on 
sejes Auew ey jfesunoA 403 ejebiyseauj 


profitable distributor franchise. 


FAMCO MACHINE COMPANY 
1321 18th ST. * RACINE, WISCONSIN 


machines 


ARBOR PRESSES e FOOT PRESSES 


SQUARING SHEARS 


322 








it is said to greatly reduce tool break- 
age. The hub is permanently bonded to 
the cemented carbide blade, thus elim- 
inating fracturing due to the strain im- 
posed by mounting screws and nuts. Be- 
cause of cemented carbide’s tremendous 
resistance to abrasion, the manufactur- 
ers state that exceptionally long tool life 
can be realized. Standard sizes of the 


“saws are from 14-in. to 1-in. in diameter 


and from .015 to .060-in. in thickness.— 
Gay-Lee Co.,° Ferndale, Mich—Mi.u 
Suppties, May 1946. 


Tilting Mixer 
End Discharge 





A new end discharge mixer weighing 150- 
lbs. less than a former side discharge 
model is now available to construction 
machinery distributors. The new 3% S 
tilting mixer has a wheel tread of 62-in., 
and a lower center of gravity has been 
obtained by cradling the mixer body be- 
tween the wheels. Other features include 
a choice of two engine sizes, an enclosed 
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QUALITY 


SIGN 
FOR 


COLLET EQUIPMENT 


@ drill sockets and sleeves 
@ lathe centers 

@ chuck arbors 

@ drill drifts 


COLLIS Collet Tools fill all drilling, 
reaming. and tapping needs—they are 
made by men skilled in making this 
type of equipment. They will help 
your customers to make savings in both 
time and equipment. You can supply 
the proper unit from this very complete 
COLLIS line. Great quantities of 
COLLIS equipment are being used to- 
day and will continue to be needed 
—get this business — supply COLLIS 
Collet Equipment. 















THE COLLIS COMPANY 


CLINTON, IOWA 

















THESE ITEMS SELL 


Sodering Paste 
Sodering Sticks 
Sodering Oil 

Sodering Fiux 
Stainless Steel Polish 
Sodering Liquid 
Sedering Syrup 
Sodering Acid 

Solid Sal Ammoniac 
GET OUR CHECK CHARTS 


that show melting point of all soders— 
your customers will appreciate them. 





B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 













































oe SUPERIOR 


SPUR-GEARED CHAIN HOIST 


ROU 
Steel- 
Ball-Be 
TROLLE 


Flexibility and general 
Superior Hoist is greatly 
installation of this | be 
ROUND Self-Aligning Troll 
for use on either straight or ¢ 
Precision bearing equipped, 
Zerk pressure lubrication, it + 
and smoothly—gives years of s 


Step into almost any shop t 
for The Superior Chain Hoist. 8 
install equipment to save time a 
work. For the past four years the h 
Chain Hoist has been serving in 
globe. Now it is back—available to 
able delivery. Your market for the Sup 
and waiting. It is an unprecedented opp 
major item in the mill supply line. 


Shop men everywh 
the simple stand 
Superior Spur-Gear 
bearing equipped a 
parts are of steel from 
The Superior combines 
operation with rugged ¢ 


DAVID 


ROUND 


& SON ¢ CLEVELAND 5, OHIO 


ASSOCIATES DAVID ROUND & SON, CLEVELAND 5, OHIO 
THE BRIDGEPORT CHAIN & MFG CO., BRIDGEPORT |, CONN 
SEATTLE CHAIN & MFG. CO., SEATTLE 8, WASH 
ROUND CALIFORNIA CHAIN CORP LTD., SO SAN FRANCISCO & LOS ANGELES 54, 
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Wire brush cleaners of special design remove all chip adhesions 
both before and after the cut. This contributes to Cleaner, Faster 
Cutting and Longer Blade Life. 

The brushes fit into a special holder and may be reversed or 
quarter-turned for even wear and to prevent matting. Eliminate 
faults of stationary or rotating type of brushes that wear unevenly 
and must be constantly replaced. 

Ask your dealer or write direct for complete information. 


MACHINE TOOL DIVISION 


Kalamazoo Tank & Silo Co. Kalamazoo, 16, Mich. 
In Canada—Bridge Machinery Co.—Montreal 










MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full con- 
fidence of long-life and quality per- 
formance. Conco has been a leading 
name im the handling equipment field 
for a quarter of a century. Write for 
full information on this profitable line. 






, 


i 








loist. 
Ys. I-Beam Trolley in 4 Gear Hoist. 
" four models, plain speed, high 
or geared types in gully in capaci- 
a capacities from 1/, mom oy from 
trolley suspension. large market. through 10 tons. Mn through tons. 


ONC) | ENGINEERING WORKS 
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roller chain motor-drum drive, an all- 
welded pressed steel drum bowl, a ring 
gear that can be easily replaced, a 24-in. 
control handwheel equipped with a 
ratchet-type lock, cantilever springs, and 
a removable tow pole—Chain Belt Co., 
Milwaukee 4.—Mu.u Suppuies, May 1946. 


Roller Conveyor 
For Pipe And Bars 











A new roller conveyor has been added to 
material handling equipment for pipe, 


tubes, rods and bars. This unit can be 
used singly or in a line, tamdem fashion, 
for transferring materials from box cars, 
from bins, trucks, etc. The roller con- 
veyor has an adjustable swivel center 
post which raises the roller to a height 
of 51-in., with minimum height of 3814-in. 
The floor space covered is a rectangle 
281/-in by 50-in. Each unit weighs 81-lbs. 
and is capable of handling up to 1,000-lbs. 
in sizes up to 12-in. in diameter.—John 
Moore Specialty Co., Chicago 30.—MILL 
Supp.ies, May 1946. 


Remote Control 
Finger-Tip 


Applied to commercial speed changers, 
a new remote control dia] that can be set 
instantaneously to any desired speed has 





MA CONTIN 
AR:ADLE SPELD TRANSMISSION 























EVERY METAL WORKING SHOP 


theo~ 


TAPPING ATTACHMENTS 


Every shop with a drill press is a prospect for these attachments. They can be 


used on any press — and with them, high-speed, sensitive tapping can be done 
with all the accuracy any tapping job requires. Thousands are in use — and they 


are always in demand because the 


provide a tool-up for No. 0 to |" tapping 


at minimum tool cost. For full detail write for BULLETIN NO. 2. Ask also for the 
Ettco Dealer Set-up. 





ATTACHMENTS 
No. 100 No. 200 


These two sizes have all parts operating in a 
pumped oil bath, assuring continuous smooth- 
running and sensitivity at high speeds so 
vital with small taps. Asbestos-carbon Cone 
Clutch—an Ettco-Emrick patented material— 


gives highly sensitive action and long wear. 


ATTACHMENTS 
No. 1-B No. 2-B 


An improved tapper, providing higher speed 
and longer life. Its leather cone clutch is 
unequalled for sensitive action and wearing 
properties. Clutch design includes provision 
for expansion and contraction. A long 


clutch life is common for these tappers. 





ATTACHMENTS 
No. 3B No. 4 No. 5 


The No. 3-B is designed specially for heavy 
tapping on light presses. It is geared so 
that the tap runs at one-third the speed of 
the drill press spindle. This has the effect of 
adding back gears to a small drill press. 
Nos. 4 and 5 are built around a floating 
amplified pressure multiple disc clutch and 
a shockless positive reversing clutch. All 
three sizes have the sensitivity of the smaller 
tappers. 


ETTCO TOOL CO. 


600 Johnson Avenue, Brooklyn 6, N. Y. 


Detroit 1 


Chicago 6 


Ouer 25 years specialigation tn soluing (nduastrys drilling and tapping problems 
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Non... A LOW-COST, 


SMOOTH OPERATING HOIST 
FOR ALL LIFTING JOBS 
UP TO 500 LBS. 










Newest, most efficient small hoist! P&H Handi-Lifts speed up ma- 
terial handling . . . reduce worker's fatigue . . . lower production costs 
. .. Save manpower. Can be easily and quickly installed. Simple to 
operate. They are the answer for faster production today—lower cost 
production tomorrow. 


LOOK AT THESE BIG ADVANTAGES! 


Sturdy, compact, lightweight; 500 lb. (plus generous 
reserve capacity); 3 types mounting — bolt, hook, trolley; 
dust, acid and weather-proof; one-hand control; safety 
limit stop; dual brake operation; flexible proof-tested 
chain; flood lubrication; built to last for years. Operates 
on 3 phase, 60 cycle, 220 or 440 volts. 


Gen. Offices. 4538 W. National Ave., Milwaukee 14, Wis. 





D_WisTS = wecnone cLEcruones - wovens QURAN IMD CLANTON «ELECTING COMES»  WELIERS 





Recognized as 


STANDARD EQUIPMENT 


In Up-to-date Plants, coast to 
coast. 


Self-Indexing 
BED TURRETS 


To replace worn or inaccurate Turrets and 
to convert Engine Lathes for Speed, Ac- 
curate Turret work. 


Double Locking 


TOOL POST TURRETS 

To cut set-up time and increase Produc- 
tion. Takes Extra Heavy cuts. 

T Bolt or 
Bolt circle 
Mounting 





TB-1 (5¥"") 









Lathe Legs and Splash Pans with motor mounting plates. 
Cross Slides and other equipment for every make and 
size of Lathe. 
YOU CAN SELL LYNN PRECISION TURRET UNITS 
Prompt Deliveries Assure immediate Profits 
© Wire, Write or Phone For Complete Details ¢ 


NEW YORK 6 Murray St. CHICAGO 185 N. Wabash 
Cortlandt 7-6164 Room Iiil, Dearborn 2581 














DETROIT Box 463, N. W. Station Tyler 5-5413 MILWAUKEE 1224 W. Clybourn, Broadway 3439 


LYNN MFG. CO. + 222Elroy St., Minneapolis 8 , Minn. 
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been introduced. Exact speed setting is 
possible and the dial gives precise indica- 
tion of the speed to the operator. It can 
be calibrated in r.p.m., feet per minute, 
gallons per hour, etc. In operation, the 
dial controls the operation of the small 
motor used to adjust the pulleys or gears 
of the speed changer. The illustration 
shows the dial, known as Flectrol, ap- 
plied to a Reeves size “00” horizontal en- 
closed speed changer.—Yardney Labor- 
atories, Inc., New York 7—Muu Sup- 
pLies, May 1946. 


Dial Scale 
Tape Drive 





The manufacturers claim many features 
for the new Howe scale tending toward 
longer life, less service and more accurate 
weighing and greater sturdiness. Equip- 
ped with a newly designed tape drive 
and ball bearing mechanism, the ma- 
chine is described as having positive 
drive with no lost motion or backlash; 
self-compensating mechanism for tem- 
perature changes; dial head that swivels 
to any position even while weighing; sim- 
plicity of tare arrangement; net weight 
of 375-lbs. for easy portability—Howe 
Scale Co., Rutland, Vt—Mu.t Supp.ies, 
May 1946. 


Reflector Floodlight 
Sealed-In Silver 


Designed primarily for floodlighting, sup- 
plementary commercial lighting, interior 
and display lighting, a new reflector flood- 
light has a pure-silver lining hermetically 








ANOTHER MEMBER_OF THE LARGE GILMER FAMILY 


The “two-in-one”’ belt that speeds up sales 


It’s the ideal belt to offer a customer who wants a 
tough, serviceable belt that will deliver maximum 
power and stand up long in hard, continuous serv- 


ice. Gilmer Kable Kord Endless Belt is built with 


continuous cords on the contactor principle — one ° 


belt for grip; one belt for power. It is exceptionally 
stretch-resistant and highly flexible, making it 
specially well-suited for quarter-turn and half- 


turn drives. 


Gilmer Kable Kord Flat Endless Belts are supplied in 
a wide range of sizes and in six widths, from light to 
triple heavy — and, when desired, specially treated 
for use where there are conditions of excessive oil, 
heat, static, abrasion and chemical fumes ... pro- 
viding a well-rounded line that will help you to 
increase your flat, power-belt sales. 


Gi 
Gilmer provides _ 
strong advertising: oy 
iting buyers --: - 
poo branch office or ss” 
moe Wee ‘grea? Warehouses- 
seniently located Br 
v 


nv 
Special re Textile nduitry 
Belts for ineering informat! 
eas 


in simplified form: 


L. H. GILMER COMPANY 
ia 35, Pa 


RUBBER ra 


Tacony, Philadelph 
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RUBBER TIRED 
WHEELS 


EASY 
ROLLING 


Pneumatic and 
Types 





MOLDED-ON and PNEUMATIC 


© HUTTON ctiess « complete ine of Rubber Tied Wheels in industrial sizes. Vulcanized- 
and Pneumatic types . axle sizes from ro to 16” diameter . all hubs,j 

. wheel a J are light weight alloy castings—for hand trucks 
ho and gen trucks and trailers. Write for ou 


HUTTON WHEEL CORPORATION 


. LOUIS 6, MO. 





1400 NORTH 13th ST. ° 














POHL END MILLS 





DISTRIBUTORS 
WANTED NOW! 


Desirable selling arrangements are now immediately avail- 
able in all sections of the country for‘the new line of POHL 
End Mills. This completely engineered line of End Mills 
embodies latest developments of the improved post-war 
high speed steel and latest heat-treating technique. Distribu- 
tors who wish to associate themselves with this highly profit- 
able line of tools are invited to obtain details as to territory 
and distributor discounts. 





Complete range of sizes from 1/16” to 14” single and 
double end. Our new complete ouies is available ... 
write for it! 


POHL TOOL COMPANY 


2830 E. GRAND BLVD. DETROIT 11, MICH. 
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sealed inside, with its filament precision- 
mounted at the proper focal point to pro- 
ject a powerful flood light exactly where 
aimed. The beam is moderately concen- 
trated between a 0-60 deg. zone, and 
feathers away to a soft diffusion at the 
edges. The sealed-in lining is reported to 
keep the bulb at top reflecting efficiency 
throughout its life, with no loss of illum- 
ination due to tarnishing by atmospheric 
action.—W abash Appliance Corp., Brook- 
lyn.—Mitt Suppuies, May 1946. 


Gage Blocks 
Tool Makers’ Set 


A new set of five Ellstrom Master gage 
blocks, unconditionally guaranteed ac- 
curate to plus or minus eight millionths 
of an inch, is now being marketed. The 
new combination is especially assembled 
for individual ownership by tool makers, 
machinists, apprentices and hobbyists. 
Available in .0625, .125, .250, .500 and 














Note the natural troughing of this 
coal conveyor belt fastened with 
Flexco HD Fasteners. These fasteners 
stand up under the heaviest service 
conditions. 


Tue war years showed in a very striking way how important 
the Industrial Distributor is to American Industry. There were 
innumerable instances where Supply Houses came to the rescue 
to keep important production machines operating. 


The Flexible Steel Lacing Co. has always believed in, and sup- Ne meal RR PI IM 


ported, Supply House Distribution and because of this long and with Alligator Steel Belt Lacing. Just use a ham- 
friendly association, the service rendered to Industry on belt mer and have the belt back in service in a jiffy. 


. Made in 12 sizes in steel, Monel, and Everdur 
fasteners has gone a long way toward helping to keep the wheels and in continuous lengths up to 120”. 


turning. 
Here are the fasteners your Supply House can furnish for 
conveyor belts, flat transmission belts and V-belts— 


@ Flexco HD Belt Fasteners for making “water-tight” butt joints in con- 
veyor belts from 4%” to 14%” thick and of any width. These fasteners 
together with Flexco HD Rip Plates are also used to repair rips and to 
put in patches. Complete details in Bulletin F-100. ° 


@ Alligator Steel Belt Lacing has for more than 30 years been the most 
universally used steel belt lacing in the world. Makes smooth, flexible 
joints in leather, rubber, balata, stitched canvas or solid woven belts up 
to ¥@” thick and as wide as they come. Ask for Bulletin A-60. 


@ Alligator V-Belt Fasteners are used to fasten B, C, and D open-end 
V-belting of cross-woven fabric-core construction now being made by 
most belting manufacturers. Details in Bulletin V-205. 


@ Flex V Fasteners are also available for light duty A and B V-belt drives 
as described in Bulletin V-14. Here is a typical application of Alligator V-belt 


Handled by Supply Houses Everywhere Fasteners where the use of endless V-belts would 
requife dismantling the machinery to put the 


FLEXIBLE STEEL LACING CO.,4633 Lexington St., Chicago 44 belts on the sheaves. 





‘ 


ALLIGATOR |, /FLEXCO) HD 
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STEEL BELT LACING BELT FASTENERS 
AND V-BELT FASTENERS | FOR CONVEYOR BELTS 
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NCREASE your service and sales 

to your customers by offering 
them CASCAMITE and CASCO 
FLEXIBLE CEMENT—the modern 
glues of industry. 


Cascamite Urea-Resin 


The highly water-resistant glue for 
jobs which are to be exposed to ex- 
cessive moisture or dampness. Easy 
to mix with cold water. Perfect for 
veneering because it’s stainfree. 
Use CASCAMITE for: laminated 
wood beams, arches, trusses, pre- 
fabricated houses, cabinet work, ve- 
neering or wherever a highly water- 
resistant bond is desired. Available 
in 1, 5, 25, 50 and 100-pound drums. 


Casco Flexible Cement 


The new, flexible, water-resistant, 
ready-for-use adhesive for bonding 
dissimilar materials. 

Bonds materials on which con- 
ventional-type glues do not ‘“‘take’’: 
metals, plastics, foils, linoleum, etc. 
to wood, wallboard, concrete, etc. 
Sets up flexible—withstands jolts, 
shocks, and expansion. 

Use CASCO Flexible Cement for: 
novelties, mounting (maps, dis- 
plays, foils), labeling, wall covering, 
and assembly gluing. 

Available in 1, 5, 30 and 55-gallon 
drums. 


By the manufacturers 
of the nationally known 


CASCO CASEIN GLUES 








l-in., this small precision gage set will 
make 31 combinations in 1/16-in. steps 
up to 115/16-in. Gaging surfaces are 
chromium plated, and each set is con- 
tained in a walnut case-—Dearborn Gage 
Co., Dearborn, Mich—Mitt Supp ies, 
May 1946. 


Welding Lens 
Non-Pit 





A new baked plastic lens coating from 
which smudge and smoke can be wiped 
with a damp cloth has been developed. 
The accompanying illustration shows the 
effects of weld spatter on lens which was 
only partly coated by the new process. 
Accumulation of spatter on the uncoated 
section would long since have made the 
lens unusable, but the coated section is 
hardly affected. The new lens is available 
in plates for helmets and handshields, and 
in 50 mm. size for goggles Eastern 
Equipment Co., Inc., Willow Grove, Pa— 
Mitt Suppuies, May 1946. 


Buffer and Grinder 
Low Pedestal 


With a pedestal permitting the worker 
to sit, and over 40-in. of working space 
between the wheels, a new buffer and 
grinder designed especially for black- 
smith shops is now being merchandised. 
It is fabricated from steel sheets rolled 





(Continued on page 333) 
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COUPLING 
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TURNBUCKLE 


4121 SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 
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FOR YOUR CUSTOMER: Five special features 
give Parker Vises extra strength. Tool steel 
replaceable jaws “weld” the work tight. Solid 
cast underportion and oversize screw and nut 
stand up under rugged use. Parker Swivel Base 
construction gives “Brake Block” holding power 
in any position. The special tension spring in 
handle prevents pinching. 


For the Full Story on the Parker 
Plan, write The Charles Parker 
Company, Meriden, Connecticut. 












Every Parker Vise Has Extra Holding Power | 
For Your Customer - - - and For You! 
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FOR YOU: You'll hold the customer to whom 
you sell a Parker Vise. The special features and 
rugged design of every Parker mean satisfac- 
tory performance under all conditions — build 
good-will that is worth dollars and cents to your 
business. And you get the benefit of Parker's 
dealer protection plan. Every Parker Vise is 
sold through distributors. 










A PERFECT 


WN} Tih 2 ( 


Thirty-Six Yarway Impulse Steam Traps Help Keep 
Puritan Laundry’s Equipment at Peak Operating Efficiency 


Because they get ironers, shirt pressers, drying 
tumblers, stills and other equipment hotter, 
sooner, Yarway Traps have won the stamp of 
approval from Puritan Laundry, Omaha. 


John Day Rubber & Supply Co., Omaha, the dis- 
tributor who sold these traps, finds Yarways are 
a popular, fast-selling line. In plants all over the 
country, more than 450,000 have been purchased 
in the few years since their introduction. Why? 
Because these traps are unique and efficient... 
and are backed by strong advertising and 
sales promotion. 


For the first time in 5 years, Yarway Impulse 
Steam Traps are now available for immediate 
delivery, in all sizes. 


Order a supply now. 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 


Have you seen “There Is An Engineering Reason” —new 
30-minute color and sound motion picture with Lowell 
Thomas speaking? Now available for group showings. 
Ask for details. 


YARWAY IMPULSE STEAM TRAP 


MILL SUPPLIES © MAY, 1946 





HH | 








and electrically welded, insuring light 
weight yet sturdy construction. A 3-hp. 
motor, repulsion-induction if single phase, 
or squirrel cage if three phase, drives 
the heavy, durable shaft on three heavy 
duty ball bearings. The machine is rec- 
ommended for the grinding and buffing of 
plow shares, and other long, odd-shaped 
pieces.—Hobart Bros. Co., Troy, Ohio. 
—Mi.t Suppuies, May 1946. 


Welding Rod 
Flux-Coated Bronze 


A new flux-coated bronze welding rod for 
application by the oxy-acetylene process 
has been developed. It is said that the 
new rod automatically combines all the 
superior properties of the usual bare 
bronze rod after correct fluxing. The flux 
is fixed to the rod with a non-active 
binder, and adhers firmly, melting down 
into the molten puddle without burning 
off ahead of the rod. The rod can be 
heated and bent without destroying the 
coating, nor is the coating affected by 
weather conditions. Thus, the operator 
can give his entire attention to deposit- 
ing the metal and controlling the molten 
puddle without the delays of dipping the 
end of the hot rod into the flux container. 
—tLinde Air Products Co., New York 17. 
—Miit Suppties, May 1946. 


Extinguisher 
Trigger Release 


Featuring a panic-proof trigger release, 
a new 15-lb. carbon dioxide fire extin- 
guisher has been put on the market. Ac- 
cording to the manufacturers, it can be 
carried with one hand, leaving the other 
free to open doors and remove obstacies 














A Modern Catalog 


Star Machinery Company 


Seattle, Wash. 


@ Contains 1238 pages of Machine 
Tools, Woodworking Equipment and 
Industrial Supplies. 


@ Nationally Advertised Lines are tied 
up with manufacturers advertising by 
use of their trademarks. 


@ Action illustrations demonstrate the 
use of many products. 


@ High speed prices in red in distributor's catalogs was 
originated by Weinberg & McKee and has been our stand- 
ard feature for years. 








WEINBERG & MCKEE, Inc. 


610 W. VAN BUREN ST. 





CHICAGO 7, ILLINOIS 

















Meee QUALITY... Yes! 


VARIETY... Yes/ 
ECONOMY... Y/es/ 


Globe Woven Belting has established this triple-standard 
of service to every belt user: 


Quality—because Globe management insists on the best 
materials and the best workmanship—Globe engineers 
and workers have the “know-how”. 


Variety—because the Globe line includes belting to meet 
almost every requirement of industry. 


Economy—because Globe Woven Belts have proved their 
ability to give more efficient service over a longer period 
of time. 


Your FREE Catalog is waiting for you. A 
line right now will put one on your desk. 


GLOBE WOVEN BELTING CO. 


1405 CLINTON STREET 
BUFFALO 6, N. Y. 
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This Boy can 
tell You that 


WALDEN 
WORCESTER 















many uses. 


9 Send for 
5 WRENCH 
= FOLDER 
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Heavy Duty 
%4” SQUARE DRIVE 


He used a set like 


this RUGGED 


21 Pieces 
Va" SQUARE DRIVE 


A combination designed for 


Sockets and Attachments 
snap into position, locked 
by the keyless ball device. 


WALD 


MASSACHUSETTS 











STEVENS WALDEN, INC. 
SHREWSBURY STREET 





5 
EN © 


WORCESTER 





while approaching the scene of the fire. 
On nearing the fire, the operator grasps 
the nozzle with the free hand, aims it at 
the base of the blaze, and touches the 
thumb-trigger. The manufacturer points 
cut that his product is ideal for the un- 
trained average employee who faces 82 
percent of all industrial fires, especially 
so since the extinguisher’s long range 
keeps the fire-fighter at a safe distance 
from the heat of the flames.—Randolph 
Laboratories, Inc., Chicago 11.—Mu. 
Suppties, May 1946. 


Safety Goggle 
All-Plastic 





An improved model of the Eye Saver 
goggle has been put on the market. It is 
now made with a rugged molded plastic 


frame that resists breakage, wears longer, 
and provides better ventilation, thus re- 
ducing fogging. The manufacturers claim 
that its roomy construction enables work- 
ers to wear the goggle directly over many 
styles of prescription glasses. The tough 
plastic lens stops flying chips, splinters, 
and splatters of hot metal. The lens is 
said to éxceed Federal specifications for 
impact-resisting goggles.—W atchemoket 
Optical Co., Inc., Providence 3.—MIiu 
Suppuies, May 1946. 


Pin Gages 
Drill Size 


Complete sets of either numbered, let- 
tered or fractional type drill size pin 
gages in handy cases have been intro- 
duced. Twin gages of each size are held 
upright in a modern, shop-tested case. 
Each pin is clearly identified for quick 
selection. Gages are made of oil hard- 
ened steel and tapered halfway up the 
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BEHIND THE FINEST 
OF PRESSURE GAUGES 


Powerful advertisements like this are 
telling the Marsh story to your cus- 
tomers every month in a long list of 
business publications. 

It will pay you to tie in with this 
telling of the Marsh quality story to 
every important field—a story that is 
confirmed by the performance of the 
hundreds of thousands of Marsh prod- 
ucts now in service. 

Marsh Gauges and Dial Thermom- 
eters have become “The Standard of 
Accuracy” in every branch of industry. 
Marsh Traps include all basic types 
for a wide range of service require- 
ments. Marsh Heating Specialties in- 
clude radiator traps, air valves, vents 
and packless radiator valves in a com- 
plete range of types and patterns. 


Write for latest information and prices 
JAS. P. MARSH CORPORATION 


2079 SOUTHPORT AVE., CHICAGO 14, ILL. 
Export Dept.; 155 E. 44th St., New York (7 









the gauge 
with the a 

“RECALIBRATOR 

_— quickest and 


that has been 
finishing 








“Recalibrator" 
gauge 
t of adjustment—the 


knocked ov erlative gauge: 


touch to 4 sup 






GAUGES © VYALYES ¢ TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 




















There’s a MORFLEX COUPLING 


for every application 


Here’s another great product in the Morse line of 
power transmission equipment . . . the Morflex 
Coupling. 

It’s a versatile, all-purpose coupling for all types 
of installations, large or small. It can be used 
with equal success between big drivers and big 
machines, or as a coupling for small auxiliary 
yyeweeyy drives. 12 sizes with capacities from 
8 pounds to 725 foot-pounds torque. 
Morflex is rugged, dependable—good 
for years of trouble-free service. 





SPROCKETS CHAINS FLEXIBLE COUPLINGS CLUTCHES 


MORSE ®siiee CHAINS 


MORSE CHAIN COMPANY e ITHACA, N.Y. # DETROIT 8, MICH. 
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Curtis Air Hoist used in operat- 
ing the Cleveland Tramrail 
System in the heat-treating 
department of Warner & 
Swasey Co., Cleveland. 

It’s another example’ of a 
well-known company relying 
on Curtis air-operated equip- 
ment to speed production, save 
time and labor, too. Curtis Air Hoists 
offer the following advantages to any 
company concerned with any lifting, 
pushing or pulling operation: 

@ Low first cost — lowest operating expense. 





es th, fast, te control of load. 
@ One-man or one-woman operated. 
@ Finger-tip control. 


@Light weight—pendant, bracketed or 
rope-compounded types. 

@ Cannot be overloaded. 

@ Capacities up to 10 tons. 

Find out how Curtis Air Hoists, 

Air Cylinders and Air Compressors 

can save man-hours, cut costs for your 

customers. Write for bulletin C-7. 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Compony 
1919 Kienlen Avenue, St. Louis 20, Missouri 


H-490 











Here's an Item in 
aClass by Itself 


“BELT. 
SAVER” 
Pulley used 
on bucket 
elevator 


; Used as a 
| tall pulley on 
belt 


conveyor. 










Distributors selling 
“BELT-SAVER” Pul- 
leys know by act- 
ual experience that 
they are rendering 
an outstanding ser- 
vice to their customers. By replacing ordinary pulleys with 








PULLEYS 


“BELT-SAVER” on conveyors and bucket elevators carrying sy 
hard or abrasive materials, conveyor belt life has been AOS 
<<a 


tremendously increased. Case after case is on record and 
open to complete. careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
Tepeat orders from distributors proves that “BELT-SAVER” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 
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BEARINGS 


CONVEYORS 
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shank for easy insertion. Rounded pol- 
ished tops and flat ground bottoms are 
other features claimed for the pin gage 
sets. They are used in tool departments 
as well as inspection departments.—Hor- 
berg Gage Co., Bridgeport 1—Muu Sup- 
PLies, May 1946. 


Washing Compound 
Concentrated 


Designed to meet aviation standards of 
safety, an amber liquid, extended with 10 
to 500 parts of water, will safely and 
thoroughly clean any surface on which 
water may be applied. It is non-combust- 
ible, non-toxic, non-corrosive, and odor- 
less, according to the manufacturer. On 
dilution with water it forms a stable mix- 
ture. Available in 5 and 54 gallon drums, 
it weighs 814-lbs. a gallon—Gaybex 
Corp., Nutley 10, N. J—Muu Supp.ies, 
May 1946. 





Portable Light 


Fluorescent 


Termed a new development in portable 
lighting by the manufacturer, a fluores- 
cent flood lamp is now being merchan- 
dised. It is not a spot light, but a full, 


























benchmaster OFFERS A 


LOW-PRICED BENCH MACHINE 


FOR BOTH HORIZONTAL 
AND VERTICAL MILLING 


i 
t 
j 


This versatile benchmaster milling machine 
is an indispensable item for every wood, 
plastics and metal working shop. Simply by 
interchanging spindle attachments, it is 
quickly and easily converted from a vertical 
miller to a conventional horizontal milling 
machine with overarm and arbor. 

Unsurpassed for precision die making, die 
sinking, slotting, facing, side milling, key 
seating, jig boring, angle slotting and many 
other jobs about the shop... yet this bench- 
master milling machine costs so little and 
saves so much space that it practically sells 
itself to your customers. 

The milling machine is typical of all bench- 
master tools. Their top quality, versatility 
and low cost guarantee sizeable initial sales 
in every branch of industry. Add to this a 
hard-hitting national advertising campaign 
plus full distributor cooperation and you'll 
realize why benchmaster offers you such 
high-profit opportunities. 

Whether it’s machine shop, workshop or 


benchmaster 










benchmaster mill with horizontal spindle and overarm 


school-shop...and whatever the industry... 
you'll find that benchmaster’s products are 
the kind that are needed and bought. In the 
biggest industries — steel, shipbuilding, air- 
craft; in the precision plants — radio, watch- 
making, musical intruments; in the smallest 
shops—toy manufacturing, technical schools, 
job shops; everywhere you go there is a score of 


reasons why benchmaster tools are preferred. 


WRITE FOR FULL INFORMATION ABOUT 
THE MILLING MACHINE AND THESE OTHER 
HIGH Quatity benchmaster TooLs 


benchmaster’s sturdy inclinabie 4-ton punch 
press...6” rotary table... precision collets... 
swivel vise, etc. are in use in hundreds of 
machine shops in over 50 industries. Proved 
operating ease, maximum safety and negli- 
gible maintenance costs make them ideal 
for every. kind of shop installation. Write 
today for FREE pamphlets giving complete 
information and engineering specifications 
of the entire benchmaster line of tools. © 


MANGER Oe COMPANY 


EST PEC OSB OVELSVARSD 
NGEtLES G.CALIFPGR NIA 
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BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permassently TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Available in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 

mium Plate, Galvanized, Silver and Parkerized. 
IMMEDIATE SHIPMENT of all standard sizes. 


WIRE US your requirements 


BEALL TOOL CO. (piv. Hubbord & Compony) 
EAST ALTON, ILLINOIS 











Safets BELT LACING 


REG. U.S. PAT. 
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is easy to apply with any standard make 
belt lacing machine, lacer, or it can be 
applied with a hammer by using the in- 
expensive Safety Tu-way Lacer. 


Safety's patented binder bars hold every 
hook in exact alignment, distributes ten- 
sion uniformly over the full width of the 
belt assuring efficient performance and 
long life. They also lap snugly over and 
protect belt ends and prevent belt fraying. 


SAFETY BELT-LACER CO. 


5388 N. Menard Ave. Chicago 30, U. S. A. 








flooding light, said to illuminate every 
corner of a room at 180 deg. There is no 
glare, and the B battery used to power it 
will last approximately 30 hours of con- 
tinuous burning. The life of the 6-watt 
fluorescent tube is approximately 1000 
hours. The entire case is 24-gage, cold- 
rolled steel in black crackled finish, 
weighing 7-lbs. with battery installed. The 
portable light’s dimensions are 11 by 8%4 
by 4%%-in.—Paramount Industries, Inc., 


\ew York 6.—Mi. Supptirs. May 1946. 


Hand Tractor 
Push And Pull Electric 





Bringing together the combined features 
of an electrical-propelled hand truck 
and the conventional warehouse tractor, 
Automatic Transportation has _ intro- 
duced a small, powerful “push-pull” type 
materials mover. The machine will push 
or pull a 6,000-Ib. trailer load all day or 
up to 20,000-lbs intermittently, depend- 
ing upon plant conditions. Finger-tip 
control enables one man to handle any 
size or type of load. It is designed for ap- 
plications in factories, warehouses, trans- 
portation terminals and storage plants, 
and is equipped with a heavy duty 
bumper plate for pushing and a coupler 
for towing operations.—Automatic Trans- 
portation Co., Chicago.—Muitt Supp ties, 
May 1946. 


Work Table 


Conveyor 


What is termed an all purpose conveyor- 
merchandized work table for assembly, 
inspection and packaging operations, is 
being offered to the trade. Capable of 
being assembled i in as many units as may 
be desired, this conveyor can’ be length- 
ened, shortened or moved with ease and 











Belt and Reel Sizes (I. to r.j): OO—16” x 2”; 
O—16"x 2"; A—16"x 3"; Centerless Grinder— 
16" x 3%"; B—16" x 4"; C—16" x 62"; 
D—24" x 6%"; E—24" x 8%". 


For Real Belt Profits...Sell the Belt on the REEL! 


“Packaged” Veelos On Reels 


Saves Money... Time... Space 
For You and Your Customers 


Ne g causes more time-loss and 
confusion in the stockroom than 
a hodge-podge of V-belts in assorted 
sizes. Sell Veelos—the link V-belt 
that’s packaged” on plywood reels— 
and replace chaos with order. Handy 
reels—each holding 100 feet of belt 
—can be stored in minimum space 
and any length V-belt for any size 
drive quickly uncoupled. Money 
that would be tied up in a large spare 


VEELOS 


THE LINK 


V-BELT 


Adjustable to 


Adaptable 
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stock is saved... belt waste due to 
deterioration is eliminated because of 
more efficient, economical turnover. 
Your customers uncouple all lengths 
from a single reel—right at the 
machine ...long work stoppages are 
ended by the ease and speed with 
which any required length of Veelos 
can be coupled on the drive. 

The combination of Veelos link 
construction and the packaging of 
Veelos on reels has brought V-bele 
up-to-date . . . provides important ad- 
vantages to distributors and users. 
The details are worth knowing— 
write today for full information. 


MANHEIM MANUFACTURING & BELTING CO. 
546 MANBEL ST., MANHEIM, PA. 


LINK CONSTRUCTION 
UPS PRODUCTION 


any Length 


to any Drive 




















Quick Profits 


It's good business to have what your customers call for 
- «¢. and the call is for TRICO Visible, Automatic 
OILERS for all types of bearing surfaces . . . be- 
cause of these important user benefits: 


e@ Carefree, positive lubrication for all bearings 
@ Oil supply is always visible 

@ No “trust-to luck" hand oiling 

@ No production stoppages for oiling 

@ Maintenance and repair costs are reduced 

@ Fire and accident hazards are eliminated 

@ Modermized appearance for every machine 

@ Pay for themselves quickly thru actual savings 
@ Easy installation at low cost 


TRICO's exclusive sales features—heavy supporting pro- 
motional program—fine margin of profit with minimum 
investment—strict “Thru the Distributor" policy | . 
warrant your immediate investigation. 


Write todey for profitable Distributor franchise. 
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speed. Side leaves can be added or re- 
moved at a moments notice. The manu- 
facturer claims operating costs of but 
two to three cents per hour on each unit, 
and points out that small power tools can 
be mounted on the frames or side leaves 
for assembly line operations.—Island 
Equipment Corp., New York 17.—Miu 
Suppuies, May 1946. 


Spray Hose 
Agricultural 


A new agricultural spray hose con- 
structed with special yarn perfected dur- 
ing the war has been introduced. The 
manufacturer claims greatly increased 
strength yet lighter weight for this item, 
which is designed for spraying fruit or- 
chards and field crops infected with in- 
sects. It is made of synthetic rubber, 
reinforced with two layers of a cotton 
yarn treated with plastics to inerease its 
strength as much as 70 percent.—United 
States Rubber Co., New York.—Mitu 
Suppuies, May 1946. 


Pneumatic Unit 


For Kick Presses 


A packaged pneumatic equipment unit 
has been designed to convert kick presses 
to power operation. The unit, which may 
be set up by any mechanic, is comprised 
of the following parts: (1) Air engine 
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As hi Service, 


Ton ielanialceesclaalacin elt in asiaclh 7-marelin 
Winter Key ok the extra holes per 
" | | 
elalare, dalcinel (ste larraUhamialasiolerumialsinss Giae. 


long useful life. MS” is also for the 


Service and close. cooperation you 


receive from the Winter Brothers 
engineering staff in working out new 


fete} eliare problems elale mm alsh mais’ hniques. 


— the prompt Service you receive from your 
local mill supply man who is familiar with 
your problems and is always ready to help 
you. He is as near to you as your phone. “S” 
also stands for the full Stock of Winter Taps 
he carries on his shelves ready for immediate 
delivery. For Service with a capital “S” always | 
specify Winter Taps — from your local dis- 
tributor. 


inter Drothers 


COM PANY Y RRA: ee ee 


AN FRANCISCO CALIFORNIA: CHICAGO ILLINOIS: DETROIT. MICHIGAN 
roo! CHESTER. MICHIGAN 
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BRAKE 
Write for complete 
dealer informatics 
"8. AFRN aranaunred “DIE-ACK-RO”) 


312 EIGHTH AVENUE SO. « MINNEAPOLIS 15, MINN. 








WRITE POR LITERATURE flanges are held in perfect align- eration: “all a 
ment. 


WRITE DEPT. P. FOR, FLANGE JACKS save time, a9 me 
DETAILS OR SEE YOUR eet. Gartre one ai instal? 
NEAREST DISTRIBUTOR. dust"? 


T. G. PERSSON "COMPANY 


224 GLENWOOD AVE. SLOOMPIELD, NEW JERSEY 
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of 270-lbs. rated power, delivered at 100- 
lbs. air pressure—engine to be mounted 
on a pivot type bracket and attached to 
kick press lever; (2) Foot operated con- 
trol valve piped to two flexible hose con- 
nectors; (3) Speed adjusting fitting, to 
control speed of engine stroke in both 
directions; (4) Cut-off cock for shutting 
off air to the unit; (5) Air strainer to be 
placed in air supply line leading to the 
control valve. The use of this power unit, 
say the manufacturers, improve quality 
of work, since every stroke of the press 
is delivered at the same uniform power, 
and also speeds production.—National 
Pneumatic Co., New York 17.—Mmn. 
Suppuies, May 1946. 


Cold Padding Glue 
Liquid Plastic 


After experiments with many raw mate- 
rial bases, the manufacturers of Pliatab 
finally selected a plastic synthetic resin 
because of its resistance to temperature 
and climatic changes. This base, a war 
born plastic resin, overcomes crystalliza- 
tion, hardening and brittleness, and also 
imparts greater covering qualities. Ac- 
cording to the manufacturers, one gallon 
of the glue will cover 200 sq. ft. of pad- 
ding area. The compound can be applied 
by hand brushing or spray gun, and is 
available in red and white colors.—Pais- 
ley Products, Inc., Chicago 16.—MI1LL 
Suppuirs, May 1946. 


Gearless Pump 
Water Lubricated 


An improved gearless pump for water, 
light oil or other liquid circulating use 
has been introduced. One feature, say the 
manufacturers, is the fact that it is 
equipped with special bearings which re- 
quire only water lubrication, eliminating 
the need for grease cups. It is said that 
the pump can be mounted at any angle 
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Thousands of companies use Kardex “Fact-Power” to spotlight sales 
and market facts that executives need for profit-building decisions. 


To ensure profitable sales 
... use all this 


There is real “Fact-Power” in effective filing systems and conven- 


ient Safe-File protection for sales contracts and essential records. 


@ Lower distribution costs mean higher prof- 
its. Prepare now for the coming years, when 
your 1 organization will require all the 

“Fact-Power” at its command to produce sat- 
isfactory volume economically. 

All through your sales department are vital 
record- “keeping ints that should provide this 
**Fact-Power.” erly organized as to equip- 
ment and miles, they can furnish sales 
management with the means of accurate day- 
to-day control, in addition to the summary data 
needed for successful long-range mga 

The full use of Remington Rand facil ities 


can help you visualize the vital facts of cus- 
tomer at | market activities and reduce time 
and effort expended in directing salesmen 
profitably. With this “Fact-Power” new models 
or lines can be established faster, territories re- 
aligned, and returning veterans brought into 
ful production at the hae ossible cost. 

Our recently published 96-page brochure 
“Graph-A-Matic Control for Sales Manage- 
ment” covers in valuable detail the methods 
used to generate “Fact-Power” within success- 
ful sales organizations. Ask our nearest Branch 
Office for a copy—or write to us, 


The“Fact-Power” of Dexigraph makes field contacts faster and sim- 
plerby reproducing sales data with photographic speed andaccuracy. 


The “Fact-Power” built into new flat-opening expansible catalog 


binders is point-of-sale help for field organizations and customers. 


ya 


SYSTEMS DIVISION 318 Fourth Avenue 
New York 10, N. Y. 
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and operated in either direction with 
equal efficiency. A removable face plate 
allows quick removal of any obstructing 
material. The impeller, which is a re- 
movable unit, is of tough resilient mate- 
rial composed of several layers of lam- 
inated sections, vulcanized together under 
great pressure. The fixture is available 
with single impeller and standard 14-in. 
connection and double impeller with 
standard 1-in. connection——Eco Engineer- 
ing Co., Newark 1.—Mut Suppiies, May 
1946, 


Feeder 


For Cleaning Pipes 





With the development of a new feeder, 
after six years of testing in water systems, 
the manufacturers of Micromet, a sub- 
stance used in fighting corrosion and 
scaling, fee] that distributors of plumbing 
equipment can offer a very saleable unit 
to the trade. Packed into the feeder, the 
substance dissolves slowly at the rate of 
25 percent a month, and in no way affects 
the taste or potability of water. Only a 
few parts per million are used to treat 
water, but this is enough, say the makers, 
to prevent corrosion, scale or “red water.” 
—Calgon, Inc., Pittsburgh—Mu. Svp- 
PLIES, May 1946. 


Drill Driver 
Ratchet 


Designed for drilling between studs and 
joists or restricted spaces in buildings, a 
new ratchet drill driver has been put on 
the market. It is said to allow centering 
of holes within 114-in. of the nearest ob- 
struction and gives positive feed at each 


MILL SUPPLIES © MAY, 1946 











Two good workers! 


Sell the idea that a ‘Budgit’ Elec- 
tric Hoist and a man — free from 
the fear of rupture, strain and 
over-fatigue — make a team that 
produces more at less cost. 


It’s easy to prove that a man 
— no longer compelled to lift 
heavy parts — turns his energy 
and strength into greater produc- 
tion. Easy, too, to prove he'll be 
more contented with his job. 


Explain that operating and up- 
keep costs of ‘Budgit’ Hoists are 
so small. That there are no instal- 
lation costs, for ‘Budgit’? Hoists 
are complete lifting units in them- 
selves. You just hang them up. 
plug into the nearest electric 
socket, and put them to work. 


Point out that the modern de- 
sign, anti-friction bearings and 
mechanical improvements enable 
the ‘Budgit’ to lift quickly and 
easily. 


Then ask your prospect to 
check his entire plant for spots 
where ‘Budgits’ will cut costs. 


Write for Bulletin 
No. 371, ‘as many as 
you need, to help 
you sell ‘Budgit’ 
Hoists. 


mi BUDGIT™ 
ih Hotsts 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other fifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidat and Relief Valves and 
‘American’ industrial instruments. 

















Your STANDARD Gates Vulco Ropes 


Are Today 


OUTPERFORMING Any V-Belts 
Ever Built Before! 





Early in the war it was found that our Army’s tanks, tractors and self- 
propelled big guns in combat service required V-belts far superior in 
strength and durability to any V-belts ever built before. Gates devel- 
oped these greatly superior V-belts through intensified, specialized research 
—and here is why this fact is now important to YOU :— 


. Every improvement developed by Gates for U. S. Combat Units— 
===, 2nd many later improvements, also—have been added, day by 
ia day, to the quality of the Standard Gates Vulco Ropes which 
— have been delivered to you. 
am 


That is why, even while the war was 
still in progress, you were getting in your 
Standard Gates Vulco Ropes a product 
built to far higher service standards than 
any V-belts ever built by anyone before 


energies have been returned to the serv- 
ice of industry. 

These are the simple reasons why 
the standard Gates Vulco Ropes you are 
getting today are delivering far better 





the war. service than any V-belts ever built before! 

And that is only half the story. 
Through continuing specialized research, 
the service qualities of these superior 





All Gates Gates Vulco Ropes have been still further 
V-Belts are improved as all of Gates facilities and 
Built With 


The Patented THE MARK OF SPECIALIZED RESEARCH 


THE GATES RUBBER COMPANY 


Engineering Offices and Jobber Stocks in All Large Industrial Centers 


r= VUL : 
5.0 


CHICAGO 6, ILL., $49 West Washington. NEW YORK CITY 3, 215-219 Fourth Avenue. ATLANTA 3, GA., 521 C. & S. Nat'l Bank Bldg. 
LOS ANGELES 21, CAL., 2240 E. Washington Blvd. DENVER 17, COLO., 999 S. Broadway. DETROIT 2, MICH. 223 Boulevard Bldg. 
PORTLAND 9, ORE., 333 N.W. Sth Ave. DALLAS 2, TEXAS, 1710 N. Market St. SAN FRANCISCO 3, CAL., 170 Ninth St. 
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THEY'RE YOURS 
with a Viking Rotary Pump 


4: Operates equally well in 
either direction. 


1: Simple—2 moving parts— 
“Gear Within A Gear” 


principle. 


2: Positive and smooth dis- 
charge—no pulsation. 


VOLE 3: Only one outside packing 


5: Your choice of far more 
styles and sizes. 


6: A completely engineered 


pump for your job. 
62 box—to eliminate leakage. : 
ists Write for free Bulletin Series 802MM. showing Viking 


Pumps widely used today in the mill supply field. 


VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 














Make “ATLANTIC” your 
Source of Supply for 
FLEXIBLE METAL HOSE 


You can satisfy your customers’ most exacting require- 
ments by making “ATLANTIC” your source of supply 
for a complete line of Metal Hose. 


“ATLANTIC” can meet your delivery specifications by 
prompt shipments of all types and sizes. Distributors’ 
experience gives complete evidence that “ATLANTIC” 
is a profitable line to handle. Send for complete out- 
line of useful sales information. 














ATLANTIC 
METAL HOSE CO. 


104 West 64th St. New York 23, N. Y. 
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turn of the drill bit. It handles any 
standard wood bit, and can be adapted to 
steel with a chuck. The thrust of the 
lead screw is carried directly to the drill 
shank by a solid shaft. Wearing surfaces. 
are hardened to insure long service, yet 


| any part can be replaced if necessary. 





The manufacturer says that, in actual use, 
holes up to 3-in in diameter have been 
drilled with the fixture-—Techtmann In- 
dustries, Milwaukee 1—-Mit Supputes, 
May, 1946. 


Chrome Paint 
Ready-Mixed, Stabilized 


The nearest approach to natural silver 
chrome finish in a ready-mixed paint is 
claimed by the manufacturers of a newly 
developed paint. The patented stabilizer 
used in its manufacture gives package 
stability and prevents the paint from 
darkening in the can even after open- 
ing. The paint is said to hold full bril- 
liance and color at all times. High pro- 
tective qualities are claimed for indoor 
and outdoor applications on metal, wood, 
glass and other hard surfaces. Suited to 
beth brush and spray gun, it sets in 20 
minutes, dries in 2 to 4 hours.—Aluma- 
tone Corp., Los Angeles 23.—Mu. Sup- 
pLies, May 1946. 


Carbide Cutter 
Face Milling 


A new line of face milling cutters with 
carbide tipped inserted blades has been 
introduced. The manufacturer believes 
them to combine the advantages of both 
inserted blade and fixed blade cutters for 




















for Safety and Long-Time Service 


For 2000, 3000 and 6000 pounds service — Sizes 1," to 6” 
SCREW END 1 ie @ od > 


For schedules 40, 80 and 160 pipe — Sizes }/;" to 4” 
SOCKET WELD TYPE 


Vogt Hills, Tess, Crosses, etc., ase Shocks and stresses imposed by high pressures and high temperatures are taken 
sacged foo cacbon, scl x, vaions in their stride because Vogt fittings are uniform in structure, fine grained, and 
Soar stenins ab omens contain. free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK © PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 















STEEL FITTINGS 
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GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 











Willey's General Purpose Tung- 
sten Carbide Tools, suitable for 
machining cost iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 





New, Willey's 710 
This new, steel cutting grade of Carbide, just 
announced for cutting tough alloy steels can be 
used to tip any of the tools shown in Willey's 
Catclog — or for making special tools to your 


specifications. 
WILLEY'S MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalt, carbon, asbestos, plaster, wall board 
coon twice as fast. vente ieficient, stay sharp many times 

Used with any port rotary drill. Goes os weeks 
without resharpening. Sizes a4 3/16"" to 2'* diameters. Get 
a set from your supply house today. 


MILL SUPPLY HOUSES 


Some territories still open for Willey's standard and special cuttin 
tools drills, reamers, grinders, and diamond tools. Write for ful 
information and new Catalog No. 28, and special circular covering 


Buy ig 44 Standard Tools 
the bex tools by the package. 


by 
your Mill Supply 
House. 


WILLEY’S CARBIDE TOOL CO. 


1342. W. Vernor Highway 











LOVEJOY L-R “the / 
FLEXIBLE rigina ily 


COUPLINGS LOOK TO 





7 
/ 


/ | 
/ 
Cover the Field! 


XCELITE Tools make 
news! Originated 
and built by expert 
craftsmen, XceLite 
Screwdrivers along 


tote: a, Leveley UR LR T | with other XceLite 
Others for duties up to | quality - built tools 





have created a de- 
mand which we 
have not been able 
to meet. But produc- 
tion is on the up- 
swing. Watch Xce- 
Lite! 


PARK METALWARE CO., 
Inc. 


Dept. F Orchard Park, New York 


Quality i) 


PREFERRED BY EXPERTS 


The Most Widely Used 
of All Couplings. } 


WHY LOVEJOY Couplings are in con- 


stant demand: No lubrication needed, 
quiet, efficient handling of misalignment, 
takeup of backlash, whip, shock, etc. 

WRITE today about the profitable Dis- 
tributor’s Plan. Lovejoy L-R Couplings 
are known throughout U.S. because of big 
national advertising. Let this and our 
sales helps belp you. 


LOVEJOY 
Flexible Coupling Co. 


5067 W. Leke St. CHICAGO 44, ILL. 
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steel milling. The cutters are double 
cushioned to decrease vibration. In the 
first place, the carbide tips are extra thick 
in order to give maximum strength, and, 
secondly, a round type of steel blade is 
used to provide more effective backing for 
the tip. The blade is wedge-locked into 
the cutter ‘body, which, in addition to 
being slightly heavier than conventional 
milling cutter bodies, has the weight dis- 
tributed in such a manner as to provide 
the maximum of “flywheel” effect, con- 
tributing to smoothness of cutting action. 
—Tungsten Carbide Tool Co., Detroit 6. 
—Miutt Suppuies, May 1946. 


Waste Receptacles 
Graduated Sizes 





A new line of waste receptacles in six 
well graduated sizes has been put on the 
market. They are fabricated from heavy 
gage steel and reinforced by rounded 
corners for hard usage. All welded con- 
struction provides smooth, unobstructed 
exterior surface. Two independently 
hinged doors permit both to be opened 
simultaneously, and heavy tension springs 
keep them permanently closed when not 
in use. The manufacturers state that this 
feature makes the refuse cans fireproof 
as well as sanitary. They are finished in 
olive green or white—Bennett Mfg. Co., 
Alden, N. Y—Muu Suppuies, May 1946. 




















Best where wear is Hardest! 


UPSON-WALTON 
6x19 SEALE WIRE ROPE 


OR traction ropes on aer- 

ial tramways...for button 

conveyors and track cables 

. . s for car haulage systems, 

car pullers and spotters .. . 

for mine scrapers and slushers 

and slope haulages—many in- 

dustries require a rope that is moderately flexible and 
still resists wear and abrasion to a very marked degree. 


Upson-Walton Seale Layrite Perfection cable will out- 
wear any other type of rope regularly used in this service. 
This is true because the rope is designed with coarser 


outer wires which can withstand abrasion longer. 

Upson- Walton Seale is your best bet where the rope 
comes in contact with abrasive materials or is sub- 
jected to continual dragging on the ground. or where 
extreme friction and slippage are encountered. 

Hemp center or, where conditions are most severe, 
IWRC (independent wire rope center). 

Perfection grade—because this improved plow steel 
is the strongest and toughest and most resistant to 
wear of all the grades of wire used to make rope. 

Layrite—because this fine preformed wire rope re- 
sults in longer life, greater safety and greater economy. 


Upson-Walton 6 x 19 Seale Perfection 
Layrite is best where wear is hardest! 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Jackle Slacks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 
New York 4 Chicago 7 


24) Oliver Building 


Pittsburgh 22 
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puDGEON A/GH EFHICIENCY 


TUBE EXPANDERS 











DUDGEON 
TYPE 16 


Built to rigid OUD- 

EON high stond- 
ords, design hos 
been simplified to 
provide a lower cost 
tool. Expander hos 
only three ports — 
frame, rolis and 
mondrel. Frame is 
one piece heot treat- 
ed steel; mandrel 
ond rolls hordened 
tool steel. Rolls ore 
extra tong ond re- 
versible for double 
life. Smooth rapid 
self-feed is featured 
with @ compoct de- 
sign for close work. 
























Complete literoture 
on DUDGEON prod- 
ects — expanders, 
hydraulic pumps and 
iocks — ovailable, 


Write Department H, — 











A Better 
Welded 
CHAIN 


for every industrial pur- 
pose. for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 





Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains 
Railroad Chain 


Write for the Wesco In- 
dustrial Chain Catalog 


WESTERN CHAIN PRODUCTS CO. 


1819 NO. BELMONT AVE. 


CHICAGO 13, ILL. 
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SALES HELPS 





AIR HOIST—A bulletin has been issued 
featuring a new, lightweight portable air 
hoist, designed for lifting jobs in the 14- 
and ¥%-ton range. Extensively illustrated, 
it shows some actual jobs for which the 
hoist is adaptable, and describes in detail 
the operation and mechanical construc- 
tion of the hoist which, while weighing 
only 30-lbs, has a lifting capacity of 1,- 
000-lbs. at 17 ft. per min.—Keller Tool 
Co., Grand Haven, Mich. 


LIVE CENTERS—A new 4-page catalog 
describing live centers is now available. 
It gives specifications and prices on the 
regular morse taper standards and in- 
cludes three types of special centers. 
More than 40 other specials are illustrated 
in the literature, all of them engineered 
for some specific metal working opera- 
tion.—Sturdimatic Tool Co., Detroit 2. 


RUBBER TAPES—A new 4-page catalog 
addition has been issued on rubber tapes 
and splicing compounds has been re- 
leased. Featured is a tape that weather- 
seals electrical splices in one operation, 
and is also a friction tape. Other types of 
friction and splicing tapes are listed, and 
their properties described.—B. F. Good- 
rich Co., Akron. 


POWER CONVEYOR—The manufac- 
turer of a conveyor unit known as the 
Power Helper has issued a folder describ- 
ing the machine, a new addition to a line 
of conveying equipment. The unit is 
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METAL GUITING SAWS 


HACK 
SAWS 


The Right Line to Sell 


BAND 
SAWS 


Sold only through Distributors with 
Full Protection to Stocking Distributors 


KUTALL SPARTANS—Made of finest 
Molybdenum High Speed Steel in both 
Hand and Power Styles scientifically heat 
treated by the special Spartanized method. 


HIGH SPEED SPARTANS—Hand and 
Power Styles, possess unusual endurance. 
They increase production because they can 
be operated at maximum feeds and speeds. 
Recommended for cutting extremely hard 
alloys. 






Backed by 

Acceptance 
from 

Coast to Coast 


rtaT~ SAW WORKS, inc. 


SPRINGFIELD 7, MASSACHUSETTS, U. S. A. 


FLEXARD—For general maintenance and 
service cutting. These blades have an ex- 
tremely hard cutting edge, with spring 
tempered back which made them unbreak- 
able. 


ALL HARD and FLEXIBLE 
—For these types, there are none better 
than Spartans. 


SPARTAN BAND SAWS—For supe- 
rior specialized cutting service—sell Spar- 
tans. Made in Contour, Flexible back and 
Spring temper Metal and Wood Cutting 


types. 


SPARTANIZED 


The Special Spartan heat 

treating methods enable 

each blade to do its job 

at the lowest cost per 
cut 


“Spartans Cut Cutting Costs” 
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Tradition is important . . . so is the “know-how” of 
manufacture ... That's why the Edwin H. Fitler Co. 
does not rely ALONE on 142 years of accumulated 
skill and unquestioned reputation. Fitler Rope main- 
tains its leadership because it is produced by the 
most modern manufacturing methods. 





Established 1804 


PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 














Pat. Pending 


FILLET PREVENTS 
SHOCK AND BREAKAGE 





A New Tool by 
Reltool 


Has no 
Fatigue Point 








COMBINATION CENTER DRILL 


There is no angulor natch in Reltool ‘“SHOCKLESS"’ Center Drills, 
Regular or Bell Type. The fillet, at the point where the 60° 
countersink angle meets the tip, eliminates shock — chief couse 
of breakage — from one of industry's most perishable cutting 
tools. The new ‘‘SHOCKLESS"’ design ciso provides for perfect 
lubrication, further prolonging tool life. 

Reltool also makes Combination Center Drills of Standard Design 
in Regular and Bell Type. All Embody These Features: — 


1. Helical Relief on Cutting 3. Gradually Increasing Web 
Edge — for higher cutting Thickness — for Much 
efficiency, smoother machin- Greater Strength. 
ing, longer life. 4. 60° Retained Countersink 

2. New Open Fiute—for Fast, le —for Radial Strength 
Positive Chip Clearance and Proper Design. 

Free Chip Flow. 





DISTRIBUTORSHIPS 
AVAILABLE 


Several Choice Territories are still 
open to Industrial Distributors 
who can provide Adequate Sales 
Representation for Reltool Prod- 
ucts. Write for particulars. 


Retool Also Makes: 
Metol Slitting Saws, high speed, hollow-ground, in a complete range 
of stondord sizes; Metal Slitting Saws with Side Chip Clearance; 
Formed Tooth Copper Slitting Saws, Screw Slotting Cutters; H.S.S. 
Tool Bits and Reltool Rotary Shear Cutters to Special Order. 


Reltoot corporation 


\\ RELIABLE METAL CUTTING TOOLS 


MILWAUKEE 3, WISCONSIN 





710 WEST MICHIGAN STREET e 
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quickly adjusted from the horizontal to an 
angle of 45 deg., and can be coupled with 
gravity conveyors in a floor to floor run. 
The folder lists 8 features that are said to 
make the unit unusual among power con- 


veyors.—Metzgar Co., Grand Rapids, 


Mich. 


FLOW METERS—The manufaeturer of 
the bellows-d.ferential flow meter has re- 
leased a new bulletin describing in detail 
the features of the bellows type differ- 
ential meter body, which requires no mer- 
cury. Cross section drawings illustrate 
the method used to transmit bellow mo- 
tion to the pen arm. Ranges available, 
both as recorders and controllers, are 
listed.—Bristol Co., Waterbury 91, Conn. 


COLLETS AND FINGERS—Collets and 
feed fingers for automatic and hand screw 
machines, lathes and milling machines 
are illustrated and described in a new 28- 
page catalog just published. Specifica- 
tions and prices are listed for each size of 
round, square, or hex and master collet, 
and solid and super feeders. Illustrations 
of each type of collet or feeder are in- 
cluded.—Sutton Tool Co., Sturgis, Mich. 


BLAST NOZZLES—Three grades of blast 
nozzles are cataloged and priced in a new 
12-page illustrated booklet. The catalog 
describes a nozzle guaranteed for 1500 
hours using steel abrasive; a nozzle hav- 
ing a long-wearing caramic insert; and 
one made of heat-treated abrasion-resist- 
ing alloy steel—American Foundry 
Equipment Co., Mishawaka, Ind. 


VALVES—Two bulletins on stainless steel 
valves have been released. They go into 
the construction of the products and the 
manufacturer’s methods of insuring qual- 
ity. The advantages and applications of 
the valves, their specifications and corro- 
sion resistance are also explained.— 
Alloy Steel Products Co., Linden, N. J. 


COPPER ALLOY WELDING—A 32-page 
booklet of procedures and materials in the 
copper alloy welding field has been is- 
sued, Split into three principal divisions, 
the handbook gives definitions of mater- 
ials, and processes, general information 
as to the welding characteristics of the 
materials, suggestions for preparing parts 











Product Leadership 
puts the P-K Distributor 
out in front... 





EVER s 


METAL 


In a market continuously cultivated by 
able competitors, why does the Parker- 
Kalon distributor hold his preferred 
position, year after year? 


There’s a good reason. It is because 
P-K gives him the winning combination 
that never fails to make profit-building 
sales leaders . . . (1) well-engineered 
products with unique sales features: 
(2) industry-wide advertising that of- 
fers tangible benefits: (3) intelligent 
follow-up and Engineering Service. 


In P-K Self-tapping Screws, he has 
the only complete line — of all types -— 
an advantage that appeals to users who 
always prefer to fit the fastening to the 
job —not the job to a fastening! 


In P-K Socket Screws, he has dramatic, 
sales-sparking features available in no 
other line. 


P-K Promotion and Protection keep him there! 







Parker-Kalon products are continu- 
ously promoted by industry-wide adver- 
tising, by the finest Catalog in the field, 
and other sales helps. P-K Assembly 
Engineers call regularly on prospects 
to develop new business, and steer the 
orders to the local Distributor of the 
customer’s choice. 

Plus a Sound, Unchanging 
JOBBER POLICY 

Parker-Kalon’s 30 year old policy of 
selling only through recognized distribu- 
tors, of limiting distribution to the num- 
ber of jobbers a territory can profitably 
support’, and of giving them full protec- 
tion right down the line — is a matter of 
record — not simply a claim. 


That’s why the P-K line pays off con- 
sistently, puts P-K Distributors out in 
front —to stay! Parker-Kalon Corp., 200 
Varick St., New York 14, N. Y. 


*Except to handle P-K Socket Screws in certain areas, Parker-Kalon is not adding distributors. 


PARKER -KALON P-K FASTENING DEVICES 


PLAS#t«G 


AVABTTWW Wo VAD 
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Fills a 
Definite Need 
in Busy Plants 


HEREVER the job to be done in- 

volves working in close quarters— 
or where the work to be welded is unhandy 
to move—the compact, completely portable, 
multi-use Magic Wand Welder is proving 
a real saver of time and trouble—supple- 
menting customary large industrial type 
welding equipment. 


This practical, dependable electric 
welder consists of heavy-duty transformer 
with 6 stages of welding heat, double-duty 
electrode holders for electric flame and me- 
tallic arc welding, and special 15-amp polar- 
ized outlet plug. Built into a durable, 

k-proof carrying case, weighing less 
than 30 Ibs., including kit of supplies. 


Comes complete with welding, brazing 
and soldering rods and fluxes, spare carbon 
electrodes, welding helmet and detailed 
Instruction Manual. Priced for ready sale. 
Unconditional factory guarantee based on 
satisfactory performance of thousands of 
Magic Wand Welders now in service. 


Distributor Territory Available 


Write for full information, discounts, open 
territory, advertising aids, etc. Address your 
inquiry to: 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 
Dept. L, 105 Duane St. 






New York 8, N. Y. 





for welding, and tables of compositions 
and properties in the introductory section. 
In the second section, each of the com- 
mon copper alloys is discussed, and infor- 
mation given as to composition, physical 
properties, forms usually applied, etc. The 
third section is devoted to welding and 
brazing materials for copper and copper 
alloys, and the general plans for treating 
each material separately.—C. E. Phillips 
& Co., Detroit 8. 


INFRARED EQUIPMENT—The uses and 
applications of infrared equipment is dis- 
cussed in a 12-page catalog recently is- 
sued. The manufacturer lists the many 
items, both industrial and consumer, that 
have infrared treatment during some stage 
of their manufacture. The equipment is 
used in baking finishes on appliances, in 
dehydrating operations in pottery plants, 
and in many other industries.—Fostoria 
Pressed Steel Corp., Fostoria, O. 


AUTOMATIC CLUTCH—The manufac- 
turer of the BLM clutch has issued a 7- 
page booklet with an enclosed data sheet 
describing the types of clutches avail- 
able and showing typical applications on 
various kinds of drives. The construction 
of the equipment and the method in which 
it operates is gone into in some detail.— 
Hardinge Co., Inc., York, Pa. 


SPEED REDUCERS—A pictorial bulletin 
has been published describing the appli- 
cations of worm gear speed reducers to 
various types of mixing and grinding 
equipment. Each worm gear application 
is briéfly discussed, and each photograph 
is accompanied by a facsimile blueprint 
detailing the drive application shown. 
Cleveland Worm & Gear Co., Cleveland. 


DIRECT MAIL—A manual on tested di- 
rect mail methods, listing the conclusions 
drawn from the experience of more than 
a thousand national advertisers, is now 
available. The book covers the twelve 
component parts of every direct mail cam- 
paign, and gives actual tests in every part. 
—National Research Bureau, Inc., Chi- 
cago 10. 


TACHOMETERS—A 4-page bulletin show- 
ing available types of tachometers has 
been released. The manufacturer lists 9 


types of tachometers, with illustrations, | | 
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Needed in 
Every Plant, 
Factory 


and Mill 


Engineers, mechanics and main- 
tenance men have endless uses for 
Smooth-On No. | Iron Repair Ce- 
ment. They find it unrivalled for 
stopping leaks, sealing cracks, 
tightening loose parts, not only in 
emergencies but for routine main- 
tenance repairs. Economical, gives 
lasting results, often saves costly 
replacements. 


Supply houses know all this — 
but we are again reminding you 
because we believe there will be 
increased demand for Smooth-On 
No. | in the coming period when 
there may be more opportunity to 
recondition equipment. And new 
equipment wil still be difficult to 
obtain for some time to come. 


See that your stock of Smooth- 
On Cements are kept well filled, 
and your customers reminded that 

ou can always supply their 
mooth-On needs. 


OVER 1,000,000 COPIES 


of the famous Smooth-On Repair Hand- 
book have already been distributed to 
plant men—many in your territory. Thou- 
sands of inquiries per month come in 
steadily from the widespread Smooth-On 
advertising. Keep copies of this popular, 
idea-filled book on hand to give cus- 
tomers. Ask us for more if you are run- 
ning low. 


SMOOTH-ON MFG. CO., Dept. 25 
570 Communipaw Ave. Jersey City 4, N. J. 
SAY TO YOUR CUSTOMERS: 


Do it wilh 


SMOOTH-ON 





Iron Cement of 1000 Uses 
































“ACCENT ON 
SELLING~ 


is not only the theme for deliberations 
at the Triple Mill Supply 1946 Conven- 


tion... it is also the focal point in an 








ALEXANDER DISTRIBUTOR FRANCHISE 


2 


o * 


which features the following distinctive points, specifically directed 
toward sales and profits for distributors: 


J Pricing Alexander Leather @ 
Belting, Packings and special- 
ties to enable the distributor 
to meet direct factory compe- 
tition without sacrificing any 
part of his good margin of 
profit. 


2 Maintaining the higheststand- 

ard of quality in each item 
through centralized control of 5 

. every operation from the raw 

hide to the finished product. 
i : ce 

3 Providing the cooperation of a 

Sales Engineer in the Dealer's 

territory at regular intervals. 


Continuously advertising 
Alexander products in lead- 


ing trade journals reaching 


over 100,000 industrialists; 
supplemented by direct mail 
advertising so that no substan- 
tial user of leather belting, 
leather packings and leather 
specialties is overlooked. 


Providing controlled low in- 
ventories with exceptionally 
quick turnover. 


Referring all inquiries from 
advertising and sales efforts 
to the distributor in the terri- 
tory from which they emanate. 


All these combine to make Alexander Brothers and its Distributors 
a closely-knit, genuinely cooperative group working hand in hand 
for SALES. There may be an Alexander Distributor Franchise open 


in your trading area. Write us. 


ALEXANDER BROTHERS 


406 N. THIRD STREET + PHILADELPHIA 23, PA. 


BRANCH OFFICES: 
CHICAGO ° DALLAS ° CHARLOTTE 


Distributors in All Principal Cities 
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HEAVY DUTY 
Welded Steel 


INDUSTRIAL OILERS 


All GEM Ollers feature Welded Steel construction 
throug hout—thus there can be no doubt of their 
abili o “take it’. For graphic proof of their 
ability fo check these six points: 


@ Heavy gauge welded stee! spout. 

@ Solid bushing—Machine cut threads. 

@ Solid 7° cut threads— 
welded to 

@ Drawn pa steel body — heavy 
gauge, polished and lacquered. 

@ High carbon tempered spring steel 
bottom. 





@ Bottom and body electrically welded 
—triple thickness. 


The GEM Oiler shown at the top of this ad features 
@ flexible spout—invaluable in reaching those "blind 
spots". The spout, seated in a solid bushing with 
machine cut threads, is brazed to a cold rolled steel 
tip. The entire assembly, as in all GEM Oilers is 
leakproof. Another important advantage—the flex- 
ible spout and rigid spout are interchangeable on ali 
GEM Oilers. 


Write for price lists and distributor plan now. 


GEM also manufacturers Supply Cans, Tallow Pots, 
Torches and Heavy Welded Industrial Oilers. 


GEM Manufacturing Co. 
1229-1243 Goebel St., North Side Sta. 
Pittsburgh 














“PIONEER” 
STEEL SHAFT HANGERS 


MILLIONS SOLD 














Pat'd. 


3 the weight 


Unbreakable 
Reduces millwrighting costs! 


“Pioneer” Steel Shaft Hangers built for superior 
strength, rigidity and wunbreakability, nevertheless 
weigh but one-third of the ys cast iron hangers 
size for size. ag nn Rp Pe ae = ae 
expenses of handling, haulin hting are so 
greatly reduced that the " te wh costs no 
more than any other type hanger, is decidedly the least 
expensive f.o.b. ceiling. Write today for information 









on the money-saving possibilities of “Pioneer” Steel 
Shaft Hangers. 
“Unbrako“ and "Hallowell" products 


are sold entirely through distributors. 
Over 43 Years in Business 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. - BOX 519 
aur ANCHES— 


Boston - Chicago - Detroit - Indianapolis 
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and tells of the performance to be ex- 
pected from each. The revolution meas- 
uring or speed measuring machines can 
now be supplied in portable and sta- 


tionary types, single and multiple 
ranges, and domestic and imported 
Swiss makes.—Herman H. Sticht Co., 
Inc., New York. 


CALCULATOR —A slide-rule device is now 
available to machinists for calculating 
the proper “feed” per tooth per revolution 
for all types of carbide milling cutters. 
The device also shows the suggested rate 
of speed for machining many different 
kinds of materials to rough and finished 
states. The reverse side shows the rela- 
tion of r.p.m. on the cutter head, and the 
surface speed in ft. per min., to the diam- 
eter of the work.—Wendt-Sonis Co., Han- 
nibal, Mo. 


SOFT HAMMERS—A 6-page catalog that 
includes prices and specifications on soft 
hammers has been issued. The solid plas- 
tic head, solid copper or brass head, and 
the steel or aluminum heads with plastic 
or brass tips are illustrated, and sizes and 
weights given. There are 14 different 
models and 56 diflerent numbers shown 
ranging in diameter of head size from 
34-in. to 214-in—Gregory Tool & Mfg. 
Co., Detroit 4. 


BELT SANDING—An 8-page bulletin dis- 
cussing the use of the polishing lathe with 
abrasive belts has been issued. The liter- 
ature goes into the operation in some de- 
tail, describing contact wheels, belt 
speeds, backstands, belt alignment, belt 
length, and the abrasives employed in 
polishing metal.—Clover Mfg. Co., Nor- 
walk, Conn. 


WELDING ACCESSORIES —A recently re- 
leased folder describes a new line of arc 
welding accessories. Everything for the 
welder is illustrated and detailed. Pro- 
tective clothing, gloves, electrode holders, 
chisels, brushes, shields, and instruction 


’ manuals are listed in the compreliensive 


folder —Hobart Bros. Co., Troy, Ohio. 


VALVES AND FITTINGS—A recent in- 
novation in foundry practice is discribed 
in a new folder on stainless steel valves 
and fittings. The manufacturer is now 
registering stainless steel heat analyses 
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ALDURA 
yuh Tay ENDURE 


AMERICAN-MARIETTA COMPANY 


43 EAST- OHIO STREET | CHICAGO 11, ILLINOIS 
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MR. DISTRIBUTOR 
Write 
TODAY 


for discounts 
and complete 
information 


Remember, 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 
the industrial 
distributor. 


It spells 
PROFITS 
for you! 


GENERAL DIE AND STAMPI 
RECISION COLLET DIV., 268 Mott 




















improvement 


in Flexible Shaft Con- 
struction Since the Use 
of Wire-wound Cores. 










In flexible shafts the wire core wears out first. Exclusive 
with WYCO Flexible Shafts is this Patented Non-Metallic 
Innerliner that makes the core last far longer; run more 
smoothly; transmit more power. 


The WYCO Innerline does . . Protect piano wire core from frictional contact 
—Prevent excessive wear—Prevent crystallization of core (prolonging life) 
—Insure cool and truer-running shafts, free from vibration. Standard Equip- 
ment with every WYCO Flexible Shaft Machine. 


There is a WYCO Flexible Shaft Ma- 
chine for Every Service Requirement. 


Send for the WYCO Catalog 


WYZENBEEK & STAFF, INC. 
844 W. Hubbard St., Chicago 22, Ill. 


WYCO 
FLEXIBLE SHAFT 
EQUIPMENT and 


PROVIT 
PRODUCING 
TOOLS 


358 MILL SUPPLIES © MAY, 1946 


The Greatest 











and stamping all castings with corre- 
sponding numbers for permanent identi- 
fication. The folder also gives diagrams 
showing four of the many types of valves 
available, as well as a variety of fittings. 
—Cooper Alloy Foundry Co., Hillside, 
N. J. 


STEEL COLLARS—A bulletin has been 
prepared covering a new line of hardened 
and ground steel collars with hollow head 
set screws. The data sheet lists the stock 
sizes available, giving part numbers, i.d., 
o.d. and width. The collars may be used 
as center stops, drill stops, reamer stops, 
counterbore stops, shaft collars and in 
jigs and fixtures——Massey Machine Co., 
Watertown, N.Y. 


AIR DEVICES—A new catalog has been 
released describing a line of air-operated 
devices such as presses, vises, collet fix- 
tures, work holders and feeders, filter 
and pressure regulators, hand control 
valves, foot controls and air distributing 
manifolds. The catalog describes 16 dif- 
ferent types of air cylinders of both hori- 
zontal and vertical thrust, using strokes 
ranging from 5¢-in. to 3-in—Mead Spe- 
cialties Co., Chicago 41. 


SWAGING MACHINES—A new catalog 
containing complete details on a line of 
swaging machines has been issued. The 
various types of machines and the manner 
in which they perform are described, in- 
cluding swagers for pointing and sizing 
and the new cable and hydro-former 
types that are credited with setting war 
time production records.—Standard Ma- 
chinery Co., Providence 7. 


ASPHALT FLOORING—The manufacturer 
has recently issued a new folder on Carey- 
crete, an industrial asphalt flooring used 
as a surfacing on new floors and to patch 
old asphalt floors. The folder gives simple 
directions for quick patching jobs and de- 
scribes the wide usage of new floors. Per- 
formance figures of the flooring under 
various loads are given.—Philip Carey 
Mfg. Co., Lockland, O. 


GEAR SETS—A 16-page catalog describ- 
ing a new line of cone-drive gear sets is 
now available. All of the 99 sizes and ra- 
tios of standardized gear sets listed are, 
says the manufacturer, carried in stock 
in matched sets. The publication lists 




































at a Profit! 


@ Reading Hoists give distributors a 
double-barreled gun to aim at higher 
sales, more-profit sales. Consider first the 
“big eight” competitive selling advantages: 





1. Complete Line 

2. Exclusive Performance 
3. Good Profit Margin 
4, User Acceptance 

5. Competitive Prices 

6. Selective Distribution 




















USER ’ 
ACCEPTANCE 7. Selling Help 
8. Advertising Support 
l 
: — pea —y _ peo Then consider Reading Hoists’ outstand- _tive in price, yet outstanding in perform- 
; Reading Chain Hoist ing performance backed by 40 years of ance, reese Hoists offer you more 
‘ se #60? It gives wide user acceptance in many pil competitive advantages. 
7 you and your customers |. nation’s leading industrial plants. Reading 
2 er cameo _ Chain Hoists, Electric Hoists and Over- The Reading Hoist franchise is profitable 
. struction details and in- head Cranes are available in a full range of © —now and in the future. There may be a 
y stallation methods. sizes and types to solve today’s fast-moving _— franchise open in your territory. Write 
materials handling problems. Competi- _ for full details. 
)- 
is 
READING HOIS 
e, 
k igi 
ts READING CHAIN & BLOCK CORPORATION . 2107 ADAMS ST., READING, PA. | 
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PYREX cavee SLASS ES 


10 01010 ie Ploy a-tal- 


’ Lubricator €o., Inc. 


“ aA bd 
Aly 


ELMIRA i) 





LAMINATED SHIM COMPANY 


58. Union Street ° Glenbrook, Conn 
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various sizes’ ranging from a center dist- 
ance of 2-in. to one of 18-in., and in ra- 
tios ranging from 5:1 to 70:1. Drawings 
give all dimentions for pinions, gears and 
spiders. Tool charts and horsepower rat- 
ings are also shown.—Michigan Tool Co., 
Detroit 12. 


LENSES —Industrial eye protection lenses 
for specti-goggles, goggles, helmets and 
hand-shields are described in a new 
folder. Descriptions as well as photo- 
graphs show every type of welders lens 
and industrial safety lenses for chipping 
and grinding _—operations.—Eastern 
Equipment Co., Willow Grove, Pa. 


LIFTING TABLES—An illustrated folder 
on hydraulic elevating tables has been re- 
leased by the manufacturer. The folder 
gives complete details on the structural 
make-up of the equipment, and pictures 
many applications in industry. Optional 
equipment to use with the unit is also 
described, together with special hydraulic 
tables for unusual jobs.—Lyon-Raymond 
Corp., Greene, N. Y. 


FLY CUTTERS—Two new, extra heavy 
fly cutters are described in a folder is- 
sued by the manufacturer. The several 
advantages claimed for the tools are ex- 
plained, and the folder illustrates several 
applications and drawings of a few of 
the many cuts that can be made in one 
operation. Prices and specifications are 
given on all standard sizes.—New-Field 
Machined Parts Co., Chicago 6. 


HIGH PRESSURE VALVES — Describing 
the product as the most outstanding ad- 
vancement in steel valve construction in 
the past 25 years, the manufacturers of 
Weldvalves haye issued an illustrated cat- 
alog listing the advantages derived from 
their use. The valve is available in gate, 
globe and angle designs at 600-lb. through 
2500-Ib. standards—Manning, Maxwell 
& Moore, Inc., Bridgeport. 


GENERATORS—A brochure previewing 
a.c. and d.c. generators and associated 
equipment has been issued by the manu- 
facturer. The literature points out mar- 
kets for generators of all types and the 
illustrations show machines small enough 
to operate magnetic chucks, separators, 
etc., and those large enough to charge 
railway coach batteries.—Motor Genera- 
tor Corp., Troy, O. 

















check these 
10 reasons why | 


the FAULTLESS FRANCHISE 
is ‘Packed with Profit" 


Today, more than ever, prominent wholesalers from coast to coast are praising the 
protective features of the Faultless Franchise as a symbol of foresight and leadership in 
merchandising. Whether this Franchise is judged from the viewpoint of extra dollar volume, 
inventory turnover, fair profit, or as a wedge to getting additional equipment business— 
these 10 factors provide a winning combination! 











































A complete line that produces com- 
panion sales through variety as <vell 
as quality—and assures re-orders 
from every customer. 


Constant product development to mul- 
tiply applications of present items 
and develop new products to serve 
the amazing diversity of market 
possibilities. 


Satisfactory product performance— 
engineered right in the first place, 
backed by “Know how” of more 
than half a century of experience. 


Quality on a volume basis—big mod- 
ern factory, specially developed 
high-speed equipment with pre- 
cision controlled manufacturing 
methods. 


Selective Distribution, a one-price 
proposition. 


4 
INDUSTRIAL CASTERS 


Faultless Caster Corporation, Dept. MS-5, Evansville 7, Indiana © 


Branches in Boston, New York, Chicago, High Point, St. Louis, Detroit, Los Angeles. In ! 
other cities, consult your classified phone directory. Canadian Factory: Stratford, Ont, 
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Simplified Catalog and Price Sheet— 
first streamlined, modernized, quick- 
acting combination that closes or- 
ders on the spot. 


Complete program of personalized sales 
helps that features the distributor, 
opens accounts, pulls re-orders. 


Powerful national and trade paper 
advertising, consistently maintained 
—doing a job of preselling that 
makes easier selling for you. 

nm & 


Large force of capable, enthusiastic 
district sales-engineers, ready and 
willing to back you up with their 
specialized knowledge of Faultless 
Casters—and backed up in turn by 
a factory service staff. 


Quick Caster Calculator and Compar- 
ative Chart—designed and patented 
for your exclusive use in selling and 
serving your customers. 


Check each one of the features above—they're advantages 
Faultless has proved to be sound from every angle .. . well- 
conceived principles which have stood the test of time. Yet 
these are only some of the reasons Faultless wholesalers are 
writing more and more of industry's Caster orders. 
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They help you build a 
for quality 


MAGOR 


CAR CORPORATION 















This Ad and others are. 
appearing regularly in 
leading trade journals— 





Am. Machinist, 
Motor, Tool & Die 
Journal, Southern 
Automotive Jour- 
nal, etc. 










Are you prepared to 
supply your custom- 
ers’ needs in TUBU- 
LAR MICROMETERS 
and SNAP GAGES? 


Write for Discounts 
and Sales Helps 


TUBULAR 


MICROMETER CO. 


St. James, Minn., U. S. A. 









f= 








INSIDE MICROMETER SETS 


TU-MI-CO TUBULAR Construction— 
strong, light, easy to assemble and handle. 


instructions—in strong wood cases. 
TUBULAR MICROMETER Co. 
ST. JAMES MINN. 
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Ask New OPA Rise 
On Bolts And Nuts 


Manufacturers and distributors of bolts, 
nuts and rivets plan to ask OPA for a 
further price rise on the ground that the 
recent increase was too limited and cov- 
ered only a small part of the more than 
400,000 items manufactured and sold, 
declared Herman H. Lind, president of 
the American Institute of Bolt, Nut and 
Rivet Manufacturers, during the Insti- 
tute’s first post war meeting at the Wal- 
dorf-Astoria, New York, on Apr. 12. 

At the same time, H. E. Masback, ex- 
ecutive vice-president, Masback, Inc., 
New York distributing firm, protested 
that wholesalers have had no relief in the 
advance in manufacturers’ prices. Mr. 
Masback emphasized that distributors 
buy the articles in carload quantities and 
sell in lots of 100 for bolts and gross lots 
in the case of screws. When manufactur- 
ers are forced to cut down distributor 
orders because of shortages in the non- 
profit items, he said, distributors suffer 
as a result. Mr. Masback pointed out 
that many manufacturers of hardware 
and household items have been concen- 
trating on higher priced articles and that 
the OPA, by decontrolling prices on the 
cheaper items, would encourage the ex- 
pansion of production. 


Rockwell Coordinates 
Research, Engineering 


The engineering and research staffs of 
the Nordstrom Valve Co. and Edward 
Valves, Inc., both divisions of the Rock- 
well Mfg. Co., Pittsburgh, have been 
pooled to lend impetus to the development 
program. In a recent meeting at the Ed- 
ward plant, executives of the sales, en- 
gineering and research staffs worked out 
a long-term program which keeps the ad- 
vantages of separate operations with ex- 
tensive exchange of technical design and 
research data and summaries of investi- 
gation. 


Dobbrodt Gets New 
Carboloy Post 


A. F. Dobbrodt, who has been with the 
Carboloy Co., Inc., Detroit, since 1929, 
has been made special products engineer, 
heading a new division by that name. Mr. 
Dobbrodt, formerly Pittsburgh district 
manager, will make his headquarters in 
Detroit and will supervise the sale of 
such products as diamond impregnated 
carbide wheel dressers, center laps, and 
other diamond impregnated Carboloy 
products. 


























Sells easily because 
this extra-long-taper 


RiLalIb 


- Sell faster 

pipe threading with 
these 

smart, handy, little 


RIiEaIb 


RATCHET 
THREADERS 
Nos. OOR and IIIR 


/ more easily 


ee quickly.. 
safely... 







Heads snap in 
either side... 
can't fall out 


Nl 


N 





@ Your customers like it because it won’t thin, 


flare or split pipe or conduit. Even when they @ It means profitable sales for you that with one of 
are ina hurry, the extra long taper of RimaID these efficient and tough little steel-and-malleable 
LonGrip Reamer doesn’t gouge or damage threaders at hand, pipe from “to 1%" is quickly 


the pipe. It whisks out burr cleanly with a few 
feather-light ratchet strokes, saving time, 
work—and pipe. Comes complete with ratchet 
handle— or reamer unit alone fits the Rimaip 
No. 00R threader handle. There’s profit in 
selling this safe easy reaming. 


fits No. OOR ratchet SSE 


Reamer unit 
threader handle. 


cleanly threaded. Die heads with heat-treated tool- 
steel chasers snap in from either side, can’t fall 
out. No special dies are needed for close-to-wall 
threads. Smooth internal ratchet. No. 00R, "to 
1"; No. 111R, ¥%" to 14%." Handy, fast, durable — 
share in their grow. 
ing popularity. 










Free handy carrier for 
any group of sizes. 







Millions of RIAD 
tokinvwe _WORK-SAVER PIPE TOOLS 





The Ridge Tool Company 
Elyria, Ohio, U.S. A. 
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Flexible-Shaft 
Drill Extensions and 


STOW Flexible-Shaft 
Motor Attachments 


A neat profit with high volume and rapid 
turnover! That's the attractive story that 
STOW Flexible Shaft offers you! Items 
that are needed in volume by most of 
your customers! Items that open up a 
big field for accessory sales! lems that 
are backed by a 7! year reputation for 
leadership! Items that you'll be proud 
to offer! Items that will open many doors 
for your salesmen! 


STOW FLEXIBLE-SHAFT DRILL 
EXTENSION 





Makes the hard-to-get-at places easy! 
Enables true, straight drilling in the most 


inaccessible spots! Lessens operator 
fatigue! Saves jamming and breaking 
of drills! Fits quickly and positively into 
any electric or pneumatic drill! Can be 
fitted with Collet-Type or Angle Heads 
for any drilling need. 


Now! FLEXIBLE SHAFT MOTOR 
ATTACHMENT . 





com 


Ready to attach 
to any spare mo- 

tor. Here's a 
work-saver that will perform countless 
jobs for all your trade. Rasps, polishes, 
sands, files, wire-brushes, etc. A Shaft 
Sale means an important group of acces- 
sory sales. 








STOW 


MANU F A C T U RIN ¢ 
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“Easy Picking" 


FOR THE 
BUSY 
MECHANIC 


HUOT DRILL INDEX 


@ Get all facts on this efficient system for 
keeping drills sorted where they can be 
easily and quickly found . . . all mechan- 
ics need it—sales possibilities unlimited. 


No. 13 for drills 1/16 to 1/4 

No. 20 for drills 61 to 80 

No. 21 for drills 1/6 to 3/8 

No. 26 for letter drills 

No. 29 for drills 1/16 to 1/2 

No. 60 for drills No. 1 to 60 

No. 72 for drills No. 1 to 60 also 12 taps 

No. 16-A for Morse Taper Drills 33/64 in 
to 3/4” by 64ths 

No. 16-B for Morse Taper Drills 49/64 in. 
to 1 in. by 64ths 


HUOT MFG. CO. 
129 E. 10th St. St. Pawl, (1) Minn. 














WHITNEY 
——PUNCHES——— 






Depth of 
—> threat 10 in. 
—weight 165 
tbs.—cap. 2” 
hole thru 4%" 
iron—%4” hole 
thru 3/16" 
iron—2° hole 
thru 4%” iron 





Cap. 4%" thru %" iron—punches and dies 1/16” to 
7/16" by G4ths. Weight 71, isec—toneth tei, 
WHITNEY Punches are built for service far above 
rated capacities. There are many types . . . 
hand, channel fron, angle iron, close r, bench 
hammer, thinner’s round, square, button, skylight, 


ventilating tank, flange . . . each in a variety of 
types and sizes. Send for literature and get in 
om this really fine sales opportunity. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, lil. 
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UNSURPASSED 


SINCE 1854 


Catering to the needs 
of an exacting clien- 
tele — and that means 
—quality in materials, 
workmanship, packag- 
ing and service. 


Clark Bros. 


can supply — stand- 
ard or special fas- 
teners in the form of 
bolts, nuts, screws or 


rivets. 


May we quote you on 
your next order? 


BOLTS:NUTS 
RIVETS 
SCREWS 





Fd GLARKBRosBot (0 ¢e 


























JEFFERSON 
UNIONS 


with the 
RECESSED BRASS SEAT 


This Complete Line meets 
ALL requirements of 
your customers and 


insures against leaks 


Tefferson Unions are a quality product... 
the result of forty-five years specializa- 
tion.. These Unions feature the exclusive 
“Recessed Brass Seat” and a ground spher- 
ical seat which assures making up perma- 
nently tight joints without jamming. The 
advantages of these features are easy to 
demonstrate to your customers. 


JEFFERSON 
SPECIALTY UNIONS 


save labor and pipe joints 













(Left) 90 degree 
Union Elbow. 
Made in all-fe- 
mate and in male 
and female types. 


) (Below) Union 
= Tee, with Union 
on the run. Made 
in all-female and 
male and female 
types. 


piping Loma with 


a simpler, b better job 
and actually save 
@ and money on 
installations. 
‘ull details on the 
complete Jefferson 
e are available 
on request. 


JEFFERSON UNION CO. 


601 W. 26 St., New York 1, N. Y. 


Factories at 
LEXINGTON 73, MASS. LOCKPORT, N. Y. 
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FOR MORE TOOL 


oy Ss 
Utica 








MILEAGE 


Pliers for 3 
| Every Need get 
New uses and modern. methods, developed Be 


DROP FORGE E&TOOL 


CORPORATION 


UTICA 4,NEW 
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EVERY FACTORY 


NEEDS GOOD ADVERTISING 





you 












NEVER SEE | 


CLEANING TOOLS 
+ CADILLAC WILL 
PROVE BEST 


LIKE THIS 








the dust and dirt 
that do the damage. 
But they're always 
there deep-down in 
machinery and equip- 
ment, causing pre- 
mature, wear and oft- 
en costly repairs and 
breakdowns. Reduce 
risk — Avoid trouble 
with... CLEMENTS 
CADILLAC CLEAN. 
ING TOOLS. 














e 


















ESIGNED TO 
TIMULATE 
TRAL LOL Read ane 
TH iaatial) 

D MUCH-IN-DEMAND 


CLEANING TOOI 





This Powerful 
Combination 


BLOWER and 
SUCTION CLEANER 


blasts damaging dirt and 
dust from hard - to - get - at 
places... 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


y 


TIME-SAVING « 
CLEMENTS 


CADILLAC 


portable electric 
CLEANING TOOLS 


Will save your equipment 


EASY-TO-USE 


IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 


Manufactured by 


CLEMENTS MFG. CO. 
6624 S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 








EXCELSIOR 
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LEATHER WASHER MFG. CO. 


ROCKFORD ILLINOIS 
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Illustrative murals are combined 
with the utility of functional floor 
layout in the new sales office of 
Skilsaw, Inc., in downtown Chi- 
cago. 





American Hoist 
Elects Officers 


The American Hoist & Derrick Co., 
St. Paul, has elected the following offi- 
cers for the current year: Frederic Cros- 
by, chairman of the board and executive 
committee; Harold O. Washburn, presi- 
dent; Stanley M. Hunter, vice-president 
of sales; Donal B. Botkin, vice-president 
of manufacturing; James F. Bishop, sec- 
retary and treasurer, and Robert J. 
Henry, assistant secretary. 


Conant Joins Putnam 
In Upper New York 


Samuel D. Conant, associated with the 
Greenfield Tap & Die Corp., Greenfield, 
Mass., since 1936, has left that firm and 
joined the Putnam Tool Co., Detroit. He 
has been made district sales representa- 
tive for upper New York state, with head- 
quarters in Rochester. During the war, 
Mr. Conant took a leave of absence from 
Greenfield to join WPB in the tool di- 
vision. 


Neuman Manages Sales 
For Solar Electric 


Nicholas L. Neuman, who is credited 
with having met many heating and light- 
ing problems in every type of industrial 
plant in all parts of the Western Hemi- 
sphere, has been made general sales man- 
ager, Solar Electric Corp., Warren, Pa. 
He will be in charge of all sales, sales 
promotion, publicity and merchandising. 
Sales offices have been established in New 
York and all activities will be handled 
from that point. 

H. B. Taylor, president of the corpora- 
tion, has announced an ambitious expan- 
sion program for the next few years -em- 
bodying augmented production facilities. 











PILLOW 
BLOCKS 


...fOr every service 


¥Y Correct Design 
V Sturdy Construction 


Wood's pillow blocks embody the right design and construction to 
meet the most exacting needs of modern transmission service. Accu- 
rately made to shaft sizes and carefully assembled, they reduce 
friction and power losses to a minimum. No matter what your require- 


ments are . 


1 Here is an extra heavy ring 
oiling rigid type pillow block, 
designed to give highly satisfac- 
tory service when used for heavy 
mainline or jackshaft service. De- 
signed as three-piece construc- 
tion, (1) base, (2) liner or lower 
half of bearing proper, (3) cap. 
Lateral adjustment by means of 
slotted holes in base. 


2 Designed exclusively to sup- 
port quills, this pillow block is 
also of the three-piece type. 
Bearings are babbitted, finished 
accurately to quill sizes; ends 
are faced for collars and bases 
finished. 


3 Standard rigid type ...a 
plain pillow block with long bab- 
bitted bearings. Lateral adjust- 


. . Wood's rigid pillow blocks and split or solid journal 
boxes will meet your specifications. 


ment easily made by means of 
slotted bolt holes. 


4 This split journal box adapted 
for light or medium service or 
where space is limited, has bab- 
bitted bearings finished to shaft 
sizes—ends are faced for col- 
lars—bases are ground. Lateral 
adjustment provided by slotted 
holes in base. 


5, Designed to carry our several 
different types of pillow blocks 
. and used extensively with 
the extra heavy type, see (1), 
this wedge adjusting base plate 
has top base and both sides of 
wedges accurately planed. 
Dealers: Investigate the versatile Wood's 


line; a good line to stock and sell, Some 
profitable territory still open. 


WOOD’S PRODUCTS 
FOR POWER TRANSMISSION 


Pulleys ° Clutches °* Hamgers °¢ Pillow Blocks 
Couplings °¢ . Bearings °  V-Belt Sheaves 
and Complete Drives 


LONG LIFE 


T. B. WOOD’ 


BRANCHE NM 


SONS COMPANY, CHAMBERSBURG, PEN 


NA. 
wAR N e BURGH, PA EVE NO DETROIT, M H 
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... ONE REASON WHY 
SUTNAM DISTRIBUTORS 
TELL US THEY Sc FASTER 


TODAY'S Putnam Hi-Speed End Mills—correctly designed 
to cut faster and last longer—are the result of years of 
technical development by Putnam engineers. To produce 
end mills that are recognized as the world’s finest, how- 
ever, is not enough; Putnam is constantly engaged in 
research to still further improve the product and make to- 
morrow’s Putnam End Mills even better cutting tools. 





Correct design is but one reason why Putnam End 
Mills enjoy a customer-preference in the field second to 
none . . . why distributors are completely sold on this 
profitable, increasingly popular line. Another reason is 
Putnam’s reputation for fast delivery to you or your cus- 
tomers of any of the more than 800 standard types and 
sizes of Putnam End Mills carried in stock at all times. 

Send for your copy of the new 92-page Putnam 
catalog illustrating and describing the complete line. 


TNAM TOOU COMPAN \ 


1 4 Ave ° Detroit 7. Michigan 
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Englund Heads Division 


for Janney-Semple-Hill 


O. H. Englund, associated with the 
distributing firm of Janney-Semple-Hill: 
& Co., Inc., Minneapolis, for 28 years, has 
been named hedd of a newly established 
division. Mr. Englund will have charge 
of procurement, promotion and sales of 
major home appliances. 


Medden Retires As 
Goulds Treasurer 


E. W. Medden, associated with Goulds 
Pumps, Inc., Seneca Falls, N. Y., for half 
a century, has retired as treasurer of the 
manufacturing concern. C. E. Andrews, 
who has been with Goulds for 38 years in 
the cost and accounting divisions. has 
been elected to succeed Mr. Medden. 


Scheetz Joins 
Rust Engineering 


J. Paul Scheetz, until recently a com- 
mander, U. S. N. R., has joined the Rust 
Engineering Co., Pittsburgh, in an execu- 
tive capacity. Mr. Sheetz saw active serv- 
ice in European waters under Admiral 
Stark; and at the close of the war with 
Japan was on the staff of Admiral Nim- 
itz in the Pacific. 


Marquette Machinery 
In New Office 


Needing larger quarters in which to 
handle the company’s growing business, 
the Marquette Machinery Co., Detroit, 
has moved its offices to 2406 Guardian 
Building in the same city. The firm 
specializes in the securing of government- 
owned surplus machine tools, either as 
single items or in groups sufficient to 
equip an entire plant. 


New Western Men 
For Flexible Steel 


The Flexible Steel Lacing Co., Chi- 
cago manufacturers of belt, conveyor and 
V-belt fasteners, have appointed new 
Pacific Coast sales representatives. 
Richard Y. Dakin and Morris B. Miller, 
Dakin & Miller,-Los Angeles, are cover- 
ing California, while E. R. and G. G. 
Spragg, E. R. Spragg & Son, Seattle, are 
covering Washington and Oregon. Stocks 
of products will be carried by the sales 
representatives and both organizations 
will work in harmony with Flexible’s 
stock-carrying distributors. 




























...and Detroit makes 19 


Ga 






a 
_ ie 


az . NEW BRITAIN 


d re CLEVELAND ew YORK 
peTroit f PHILADELPHIA 


ea MINNEAPOLIS CHICAGO PITTSBURGH 
- INDIANAPOLIS CINCINNATI 


PORTLAND 
ATLANTA 


J ACKSONVILLE 


DALLAS 





FAFNIR branch warehouses 
for overnight service to distributors 


Detroit’s the latest in the chain of 19 Fafnir branch warehouses. That's 
keeping the promise we made you so that you can keep the promises 
you make your customers. You're set up to supply a Fafnir Bearing 
for every industrial application. And that isn’t all that’s going to 
make it very much worth your while to handle the whole Fafnir line: 
you’re going to have constant improvements and developments that 
will keep pace with any demand. The Fafnir Bearing Company, 
New Britain, Connecticut. 


MOST COMPLETE LINE IN AMERICA FA FN, 4 eumiee J 


369 











MILL SUPPLIES © MAY, 1946 











Vocveteacabverstevnelansetocselavetonadensatonvedeventonusleveutucvetevestovselosestescelosealassbivssl 


Fast Accurate Measurements 
with the NEW 


a AMIC 


QUICK ACTION 


VERNIER 
CALIPER 


THE PERFECT TOOL for machine shop, garage, int 
repair shop, aircraft-maintenance, etc. 


A flick of the thumb and you've got your external and internal dimen- 
sions. Knife-edged jaws provide exact thread measurements. A depth 





gage blade gives speedy depth measurements. Made of stainless steel or 

toolsteel; packed in a sturdy leather case. Scientifically engineered, pains- 

takingly machined and American made, the AMIC Quick Action Caliper 

is a quality tool without a rival. 

Graduations in English—--1/32" or 1/40"; in Metric—full mm. Read- 
ing on Vernier 1/128" or 1/1000" and 1/10 mm. 

Also, AMIC Precision Vernier Calipers, Height Gages, Depth Gages, 
Pocket Calipers, Comparators, Precision Graduated Metal Scales. 

Write for FREE Booklet F and price list or telephone 
PEnnsylvania 6-0687 





VeseeTescetovselorsetecsbeceeteceelscnetossetecssteneetecneteccelescetevnetocabeceeteceteentengtes 
“alike ete tht lal des shits ohooh cide ein. ocala Aah bans SOY, thie igehn eee Se 





* Registered Trade Mark 


AMERICAN MEASURING 
INSTRUMENTS CORP. 


240 WEST 40th ST. © NEW YORK 18, N_Y, 




















Since | 

Strand Flexible Shaft Machines have answered the cail for 
portable, rotary power with efficiently designed, solidly con- 
structed flexible shaft machines that insure constant speeds with 
dependability and greater operator convenience. 

If your job calls for grinding, polishing, buffing, sanding, drill- 
ing, reaming, screw-driving or nut-setting—especially in out-of- 
the-way places, a Strand machine will do it faster, better, and 
stand up to it longer. Hundreds of attachments can be easily 
interchanged. 125 types and sizes. Models include vertical arfd 
horizontal type machines from ¥% to 3 H.P. Distributors in all 
principal cities. 


Send today for 112 page catalog showing complete line. Type MS 


N. As STRAND & CO. 


WOLCOTT AVE. CHICAGO 40, ILL 


_Sfrand 


ey, A . 5014 NO 
BLE SHAFT: cae! 
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MILL SUPPLY 
OUTLETS 

find the 

C-B LINE 

of 

Sheet Metal Repair 
and 

Maintenance Tools 
profitable! 


A new addition to 
the line — the 


Heavier Duty 
ROYAL CLIPPER 
METAL CUTTER 





Write for information on the above 
and C-B’s Metal Shrinker * 

Metal Stretcher * Rivet Cutter ° 
Crimper ° Drill Savers, etc. 


Some choice territozies 
still available. 


C-B TOOL CO. 
LANCASTER, PA. 














GROUND 
SHAFTING 





fer 
POWER TRANSMISSION 
and 
MACHINE CONSTRUCTION 


Now available from local distribu- 
tors’ warehouse stocks . . . from 
coast to coast , .. in sizes, grades 
and finishes to fit all exacting appli- 
cations :— 


Drawn, Ground and Polished 


or 
Turned, Ground and Polished 
Standard or Special Accuracy 


Use this fine grade of Cold Finished 
Shafting to insure precision in line- 
shafts, machine shafts, and other 
rotating or sliding parts. 

Its use gives smooth running qualities 
to machines, longer life to bearings 
and lower maintenance costs. 


BLISS & LAUGHLIN, INC. 


Harvey, lll. Buffalo,N.Y. Mansfield, Mass. 
Sales Offices in all Principal Cities 


COLD FINISHED STEEL AND SHAFTING 









Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate a 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—te- * $ 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.. 24 


Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES « AIR REGULATORS « AIR FILTERS » PORTABLE COMPRESSORS ° PAINT SPRAYERS 
AMERICA'S MOST TALKEO-ABOUT VISE Ar A PRICE 























SPOT THEM WHERE THEY DO 
THE MOST GOOD 


SAFETY CANS 


@ The necessity for adequate fire pro- 
tection in industrial plants, schools, pub- 
lic buildings, etc. cannot be stressed too 
strongly. That's why you should en- 
deavor to impress upon your customers 
—especially those with potential fire 
hazards — the need for DIENER CANS. 
They are safe, foolproof, and modern 
. low-cost fire protection for big in- 
vestment. There are many interesting 
facts and details which we would like 
to send you also our loose leaf catalog 
sheets are available on request. 





© DIENER makes a complete line 
of Fire Extinguishers to fit all re- 
quirements—get all details. 


GEO. W. DIENER MFG. CO. 


400-420 N. MONTICELLO AVE. 
CHICAGO 24, ILLINOIS 
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This 3-cell Justrite Service Flash- 
light, Model No. 17-S, has proven 
a sure-fire business builder for dis- 
tributors who stock it. It has all 
the famous Justrite safety features 
housed in a sturdy plastic case guar- 
‘anteed unbreakable. Flashlight fits 
in palm of hand, stands on base or 


THAT’S WHY THIS JUSTRITE FLASHLIGHT 
MAKES PROFITS FOR YOU 


SALES - 


ARE 


SATISFACTION. 


attaches to belt with clip. When 
used with regular lens, it throws a 
powerful beam of about 1 800 candle- 
power. For wider spread beam it 
can be used with Justrite Honey- 
comb Lens (illustrated). Flashlight is 
approved for safety by Under- 
writers’ Laboratories, Inc., and U.S. 
Bureau of Mines. 


(List Prices: Model No. 17-S, $3.85; With Honeycomb Lens, $4.00) 
Check Your Stock Today! 


JUSTRITE MANUFACTURING COMPANY 
2063 RN. Southport Avenue, Dept. A-1, Chicago 14, Illinois 















H. K. PORTER, INC., 


372 


Hand power cutting tools for 
bolts, rods, chain, wire, rope, etc. 
The name Porter on the handle. 
The kind you have always sold 
with confidence and satisfaction. 


BOSTON 49, MASS. 
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A 
PROFIT 


PRODUCER 
That’s Easy to Sell 





Monerch 
one man 
Car Door 
opener 
Is A Fast Selling 

Profit Item 


HERE'S WHY 
Every ae Ger User 


o 
Reasonable Price 
Saves Time—Labdor 

Accidents 









One mon instead of « can the mos? 
with « Monarch 


binding box cer door Cer Door 
Write—Wire—Phone Today for details of attractive 


MINING SAFETY DEVICE Co. 
DEPT. MS-2 BOWERSTON, OHIO 








». new Center-Locator that saves time and 





Speeditnt Way te 
LOCATE CENTERS 





MASTER OPTICAL 
CENTER} LOCATOR —~ 


Your customers will be asking about the 


makes a drill press do the work of a jig 
boring machine. Holes are drilled and 
spaced to within .00I" . . . round holes 
drilled in thin material . . . holes counter 
bored with an ordinary drill . . . no drill 
run-outs. Enthusiastic machinists claim 
it is the simplest, speediest, most positive 
and accurate method of locating centers 
and drilling holes yet devised. HOW 
TO OPERATE: Simply lay out work with 
height gauge, locate center through the 
powerful magnifier — then replace magni- 
fier with any of the 16 drill bushings furn- 
ished. Ask for literature. 


Advertised in Leading Trade Journals 


MASTER SPECIALTY COMPANY 
3008 E. Lake St. © Minneapolis 6, Minn. 























LIGHTER LOAD + 


LONGER LIFE = 
LOWER SHOVELING COSTS 





The strongest light shovel ever 
made — 13 ga. up the middle to 
meet the wear and strain, tapered 
to 17 ga. at the sides. 11” socket. 


Tubular shank, deep hang, per- 
fect balance. 


“Surface Peened” after 
heat treatment for maxi- 
mum toughness of steel. 


Send for Catalog 
and Prices 


THE UNION FORK & HOE CO. 


685 Hocking St., Columbus 15, Ohio 


RAZOR-BACK 


Only Shovel with a Backbone 
Industrial Forks, Asphalt & Road Rakes 
















Watch for the 


CONVENTION REPORT 
JUNE MILL SUPPLIES 


The June issue of Mill 
Supplies will present a de- 
tailed factual account of 
the business sessions of 
the Triple Mill Supply 
Convention—plus candid 
camera shots of supply 
men and their friends at 
official meetings, informal 
get-togethers, etc. 


Supply men _ every- 
where are waiting for the 
Convention Report Issue 
—the only permanent rec- 
ord of the first post war 
convention. 


Mit-Sepates 


330 WEST 42ND STREET, 
NEW YORK 18,N.Y. 





INDEX TO ADVERTISERS 


This advertisers’ Index is included os a con- 
veniec and is in no way a part of the advertising 
contract, Although every core has been taken 
to index accurately, some errors may have oc- 
curred and no allowance will be made for them. 
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udgit’ Chain 
yom lifting job to 
hang up by himself, 
















Block, : rry it 
lifting jp, 
and liftik 


chain blocks in 
” “I’m selling 
that lifts much 
ers for it has anti- 


gs throughout and 


the last {i 
a chain 
easier tha 
friction be 
all its working parts — including 
the automatic load brake—oper- 
ate in grease in a sealed housing.” 


These are just a few of the 
‘Budgit’ Chain Block 
sales engineer can say that will 


things a 


insure him a sale wherever loads 


must be lifted by hand. 


Send for Bulletin No. 367 to 
help you sell ‘Budgit’ Chain 
Blocks. 


‘BUDGIT’ 
Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MAXWELL 
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EYE HOIST 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH 
SINGLE, WITH THIMBLE 
MATCH, WITH THIMBLE 


SELL WILCOX 1 








Correct Size and Shape, 
Drop Forged, Best Quality Steel, 


Ample Cross Section at Critical Points 


‘They sell best because they’re known best and because 
they’re “dependable.” Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 
efficiency. Stock. WILCOX, and build repeat business. 





Prompt deliveries 


We Protect the Trade 


e Write for Catalog 











PROTECTS LIFE..CAPITAL 
INVES TMENT.. EARNING FACILITIES 


Foremost for Fires of Flammable 
Liquid and Electrical Origin. 
“ALL-OUT” — engineered to cope with 
stubborn, dangerous “Fire Incidents” 
against which ordinary methods prove 
ineffective. 
te LUGHT WEIGHT — Easy to operate. 
ye PROTECTS OPERATOR 
from radiant heat. 

te NON-CONDUCTOR of electricity. 
¥& NON-ABRASIVE — 

Hormless to equipment. 
For Industrial Plants - Aviation - Mining - 
Construction - Automotive Fleets - Public 
Utilities - Textile Mills. 






TERRITORIES AVAILABLE 
FOR REPRESENTATION 



























APpPe 
Factory mutvol Laboratories a Literature 





ALL-OUT” FIRE EXTINGUISHER DIV. 


PRESSURELUBE -INC 
609 WEST 134th STREET + NEW YORK 31 N Y 
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Sell 


WESTCQD)TITS 


Every Westcott is built 

stronger than it has to 

be. We could make the 

body lighter, the jaws thinner. 

And the chuck would still be 

strong enough — probably. But 

there will never be any “prob- 

_ably” about a Westcott! That’s 
why you can tell customers: 


TEST A WESTCOTT — against 
any chuck you are using. 


WESTCOTT CHUCK CO. 
612 E. Walnut St. + Oneida, N.Y. 


[SINCE 1872 
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Advertised in 
LEADING 
MAGAZINES 
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We Are Just As Anxious As You Are 
To Produce More Eagle Oilers 


We're Doing Our Utmost 


Many types of Eagle Oilers are now available ... others will be as soon as it 
is possible to make them again. Some materials are still hard to get... other 
conditions not entirely under our control, delay our production. We ask your 
patience a little longer. We assure you we are doing our utmost to resume regular 


items for peacetime demands. 


It won't be long until you can get the Eagle Oilers you want. 
Order from your jobber. 


Eagle Manufacturing Company Wellsburg, W. Va. 


























BUFFALO 
CASTERS 


C Ball Bear- 
any “Swivel caster, 


take load as well 
as side thrusts. One 
of many Buffalo 
casters. Write for 
catalog. 





© Industrial users of casters are 
impressed with the facts you can 
give them on Buffalo casters. 


Some of the products we make 
for you fo sell: 


¢ Ball bearing swivel casters 
¢ Ball bearing stem casters 
¢ Thread guard casters 

© Double wheel casters 

¢ Rubber wheel casters 


BUFFALO CASTER 
& WHEEL CORP. 
187 Breckenridge Buffalo, N. Y. 
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Equip with GRAND SPEED and see the dif- 
ference! New specd, ease of operation and 
dependability that help lower selling prices. 


EXTRA-DEEP-THROAT 
CLAMPS 





GRAND SPECIALTIES CO. 


3104 W. Grand Avenue, Chicago 22, Ill. 


375 





a ona 





















OR nearly two 





decades, ESICO 

has stood for superb 

ESICO quality and over-all 
economy in solder- 

SOLDERING ing equipment. The 


name ESICO on 
your soldering tools 


is definite assurance 
of long, uninter- 
rupted service. Spe- 
trial plants cify ESICO — the 
everywhe: mame that assures 


Write Today for 
Complete 
Information 
On the Esico Line 


A real time-saver, 


Treadie- Au- 
tomatically "advances 
iron and solder, 


leaves operator’s 
free for work, 





Positive TIP control pre- 
vents over-heating — tip 
solder 


practical method 
trolling heat in the tip—an 
exclusive ESICO feature! 


ESICO 
SOLDER POTS 





Rugged construction. 
Variety of sizes. gned 
for continuous non-stop 


tion. Elements re- 
Placed easily and 
quickly. 











ELECTRIC SOLDERING IRON CO. Inc. 
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PALMGREN 


VISES AND MILLING ATTACHMENTS 
Profitable items To Sell 

ANGLE VISES 
1Y2""=2Va"'-4"'-6"'-8"" Jaws 
Solve difficult 
angle job. Quick 
accurate angle 
set-ups, save time 
and loss. Ideal 
for Drilling, Milt- 
ing, Grinding, 
Fitting, Filling 
Etc. Accurately 
machined and 
graduated. Hard- 
ened steel jaws, 
plain or grooved. 


DRILL PRESS VISES 
1Y2"'-2Va"*-4"" Jaws 
Accurately machined. 
Best semi-steel cast- 
ings. Long bearing ad- 
isett en screw. Jaws 

ed steel — plain 
or grooved. 





















MILLING ATTACHMENT 


MAKES MILLING OPERATIONS 

POSSIBLE ON LATHE. Fits South 

Berd, Atlas, Craftsman, Logan, 

Sheldon, and all other lathes. 

Graduated vertical feed screw and 

360° graduation for rotary angle ad- 
justments. Mounts by strad- 
a = lathels Bs li tool post. 

= 





— 1%" 

$18. 7. “~ — _ 2," Jaws, 
' 7/16” deep, grooved 
and A, “S24. %. No. 
400 — 4” oe 1” 
deep, $39. 






No. 250 
IMMEDIATE DELIVERY 
Write for Circular No. 350 
CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 28 years 
8392 South Chicago Avenue, Chicago 17, Iil. 











ECONOMY 
PRODUCTS 
‘dependable 


- « « theyre strong de. 
pendable. Your customers get sus- 
tained holding power—smooth running 
assembly—lower production costs with 
ECONOMY Screw Machine Products. 
Plant men specify ECONOMY Products 
,because they make possible efficient 
plant operati distributors like to sell 
ECONOMY Products because of the 
nice steady income. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AVE. CHICAGO 30 
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Dixon quality is a guarantee of long. 
safe service on all hose connections 
in construction, roadbuilding, mining 
and general industry. Some of the 
more widely used couplings and 
clamps in the line are shown below. 
“G J-BOSS”’ Fe- 
male Coupling. 
Ground joint, 
washerless construc- 


tion. For steam, 
air, liquids, Fur- 
nished 
ful 
“G J-BOSS” 
Ground Joint Female 
Coupling. Style X-34 


style w-i6é. 
a Male Conp- 


Companion to 
wiles X-34 and w- 16 
Female Couplings, 


same efficient ‘ 
Clamps ; ialore eco. 
nemtesi an stand- 
LP.T. nipples. “Boss” ~~ go. 
Made for i. A - Style M 


me ay a Air 


Coupling. 
Ground round joint oe 
& : For b oy , ~ dan ont 


ay yg types. 
“G J- = i Hammer vers 


“DIXON” Alr 
| gee Coup- 


ypes. 
Also available in 
ground ws 3 “DIXON” 
sign as ““ Alr Hammer Coupling 


“AIR KING” Quick- 
Acting Hose Coup- 
ling. Universal type, 
for indoor and out- 
os service. H 


male ‘pie ends, Made 
with patented safety 
locking arrangement. 


as = 


“KING” 
—. “KING” 
Shank Coupling 
pe Bn end For suction and water 
ose. Patented hose. Uniform in qual- 
"Gor-0- ~Zig’ shank ity, dimen 
is easier to insert, sions. Heavy and ight 
Provides stronger pa 1%” 
gripping _ surface. to 8 
Sizes %” to 8”, 


O O 


“KING"’ Single and Double Bolt Hose Clamps 
Strongest of their kind and easiest to attach. 
Perfect conformance to hose perimeter assures 
equally distributed pressure. ae bolt style 
has quadruple take-up. Full of sizes. 


Sold Only in enc With 
Our Established Distributor Policy 


“AIR KING” 
Hose Coupling 


oe pees 


VALVE “ae sh ed 


S NIPPLES MENDERS CLA 
PRILADELPHIA 22, PA 


RMINGHAM 





























[ARKER 
wCUE 


reed of a 


Take advantage 
of our 111 years 
of experience 
and service 
when you next 
purchase Indus- 
trial Markers of 
any type or kind, 
Write us about 
your marking 
problems. We 
will gladly send 

u our FREE 
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Tell the manager his-workman 
doesn’t need to be a highly skilled 
mechanic. Any man intelligent 


enough to use a wrench — the 
only tool required — can build 
a swinging bracket jib crane with 
a ‘Budgit’ Crane Assembly in one 
hour! Buy I-Beam locally and 
save transportation costs. 


Other types of ‘Budgit’ Crane 
Assemblies provide the means to 
procure bridge cranes. They’re 
equally easy to, build. 


There is the heart of the sell- 
ing story on ‘Budgit’ Crane 
Assemblies. They are not make- 
shifts but permanent cranes with 
a lifetime of service in them. 


And what an economical way 
to get cranes that increase pro- 
duction, cut costs, and multiply 
the worker’s efforts. 


Be sure you have’ an ample 
supply of Bulletin 355 for 
use in your selling. 





BUDGIT: 


Crane Assemblies 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and othe? lifting specialties. 
Makers of Ashcroft-Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments, 
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“A GIANT IN Seym 
YOUR HAND” 


STOCK... 
Arew-Seal 


HOSE CLAMPS 


FOR GREATER 
PROFITS... 


Smit» 


PLIER-WRENCH 


Serves As 

A PLIER 

A WRENCH 
A HAND VISE 
A CLAMP 


LIMITED DELIVERIES NOW 


FULL PRODUCTION SOON 


“FUTURE™ ORDERS FILLED IN 
SEQUENCE 





The patented construction of the “KLAY” 
Wheel, Pulley, and Gear Puller gives a 
straight pull and @ safe pull--no binding on 
shaft, no slipping off of part being re- 
moved. Many other advantages of superior 
pulling power and adaptability found in no 
other puller. Sizes and styles for pulling 


anything from « 4" gear up to a 40” 
wheel or hub. 


WRITE FOR CATALOG NO. 14 


THE SCOTT & EWING CO. 
DEPT. C. FINDLAY, OHIO 
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e EASY TO INSTALL 
e UNIFORM PRESSURE 
e LONGER HOSE LIFE 
e NO LOOSE PARTS 


e CAN BE RE-USED 
MANY TIMES 


“Aero-Seal” clamps are ideal for use on 
heavy and light industrial equipment, high 
and low pressure lines, automobiles, buses, 
trucks, and many other applications where 
GOOD clamps are needed... 


Write for Free sample and prices 


AIRCRAFT STANDARD PARTS CO. INC 
1777 NINETEENTH AVE, ROCKFORD, ILL 
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LOAD BINDERS 














MIDGET 
(1 swivel) 34” chain 


DELTA 
(1 swivel) 34” chain 
DIX 
(2 swivels) 34” chain 
IRON 


MALLEABLE 
LOAD BINDER 
Heat Treated 











LONE STAR No. 1— 

(2 swivels )14” and oe te 
LONE Se) a ea se 
(2 swivels) 44” and 


DROP FORGED 
LOAD BINDER 
Heat Treated 





Olb 
(2 evn 36" ow ist chain 


(2 swivels) 35° phe by 5%” chain 





. 8—4 Pu 
DURBIN- DURCO 
Manufacturers of Certified Specialties 
Drop Forged and Malieable tron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. 
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‘ELLIOTT hart 






Here is a product that can be 
used by all your industrial 
clients. 
Wherever constant power in a 
portable tool is needed, you 
can recommend Elliott Flexible 
Shaft equipment. These rug- 
ged, multiple purpose ma- 
chines are used in a large va- 
riety of industrial operations, 
such as grinding, snagging, 
burring, buffing, drilling, die 
finishing, rotary filing, cutting, —, 
sanding, and polishing. 
Supplied in pedestal, suspended, and bench types with 
plete line of attach Write today for Bulletin 448. 
Franchises are available for several desirable territories. 





ESTABLISHED 1032 
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by carrying the complete 


CLOVER LINE 





CLOVER COATED ABRASIVES, —inall grains, 


grades, backings, coatings, sizes and shapes. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 








CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. CO., Norwatk, Conn. 


CLOVER 


Hb idiitd. 





379 





backfires 


On the Agenda as 
Unfinished Business 


Bacxrires for April talked about sales programming and sales 
organization. 

Before it was off the press a letter arrived that fits into the 
general pattern of my remarks. The letter is from a distribu- 
tor and here is what he says: 

“I would like very much to see you make use of this letter 
in the interest of better manufacturer-distributor relationship. 

“As you know our letter was sent to our twenty leading 
lines, directed to the sales manager personally. We have let- 
ters from all of the gentlemen addressed and the general tone 
clearly indicates that we are put on the agenda under the head- 
ing of Unfinished Business. It looks to me as though the work 
of sales management was in a very undeveloped state, which 
is the cause of a great deal of the ills of distribution . . . (this 
area) is... in importance of Industrial Supplies bought by dis- 
tributors but it is quite evident that most of the manufacturers 
replying don’t have time to develop more than perhaps their 
ten or fifteen largest markets. From there on down, the dis- 
tributors are left very much in the hands of salesmen or dis- 
trict sales managers or some other lesser fry. ° 

“This probably is the cause for many manufacturers getting 
out a beautifully printed statement of their policy of selective 
distribution and then cluttering up the whole field with mul- 
tiple distributors who divide up the business so thin that the 
manufacturer doesn’t have a decent representative distribu- 
tor in the field. When a distributor in the . . . city can lead 
the country in sales through a plan of selling which is right, 
don’t you think it shows what the possibilities are and what 
could be developed by manufacturers from distributors in 
middle of the list markets, if only they would wake up and 
be market minded? 

“We have been running a one-man fight for years for real 
selective distribution, and, without too much success. We be- 
lieve that it is the manufacturer’s responsibility to determine 
the potential sales of his product in a trading area. We believe 
that the manufacturer then should decide how many-and which 
distributors he wants to handle his line and bow. much busi- 


ness can be handled by each distributor. We believe then that 
he should sign a contract based on this sales potential which 
would require the distributor to carry a value of inventory 
which will be supported by his sales and which in turn will give 
buyers adequate distributor service. We believe that certain 
responsibilities should be accepted by the manufacturer and 
other responsibilities should be accepted by the distributor and 
that this arrangement should be on a trial basis and if the sales 
are not developed to support this inventory that the contract 
should be terminated and that the manufacturer should take 
back the inventory for full credit and look for another distrib- 
utor. ‘ 

“The standard policy now is to keep appointing distributors 
in the hopes that they will finally strike a good one. All former 
unsuccessful distributors are kept and have the price to chisel 
into the market so that the line isn’t worth anything to any- 
body. By this I mean that none of the distributors can make a 
good showing with the line, and, the buyers don’t have a single 
representative stock in the territory where they can get any- 
thing, excepting a quick-moving number, out of a skeleton 
stock. §. 

“Selective distribution and scientific selliag will develop a 
market way beyond the imagination of anyone in the industry 
today.” 

In a nutshell the letter says there are a lot of manufacturers 
who need a lot of sales organizing—1946 style, if they really 
are interested in organized selling efforts. That many manu- 
facturers are only interested in “heavy cream” markets and 
can’t be bothered checking upon and developing important 
markets that may fall beyond the heavy cream. 

He believes a manufacturer should determine sales potentials 
for a trading area and select distributors based on known 
sales potentials for territory—dictating value of inventory a 
distributor must carry. 

Can we agree that my correspondent has puta hot potato 
in some shoes, and, the shoes fit sundry manufacturers? If so, 
let’s start doing something about it. A. M. MORRIS 
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American Machinist 
Machinery 
Mill & Factory 
The Tool Engineer 
Modern Machine Shop 
Machine Tool Blue Book 
Purchasing 
Aviation 
Production Engineering & 
Management 
Industrial Equipment News 
Industrial Arts & Vocational 
Education 
New Equipment News 
Supervision 
Industry 
Technology Review 
Home Craftsman 
Thomas’ Register 
MacRae’s Blue Book 
Plant Purchasing Directory 


... and it’s our permanent 


policy to back the STARRETT Distributor 


WIDELY READ by 
millions of tool buy- 
ers and users, color- 
ful ads like these are 
helping to empha- 
size the value and 
importance of the 
mill supply distrib- 
utor. 


THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 


We're as permanently sold on the efficiency 
and dependability of STARRETT DIS- 
TRIBUTORS as we are on the accuracy 
and dependability of STARRETT TOOLS. 
That’s why we publish millions of messages 
in publications like those listed here 
urging users and prospective users of 
Starrett Tools to “Buy through your Dis- 
tributor.” This combination of Starrett 
quality and Starrett cooperation is what 
makes it pay to sell Starrett Tools. 


World’s Greatest Toolmakers 
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